Precunotocy DEPARTMENT The Newspaper of the Industry 


Top Cars 


l@w-car registrations for three 
hs, plus 18 states for April: 


1958 
Pos. 


338,582— 1 


Make 
$71,318 Chev. 
$58,570 Ford 260,751— 2 

97,390 Olds. 91,218— 4 
95,944 Pontiac 67,331— 6 
85,349 Plym. 104,187— 3 
79,923 Rambler 34,310—10 
72,300 Buick 80,254— 5 
40,364 Cadillac 35,982— 9 
39,249 Mercury 36,343— 7 
34,369 Stude. 10,811—14 
32,228 Dodge 36,573— 8 
14,678 Chrysler 18,291—11 
13,018 Edsel 12,855—13 
11,071 DeSoto 14,916—12 
8,449 Lincoln 9,238—15 
4,681 Imperial 4,996—16 
137,725 Misc. 73,213 
Total All Makes 
1,497,126 1,230,351 
Further details on Page 60. 
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High Stocks, Small-Car Talk Add Pressure . . . 


New-Car Sales Face 


By Robert M. Lienert 
Associate Editor 
NCE again—in a further devel- 
opment of a new-car market- 
ing characteristic of the late ’50s— 
June shapes up as a crucial month 
for sales. 
As dealers turn the corner into 
the summer selling season, the 
ure is on. 
is a situation which has 
every year since 1956, al- 
this year the factors at 
are of somewhat different 


* 
OTH 1956 and 1957, June 
ed as a major hurdle be- 
ales failed to increase as 


for Compact Autos 


By Maynard M. Gordon 
News Editor 
" f— Big Three are blueprinting 
a full-scale invasion of the 
-ear market this fall. Initial 
ion goals already have been 
d up appreciably for Chevro- 
Corvair, Ford’s Falcon and 
Uarysier Corp.’s Valiant. 

Announcement by General Mo- 


sions Regain 

esponsibility for 

es at Chrysler 

By John K. Teahen Jr. 

Staff Writer 

YSLER CORP. last week 
Merged Plymouth and DeSoto 
ions and strengthened the cor- 
te distribution setup by giving 
sales responsibility back to the 


Vehicle divisions. 
The divisions lost their field sales 


we 


“4 E. C. Quinn J. B. Wagstaft 
uties in November, 1956, when 
er Motors Corp. (group mar- 
) was formed. 
he divisional general managers 
 Feport to E. C, Quinn, Chrysler 
. general sales manager and 
d of Chrysler Motors Corp., but 
y have regained direct control 
Meld operations, Chrysler Motors 
. has become sort of a central 
n isory agency. 
¥ ae a Eg 
THE new Plymouth-DeSoto divi- 
= Sion will be under the direction 
try E. Chesebrough, a corpor- 
vice-president who has been 
+. general manager since 
_. The realignment was announced 
Byron J. Nichols, Chrysler’s 
motive sales group vice-pres- 
He said a sales divisions 
has been formed under 
and a corporate sales staff 
been established under James 


es 
re, 


Presidents, For the last year,/| president; Robert P. Feely, Needham, clerk, and Hugo Separini, Boston, i vice- 
Benjamin Abrams, Revere, treasurer, is not pictured, 


(Continued on Page 8, Col. 1) 





tors that/all 7,246 Chevrolet deal- 
ers will sell the rear-engine 
Corvair intensified the prospect 
of a heated battle for sales in a 
field the Big Three have so long 
forsaken. 

Optimistic expectations for the 
new entries vere also tipped off by 
the disclosure that the Corvair will 
be assembled at three U.S. plants 
and could be phased into the mix 


DETROIT, JUNE 1, 1959 


much as had been anticipated in 
spring months and dealers found 
themselves with growing stockpiles 
and unexciting sales rates, 

In 1958, with production lines 
having been tuned more closely 
to demand early in the year, 
dealers had a stock problem of 
less severe proportions. However, 
they were plagued by lethargic 
demand and a prospect of earlier 
introductions of new models. 
This year, dealers are confronted 

with a new situation. True, sales 
have moved upward in spring 
months and most recent field re- 
ports indicate new units continue 
to move at the fastest rate recorded 
thus far this year. 

But it is also true that produc- 
tion has held at high levels and 
that stockpiles continue to grow 
(although at a somewhat lower 
rate in recent weeks) 

a x 7 


pease. with one eye cocked 
on steel negotiations, have not 
been too worried. An orderly sum- 
mer market appeared in prospect. 

Then, with rapid-fire official 
announcements confirming light 
cars to be introduced this fall by 


4.4 Million Units 
Scrapped in Year 


ESPITE economic belt-tighten- 
ing brought about by the reces- 


“| were forced to scrap about 4,425, 


Chevrolet plants 

Mich., Kansas City and Oaklan 
Calif, The Ford Falcon will 
built at Lorain, O., and the Chrysler 
Valiant at Hamtramck, Mich. | 


Au three light cars will be 4s- 
sembled at Canadian subsifii- 
aries. Ford of Canada will market 
the Falcon through Ford-Monarth- 
Edsel dealers and will introduce a 
similar economy model for sale; by 
Mercury-Lincoln-Meteor dealers 
The long-awaited confirmatio 
the Big Three newcomers brought 
into the open the vast arra 
(Continued on Page 68, Col, 1) 


of | 





cars, trucks and buses in 1958 
cording to Automotive NEw 
mates. 

The total consisted 


(Continued on Page 4, 





Entered as Second Cis 
at the Postoffice, De 


the Big Three, dealers found a 
time-bomb in the showroom. 
Confirmation of economy-car 
plans, of course, came as no sur- 
prise to dealers or to others close 
to the industry. 
* * oe 
| IS still too early to measure 
public reaction to the announce- 
ments, although some dealers re- 


June-July to Add 
Over Million °59 


Car Schedules High 
Till Model Buildont 


By Martin L, Whitshyer 
Staff Writer / 
A WORKWEEK shortened by 

Memorial Day dropped U, S. 

car output to a 13-week low of 117,- 
390 units last week, but pushed the 
industry’s current-model production 
past that for the entire 1958 model 
run, 

Through last Saturday, the in- 
dustry had produced an estimated 
4,237,195 current models, com- 
pared with the 4,222,765 units 
turned out during the entire 1958 
model run. 

A total of 545,000 cars is sched- 
uled /for assembly in June, com- 
pared to an estimated 546,850 in 

. Another 510,000 in July and 

,000 before the last maker builds 
out on ’59 models in August will 
run the 1959 model-run to an esti- 
mated 5,547,200 units. 

The 117,390 cars built last week 
brought total output for May to an 
estimated 546,850 units, A week 

(Continued on Page 71, Col. 3) 





By W: Uliman 
Washingtof Bureau Chief 
ee more bjils have been offered 
in the Sghate to permit auto 
makers to go back to a territory 
security sygtem—if they want to. 
A third bill, by Senator A. S. 


New Officers in Massachusetts— 


Harry B. Scott sr., Boston, seated, left, has been elected president of the Massa- 
“4 chusetts State Automobile Dealers Assn., succeeding Leo W. Malboeuf, seated, right. 
Quinn and Wagstaff are corporate| Other officers are, standing, from left, Robert F. Krumpholz, Beston, secand vice- 


president. 


Mike Monroney, 
ready this week. 

One bill, introduced by Senator 
Roman L, Hruska, Nebraska Re- 
publican, would allow manufac- 
turers to reward dealers with 
“incentive payments” if they sell 
cars within their own territories. 

The second measure, introduced 
by Senator Andrew F. Schoeppel, 
Kansas Republican, would permit 
factories to set up systems of “in- 
fringement payments,” to be paid 
by the infringing dealer to the 
dealer whose territory has been 
invaded. 

The Schoeppel bill was penned 
by NADA, and it resembles a ver- 
sion prepared by General Motors, 
which was introduced earlier this 
year by Senator William Langer, 
North Dakota Republican. Both 
the NADA and GM bills call for 
“infringement” penalties to be paid 
by invading retailers. 

* ca of 


is expected to be 


BmOsnns speaking, the terri- 
tory security system envisioned 
by the Hruska bill, S. 2047, would 
have the manufacturers pay the 
dealers for staying at home. 

The one envisioned in the 
NADA bill, S. 2042, and in the 
GM bill, S. 997, would have dealer 
pay dealer. The roving retailer 
would have to pay a penalty to 
the seller who stays in his own 
backyard. i 
Monroney, who heads the Senate 

Automobile Marketing subcommit- 
tee, talked over his bill with repre- 
sentatives of NADA last week. It 
is expected to provide that makers 


* 


TRUCK SECTION 
Starts on Page 30 


LIC LIBRA fF ob 


JUN = 
DETROW («" 


ine lest 


port they have’ already taken or- 
ders for the pew offerings. 

From the géaler standpoint, then, 
June presegts these selling prob- 
lems: 

1. A bountiful supply of mer- 
chandisé, which may prove to be 
tophegvy even if a steel strike 
does Aevelop and shut off produc- 
tio 
2/The beginning of the cleanup 

peyiod, with new-model introduc- 
tions anticipated early in the fall. 
Dealers already say that this year’s 
cleanup must be absolute in view 
of the coming economy cars. 

3. Handling many prospects who 
might have become June buyers 
had they not read about the new 
cars and decided to wait to see 
what they offer before making a 
move. 

4. A used-car market in which 
everybody will be feeling his way. 
Nobody is sure what effect the 
economy cars will have on used- 
car price and demand. 

* * > 
FORTUNATELY, each of the 
above problems, by its very 





nature, makes solution of any of __ 


the other three just that much ~ 
more difficult, 

Dealers who intend to play it 
safe say they will step up hard- - 


sell efforts, cut used-car inven- ait 


tories to the bone and try for 
short allowances during the rest © 
of the ’59 season. 

The need to put on the pressure 
on new-car selling in June makes 
the conservative handling of trade- 
ins a tough choice for any dealer. 

” * * 


T ANY rate, June is going to be 
a barometer month. 
Any fewer sales than 500,000, and 
dealers can look forward to a long, 
hard summer indeed. 


es permitted to pay bonuses for 
| sales inside their zones of influence. 
* of x 
pe NADA bill, offered by Scho- 
eppel, would make it legal for 
an auto maker and dealer to estab- 
lish the dealer’s “area of respon- 
sibility.” It would also make it 
legal for a manufacturer to re- 
quire the dealer to pay a penalty 
to another dealer selling the same 
make if he invades that dealer’s 
territory. * 

The General Motors bill, intro- 
duced last February, provides 
for similar infringement pay- 
ments. This measure, however, is 
not limited to the automobile in- 
dustry, but would alse include 
makers and sellers of all power 

(Continued on Page 4, Col. 1) 


Inside 
Auto News 


Callahan reports on Eur- 
ope, Page 2. 

Shows spur truck sales, 
Page 30. 

Dealers convene, Pages 2, 
3, 6. 

Import news and features, 
Pages 24, 37, 49, 58, 56. 
Electric car comeback? 
Pages 4, 19. 
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Is Vital, N. M. Dealers Told... 


Youth Movement Urged in Sales 


By John D. McKee 
Staff Correspondent 

ALBUQUERQUE, N. M.—There 
is an urgent need to recruit and 
train new sales personnel for an 
expanding market, speakers told 
the 30th annual convention of the 
New Mexico Automotive. Dealers 
Assn. 

“Get youth into the business,” 
NADA President H. L. Galles jr. 
advised his own state association. 

He is a Cadillac-Oldsmobile 
dealer in Albuquerque. 

Pointing to the value of family 
tradition in dealerships, Galles said 
his father was one of NMADA’s 
original members and an NADA 
director and that his son now is 
“coming up in the auto business.” 

Galles’ sentiments were echoed by 
Byron J. Nichols, Chrysler Corp. 
automotive sales group vice-presi- 
dent, and Fred Williams, advertis- 
ing and sales promotion manager 
of Pennzoil of California. 

Williams described incentive 
systems, training and supervising 


techniques that make “lemonade 
out of the lemons” among sales- 
men. 

Nichols was optimistic about 
trucks, the small car and business 
in New Mexico. 

He predicted truck sales this year 
would top a million and pointed to 





Studebaker Dealer Sells 
Eight Cars to Ohio City 


MIDDLETOWN, 0.—C. G. 
Mears, Germantown Studebaker, 
has been awarded a contract for 
seven cars for the Middletown 
police force and one for the City’s 
car pool. 

He bid $8,208 for four eight- 
cylinder four-door police cars, 
plus tradeins, and $5,562.36 for 
three eight-cylinder two-door 
models without tradeins. The 
price on the eighth unit, a six- 
cylinder four-door sedan, was $1,- 
769.53. 








Future Sales Problems 
Seen in Common Market 


(Eprror’s Note: The following 
report is one of several to be 
made by the writer on his visits 
to auto plants in France, Italy, 
Germany and England.) 

. * * 


By Joseph M. Callahan 
Engineering Editor 


a European Common 
Market, when and if it is per- 
mitted to operate as it was in- 
tended, will have a great impact on 
the European auto industry and, 
probably, some subsidiary effects on 
the U. S. auto business. 


. ‘Zhe Common Market, which 
| begen operating this year, is 

F on an agreement in which 

Western Germany, Italy, 

The Netherlands and 
re burg have agreed to per- 
- @ait completely free trade among 
themselves by 1968 by gradually 
reducing protective tariffs and 
import quotas, The first 10 per- 
cent cut in tariffs was made last 
January. 

An American could best under- 
stand how stifling these tariffs and 
quotas have been to European in- 
dustry by imagining a situation in 
this country in which interstate 
trade was largely forbidden. 

The net result would be in this 
country, and has been in Europe, 
that mass production—the domi- 
nant industrial phenomenon of this 
century—would be rendered inop- 
erative to a large extent. 

a. * * 

yo the Common Market be- 

gins really operating, the Eu- 
ropean auto makers will each have 
an equal chance at a population 
of 170 to 180 million persons (about 
equal to the U. S. population) and 
the European car industry is likely 
to be reduced in number by failures 
and mergers, much like the number 
of U. S. makers has been shrunken. 

The present European situation 
is something like the U. S. situa- 
tion of 35 years ago when the 
auto makers were confronted by 
@ somewhat car-less population 
whose purchasing power was due 
to rise considerably. 

Today’s European car industry is 
different from its earlier American 
counterpart in that 40 to 50 percent 
of its sales are on the export 
market. 

Speaking privately, severa] Euro- 
pean auto officials agreed that the 
Common Market, as far as cars are 
concerned, will largely be a sales 
battle among the French, German 
and Italian auto makers, with the 
French and Italian manufacturers 
being just a little fearful of free 
competition with the Germans, 

Auto officials in Germany agreed 
with this thinking, pointing to the 
discriminatory tariffs and quotas 
that have been imposed against 
them by France and Italy. 

mm ” x 
er note that a car imported 
from Germany to France is 
taxed at 68 percent of its value, 
while a car sent from France to 





Germany is subject to only a 20 
percent tax. 

German auto executives were 
also a little bitter about the 
quotas which limited the number 
of cars which each German man- 
ufacturer could sell in France 
and Italy, especially since West- 
ern Germany has no quotas. 


Last year these quotas permitted 
the importation of 418 Volkswagens 
into France and 982 into Italy. 
France will permit the importation 
of about 2,000 Volkswagens this 
year, but the Italian quotas have 
not yet been announced. Conse- 
quently, no VWs have yet been 
sold in Italy this year. 

Volkswagen officials noted that 
GM’s Opel subsidiary had a larger 
quota in several European coun- 
tries than Volkswagen, even though 
the latter firm outsold Opel by 75 
percent in 1958. 

When one Volkswagen official 
was asked why these quotas really 
mattered since his company says 
that world demand for its cars far 
exceeds the supply, he said Volks- 
wagen objected to this discrimina- 
tion because it will be in an un- 
favorable position in these countries 
when the Common Market begins 
functioning fully. He added that all 
the good dealers will be picked up 
and the company will have had 
little chance to build up owner 
loyalty. 

* * 7 
J URCPEAN officials generally 
agreed that the Common Mar- 
(Continued on Page 69, Col. 1) 





a construction boom as evidence 
that New Mexico is ripe for ex- 
panding auto sales. 

“You can’t ignore a half million 
imports,” Nichols said in discus- 
sing the Big Three’s decisions to 
enter the small-car market in the 
1960 model year. 


He added that Chrysler Corp. was 
“committed a year ago but we held 
off the announcement to keep from 
hurting the ’59s.” 


Nichols conceded that the small 
car is here to stay, but he said “the 
car with a wheelbase of 118 inches 
and up is still the basic American 
car.” 

“We're big people and we're 
travellers,” he continued. “We need 
an American-sized car.” 


Nichols; C. F. French, Chevro- 
let factory-dealer relations direc- 
tor, and R. F. Leonard, Ford 
Motor Co.’s Kansas City regional 
sales manager, touched on the 
closer cooperation between fac- 
tory and dealer. 


French called attention to the de- 
velopment of dealer committees 
and factory sponsorship of training 
schools for dealers and mechanics. 


Leonard pointed out that no 
manufacturer ever has gone out of 
business because he didn’t know 
how to build cars, but because 
there wasn’t effective cooperation 
between dealer and manufacturer. 


“And the manufacturers realize 
this,” he added. “You don’t know 
how important you are to the man- 
ufacturer.” 


Galles told the convention that 
NADA is working for a still closer 
factory-dealer relationship, 

He called the price-sticker law 
one of the best things that has 
happened in the industry, and 
urged dealers not to “undermine 
the price.” The law will be vigor- 
ously enforced, he said. 


Galles blasted the notion that 
“bootlegging is in the public inter- 
est” and lamented the fact that 
Albuquerque is “the second worst 
city in the U.S. with regard to the 
bootlegging problem.” 

The dealers conducted a lively 
panel discussion of incentive plans, 
cost cutting and getting more profit 
out of the shop. 

Ernest H. Bruss (Ford), Farm- 
ington, the panel leader, said the 
consensus was that cost control is 
of primary importance, particularly 
to the small dealer, in a business 
which allows such a small profit 
margin. 


Passion for Fashion 


NEW YORK.—George W. 
Walker, styling director of Ford 
Motor Co., was named Fashion 
Personality for May by Gentle- 
men’s Quarterly magazine. Walker 
has his clothes made for him by 
Saks Fifth Avenue. 





99.1 Percent of 





Business Barometer 


Automotive News Economic Index — 


123.5 Percent of Like Week Last Year 


Auto Production ............... 133,568 98.3 154.3 
Truck Preduction ...........00. 27,286 100.9 152.4 
Auto Registrations—Year to date.. 1,497,126 eis 121.7 
Truck Registrations—Year to date. 228,364 aes 131.7 
Steel Production—tTons ......... 2,644,000 100.5 173.6 
Lumber Production—Board feet... 262,472,000 102.2 110.8 
Pa rd Production—tTons.... 317,985 98.5 121.6 
Soft Coal Output—tons ........ 8,195,000 97.4 112.0 
Oil Refinery Output—Barrels .... 47,220,000 99.9 104.3 
Electric —Kilowatt hours.... 12,931,000,000 101.9 114.3 
Barometer Freight Car Loadings 396,763 100.6 116.2 
Department Store Sales Index .. 137 86.7 108.7 
Stock Market Price Index....... 428.4 100.4 132.4 
U.S. Government Spending 

—Fiscal year to date ............ $82,106,629,000 ies 113.4 
Commercial and Industrial Loans $30,975,000,000 100.7 104.8 
Savings Deposits ................ $28 506,000,000 99.9 103.6 
Used-Car Prices—aAverage........ $1,062 100.4 111.1 
Business Failures ................ 259 83.3 76.9 
Common Common 
Stocks May 27 May 20 1959 Range Stocks May 27 May 20 1959 Range 
AMC....... 36% 39% 43%-25% coh sae 48, 43% 48Y4-39% 
Chrysler... 69% 71% 725%-50% Mack...... 44%, 42% 45%-32% 
Ford....... 72%, 69% 72%-50% OP ois ceeai 11% 11% 15%4-10% 
GM........ 51 52 525-45 White...... 45%. 464%, 50%-40%, 


(June 1, 1959) 
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Percent of 
Percent of Like Week 
Last Week Last Year 











Principals at New Mexico Convention— 


Among the principals at the 30th annual convention of the New Mexico Automotive 
Dealers Assn. were C. J. French, Chevrolet factory-dealer relations director; Byron J, 
Nichols, Chrysler Corp. automotive sales group vice-president; Jack Jones, president 
of the Albuquerque New Car Dealers Assn. and convention chairman; R. F. Leonard, 
Ford Motor Co.'s Kansas City regional sales manager, and Thomas S. Cherry, NMADA 


president. 


NLRB Chief Sifts Labor Unrest. . . 


Is It Bosses’ Fault? 





By Frank Gawronski 
Staff Writer 

OYD LEEDOM, chairman of the 
National Labor Relations Board, 
placed the blame for much union 
misconduct on some employers’ “be- 
hind-the-scenes, illusive, undeclared 

warfare” against labor unions. 
Leedom told the Florida Bar 
Assn. in Miami 
Beach that few em- 
ployers will openly 
admit a desire to 
thwart unionism. 
Most pubjicly em- 
brace the principle that workers 
have a right to form {nions and 

bargain collectively, he gaid. 

But “behind this facade. of gen- 
eral acceptance of our national 
labor concept,” Leedom declared, 


Pontiac Vendors 
Get Singirfg Sell 
With Schedules 


PONTIAC.—Scheduiles for parts 
to vendors are usually dry as dust. 
But suppliers to Pontiac report this 
year that they got a little some- 
thing extra at the bottom of ship- 
ping releases. 

These were messages attributed 
to Gordon Hill, of the Pontiac 
scheduling department, They ran 
like this: 

“Spring is drawing near 
order our wide-track Pontiac . 
voted car of the year.” 

* « - 


“The height of style for this 


spring ... the ’59 Pontiac ,. . . with 
lots of zing.” 
* * . 
“It’s spring ... time to hit the 
road ...in @... Pontiac... 


is the popular mode.” 
x ” o 
“We gave you the final buy three 
times before . .. We are happy to 
increase because our customers 
want more... More... more.” 
= a” on 
“Hats off to the Pontiac en- 
gineers .. . Talk to the owners and 
hear the cheers . . . 59 wide track 
is close to perfection . . . Thanks 
to Pontiac’s rigid inspection . . .” 
x ” - 


“Our inventory is low . . . our 
demand continues to climb ,.. We 
have given you increases before 
and did it with rhyme , . . So take 
this new increase . . . follow it close 
..,. Our customers cry . . . Pontiac 
... Man... That’s the most.” 


NMA Names Romney 
Management Man of Year 


DAYTON, 0.—George Romney, 
president of American Motors 
Corp., has been named “Manage- 
ment Man of the Year” by the Na- 
tional Management Assn, He was 
cited particularly for his firms’ ad- 
vances in recent years due to his 
personal management, the associa- 
tion said. 

The award will be presented at 
NMA’s 36th national conference in 
the Statler Hilton Hotel in Detroit 
Oct, 21-23. 


*| practices, to say nothing of the 
- *l|corruption revealed by the Mc 











many employers fight tooth and 
nail to deny unionism to their em- 
ployes. 

“Since hostility is likely to beget 
hostility,” he said, “I raise the 
question as to whether this attitude 
may in turn be at least partly re 
sponsible for union conduct that 
many people regard as quite un- 
reasonable, even though lawful.” 

Many employers and their at- 
torneys, Leedom declared, “seem 
to feel it is still their God-given 
right to determine unilaterally 
what is best for their particular 
employes and that unions and 
the board are usurpers of that 
right, which usurpation can be 
met only by keeping the union 
out at all costs.” 

“Some employers harbor the 
thought, I am sure, that there is 
no such thing as a decent union 
unless it might be one dominated 
by their own companies,” he said. 

Cases reaching the NLRB for 
decision, Leedom said, show this 
attitude is still widespread among 
employers. Still, he added, “I con 
cede that many businessmen have 
been sorely provoked by many 
unions.” 

“Threats of violence, actual vio 
lence, roofing tacks in driveways, 
sugar in gasoline tanks, slashed 
tires and upset trucks do not 
exactly endear any part of unionism 
to the businessman who is going 
broke by reason of such unlawful 







































Clellan Committee.” 

Leedom said he was “troubled” 
to find that some employers would 
rather go out of business than ret 
ognize a union. 

* * a 
THE dealership front, the 
NLRB has ordered a represen- 
(Continued on Page 68, Col. 4) 





























Shriners Hear Romney— 

American 
Motors Corp., right, speaker of the eve 
ning before the only automobile dealers 
Shrine Club in the world, is shown a pre 
view of the program by Frank Taylor, Los 






George Romney, president, 









Angeles Ford dealer. When a photog 
rapher asked Taylor what a Ford dealef 
was doing in the same picture with of 
American Motors man, Romney qui 
“Times have changed—for the better!” 
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DRE light on the length of 
service of NADA directors is 
4 in letters from dealers. 

Whe writers include: 

vid E. Castles, honored in 
r circles for his clear thinking 
his long service to the cause 
fall dealers. 

Elson G. Sims, who has taken an 
active role in dealer circles in re- 
cent years, appearing on Many con- 
yention programs. Sims has been 
urging the spread of information 
on business management principles. 

Ed Stephani, head of Nickey 
Chevrolet in Chicago, A dealer for 
90 years, he probably would be 
dassified as a rebel in association 
circles, but he feels that he has 
something to offer in united dealer 
activities. 

Here are the letters: 

* ae * 


Castles’ View 

HAVE read, with much interest, 

your column in the May 18 issue 
of Automotive News. Sax Lloyd is 
a fine man, and I consider him one 
of my good friends. He made a fine 
president of NADA, and is one of 
the best speakers in our industry. 
You can understand that I hesitate 
to disagree with him, but on the 
matter of term of office for NADA 
directors, I think Sax is wrong. 

After a long association with 
NADA, it is my observation that 
oly those who deserve to con- 
tinue in office are kept on term 
after term, Continuity of direc- 
tors is comparable to continuity 
in service by members of the 
United States Congress. 

Under ordinary circumstances, 
directors meet twice a year. It 
takes at least one three-year term 
to find out what makes the wheels 
go around in the association. If 


Cleveland Show 
Planned for Fall 


CLEVELAND.—Benjamin Orloff, 
a Chicagoan who manages exhibit 
sales for the Chicago Auto Show, is 
planning to stage an auto show in 
Public Hall here Nov, 21-29. The 
hall already has been reserved, he 


He said the show doesn’t have 
the official backing of the Cleveland 
Automobile Dealers Assn., but 
added: 


“The CADA hasn’t told me not to 
g0 ahead. I have talked with deal- 
ets in just about every line group 
and there are a sufficient number 
of dealers in each make of car 
Who want a show.” 
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Dealer Forum 


by Robert M. Finlay 





the program suggested by Lloyd 
were to be adopted, it could mean 
an entirely new board of directors 
every six years. A member would 
just about get his feet on the 
ground, and become sufficiently 
versed in the association’s affairs 
to be of some real value to the 
dealer members when he would be 
replaced, 


Some have served many years 
and their value in the directorship 
of association affairs cannot be 
priced, Particularly, do I have in 
mind Bill Mallon of New Jersey. 
Bill was elected to the board in 
1938. No one could serve better than 
he has. We have not always been 
in agreement, but there has never 
been a question of his sincerity and 
faithfulness in the dealers’ inter- 
ests. For my part, as long as New 
Jersey wants to send him back to 
office, much power to them.—Davip 
E. Castes, St. Louis. 

aa a * 

Sims’ Speaks 
——— on your 

(Sax Lloyd’s) letter in the May 
18 AuTomoTive News. The six-year 
limitation for NADA directors was 
one of the strong planks in my last 
year’s campaign for the Indiana 
directorship, which I won, appar- 
ently by a very substantial ma- 
jority. 

You can rest assured the six-year 
limitation will be presented to the 
NADA ‘board and it will have my 
suppo 

I sincerely hope the dealers of 
America\ will urge their NADA di- 
support this resolution 
presented. 
with you 100 per- 





ever, that it should become ef- 
fective immediately—that is—any 
director who has currently served 
six consecutive years or more on 
the board would not be eligible 
for reelection after his present 
term expired; otherwise I would 
have grave doubts that any direc- 
tor limitations placed in the by- 
laws now would survive six years 
hence as evidenced by the repeal 
action taken at the San Fran- 
cisco convention in 1957. 

The only damage I could see that 
could come from this approach 
might be that a director who has 
been groomed, so to speak, for the 
presidency of NADA, his term 
might possibly expire at the same 
time he should be elected president. 
If this turned out to be a factor, 
I would be in favor of making one 
or two exceptions in order to per- 
mit the groomed candidate to serve 
his term as president. 


I have, as you might know, 
talked to many thousands of deal- 
ers throughout America in the 
recent years and I find that one of 
their few major gripes which they 
have against NADA is the eternal 
perpetuation of NADA directors. 

I think this is not in the best 
interest of NADA and believe it 
should be handled now and forever. 
—ELson G. Sms, Vincennes, Ind. 

ok * * 


From Stephani 


your column of May 18 again 
hit bullseye with Mr. Lioyd’s 
letter on NADA bylaws. 

The CATA annual meeting and 
election of directors took place 
Monday, May 18, There were five 
directors elected of six nominees. 
The five nominated by the nomi- 
nating committee were elected and 
the “magic circle’ continues, 

There is considerable evidence, 
however, that many dealers are 
just not in complete agreement 
that directors should serve year 
after year after they once demon- 
strate a talent for “going along” 
with the rest of the directors. 

New blood may be favorably in- 
clined toward more _ progressive 
suggestions than “tired blood.” 

We'll still try to toss an idea or 
two over the fence, They just might 
be curious enough to examine them. 
—Eb SrepHanl, Chicago. 
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Idaho Dealers Elect New Slate— 


These new officers of the Idaho Automobile Dealers Assn. were elected at the group's 25th annual convention in Boise. Front 
row, left to right, are C. Ed Flandro, Pocatello, NADA director for Idaho; Kenneth Curtis, Buhl, immediate past president; C. A. 
Walker, Kellogg, president; Fred Lillge, Boise, vice-president, and Frank Evans, Sandpoint, director. Second row, Cecil Dobbs, 
Nampa; N. C. Lodge, Caldwell; Blaine Wickel, Mountain Home; Kenneth Rice, Jerome; A. C. Anderson, Buhl, and Howard Moos, 
Moscow, all directors. Third row, E. A. Bogert jr., Pocatello; F. A. Portfors, Orofino; Vic Hines, Bonners Ferry; J. J. Broderick, 
Coeur d'Alene, and Phil West, President, all directors. 


Moore Rips Phony Ads. . 


Must Woo the Public, 
Oregon Dealers Told 


By F. K. Haskell 
Staff Correspondent 
SALEM, Ore.— Both manufac- 
turers and dealers must conduct 
their business in such a manner 
as to regain public respect and 
confidence, the Oregon Automobile 
Dealers Assn. was told at its con- 
vention here. 


James C. Moore, executive 
vice-president of NADA, told the 
Silver Anniversary conclave that 


Parade Opens 


Sales Drive in 
St. Thomas, Ont. 


ST, THOMAS, Ont.—Some 5,000 
persons turned out for an evening 
parade which opened the “Live 
Better by Far with a Brand New 
Car” campaign sponsored by the 
St. Thomas Automotive Dealers 
Assn, 

The parade included bands, drum 
majorettes, clowns, cowgirls, In- 
dians, antique cars and, of course, 
new models. It was called the 
"Cavalcade of Transportation.” 

The morning of the parade, deal- 
ers were host to their salesmen and 
sales managers at breakfast at the 
Grand Central Hotel. 

Dealers participating in the drive 
were: Butterworth Motors, Ltd. 
(Rambler-A ustin); Disbrowe Mo- 
tors, Ltd. (Dodge-DeSoto), East 
End Sales & Service (Studebaker- 
Fiat), Haskett Motors, Ltd. (Chev- 
rolet-Oldsmobile-C a dillac-Vaux- 
hall); Mer-Lin Motors, Ltd, (Mer- 
cury-Lincoln-Meteor); A. J. 
Schweitzer Motors, Ltd. (Chrysler- 
Plymouth-Renault), and Spackman 
Motors, Ltd. (Ford-Monarch-Edsel- 
English Ford). 


British Columbia 
Delays Bonding 


VANCOUVER, B. C.—Legislation 
requiring bonding of auto dealers 
has been passed by the British 
Columbia Legislature, but it will 
not become effective until next 
year in most cases. 

It provides that a dealer must 
present a $5,000 bond with his li- 
cense application. Most dealers had 
obtained their 1959 licenses before 
the law was passed, which explains 
the delay in the effective date. 

Next year, every license applica- 
tion will have to be accompanied 
by a bond. The bonding came as 
a result of complaints over the 
years against a small percentage 
of used-car dealers. 








one of the dealers’ most pressing 
problems is the restoration of a 
true quality program in the in- 
dustry. 

Moore rapped the practice of 
dealers who carry only one strip- 
ped-down model and advertise it at 
label price with no intention of 
selling it. 

Whenever a dealer advertises a 
product, he said, he should have 
a sufficient quantity on hand at 
the advertised price to meet a 
reasonable demand. 


Moore also charged that a 
strong prejudice against Ameri- 
can automobile dealers has de- 
veloped in the nation’s capital. 
He said that “the men in Wash- 
ington are just as prejudiced as 
they can be against us.” 

One of the big jobs ahead for 
dealer bodies across America is to 
“correct that thinking,’ Moore in- 

dicated. 

His remarks supported those 
made earlier by Russell F. Bone- 
steele, mayor of Salem, in his wel- 
coming address that “automobile 
dealers should take more interest 
in getting qualified persons to run 
for office, and then support them.” 

Bonesteele, who is an automo- 
bile dealer also, said he is “more 
concerned over the apathy of 
voters toward government, than 
I am about the future of the 
automobile business.” 

One of the guest speakers, David 





Reese, a dealer from Drexel Hill, 
Pa., said the introduction of small- 
type cars this fall by the “big 
three” will cause confusion in 
dealer ranks and warned that deal- 
ers will be “pushed” by manufac- 
turers to clean up current models 
before the new merchandise ap- 
pears on showroom floors. 

In response to talk from industry 
leaders about increased car produc- 
tion in the months ahead, Reese 
replied “we better learn how to sell 
automobiles before we talk about 
more cars.” He cautioned against 
campaigns to “force the market,” 
adding “when you do that some- 

(Continued on Page 70, Col, 4) 


29 Dealers Agree 
To Close Sundays 
In Fort Worth 


FORT WORTH, Tex.—Factory 
franchised dealers in domestic and 
foreign cars have agreed to stay 
closed on Sundays for a trial period 
of 90 days, it was announced here 
by Sam W. Fleming (Buick), pres- 
ident of the New Car Dealers Assn. 
of Greater Fort Worth, May 24 was 
the first Sunday affected. 

With 29 dealers affected, both 
new and used-car facilities will be 
closed. According to Fleming, Fort 
Worth is the first Texas city to 
have such an agreement covering 
all authorized dealers. 

On May 5, the Texas legislature 
failed by one vote to pass a closing 
law prohibiting Sunday car sales. 

A spokesman for Bob Williams, 
president, Fort Worth Independent 
Car Dealers Assn., said that his 
group was to consider the Sunday 
closing problem at its May 28 meet- 
ing. 





On the House... 


Talk about the 
will be allowed. 


ards. This would 





Reporting 
overallowances, 


Wemhoff 


Big Three’s small cars inevitably 


leads to speculation about what dealer discounts 


Factories have kept mum on this 


to date, but there are reports that some are con- 
sidering reducing the discount below present stand- 


be foolhardy, in my book, because 


it will require just as much effort to sell the small 
cars as the bigger ones. Furthermore, on the basis 
of a lower price on these forthcoming cars, the 
dealer’s dollar margin will 
present discount rates... 

increasing wild discounting and 


be smaller even at 


the Wisconsin dealer association 


is advising its members “that profitable sales keep you alive and 
in business, while profitless registrations only boost the already 


tremendous profit reports of the 
celebrated his 84th birthday last 


factories” ... Alfred P. Sloan 
week ... New Jersey directors, 


with Bill Mallon doing the honors, made a splendid reply to a 
letter in a national journal criticizing NADA’s territorial security 


proposal ... 


British and U. S. dealers are exchanging sons this summer... 
Al Dingeman (Ford dealer in Oxnard, Calif.) has been reelected a 
national director of the Navy League of the U.S. . . . Jim Paddock, 


veteran Pontiac dealer in Louisvill 


e, has sold his deal and will enter 


racing field as general manager of Kentucky Jockey Club. 


—Prtre Wemuorr, Editor, 
Automotive News 
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Despite Economic Recession . . . 


4.4. Million Units Junked in Year 


(Continued from Page 1) 
3,850,000 passenger cars and 575,- 
000 commercial vehicles. It was 
the sixth consecutive year that 
scrappage had topped four mil- 
lion units. 

Both figures are slightly above 
the revised estimates for 1957 com- 
piled by the Automobile Manufac- 
turers Assn. AMA put 1957 car 
scrappage at 3,702,000 and commer- 
cial junking at 562,000 for a total 
of 4,264,000 vehicles. 

*~ + + 

HE 4,425,000 units which AuvurTo- 

MOTIVE News estimates were 
scrapped in 1958 make that year 
the second highest in history. It 
is second only to 1956 when 4,948,000 
vehicles left the road. 

Car junking hit its peak in 
1956 with a total of 4,327,000. 
Truck scrappage amounted to 
621,000 units, a mark that was 
exceeded in 1951 (652,000) and 
1950 (636,000). All totals prior to 
1958 are taken from AMA esti- 
mates. 


Car scrappage in 1957 had been|j 


expected to surpass the 3,702,000 
units mentioned by AMA, but the 
recession apparently prompted tens 
of thousands of owners to rereg- 
ister their old vehicles in 1958 in- 
stead of consigning them to the 
junkyard. 

The unscrapped cars of 1957, of 
course, will swell the totals of suc- 
ceeding years. Some of them will 
show up in the 1958 count. 

oe * a 


Fp eCAvEs of the figures involved 
in scrappage compilations, esti- 


Four Directors Elected 


By Iowa Dealer Group 


DES MOINES.—Four new direc- 
tors have been elected to the Iowa 
Automobile Dealers Assn, They are: 

Frank Potts, F. D, Potts Motor 
Co. (Chevrolet-B uick), Marengo; 
Karl E. Jorde, Jorde Motor Co. 
(Ford-Mercury), Osage; Guy Horn- 
aday, Hornaday Motor Co, (Ram- 
bler-Buick), Indianola, and Floyd 
Hughes jr., Pioneer Motor Co. 
(Cadillac-Oldsmobile), Council 
Bluffs. 


mates for 1958 must be classed as 
“preliminary” at this time. 

The picture will become clearer 
next spring when the U.S. Bureau 
of Public Roads reports on state 
motor-vehicle registrations for 1959. 
Those figures will enable statisti- 


Dealers Offered 
Territory Security 


On Electric Car 


SAN DIEGO.—Exclusive sales 
territories in the automotive field 
is being offered by Charles Motor 
Corp. in the distribution of the 
Charles Townabout, new electric 
automobile, according to Hugh 
Waldman, vice-president. 

Waldman, who 
also is sales 
director for the 
Charles, is now 
accepting applica- 
tions from estab- 
lished automobile 
dealers who wish 
to handle the 
Charles, which 
will go on sale in 
Southern Califor- 

nia early in Oc- 
Hugh Waldman tober. 

First deliveries of 200 Charles 
cars to about 100 public utility firms 
which placed early orders are 
scheduled to begin in July, Public 
sale of the electric automobile will 
be limited to the California market 
until the end of 1959, and distribu- 
tion outside California will begin 
next year, Waldman said, 

The “Form 101 Charles Dealer 
Agreement” being extended by 
Waldman protects the dealer’s 
territory with the words, “Charles 
does agree that no other Charles 
dealer will be authorized to estab- 
lish a business within said locality.” 

San Diego County, where the 
Charles Townabout is manufac- 
tured by Stinson Aircraft Tool & 
Engineering Corp., has been chosen 
as the first area in which the 
Charles will be placed on public 
sale. The Los Angeles area will 
be next. 





NADA Plan Asks Penalties .. . 


Four Security Bills Due 


(Continued from Page 1) 


operated vehicles, machinery, 
equipment and appliances. 

The Hruska bill, offered within 
minutes of the NADA bill, is iden- 
tical to a measure sponsored dur- 
ing the last session by the Neb- 
raskan and several of his col- 
leagues. 

In reintroducing his measure, 
Hruska said that both the GM bill 
and the NADA bill, “while having 
a common objective, approach the 
problem from somewhat different 
point of view.” 

He added that “in my opinion, 
there is yet a third valid approach 
to this subject; namely, that adopt- 
ed by the bill which I am introduc- 
ing.” 

*” * * 

N OFFERING the NADA bill, 

Schoeppel said the measure 
would “insure and preserve the 
availability of the dealer franchise 
method of distributing and servic- 
ing automobiles.” 

He explained that “under some 
interpretations of existing law, 
manufacturers and dealers oper- 
ating under the franchise system 
cannot lawfully effect a normal 
and reasonable control of the 
distribution and service of auto- 
mobiles.” 

According to the Kansas law- 
maker, a manufacturer can control 

every aspect of the distribution of 
its products if it relies on its own 
organization or agents, “but it 
cannot do so if it relies on inde- 
pendent and small business con- 
cerns.” 

Schoeppel called this an 
malous situation.” 

The Department of Justice has 
ruled that territory security agree- 
ments are in violation of the anti- 
trust laws, and it can be expected 


“ano- 


as it has opposed all other ver- 
sions of territory security. 

The Justice Department gener- 
ally opposes all bills which would 
create exemptions to the antitrust 
statutes. 








cians to tabulate more closely the 
number of units for which owners 
did not obtain 1959 license plates. 


As mentioned, scrappage of 
3,850,000 cars and 575,000 trucks 
is indicated for 1958, The totals 
could well top four million cars 
and 600,000 trucks this year. 

The age of U.S. cars is a big 
factor in such projections, AMA 
reported that the average age of 
cars junked in 1956 was 11.1 years. 
According to R. L, Polk & Co., 
some 3.3 million autos had reached 
that age as of July 1, 1958. 


Another 9.7 million cars were 
between eight and 10 years old on 
that date. All are approaching the 
scrap heap. 

J * * 


PAsenrGan-CAR scrappage 
passed the three-million mark 
for the first time in 1951, when 
3,122,000 units went out of service. 
It rose to 3,466,000 in 1953, to 3,840,- 
000 in 1954 and set a record of 
4,327,000 in 1956. 

The biggest years for truck 
scrappage were 1950, with 636,000 
units junked, and 1951, when the 
record of 652,000 was set. 

Combined car and truck scrap- 
page reached four million for the 
first time in 1953 and rose to 4,948,- 
000 in 1956. The eight-year average 
(1950-57) was 4.1 million vehicles— 
3.5 million cars and 600,000 trucks. 


Sales to Police 
Hit New Peak, 
Plymouth Says 


DETROIT.—Sales of Plymouth 
cars to police departments through- 
out the U. S, have reached the 
highest peak in the division’s his- 
tory, according to Harry E, Chese- 
brough, general manager. 

Many departments are buying 
Plymouths for the first time, he 
reported. 


Sales over a four-month period 
are 32 percent ahead of the record 
established by the ’58 Plymouth, 
Chesebrough continued, Sales in the 
corresponding period a year ago 
were 55 percent ahead of the pre- 
vious year, he added. 

Chesebrough said the firm’s suc- 
cess in the police field “is due 
basically to our providing cars to 
meet specific police needs. 

“We found that by putting to- 
gether our Golden Commando 395 
V-8 engine and a specially modified, 
heavy-duty three-speed Torque- 
Flite automatic transmission, we 
could provide police with a car that 
can outaccelerate and outmaneuver 
any standard American passenger 
car on the road,” he said. 


Chevrolet Dealer Planning Committee Meets— 


Representing more than 7,000 Chevrolet dealers throughout the U. S., 
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At the Denver Auto Show— 


This year's Denver Auto Show was tied in with the ‘Rush to the Rockies” 


celebro. 


tion and Denver's 100th anniversary. The six-day auto show, sponsored by the Metr. 
politan Denver Automobile Dealers Assn., featured a parade of cars, a fashion shoy, 
above, and a special exhibit of 70 antique cars supplied by the Horseless Carriage 


Club of Colorado. Although the weather was bad, 


to the Denver Auditorium. 


the event attracted large crowd 





Losing Time Deals Cuts 
Income of Salesmen 


By Ed Brown 

Staff Correspondent 
EW YORK.—At East Side Chev- 
rolet, salesmen are constantly 
admonished to think of the money 
they lose every time they lost a 

time sale. 

Dan Russo, general manager, said 


that it has been his experience that | 
the men respond| 


fastest to the idea 
that there is extra 
money in every time 
deal for themselves, 

In every sale, the 
salesmen, out of long habit, ask the 
customer if he is considering fi- 
nancing his purchase. For many 
years now, the amount of finance 
written through the dealership has 
held around 40 percent of total 
business. 

Just about the only deals the 
salesmen lose are those of small 
businessmen or sometimes profes- 
sional men, who have had financial 
dealings with their banks and re- 
turn to them out of a feeling of 
loyalty. 

“More often than not,” accord- 
ing to Russo, “these people admit 
they would rather do business 
with us, but frankly they feel 
obligated to deal with the bank 
where they have done so much 
business in the past, We can 
certainly appreciate such feelings 
of loyalty.” 

One of the reasons the salesmen 
at East Side make a point to find 
out quickly what the customer has 


No.7 
ina 
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the Chevrolet National Dealer Planning Committee met 


in Detroit with company sales executives to discuss retail matters. It was the 93rd session under the national dealer planning 
sysiem of operation established by the company 22 years ago. The national committeemen were selected by dealer ballot. 
Committee members and company officials, clockwise, around the table from left, are J. F. Howie, office manager, sales depart- 
ment; L. N. Mays, assistant general sales manager, central office staff; W. A. Raney, Wilmington, N. C.; E. J. Voelker, Indian- 


apolis; F. W. Schermerhorn, Wilmington, Del.; 


J. S. Santin, Mystic, Conn.; R. D. Beck, Lorain, O.; K. E. Staley, executive assistant 


general sales manager; W. E. Fish, general sales manager; L. H. Averill, assistant general sales manager, western half of U, S.; 


J. -R. Kozel, Maywood, Ill.; G. H. Good, Galesburg, Ill.; 


F. M. Bowman, Alice, Tex.; C. W. Waddoups, national chairman, Phoenix, 


Ariz.; J. H. Swanson, Renton, Wash.; J. P. Hopkins, manager, sales administrative department, and C. A. Wilson, national man- 
to oppose ‘the bills just introduced, | ager of dealer planning committee operations, 








in mind on financing is to prevent 
any shopping. 
* * 

r- WORKS this way: 
When a customer leaves a deal- 


|ership with the whole deal in his 


hand to get credit from his bank 
he very often runs smack into a 
bird dog. 

It has happened to almost every 
dealer at one time or another, As 
soon as the customer gets to the 
bank and asks for a loan to buya 
ear, the bank officials start asking 
questions like: “How much are you 
paying for the car?” 

When the customer tells the 
figure, very often the bank offi- 
cial, in an effort to be friendly 
and helpful, says that he knows 
someone who will give the deal to 
the customer at a better price, 

“Then he gets on the phone,” 
Russo added, “calls a friend of his, 
asking him if he can beat our deal 
by 25 bucks and, before you know 
it, that’s the last we ever see of 
that customer. 

= * ” 

N ORDER to avoid this situation, 

the East Side salesmen try to 
qualify customer as a time-contract 
man just as quickly as possible. 

It takes just a few minutes with 
the customer to explain the benefits 


|of the GMAC plan, plus the insur- 


ance rates, and figure out the cost 
of the whole finance package per 
month. This is compared with the 
cost of the same loan through 4 
bank, plus insurance purchased on 


|the outside, and usually results in 


another finance customer for East 
Side. 

In almost all cases, it is possible 
to show the customer where the 
GMAC plan actually costs just 4 
little less than the same package 
purchased in separate units else- 
where, at great personal incon- 
venience to the customer, 

Russo added that a finance deal 
can often be the deciding factor 
in today’s market as to whether 
the house will actually take the 
deal. “If a salesman comes to me 
with a very close deal, but has ' 
finance deal to go along with it, I 
will be far more likely to approve 
his deal, than if he comes to me 
with a very close deal with com: 
pletely empty hands otherwise.” 


Two Loan Firms 


Merge in Texas 


AMARILLO, Tex.—R. Earl O- 
Keefe, president of Southwestern 
Investment Co., and Nelson D 
Miller, president of Southwest Ac 
ceptance Co., have announced plans 
for a merger of the two companies. 

The consolidation, when effectivé 
will increase Southwestern Invest 
ment’s notes receivable by app 
mately $16 million, creating to 
notes receivable in excess of 
million. Capital funds will be im 
creased to approximately $27 
lion. 

Southwest Acceptance, with head 
quarters in San Antonio, has been 
in operation for about 15 years. It 
has two other offices, SIC, 
here, has 40 offices, 








heres ‘top drawer selling! 














re Top selling tactics nowadays call for complete selling. 

ce You not only sell the desirability of the car but you sell its immediate 
ast availability through financing. 

i You not only sell the convenience of power steering but you sell the 
7 convenience of financing the car purchase. 

‘ You not only sell the safety features of power brakes but you sell the 
? safety features of adequate insurance coverage. 

n 

he . Associates Pleasant Purchase Program can help you do a more complete 
ae selling job with one of the most comprehensive and flexible, financing- 
ve insurance plans in the business. Better listen to the man from Associates 


... he’s got full details on the Associates Pleasant Purchase Program. 
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ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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es Expense Controls... 


Volume No Cure-All, 


Says Reese 


BOISE, Id.— Dealers face an- 
other year of “profitless prosperity” 
in 1959 unless they awake to the 
fact that volume is “not a cure-all 
for bad business management.” 

This warning was sounded at 
the 25th annual convention of the 
Idaho Automobile Dealers Assn. 
here by Dave Reese, Drexel Hill 
(Pa.), owner of Dave Reese Olds- 
mobile and president of the Penn- 
sylvania Automobile Assn. 

Reese told some 250 dealers and 
representatives of related busi- 
nesses that dealers have been in- 
doctrinated since 1954 with the 
theory that “the more you sell 
the more you make.” 

As a result, he said, “they have 
lost sight of costs and expenses 
which now have almost exceeded 

the gross profit in the average 
dealership.” 

Calling on dealers to take a “new 
look” at expenses, Reese urged 
them to put controls on expenses. 

“When we talk about controlling 
expenses,” he said, “we do not mean 
cutting off productive people or 
facilities. That would be silly. We 
mean adjusting all expenses in line 

with the total dollar volume—not 
units.” 

During their three-day meeting, 
the Idaho dealers named C, A. 
Walker, Kellogg, as new associa- 
tion president, succeeding Ken-. 
neth Curtis, Buhl. Walker, a 
Chevrolet dealer and IADA mem- 
ber for 16 years, had been vice- 
president during the past year. 

Fred Lillge, manager of Roy C. 

Davidson Co., Boise Ford dealer- 
ship, was elected vice-president to 
succeed Walker. Lillge has been an 
IADA member for 14 years. 

Leon Weeks, Boise, was reap- 
pointed IADA secretary for his 
16th year in that post. 

Other convention speakers in- 
cluded W, Heartsill Wilson, na- 
tional sales consultant for Plym- 
outh; C. Ed Flandro, Pocatello, 
NADA director for Idaho; William 


GM Ups Maximum 
For Employe Ideas 


DETROIT.—General Motors has 
announced it will raise the maxi- 
mum award for suggestion-plan 
ideas to $5,000, twice the maximum 
established in 1951 and five times 
the amount awarded when the plan 
was introduced in 1942. 

John F. Gordon, president, said 
the new maximum would be applic- 
able to employe suggestions re- 
viewed after May 1. Employes re- 
ceive awards for submitting ideas 
on ways to make their jobs safer 
and easier and improve plant oper- 
tions. 

Since the plan was placed on a 
companywide basis 17 years ago, 
more than two million ideas have 
been submitted, GM said, and more 
than 500,000 have been adopted and 
awards of more than $28 million 
have been made. 


Bs 


Trouble S$ 


in Idaho 


C. Hamilton, Washington, NADA 
director of membership activities; 
Chris J. Hogan, Rapid City (S. D.) 
Chevrolet dealer and past president 
of the South Dakota Automobile 
Dealers Assn., and Warren A, King, 
automotive merchandising manager, 
Life magazine. 

Speaking at the concluding lunch- 
eon was Dr, William H, Alexander, 
pastor, First Christian Church, 
Oklahoma City. 

Reese and Hogan were speakers 
at an NADA-sponsored manage- 
ment conference moderated by 
John E. Binns, NADA manage- 
ment services director, 

Speaking on salesmanship, Wilson 
told the convention that everybody 
is now a salesman—even the Fed- 
eral government. But, he cautioned, 
selling requires enthusiasm and no 
one can be a success at selling 
without working at it. 

King conducted an open forum on 
advertising, calling for discussion 
by convention delegates on media 
and advertising approaches. 

In other action, the IADA voted 
to hold its 1960 convention in 
Idaho Falls in May. 


Small-Car Swing 
Seen Engulfing 
All U.S. Makes 


NEW YORK.—Small cars—a 
love affair or a bitter pill? 

Depending on what June maga- 
zine you read, either judgment is 
rendered. 

Fortune says the Big Three’s em- 
brace of compact cars this fall will 
trigger a major U. S. auto revolu- 
tion. The magazine predicts small- 
er medium-priced models in 1961, 
“baby” Cadillacs and Lincolns in 
1962 and Big Three versions of the 
Volkswagen and Renault by 1963. 

On the other hand, Devon Fran- 
cis is thoroughly dismayed with 
“little foreign cars” in The Amer- 
ican Home. His article even goes 
so far as to prick the imports’ econ- 
omy balloon, arguing that higher 
engine speeds cause foreign cars 
to incur more internal mechanical 
wear than Detroit products. 

Francis pleads for the foreign 
car to be judged “on performance, 
not propaganda.” His warnings 
about the imports revolve around 
underpowering, lack of safety in 
rollovers, under-sized control ped- 
als, insufficient batteries and “stiff 
springing.” 

“What the U. S. motorist doesn’t 
take into account,” says Francis, 
“is that the foreign car is built 
for foreign roads and foreign 
pocketbooks.” 

Fortune’s projection of the 
small-car market says the total 
cost to the Big Three will be 
“staggering,” starting with an esti- 
mated bill of about $700 million for 
the Corvair, Falcon and Valiant. 


This is a spectators view of the 84 teams at work at the Plymouth Trouble Shoot- 


Late Report... 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
last week rose $4 to $1,062, according to Automotive News’ index, 

Every model on the index turned upward—the first time in more 
than a year that had happened. Gains amounted to $1 on ’57s, $2 
on ’53s, $2 on ’52s, $2 on ’55s, $3 on ’54s, $4 on 59s, $5 on 56s and 


$12 on 58s. 


At a group of representative auctions last week, the average con- 
signment was 285.0 units, compared with 266.9 a week earlier, The 
sales ratio was 66.3 percent, compared with 66.7 percent the pre- 


vious week. 


Auction reports begin on Page 44. 


Massachusetts Dealers Rip 
New Sales Tax on Cars 


BOSTON.—The 3 percent sales 
tax on automobiles, which is under 
consideration in the Massachusetts 
Legislature, was vigorously opposed 
by the Massachusetts State Auto- 
mobile Dealers Assn, at its 19th 
annual convention here. 

The convention, attended by 
some 800 new-car dealers and 
their guests, noted that “the 
automobile presently bears heavy 
taxes,” and “that the addition of 
yet another tax would be grossly 
unfair to the motoring public and 
to the automotive industry.” 

At the convention’s business ses- 
sion, Leo W. Malboeuf, Worcester, 
outgoing president, voiced optimism 
for the future in new-car sales, He 
also pointed out that “with the 
movement of people to suburban 
areas we can look forward to more 
families needing two cars.” 

Reporting-"on the association’s 
legislative activities, Malboeuf gave 
the convention a detailed report of 
the fight against the proposed state 
sales tax on automobiles, 

He said Massachusetts car buy- 
ers would be the greatest single 
source of revenue under the new 
Sales tax bill that Gov. Forest Fur- 
colo submitted to the 1959 Legis- 


Checker Reveals 
Details of New 


Passenger Car 


KALAMAZOO, Mich.—Details of 
the Superba, Checker Motors 
Corp.’s new six-cylinder passenger 
car, were revealed last week, 

Morris Markin, Checker pres- 
ident, said suggested retail price 

of the four-door 
sedan is $2,541.45, 
f.o.b. Kalamazoo. 


Markin said the} 


Superba has a 
120-inch wheel- 
base, longer than 
most American 
cars, but its over- 
all length is eight 
to 11 inches 
shorter and its 
turning circle is 

R. G. Hudson 37 feet. 

All major power features—includ- 
ing automatic transmission, power 
steering, power brakes, power seats 
and air conditioning—are optional, 
he said. 

Two engines are available—a 
standard 95-horsepower L-head and 
an optional 125-horsepower over- 
head-valve unit. 

Markin said the rear passenger 
compartment can accommodate two 
optional foldaway seats. The rear 
floor is level, with no tunnel hump, 
foot wells or door sills. 

National showings of the car, 
which closely resembles the firm’s 
taxicab models, will be held this 
month, according to R. G. Hudson, 
who was named Checker general 
sales manager last week. The car 
was first shown a week ago at the 
Kalamazoo Industrial Fair. 

Hudson, former Studebaker- 
Packard truck-sales manager, said 
combined production of Superbas 
and cabs will total about 200 units 
a week, Full-scale production of a 
station wagon will begin this sum- 
mer, he said. 

Superba advertising is being han- 
dled by Roche, Rickerd & Cleary, 
Inc., Chicago. 





lature, The car owner would be 
required to pay the 3 percent levy 
on the difference between the pur- 
chase price of his new or used car 
and the tradein value of his old car. 


Since new and used-car sales 
in Massachusetts total about $900 
million annually, Malboeuf said 
the motorist would pay the big- 
gest share of the sales tax bill 
annually, The fight to have auto 
sales exempted is continuing, he 
said. 

Delegates elected Harry B. Scott 
sr., Boston, to serve as association 
president, succeeding Malboeuf. 
Serving with him will be Hugo L. 
Separini, Boston, first vice-pres- 
ident; Robert E, Krumpholz, Bos- 
ton, second vice-president; Benja- 
min Abrams, Revere, treasurer, and 

Robert P, Feely, Needham, clerk. 


Elected to serve as directors for 
a three-year term were Fred F. 
Cain, Wilmington; Henry I. Koloc, 
North Adams; Jeremiah F, Gallo, 
Worcester; J. Alfred Raboin, Fitch- 
burg, and Abrams, 

James P. Mayo, James P. Mayo, 
Inc., Dublin, N. H., headed a busi- 
ness Management session which 
opened the activities. Speakers in- 
cluded Charles R, Beacham, Ford 
division assistant general manager, 
and James C. Moore, NADA execu- 
tive vice-president, who spoke on 
“Good Faith in Government—Per- 
secution or Prosecution.” 

Alfred S. Fosh, immediate past 
president of the Motor Agents 
Assn, of Great Britain (the Brit- 
ish NADA), was a guest speaker 
at a convention luncheon. 

A testimonial plaque and gift 
were presented to Malboeuf; and 
a gift to the retiring treasurer, 
Stanley M. Shapiro, Pittsfield, by 
the convention general chairman. 

*- i. « 


‘Money-in-Use’ Formula 


For Dealer Profit Urged 


BOSTON.—James P. Mayo, a 
former auto dealer who is now a 
management and marketing con- 
sultant, explained his “money-in- 
use” formula at the convention of 
the Massachusetts Automobile 
Dealers Assn. 

Under the formula, the dealer 
is advised to determine the 
amount of money needed to oper- 
ate his dealership and to strive 
for an after-tax profit of 10 per- 
cent of this figure. 

In his example, Mayo used a 
hypothetical dealership moving 400 

(Continued on Page 8, Col. 4) 





Auto Promotion 


A Success, Says 
‘Live Better’ Aide 


MIAMI.—Surveys among uty 
dealers and consumers and 
reports from newspapers indicat. 
that the “Live Better By Far Wit, 
a Brand New Car” promotion of 
April was highly successful in , 
majority of the markets participat. 
ing, said Edward A, Falasca, creg. 
tive vice-president of the Bureay ¢ 
Advertising, American Newspaper 
Publishers Assn, 

The bureau’s first report on the 
promotion, which took place Ap, 
6-18, was presented by Falasca ty 
the convention of the Nationa 
Newspaper Promotion Assn, 

In the dealer survey, in which 
286 dealers in 28 cities were inter. 
viewed, it was found that 83 pep. 
cent had tied in with the promo 
tion. Of these, 92 percent used the 
symbol or slogan of the campaign 
in their own advertising and pro 
motion; 87 percent ran extra news. 
paper advertising or participated ip 
dealer association advertising; % 
percent stimulated extra effort by 
their sales forces; 89 percent used 
displays tied in with the promotion, 
and 88 percent said the newspapers 
were helpful to them in organizing 
and carrying out their campaigns, 


Falasca noted also that 70 per. 
cent of the dealers interviewed said 
that if the promotion were repeated 
next year, with a new slogan and 
symbol, they would again partici- 
pate. 

Of the 521 men and women in 8 
cities interviewed in the consumer 
survey, 66 percent of the men and 
61 percent of the women said they 
had seen or heard the phrase, “Live 
Better By Far With a Brand New 
Car.” 

Reports from newspapers, he 
said, indicated substantial success 
in a ratio of six to one. 


Dealer Bonding 
Gains Support 


CLEVELAND.—The Cleveland 
Independent Automobile Dealers 
Assn, has urged Gov. Michael V. 
DiSalle to require a surety bond 
for all auto dealers. 

Seymour A. Terrell, executive 
secretary of the association, said 
this would guard against a repeti- 
tion of the Nicholas J. Popovic car- 
title fiasco. 


The dealers proposed that upon 
application for a license, all dealers 
“be required to post a surety bond 
of sufficient amount to assure all 
purchasers for value that the auto- 
mobile they receive will be free 
and clear of any and all liens un- 
known to them.” 

A proposa] for such bonding was 
made earlier by Bernard Friedman, 
deputy registrar of motor vehicles 
in charge of the Cleveland license 
bureau. 


35th Anniversary Marked 


By Rodenfels Chevrolet 


COLUMBUS, O.—Rodenfels Chev- 
rolet Co., founded in 1924 by Leo 
Rodenfels, recently observed its 
35th anniversary. The firm now 38 
operated by a son, Richard R 
Rodenfels. 

This year the firm entered the 
auto-and-truck leasing business and § 
operates this phase under the name 
of E-Z Lease Co. 


Checker's New Passenger Car— 


A year ago Checker announced 
a $5 million expansion program to 
provide more manufacturing space 
for the new car. 


ing contest, held at the Los Angeles Trade Technical Junior College. The contest dram- 
atizes the work of 60 city and county public school auto shop classes, with up to 20 
malfunctions being “planted” in the cars by Plymouth engineers. San Fernando High, 
Westchester High, and Los Angeles Trade Tech had winning teams. 


This is the six-cylinder Superba passenger car which Checker Motors Corp. dis 
played for the first time at the Kalamazoo (Mich.) Industrial show. National showings 
are scheduled in June. 
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Your biggest automobile buyers are the young 
householders with growing and active families to 
transport. 


In Chicago and suburbs the Sun-Times reaches more 
young men and women up to 35* than any other 
Chicago newspaper. 


You’re sure to reach this prime audience when you 
run your advertising in the Sun-Times— 
full color or black and white. 


*Source: Publication Research Service Study No. 5 


Young families 

are the big buyers 
of cars 

in Chicago 


i 


f 
Pa 
St 


a 


a 


i 


a | 
BS 
a 





Young families 
read the 


CHICAGO SUN-TIMES 


...more than any other paper 
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Divisions Regain Authority... 


Chrysler Sales Duties Reassigned 


(Continued from Page 1) 
Wagstaff has been general manager 
of the DeSoto division. 


” * * 


UINN’S group consists of Plym- 
outh-DeSoto, Chrysler-Imperial 
division under General Manager 
Clare E. Briggs and Dodge car and 
truck division under General Man- 
ager M. C. Patterson. 
Also reporting to Quinn will be 
David R. Crandall, director of 
Simca sales. 


Dodge was the first division to 
announce personnel changes grow- 
ing out of the new system, Plym- 
outh-DeSoto and Chrysler-Imperial 
had not disclosed their plans at 
press time last Thursday. 


Dealer franchises will not be 
affected. Dealers will continue to 
sell the same lines they are han- 
dling now. 

There are indications, however, 
that the franchising authority may 
be returned to the divisions, Since 
Nov. 1, 1956, all dealers have been 
enfranchised by Chrysler Motors 
Corp. 

Nothing was said about the 
Valiant’s place in the new setup, 
although President L, L. Colbert 
said earlier that the new entry 


Ford Reenacts 
Cross-U.S. Run 
Of 1909 Model T 


NEW YORK.—Ford Motor Co. 
today (June 1) began a 23-day re- 
enactment of the 1909 Ocean to 
Ocean Auto Endurance Race which 
was won by a Model T. The cara- 
van will reach Seattle June 23. 


Leaving New York today were 
three '59 Fords (including the com- 
pany’s 50-millionth vehicle, a Gal- 
axie), a 1909 Model T and a 1908 
Model K. The troupe will follow 
the same route and time schedule 
as did the racers of half a century 
ago. 

The ancient models will chug 
along the highway as far as Pough- 
keepsie, N. Y., which was the first 
night’s stop in 1909, The antiques 
will make the rest of the trip by 
van, but they will be unloaded and 
driven into cities which have plan- 
ned receptions for the Ford entour- 
age. Dozens of such events are 
scheduled. 

Ford said the revival will serve 
to dramatize 50 years of change in 
America and the promise of even 
greater progress in the years 
ahead. In line with this theme, 
Ford’s Levacar, a wheelless, air- 
propelled vehicle, will be displayed. 

On June 23, William Clay Ford 
will greet the travellers in Seattle. 
His grandfather, Henry Ford, met 
the victorious Model T at the finish 
line there on June 23, 1909, 


Whenever possible, the caravan 
will stop overnight at the same 
checkpoints, at the same hotels and 
on the same dates as did the driv- 
ers in the 1909 race. 


Still Going Strong ae 





will be completely independent of 
Chrysler’s other car lines. It is 
expected, however, that the 
Valiant will be handled by Plym- 
outh-DeSoto division, 


Wagstaff’s corporate sales staff 
will be responsible for sales and 
service training, the MoPar sales 
office, area directors, the fleet, Gov- 
ernment and military sales offices, 
corporate representation and serv- 
ice development. 

a ns * 


HRYSLER said each vehicle 

sales division (Quinn’s group) 
will be “directly responsible for all 
field sales activities of its respec- 
tive lines.” 

These functions include distribu- 
tion, product planning, advertising, 
sales promotion, market analysis, 
field service, scheduling, dealer re- 
lations and public relations. 

The key word is “distribution.” 
By reassuming control of this im- 
portant activity, Chrysler’s vehicle 
divisions have regained some of the 
stature they have lost during the 
last 2% years. 

As mentioned above, the divi- 
sions lost their field sales author- 
ity in November, 1956, They suf- 
fered another crippling blow in 
April, 1958, when they were strip- 
ped of their manufacturing and 
assembly operations. 

Like distribution, these activities 
became part of a centralized cor- 
porate operation. 

To many observers, the divisions 
had become shells within the cor- 
porate structure—they didn’t make 
cars and they didn’t sell them. 

Last week’s development was a 
step toward reeestablishing the au- 
thority of the vehicle divisions. 


To change did not come about 

overnight, of course, As Quinn 
noted earlier this year, “There has 
been a gradual return of line au- 
thority within the central sales 
organization.” 

A big step toward last week’s 
realignment was taken last Decem- 
ber when Quinn appointed sales 
directors for the various vehicle 
lines, They were E, P. Letscher for 
Plymouth-DeSoto, J. B, Naughton 
for Dodge car and truck and E. M. 
Braden for Chrysler-Imperial. 


These directors now will report 
to the divisional general man- 
agers, but who will fill the posts 
has not been disclosed. 


Naughton figured in last week’s 
personnel shifts at Dodge. He was 
named general 

sales manager of 

the division. 

Dodge also ap- 

pointed William 

J. Bird assistant 

general manager 

and Lee F. Des- 

mond executive 

assistant to the 

general manager. 

: Bird formerly 

was corporate as- 

J.B. Naughton = sistant genera! 
sales manager under Quinn, and 


| Desmond had been Dodge assistant 


Makers Report on Sales 


A SUMMARY of factory sales re- 

ports for the second 10 days 

of May follows: 
Chrysler-Imperial 

Retail deliveries of both Chrysler 
and Imperial automobiles have 
continued to climb, reports C. E. 
Briggs, general manager of Chrys- 
ler and Imperial division. 

Chrysler deliveries in the second 
10-day period in May, he said, av- 
eraged 278 per day for a total of 
2,504 units. This was an increase 
of 89.8 percent over the same pe- 
riod last year, when 1,319 units 
were delivered and was the high- 
est sales period for Chrysler since 
October, 1957. 

Briggs said Imperial retail deliv- 
eries during the second 10-day pe- 
riod in May totalled 590 units, an 
increase of 68.6 percent over the 
same period last year when 350 
were delivered and an increase of 


21.6 percent over the previous 10- 
day period this year when 485 were 
delivered. 

+ + + 

Dodge 

Sales of Dodge passenger cars in 
the second 10-day period of May 
were up 29.4 percent over the first 
10-day period, according to M. C. 
Patterson, general manager. 

He said sales in the second 10 
days were 45.1 percent higher than 
those in the like period a year ago. 
Comparable figures for the period 
from March through May 20 indi- 
cate a 13.1 percent gain over the 
corresponding period in 1958, he 
said. 

Patterson said Dodge truck sales 
for the May 1-10 period were 23.7 
percent higher than for the same 
10 days in 1958, and that sales for 
the first 20 days of May were 34.8 
percent higher than a year ago. 


general manager, the post to which 
Bird was appointed. 


W. J. Bird L. F. Desmond 


In many ways, the Chrysler field 
system will be similar to that which 
existed before Nov. 1, 1956. 


Important differences are that 
there now is a full-fledged Plym- 
outh wholesale organization, and 
most dealers will be receiving visits 
from more than one field repre- 
sentative. 

In earlier days, field staffs were 
employed by Dodge, DeSoto and 
Chrysler divisions, Their perform- 
ance was gauged by the success of 
those lines, and Plymouth often 
was neglected. 


That situation led to the forma- 
tion of the group marketing pro- 
gram. It was instituted to give 
support to Plymouth sales. 

Returning field operations to the 
divisions represents an about-face 
in the thinking of Chrysler’s high 
command. 


In May, 1958, Nichols told Au- 
tomotive News emphatically that 
no such move was being planned. 
He contended that Chrysler’s ex- 
tensive dualling setup made it 
impractical. 


“When the predominant number 
of our dealers are one-line dealers, 
we could consider such a step,” 
Nichols said. 

But the step now has been taken, 
and only 7 percent of Chrysler’s 
8,000 dealerships are one-line es- 
tablishments. 


Firestone Told 
To Halt Dealer 


Price Concessions 


WASHINGTON.—The Federal 
Trade Commission has ordered 
Firestone to stop giving illegal 
price concessions to a favored few 
of its 12,000 to 14,000 direct fran- 
chised dealers. 


The Commission adopted Hear- 
ing Examiner Joseph Callaway’s 
March initial decision based on a 
stipulation between counsel in lieu 
of evidence. The examiner held 
Firestone has classified less than 
50 of such dealers as “warehouse 
dealers” and granted them price 
benefits not accorded their com- 
petitors. 


The FTC agreed that these price 
discriminations may result in a 
substantial lessening of competi- 
tion between the favored and un- 
favored dealers in violation of the 
Robinson-Patman Act. 


Under the warehouse agreement, 
FTC said, Firestone ships tires and 
tubes without charge to the ware- 
house dealers, who distribute them 
to other direct franchise dealers 
for a 5 percent commission. The 
contract expressly forbids any com- 
mission on merchandise which the 
warehousemen withdraw from 
stock and resell for their own ac- 
count in competition with the other 
dealers, FTC added. 


Despite this provision, the ex- 
aminer found, some of the ware- 
housemen were paid the 5 percent 
on all tires and tubes purchased, 
including those bought for resale 
or internal distribution. 


Sun Oil Co., meanwhile, denied 
FTC charges that it and certain of 
its “Blue Sunoco” dealers have em- 
ployed a predatory pricing policy. 
The company declared its pricing 
program which the FTC’s amended 
complaint of Apr. 7 alleged to be 
unlawful “is an effort in good faith 
to meet competition.” 


The FTC also approved a consent 
order requiring Airtex Products, 
Inc., 407 W. Main St., Fairfield, Ill, 
to stop charging competing cus- 
tomers different prices for its auto- 
motive replacement parts. 





Superior Unveils ‘Cargo Cruiser’ — 


Superior Coach Corp., Lima, O., has introduced this “Cargo Cruiser,” a specid 
vehicle combining the styling and advantages of a station wagon with 50 percen 
more cargo space. Constructed on a 1959 Pontiac chassis, the unit features easie 
loading and unloading through a 36-inch high by 40-inch wide rear door and the 
convenience of loading through side doors. Seats are available for installation in the 
rear compartment. An extra-long 148-inch wheelbase is said to improve riding com. 
fort and roadability. The vehicle is said to be ideally suited for dealers and salesmen 
who must carry bulky merchandise or a great quantity of goods. 





‘Money-in-Use’ F ormula 


For Dealer Profit Urged 


(Continued from Page 6) 


new cars and 500 used units (at 
retail) per year. A figure of $363,- 
000 was taken as the amount of 
money in use, thus the net profit 
objective was $36,300. 

The new-car department was to 
be allocated 40 percent of the 
money in use, and was to return 


Longer Trim Life 
Seen with New 


Chrome Process 


DETROIT.—The resistance of 
bumpers and auto trim to corrosion 
and rust is increased up to 500 per- 
cent by a new chrome-plating proc- 
ess called “Duplex Chromium,” ac- 
cording to Metal & Thermit Corp., 
the developer. 

H. D. McLeese, president, said 
the process consists of the succes- 
sive application of two different 
types of bright chrome plate. 

“The first provides especially 
good covering and throwing power 
to plate more uniformly even in 
hard-to-reach recesses,” he said. 
“The second builds up the total 
thickness of chromium to as much 
as 100 to 200 millionths of an inch 
—approximately 10 times what 
previously was specified.” 

He added that until now appli- 
cation of coats thicker than 10 to 
20 millionths of an inch resulted in 
the buildup of internal stresses 
that caused excessive cracking. 
This produced a rapid reduction in 
corrosion resistance, he said. 

McLeese said lab tests have 
shown the new process “can add 
years to the life of chrome-plated 
trim on automobiles, even in areas 
where the atmosphere is regarded 
as highly corrosive.” 

Several manufacturers already 
are using the new method to 
chrome-plate bumpers, grille-work 
and other exterior trim and others 
are 
said. 


planning to use it, McLeese | 200 


40 percent of the profit objective 
Another 25 percent was earmarked 
for used-car operations and the 
remaining 35 percent for the serv- 
ice and parts departments and the 
body shop. 


Here is how Mayo arrived at the 
$363,000 figure for money in use: 


Cash—$27,000. (Average of one 
month’s expenses.) 


Trading fun d— $33,000. (For- 
mula $1,000 for each new-car sale 
in an average month.) 
Receivables — $32,000. 
financial statement.) 
New cars—Gross investment 
(without floor plan), $83,000. (For- 
mula: Average month’s stock at 
average dealer cost, including 

freight and handling — 33 cars at 
$2,500 each for total of $83,000). 
Used cars—$50,000. (Formula: 1% 
units for each new car, multiplied 
by $1,000. Value is at cost ready 
to sell.) 
Balance of inventories — $33,000. 
(From the financial statement.) 
Prepaid items — Includes finance 
reserves, but no securities, $37,000. 
(From the financial statement.) 
Fixed assets—$68,000. (Formula: 
From the financial statement. Omit 
leaseholds. Figure is before depre- 
ciation.) 


These amounts total $363,000. 
Mayo said the minimum satisfac- 
tory operating profit would be 
10 percent of that figure, or $36,- 
300. This, he said, would mean 4 
gross profit of $65,500. This does 
not include finance or insurance 
income. 


The next step is to allocate this 
money to the various departments. 
Here are Mayo’s figures: 

New-Car Department: This de 
partment gets 40 percent of the 
$363,000, or $145,000. It is expected 
to return 40 percent of the $65,500 
gross profit, which would be $26, 


(From the 


This would be $65 per car, based 
on 400 new-car sales per year. 


Used-Car Department: This de- 


'|partment gets 25 percent of the 


$363,000, or $91,000. It is expected 
to return 25 percent of the gross 
profit, which would be $16,400. 


This would be $33 per car, based 


s|on 500 used cars retailed per year. 


Checking Chrome— 


A technician at Metal & Thermit Corp.'s 
electroplating laboratory, working with the 
firm's new chrome-plating process to boost 
corrosion and rust resistance, measures the 
thickness of chrome plate on an auto 
bumper guard. 


Service, Parts and Body Shop: 
This department gets 35 percent 
of the $363,000, or $128,000. It is 
expected to return 35 percent of 
gross profit, which would be $22,- 
900, or $1,900 per month. 

Pricing the car under the money 
in-use formula would be done this 
way, according to Mayo: 

Factory invoice 
Variable expense 


Fixed and semifixed 


Return on money used 


The factory-suggested price of 
such a car, according to May, 
would be $3,200, leaving a trading 
margin of $397 for the hypothetical 
dealer used in the example. 








This is BENDIX PRODUCTS DIVISION... 


"CREATOR OF SUCCESSFUL NEW SALES FEATURES” 








New power to steer! Today's driver has 


ve. greatly augmented ease of handling, control and 
ed assurance—thanks to Bendix* power steering. It has 
he increased in popularity every year since its introduc- 
te tion, and today most new car buyers demand it. 


he i, make 


t each model year as 


r dramatic as a year- 
at long ‘‘Opening 
: Night”, the auto- 
makers are sec- 

Yb onded by suppliers 
F like Bendix Products Division. While 
7 master carmakers and designers are 
0. concerning themselves with problems 
of total design and concept, specialists 

e like Bendix Products Division, working 


in specialized areas such as steering and 
: braking, create innovations and im- 
t provements that take their place in the 
total design yet, in their own right, are 
powerful interest creating salesmakers. 

Three of the sales successes de- 


New power to stop! Safety is multiplied many 
times for the driver of today’s faster, more powerful 
automobile . . . by Bendix*-pioneered power brakes. 
Millions of car buyers each year “buy” this new and 
better concept in safety and better control. 


veloped by Bendix Products Division 
are shown at the top of the page. 
These and many others are being 
demonstrated on the road every day 
by practically every car on the road— 
and by millions of new cars sold every 
year. 

In developing features like these, 
Bendix Products Division benefits from 
the planning talents, the research skills, 
and the production know-how of its 
own engineering staff first . . . but 
also from the unique Research Division 
and the 24 divisions of the Bendix 
Aviation Corporation. Through the 
products of Bendix Products Division, 
these talents are available to you, too. 
Why not put them to work for you? 


Now—brakes that adjust themselves! 
This latest Bendix braking development adds the 
powerful sales appeal of economy to the tried-and- 
true one of safety. More cars every year have this new 
feature—it’s only a matter of time until they all do. 


















Testing Torque and Temperature! 4 
Research engineer checks various operating factors 
such as torque and temperature on a new brake 
design undergoing dynamometer test in Bendix 
Engineering laboratory. 









Pianning Committee in session! Almost 
endlessly they debate two key questions: “Will it 
work?” and “Will it sell?” Here’s just one of the 
thousand of technical and strategy meetings at all 
levels that precede the launching of a new Bendix 
product. 


j= *REG. U.S. PAT. OFF. 
Bendix fSivision 
South Bend, IND. 

















rsdn arin racnia nectar er irabnoemcs iba tech Semen 


AUTOMOTIVE NEWS, JUNE 1, 1959 


AUTOMOTIVE WASHINGTON 


Outgoing FTC Boss Gets 
Last Crack at Price Bill 


By William Ullman 


Washington Bureau Chief 


a best time for a bureaucrat to sound off to Congress 
is when he’s going to quit anyway. White-maned John 
W. Gwynne, outgoing chairman of the Federal Trade Com- 
mission, took full advantage of this once-in-a-lifetime oppor- 


tunity when he was recalled 
subcommittee the other day. 

The subject under discus- 
sion was the bill of Senator 


Joseph C, O’Mahoney, Wyoming | 7 
Democrat, which would require ad-|j 


vance notice of price increases in 
industries where a few companies 
do most of the business, Under the 
bill, the Federal Trade Commission 
would have to hold public hearings 
on each proposed price hike, 

FTC had testified on the bill 
earlier in the hearings and had said 
that it didn’t think much of it.) 


CHRYSLER DEA 


FAM 


before the Senate Antitrust 


O’Mahoney had snapped back that 
ee we it was a “puny 
statement,” and 
the whole FTC 
gang was called 
back to come up 
with alternative 
proposals. 

When Judge 
Gwynne returned, 
he still didn’t like 
the O'Mahoney 
bill. The new FTC 


William Uliman statement said 


QUS 


the measure would tend to bring 
about price rigidity, rather than 
lower prices. It also noted that it 
would get in the way of pricing 
ups-and-downs in markets where 
there already is a lot of price flexi- 
bility. Finally, the statement said, 
the bill is getting pretty close to 
price-freezing. 
After the statement was read, 
dissatisfied subcommittee mem- 
bers demanded that Gwynne 
come up with some positive rec- 
ommendations to halt inflation. 
The judge leaned back and let 
them have it. First, he urged vigor- 
ous antitrust work to preserve com- 
petition. He called for strengthened 
antitrust legislation and rigid en- 
forcement, The way to keep prices 
down is to get more competition, 
he said. 

“We must insist on diversifica- 


ition and a lack of concentration,” 


he contended. 

Next, the FTC chief asked that 
consideration be given to “the 
power of great national labor or- 
ganizations” in seeking wage boosts. 
While he did not favor applying 
antitrust laws to labor as they are 
applied to business, he did think 
Congress should find some way to 
control concentration of power in 








unions. 


Finally, he urged Congress to 


Bank of America Offers 
New Dealer Loan Plan 


LOS ANGELES.—A new credit 
card, sponsored by Bank of 
America, is being offered local 
dealers to improve their volume 
of credit sales, The bank’s card 
system includes purchase of cus- 
tomer charges “without recourse” 
and a maximum discount of 6 
percent, A sliding scale of refunds 
cuts the discount to 3 percent if 
the average transaction amount 

’ is $25 to $34.99. 

Initial dealer fees are $25 per 
location, plus $1 per month per 
sales draft. It is not anticipated 
the card will be used to purchase 
automobiles, but will be used for 
accessories and repairs. 


reduce Federal expenditures, He in- 
sisted that deficit financing pushes 
up prices. 

* * * 


Disputes Kefauver Theory 


EN Subcommittee Chairman 
Estes Kefauver, Tennessee 
Democrat, once again raised his 
favorite point of “administered 
pricing” by a few industries, 
Gwynne retorted that he does not 


LERS have the lion’s share of selling points... 


secesecsesese 


TORSION-AIRE RIDE! 


Experts applaud it. Owners swear by it. Other 
dealers envy it. Chrysler dealers have it! 


Here’s a suspension system so different you can demonstrate it from the 
driver’s seat—sell it just like any other new car feature. 


Torsion bars up front, running parallel to the frame, do away with dip 


when the car is braked to a quick stop, glue you to the road as you round 
tight turns. Leaf springs in back, mounted off-center, eliminate squat 
on quick starts. And because the chassis is completely isolated from the 


body by rubber, it’s the quietest ride you’ve ever known. 


Auto expert Tom McCahill, writing in Mechanix Illustrated, calls 
Torsion-Aire “far and away the finest suspension ever offered on an 
American car.” Thousands of Chrysler owners who’ve proved its per- 
formance in millions of miles of driving would agree. 


Don’t let your prospects forget that Chrysler rides on the smoothest, 


safest suspension on the road. 


You get more car to sell... 
with the lion-hearted 


~ a —S\, 


CHRYSLE 


$a 
believe companies in “concen 


industries have full contro] of thee : 


prices without regard to 
forces. 

He also declared that he 
think the question of COFporaty. 
profits was important; the im. 
portant question, he said, Was 
competition. 


Market 


Then O’Mahoney insisted that oul 


public hearings on proposed Price 
increases would create so m 
adverse publicity for the firms 
planning the boosts that they might 
not raise prices after all. 

Gwynne took issue with thet 
statement, too. 

“Management would blame labg 
Labor would blame managemen 
They would both blame Goven. 
ment, And you would have wy 
unanimity in most cases.” 

Interesting as Gwynne’s replig 
were, they weren’t the answers th 
senators wanted to hear. But 
won’t get another crack at him 
Today (June 1) he’s out as FIP 
chairman, and future headaches ¢ 
the agency are the inheritance ¢ 


his successor. 
oa * * 


Go Now, Pay Later 


"hoe House Public Works Com 
mittee has tossed out the wip 
dow the “pay-as-you-go” provision 
of the Federal highway program 
and it may never be put back, 
Faced with a slowdown in con- 
struction of the nation’s 41,000- 
mile superhighway network be- 
cause of lack of funds, the com. 
mittee again suspended for two 
years—fiscal 1961 and 1962—the 
pay-as-you-go amendment in the 

1956 Highway Act, This means 
that money needed to build road 
can come out of the Treasury's 
general funds. 

This solution to the dilemma is 
not the one recommended by the 
President, He had asked Congress 
to provide the needed highway 
funds by increasing the Federal 
gasoline tax by 1% cents per gallon 

In taking this escape route, the 
House Committee appeared to be 
following the line of least resist- 
ance, Many think it is an irrespon- 
sible route, for it will increase the 
budget deficit, and it offers no 
permanent solution to the problem 
of rising highway construction 
costs, 

As it looks now, when Congress 
is faced with another shortage of 
funds in the Highway Trust Fund 
at the end of 1962, it will simply 
dip into the Government’s general 
funds once again. It will become in- 
creasingly tempting to ignore the 
“pay-as-you-go” idea, and to sub- 
stitute the new principle of “get- 
it-where-you-can.” 

« ” * 


NADA Slates Seminar 


ADA will hold its first dealer 

seminar on “Broadening Deal 
ership Income Base” in_ historic 
Williamsburg, Va., on June 16-11. 
Discussions will include financing 
and insurance, parts and accessor 
ies, the body shop, the imported car 
and leasing and renting. 

The seminar also will include 
tips for making the following “loss 
items” pay: Wash rack, gas pump, 
TBA, licensing and tags, glass shop 


and subcontract work. 
od * * 


Pan-Am Appraisal Set 


A MEETING to appraise the 
progress of the Pan-Americal 
Highway in Central America has 
been tentatively set for late August 
in Costa Rica. On the agenda are 
proposals to facilitate movement 
motor transport and tourists be 
tween the republics of Central 
America and Panama and plans for 
operation and maintenance of the 
completed road. 

At the moment, progress of the 
highway has run into financial 
obstacles which make construction 
difficulties appear small by com 
parison, according to the Interna 
tional Road Federation, 


U. S. Dealers Are Listed 


In New Klein Directory 


NEW YORK.—The second edition 
of the Directory of American Au- 
tomobile Dealers now is available 
in four volumes, according to B. 
Klein & Co., 27 E. Twenty-second 
St., New York 10. 

Volume I lists Ford Motor Co. 
dealers, Volume II, GM dealers; 
Volume III, Chrysler Corp. dealers 
and Volume IV, all others, The firm 
said Volume II costs $40 and the 
others, $25. 
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theiy 
Market 
, didn 
porate 
te in BRUNSWICK, N. J.—The 
q, way will suffer as a result of the 
ent steel labor negotiations, 
1 thatf-ssther there is a strike or not, in 
d Drigg ihe opinion of George Romney, 
) Much ent of American Motors. 
e firm’ ge addressed the 11th annual 


Y Might iasiness conference of Rutgers 
University’s school of business ad- 
th thi ministration at a luncheon here. 

Because of the “total” mobiliza- 
® laborliign of industry and labor forces 
yement Bs, the steel industry, Romney said, 
70Vem- Either side is “in a position to shut 
Ave MB down an industry that is absolutely 
vital to the economy of this coun- 
try.” 

Recognizing this, steel users have 
been piling up inventories of steel 
to minimize the impact of a strike, 
Romney said. He added: 

“As a result, we have created a 
situation where this nation is going 
to suffer, regardless of what hap- 

. The President has already 
warned that the Government in 
the long run may have to move into 
such situations to protect the public 
interest, where the national welfare 

involved. Meanwhile, the con- 
sumer is rendered ineffective by 
the excessive concentration of 
ynion and employer power.” 
C be Romney challenged the right of 
dther unions or companies in 
vital industries to mobilize their 
on a total industry basis 
te the point where it has become | 
dangerous obstacle to the na- | 
tion’s economic development. | 


"There are only two ways of| 
disciplining an economy,” Romney 
said. “One is the competition of 
the market place and the vote of 
the consumer, and the other is 
absolute authority, either private or 
public. Neither of these is working 
adequately in this situation. 

“The steel industry concentration 
is in direct conflict with the na- 
tion’s fundamental concept of keep- 
ing power divided, and it is capable 
of provoking direct Government in- 
tervention that would take us well! 
along the road to some form of 
American collectivism.” 


Romney said both labor and man- 
agement in the steel industry had 
organized into “monolithic” oppos- 
ing units controlling the entire in- 
dustry that would ultimately get 
down to being represented in the 
active negotiations by a single 
spokesman for each side. 

“The type of collective bar- 
gaining that has developed has 
established pattern bargaining 
and the persuasion of power, in- 
stead of persuasion based on the 
teconomic facts of the separate 
enterprise. 

“Everybody in this country has 
to keep step to a certain extent 
with what the steel union and the 
auto union can secure in the bar- 
gaining in those two industries on 
the basis of the economic facts of 
ing Steel Corp and General Mo- 








>aler 


toric 
6-11. 
cing 


“The union focuses the public 
attention on the economic facts of 
the most successful enterprise in 
the industry to secure concessions 
that then became almost mandatory 
for everybody else in the industry. 
And it doesn’t stop there. 

“Last year, when Walter Reu- 
ther was confronted with collab- 
eration of the Big Three automo- 

companies, he secured the 

Pledged support of all the AFL- 


Skillman to Talk 
At Bank Conclave 


SYRACUSE, N. Y.—S. A, Skill- 
man, sales vice-president of Stude- 
baker-Packard, and Ralph W. Pit- 
man, senior vice-president of the 

tral-Penn National Bank of 
Philadelphia, a national authority 
on consumer financing, will be 
among the principal speakers at the 
regional] conference of the 
American Bank Credit Plan here 
June 4. 

Skillman will be accompanied to 

conference by G. S. Hornbaker, 

P credit manager, Problems aris- 

out of record loss claims and 

dequate premium rates in the 
underwriting of auto insurance will 
reviewed for the conferees by 
William Cobb, president, United 
rity Insurance Co. 
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ects Trouble .. . 


CIO unions during the summer, 
and when the bargaining resumed 
in the fall, he had the backing of 
the total AFL-CIO group. 

“Such support has already been 


e . 9 
Sticker’ Law Gets 
2 o 
Birmingham Ax 
BIRMINGHAM, Ala.— The city 
commission of Birmingham by a 
vote of 2 to 1 killed a recently- 
adopted “accident sticker” law, The 
action was taken after a group of 
auto dealers and repairmen ap- 
peared to protest once again that 


the law was “unworkable” and 
asked for its repeal. 

The law would have required 
garages to check with the police 
department before repairing any 
collision or bullet-damaged auto 
which had not been given a sticker 
by a police investigator, It would 
have gone into effect June 1. 


Steel Concentration Feared 


pledged to David McDonald, The 
result is that the 12 steel com- 
panies are confronted with the 
total organized might of the AFL- 
CIO, because the member unions 
all know the importance of getting 
what they can out of the steel 
industry. 

“Essential to a sound and ade- 
quate solution is the adequate dis- 
persion of union and industry 
power,” Romney said, “In our basic 
industries, both unions and employ- 
ers should be prohibited from com- 
bining their collective bargaining 
power. 

“Fundamental to the nation’s 
future economic growth and 
strength is the elimination of the 
present conflict in national eco- 
nomic policy, This results from 
labor laws premised on monopoly 
and antitrust laws premised on 
competition. 

“We must strengthen the compet- 
itive principle as it applies to prices 
and wages.” 


tQperators report: 


“LOWEST MILEAGE COSTS 





Production of a part for the 50-millionth Ford assembled in Dearborn recently was 
occasion for special note at C. M. Hall Lamp Co.'s Detroit plant, where employes and 
executives are observing the firm's 50th anniversary. C. M. Hall officials shown 
inspecting the license plate lamp made for the milestone Ford by Gertrude Dietrick 
are, from left, Joseph H. McCann, sales vice-president; Harry D. Hirsch, president, 
and Drew S. Holt, manufacturing vice-president. 








Trucking operators everywhere manent gettting new lows 
in mileage costs with Firestone Su 
Cross Bar tires. That’s because. 


Super Milea 
service—then 


¢ rts es 
uilds them with 


ilea 
irestone Sloan 
ially for drive-wheel. 
Satine Rubber-X, the 


rt 


longest wearing rubber ever used in Firestone tires! 


You'll find the Su 
93% extra tread P 
original treads—an 


Mileage Seamepert Cross Bar has 
th to give dou 
then deliver 25% more tread 


le the mileage on 


mileage from regrooving! The Firestone tread design 
offers extra traction for all the latest increased power 





SUPER MILEAGE 





SUPER MILEAGE 


HEAVY DUTY SUPER ALL 
TRANSPORT TRANSPORT Lue TRACTION 
CROSS BAR 


units. Extra thick treads and shoulders reduce ote 
and costly downtime losses. And the all-nylon Firestone 


S/F (Shock-Fortified) cord body withstands more 
impacts, helps prevent heat blowouts and flex breaks. 
Sobenative proving ground tests and millions of test 
miles on the country’s leading fleets have proved it! 
Get Firestone tubeless or tubed Super Mileage Transport 
Cross Bar tires at your Firestone Dealer or Store. Mount 
them on your drive wheels and count on extra miles of 
wear! And be sure to specify Firestone truck tires on all 
new equipment. 


tNames of fleet operators furnished on request. 


restone 


BETTER RUBBER FROM START TO FINISH 


Copyright 1959, The Firestone Tire & Rubber Company 





Ss eRe! tae ae) er ae itt! 





eee, 
eee 


ice iO AAA 





| ad 
ia, fn fe yt 


J 
P 
3 





QUA aimee ee 
he’s the hub of your new-car business 


Worth reflecting on: the mailman’s bag is filled with hot pros- 
pects for new cars every week on TIME day. 

In support of this seemingly brash statement, we offer a 
hard fact: 2,350,000 families, with top buying potential, are 
attracted to TIME, The Weekly Newsmagazine, each week by 
the way its editors tell the complex story of the news. 

These people are ideal new-car prospects because: 

They own more cars per one hundred families than your other 
prospects. The proportion owning two or more cars is some 


two and one-half times the national average. 

They buy their cars new. Three out of four car-owning TIME 
families bought their principal cars new. 

They drive their cars farther, have them more fully equipped 
and trade them more frequently. 

It is obvious then that your best prospects are on TIME’s mail- 
ing list. It is also clear why just about every automobile 
manufacturer in the United States considers it essential to be 
represented in TIME, The Weekly Newsmagazine. 
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¥ !'. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

§ 2. Every dollar of ine and oil taxes, collected by states and federal 
governments, appl te the building and maintenance of highways; 


§ 3. Guard the precepts of individual freedom, which made the U, S. A. 
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Capsule Comment 


Registrations of domestic cars reached two million units 
the same day imports hit 200,000. 
In 1947, imports totalled 894 for the full year. 
* * * 
NADA says its survey shows the average owner of 
an imported car is a family man. 
Compact family, that is. 
* * * 

NADA has joined dealers in asking the Supreme Court 
to rescind the taxing of reserve funds. 

A bookkeeping entry does not constitute income. 
* ” * 

American manufacturers are just beginning to realize 
the growing potential of the world market, says a British 
auto executive. 

Imagine selling two cars to every Chinese family! 
* * ” 
Signs of tight money and inflation can be seen in 
reports of the nation’s economic health. 
And the interest rates are going up. 
* * * 

NADA Chief Jim Moore urges dealers to cut out the razz- 
matazz ads and play it straight. 

Each dealer’s business is as cheap as he makes it. 


ville. 
* Oct. 25-26—Oklahoma Automobile Deal- 


Coming 
Events 


Dealer Conventions 


June 45—Pennsylvania Automotive Assn., 
Bedford Springs Hotel, Bedford, Pa. 
June 8— Delaware Automobile Dealers 
a Henlopen Hotel, Rehoboth Beach, 


Del. 

June 21-23—Spring Meeting and Golf 
Tournament, New York State Automo- 
to aera Whiteface Inn, Whiteface, 


June 18-20—Automobile Dealers Assn. of 
Indiana, French Lick Springs, Ind. 
June 2i- ichigan Automobile Deal- 
ers Assn., Gratiot Inn, Port Huron, 


ich. 

Aug. 7-8— Montana Automobile Dealers 
Assn., Butte, 

Aug. %11— Georgia Independent Auto- 
mobile Dealers Assn., General Ogle- 
thorpe Hotel, Savannah. 

Avg. 23-26—Automobile Dealers Assn. of 
West Virginia, Greenbriar Hotel, White 
Sulphur prings, W. Va, 

Sept. 45—Maine Automobile Dealers 
Assn., Samoset Hotel, Rockland. 

Sept. 13-1S—Wyoming Automobile Deal- 
ers Gonvention, Casper. 

Sept. 14-15—Minnesota Automobile Dealers 
Assn., Hotel St. Paul, St. Paul. 

Sept. 20-22—3éth Annual Convention, New 
York -State Automobile Dealers, The 
Concord, Kiamesha Lake, N. Y. 

Sept, 20-22—Colorado Automobile Dealers 
Assn., Broadmoor. Hotel, Colorado 


sarees, 

Sept. 20-22—Kentucky Automobile Dealers 
ae. ey Dam Village, Gilberts- 
ville, Ky. 

Sept. 20-22—New Jersey Automotive Trade 
Assn., Hotel Chalfonte-Haddon Hall, 
Atlantic City. 

Sept. 21-22—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee, 
Sept. 27-28—New Hampshire Automobile 
Dealers, Mount Washington Hotel, 

Bretton Woods, N. H. 

Oct. I1-13—Automotive Trade Assn. of 

Virginia, John Marshall Hotel, Rich- 


mond. 
Oct. 1820—Florida Automobile Dealers 
Assn., Hotel Robert Meyer, Jackson- 


ers Assn., Hotel Tulsa, Tulsa. 

Nov. 15-17—Mississippi Automobile Deal- 
ers Assn. Buena Vista Hotel, Biloxi. 
innecticut Automotive Trades 

Assn., Stafler-Hilton, Hartford, 

lov. 21-23—Arkansas Automobile Dealers 
Assn., Hotel Arlington, Hot Springs. 
Dec. 2—Utah Automobile Dealers Assn., 
Utah Hotel Motor Lodge, Salt Lake 


City. 
Jan. 30-Feb. 3—National Automobile Deal- 
ers Assn.; Washinoton, D. C 


Letterbox 


‘Phony Advertising ... . 


This is an open forum. for the discussion of any subject of interest to our 


"They're flip-cards for the window shoppers." 


9 


” * : readers, and your letters are welcomed. No attention is given to unsigned 


Auto Shows 


Oct, 21-25—International Foreign & Sports 
Car Show, Commonwealth Fouary, Phos. 


ton. 
Oct, 31-Nov. 1I—4Ist International Motor 
Show, Turin, Italy. 
Dec. 1-6-—Tampa Auto Show, Fort Homer 
Hesterly Armory, Tampa. 
Chicago Auto 


‘What Is Wholesale?’ 


In the May 11 issue of AUTOMOTIVE 
News you quoted a portion of an 
ad which we ran in the Star 
Journal & Chieftain: “What is 
wholesale on an automobile? $25 
over wholesale, $25 under whole- 
sale, 2% percent financing, 200 cars 
to sell in April?” 

What really-prompted our ad 
was the fact that one of our dealers 
ran an ad stating that they would 
sell their cars at $25 over whole- 
sale, then another dealer advertised 
$25 under wholesale, but neither 
indicated as to how they arrived at 
a wholesale price. Apparently a 
figure was picked out of thin air. 

The labelling law restored some 
of the former confidence the public 
had in ‘automobile dealers, Why 
destroy it with such phony adver- 
tising?—-O. Bruce Gorre, president, 


Oct, 5-10—National Aeronautic Meeting, | Goffe Motor Co., Pueblo, Colo. 
Aircraft Manufacturing Forum and Air- * * * 


craft Engineering Display, The Am- 
Boost for GMAC 


one, — on ay 
’ _ Ameri Trucki 
Acco. convention. Matte ‘Giitnere’ ond As a General Motors dealer, ; 
at oak Aske would like to make my protes 
OFocan Adolpios ‘Hotel, Deller Tex.” |heard on the proposed spin-off of 
Oct. 21-25—Second Annual Rod & Custom |GMAC from GM (Senate Bills 838 
en — sooe, lateaivtet Arts |and 839). 
roses West Soringlield’ Mose a These bills by Senators Kefauver, 
Oct. none Wonsportation Meet- | O’Mahoney, and Hennings have no 
ing, 2 calle Hotel, Chicago. merit and are so ridiculous and un- 
Oct. 27-28—National Diesel Engine Meet- justified it is hard to imagine where 
they get their information. It cer- 
tainly isn’t from GM dealers, (If 
you think they are afraid of re- 
prisals, take a private poll of GM 


Jan. 16-24—52nd Annual 
Show, International Amphitheatre, Chi- 


cago. 
as > aoe Auto Show, Lincoln, 

eb. 
Jan. 24-28—International Foreign & Sports 
Car Show, Dinner Key Auditorium, Mi- 


ami. 
Feb. 6-14 -Detroit Auto Show, Artillery 
Armory. 
Feb. 10-13—Automotive Service Industries 
Assn. Show, Coliseum, New York. 

- ¢€° ¢ 


General 


June 14-19—SAE Summer Meeting, Chal- 
fonte-Haddon Hall, Atlantic City. 
Aug. 10-13—National West Coast Meet- 
ing, Hotel Georgia, Vancouver, B. C. 
Sept. 14-17—National Farm, Construction, 
and Industrial Machinety Meeting, Pro- 
duction Forum and Display, Milwaukee 

Auditorium, Milwaukee, 
Oct. 5-7—Annual Truck Body & Equip- 
ment Assn. convention and exhibit, Hotel 
Sherman, Chicago. 


ing, La Salle Hotel, Chicago. 

Oct. 28-30—Annual convention and trade 
show, Automotive Parts Rebuilders Assn., 
Roosevelt Hotel, New Orleans. 

Oct. 28-30—National Fuels and Lubricants 
Meeting, La Salle Hotel, Chicago. 


30 Years Ago... 


The Big Stories 


“Systematic advertising is one of the most powerful forces at the 
command of automotive jobbers and dealers,” W. S. Isherwood, gen- 
eral sales manager, AC Spark Plug Co., told a group of dealer 
salesmen in 1929. “In today’s scheme of business, advertising is 
used by aggressive merchants to not only sell merchandise, but to 
keep their concern and product abreast of competition. Jobbers and 
dealers in the automotive field need to advertise just as the various 
industries do,” he said. “If they don’t they will soon find their trade 
has migrated to other concerns. In this day of keen competition, 
advertising is a necessity,” Isherwood declared. “There are so many 
concerns and so much intensified effort made for the consumer’s 
dollars that if a concern does not constantly keep before the public 
that it is in business to supply certain wants, either merchandise 
or service, its business will soon dwindle away.” 

—From the Files of Automotive News 


letters but’ you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 7, Mich. 


dealers.) It is from the gouging 
money-lenders of so-called 
pendent finance sources who ar 
in. competition and whose earnings 
get bigger every year. 

If you'think the independents 
are not gouging, compare rate 
charts, compare the cost of credit 
life insurance by their charts 
Here is an example: On a $2,000 
balance financed for 36 months, 
the cost of the credit life insur- 
ance on a GMAC contract would 
be $46.25. The same deal from 
one of the major finance com- 
panies is $60. 

Many times the oe - 
pany won’t buy a deal unless 
sell their package, of life, health 
and accident and collison insurance. 
I have never been asked by G 
when calling in a retail deal if 
there was insurance of any 
being placed with GMAC or Motors 
Insurance Corp. 

On behalf of MIC, I might sa 
they have called regularly on us 
trying to get us to sell their insu 
ance. In three years I believe we 
have had three customers use theif 
plan, I might add that we are 
called on by other insurance com 
panies more frequently than 
MIC. Not once has there been 
slightest hint of intimidation from 
GMAC, MIC, or Buick for not sel 
ing their insurance or financing. 

I do not feel you can condemn & 
company for being out exposing 
their product—in this case, insur 
ance, I was a GM dealer who lost 
money last year, If it hadn't beet 
for GMAC’s lower wholesale finane 
ing rates, I would have experien' 

a greater loss. 

I have had wholesale financing 
from other sources; one of them 
was a fine local organization. 
There was nothing wrong with 
their operation except that their 
rates were higher and they did 
not pay reserves with theif 
deals. 


At various times I have checked 
with independent finance sources 
and found them in every case to be 
from 1 percent to 2 percent highe 
than GMAC. On finance reserved 
GMAC, like most companies, offet 
their dealers various reserve Pro 
grams. I operate on a non-recoursé 
plan with the reserves paid wheal 

(See LETTERBOX, Page 41, Col. 5) 
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| Rambler, Plymouth, Pontiac, Oldsmobile Are So 
Closely Bunched That The Coveted Spot Appears 
To Be Within The Reach Of Any One Of Them 


HATS OFF TO 
RAMBLER DEALERS 


For The Outstanding 
Sales Job Of The Year! 


* Quality Product * Quality Service 
* A Quality Dealer Organization 


.. ADD UP TO RECORD-BREAKING SALES SUCCESS! 


Wouldn't You vim) "ec a a 


Like To Grow With pws 
This Winning Rett 


I —= =e 
/RAMBLER TEAM? - > © 


We Have the Product for the wait oigageal 
ompact Car Market... si ct, aa 


YOU Have the opportunity! enamadihesasitatendsheletsices: 


Rambler Franchises Also Available in Canada and Important Export Markets. ADDRESS i 
in Canada Write te: American Motors (Canada) Lid., 2951 Danforth Ave., Toronto. 
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Basic Interest Is Finance Contract .. . 


How Bacons Bring Home the Bacon|® 


Eprror’s Note: Some of the 
practices cited in this article will 
raise the blood pressure of many 
dealers. We do not endorse such 
practices. We feel, however, that 
dealers will be interested in get- 
ting the viewpoints of a dealer 
accenting long credit terms. 

* ol +. 


By William Carroll 
Staff Correspondent 

“q)UR basic interest is a good 

solid contract,” said Roger 
Bacon as he started to tell AurTo- 
motive News how The Bacon’s 
Sales Co., Ford dealer of Hermosa 
Beach, Calif., goes about handling 
the finance end of the business. 

“That’s right,” chimed in his 
brother Bob, “and your readers 
might like to know we're getting 
our best results from independent 
finance companies. 

“They’re much more interested 
in our customers than any other 
financing organization. Their 
business is financing cars, and if 
we need help or the customer 
needs help, the finance company 
is in there doing everything they 
can. 

“In fact, where a credit union or 
a bank turns a deal down, we'll 
usually be able to finance the car 
if the prospect has a decent credit 
record and is known to have paid 
his bills on time.” 
ok * * 
_ successful the Bacon boys 
are can be figured when you 
know they sell more new and used 
cars in the 11 Western States than 
any other Ford dealer, The com- 
pany is managed by the two 
brothers, Bob and Roger, both of 
whom are under thirty. They say 
they believe in selling cars with the 
lowest cash outlay from the cus- 
tomer. 

“We don’t believe in a high unit 
profit,” Roger said. “Instead, we 
try to make our overhead out of 
the whole package, We own our 
property, we don’t believe in huge 
showrooms (it barely holds three 
cars) and maintain a low overhead 
operation. 

“Of course, we have 11 acres 
of paved parking which includes 
seven lots. On this we maintain 
an average inventory of 300 new 
cars plus some 250 used cars.” 

He didn’t mention the steam room 
and filtered swimming pool for cus- 
tomer use. 

The Sunday previous to AvuTo- 
motive News visit to the Bacon op- 
eration, the deal moved 35 new and 
used cars. One salesman sold seven, 
and gained a gross commission of 
$722.00. There are three men mak- 
ing slightly under $2,000 a month, 
year after year. According to the 
Bacons, one result of selling a 
finance package, rather than just 
an automobile, is that they can pay 
their salesmen a larger percentage 


Safety Citation— 


Gov. Robert Meyner of New Jersey, 
right, presents Elliott G. Ewell, executive 
sales vice-president, Mack Trucks, Inc., 
with special safety award, citing the com- 
pany for its “outstanding contribution to 
highway safety."’ For the past three years, 
Mack, in cooperation with the American 
Trucking Assn.'s Foundation, has been 
sponsoring a summer-long highway safety 
and trucking education series on Monitor, 
the NBC network weekend radio program. 
The series, which will be continued again 
this summer, has also earned Mack the 
1958 Public Interest Award of the National 
Safety Council, which is given annually for 
exceptional service to safety. 





of the retained gross. Each sales- 
man is credited daily and paid 
every week, This eliminates the 
need for them to use a drawing 
account, 

ok cd oa 
—— company has an extensive 

advertising campaign. In 1958, 

the Bacons spent nearly $300,000 on 
newspaper and television, This was 
spread between used and new cars 
with most of the newspaper money 
going to used cars, TV presenta- 
tions covered both types of mer- 
chandise. 

There are 30 salesmen in the 
house which includes a number of 
unofficial turnover men. However, 
one or the other of the Bacon boys, 
Bob or Roger, O. K. and check the 
gross of every deal. This is made 
easier as every closing room and 
office is equipped with an electric 
calculator. The boys figure a com- 
plete deal in six to seven minutes. 

One unique feature is that all 
salesmen are trained to use recip- 
rocal figures to quickly work out 
the payments due on finance 
paper, This does away with in- 
terest charts and makes for a 
quicker close. 

Each salesman is expected to 
know used car values, because if 
he doesn’t he’s going to be stuck 
with selling the unit 30 days later. 
A portion of the deal’s profits are 
distributed to all employes on a 
periodical basis. 

Any prospect for a car, who has 
reasonable credit, is allowed to buy 
the unit at any down payment that 
suits his budget. Then, the budget 
is gone over closely by the sales- 
man 

One work sheet that Roger Bacon 
showed Automotive News had a 
“wash out” of $11. However, the 
customer also purchased a service 
policy, placed his financing through 
the Bacons and was paying for a 
complete insurance package which 
included accident, health, and house 
insurance, The Bacons handle all 
insurance through a licensed broker 
with offices in the building. 

7 ” x 

ALESMEN are paid a percent- 

age of the retained gross on all 
deals. On contract sales, they are 
given a bonus for all 36 month con- 
tracts, Their bonus jumps 50 per- 
cent for a 48 and jumps another 50 
percent for a 60-month contract. 
This latter paper is secured by a 
second trust deed on real estate. 

Insurance compensation is paid 
by the broker on a graduated scale 
based on the amount of insurance 
the customer is sold at the time of 
buying his car. In every case, the 
entire ball of wax is wrapped up 
under a payment plan that makes 
it possible for customers to meet 
their obligations. As Roger Bacon 
said “We're not dependent on sell- 
ing cars alone.” 

To make such broad financing 
possible, the Bacons maintain an 
active list of 17 different places to 
place customer paper, This includes 
local and city banks, more than 
just a few corporations dealing in 
auto contracts, several smal] fi- 
nance companies, and an operation 
specializing in the five year con- 
tract. 

Selection of the finance com- 
pany depends somewhat on where 
the customer lives, his payment 
habits and credit. 

Roger Bacon claims that every 
customer is “risk rated” in some- 
what the same way that insurance 
companies make use of actuarial 
tables. By this procedure, repos- 
sessions and finance troubles are 
cut down. 

The Bacons consider their loca- 
tion, which is 25 miles from down- 
town Los Angeles, a fundamental 
asset in the success of their busi- 
ness, It is a strong lure for pitch- 
ing “low overhead.” Their television 
program is seen all over Southern 
California, and a run down of sales 
draw for one month shows that 
they pulled customers from six 
counties. 

Buyers came from as far away 
as 60 miles north, 150 miles south, 
and 80 miles inland. They show 10 
units registered in a county which 
is no closer than 35 miles away. 
Plus 28 units sold in the city of Los 
Angeles, 22 miles away. 

. ” a” 


Boe BACON says “If we cut our 
overhead and service cost on 





each unit, we can put more people 
in more cars for less money.” 

The Bacons say they’ve taken in 
airplanes, guns, television sets, 
boats, hand hooked rugs and trail- 
ers to make a down payment, None 
of this material gathers dust, In 
every case, it’s priced and sold back 
through dealership salesmen, 

The Bacons say their operation 
is very simple. New cars are 
spread over 11 acres of paved lot 
where people can shop at their 
leisure. The boys believe in de- 
livering on the spot and pull a 
car out of stock before the ink 
is dry. 

Ten years ago, they were sell- 
ing cars out of a service station. 
Bob Bacon sums their philosophy 
neatly when he told us “Our busi- 
ness is built around dealing with 
the family. We set up the deal 
around their budget and ability to 
pay. Plus making sure that we get 
every bit of the customer’s business 


buys.” 
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Million-Dollar Delivery— 


The largest delivery of Ford cars ever made to Omaha dealers gets under way 
25-truck caravan rolls off the convoy lot at the Ford assembly plant in St. Paul, 
including the car, service contract | convoy, carrying 100 cars, was the first of three shipments to five Omaho-area ¢ 
and every form of insurance he | The cars, representing more than $1 million, were destined for Gerelick Motors, 


| John Markel, Inc.; McFayden’s, Inc.; H. P. Smith Motors, Inc., and Hart Motor Co, 





Standard School Bus a Necessity 


By Jack Weed 
Truck Editor 


DETROIT.—For the second year 
in a row, the Kentucky State De- 
partment of Education has blasted 
the school bus industry for being 
unable to break what it calls “a 
noncompetitive price monopoly on 
bodies for school buses.” 


It feels that the school bus bids 
this year were “unrealistically 
high.” 

Kentucky is not the only state 
whose purchasing department 
attempts to act as a purchasing 
agent for many of its school dis- 
tricts and buy on a statewide 
basis. North Carolina, South Caro- 
lina and Florida buy in this 
fashion. 


“Ways will have to be found to 
put the screws on,” said Dr, Robert 
H.. Martin, Kentucky superintend- 
ent of public instruction, He named 
a committee of three to help him 
find suitable “screws.” 


In the meantime, Kentucky and 
other states do nothing to aid the 
industry toward making it possible 
to design and build school buses on 
a basis that would enable pur- 
chasers to get better prices and 
still leave the makers of bodies and 
chassis a “normal” profit. 

Many states vary their specifica- 
tions from those established by a 
committee of the Nationa] Educa- 
tion Assn., then lump the majority 
of their purchases and deliveries 
into a three-month period. 


This, of course, handicaps the 
production of both bodies and 
chassis and also prevents makers 
from making adjustments to in- 
creases in seating capacities that 
do not run true to the prior year’s 
purchases. 

This has happened this year in 
the increased demand for 60 and 
66-passenger coaches, At least one 
chassis manufacturer has been 
caught short on the long-wheel- 





base chassis these larger coaches 
demand because it was impossible 
to foresee the increased demand 
for the larger buses back in 
March and April when the chassis 
had to be built. 

Factories have to anticipate the 
demand so that they can have a 
sufficient number of the right size 
chassis in each body builder’s 
“pool.” 

As an example of the penalties 
that are placed on both chassis and 
body builders, the following sched- 
ule of one maker clearly illustrates 
how current buying methods make 
school buses more costly to the 
school districts and the taxpayers. 


Percent Percent Percent 
Orders Units Chassis 
Received Delivered Receivals 


4.5 
4.0 
8.4 
11.2 
14.2 
14.1 
15.1 
13.6 
3.1 
4.0 
2.5 
5.3 
Makers of school bus bodies say 
they understand that some states 
find it necessary to vary their 
specifications in some minor points. 
The chassis makers, however, 


Month 
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see no reason why the specificatie 
for each size chassis cannot 
made standard for the nation 
thus permit them to produce ch 
on a more standard producti 
basis. 

One body maker says that whil 
the 60-passenger bus represents 3 
percent of buses built, the 54-p 
senger bus is desired by more 
and has bitten into the 48-pa 
ger size quite heavily during t 
past few years. Currently, the 
passenger bus represents 22.6 p 
cent of output as against 21.7 p 
cent for the 48-passenger bus. 
66-passenger bus has crept up 
15.1 percent of the market and 
other sizes under the 48-passeng 
class represent 9 percent, 

Dealers can do a major job 
aiding both themselves and 
body builders by constantl 
working with and on local se 
boards to make up their se 
bus budget earlier and place their 
orders as soon after the turn 
the year as possible. 

This would enable the body b 
ers to cut production costs, aid 
chassis makers in providing th 
proper amount of chassis of eac 
needed size for each state and bo 
builder, aid the school boards 
getting the types and sizes of unil 
they need on time and tend genem 
ally to lower costs to the scho 
boards and the taxpayers. 


Four Ford Diesel Trucks 
To Be Tested in Fleets 


DEARBORN. — Four diesel-pow- 
ered Ford trucks will be placed in 
fleet-test programs this summer, 
according to Wilbur Chase, truck 
marketing manager for Ford divi- 
sion. 

The test units, all extra-heavy 


Dodge Cavalcade Heads for Syracuse— 


Dealers from the Syracuse area made their annual visit to Detroit recently and 
drove away 133 new Dodges for delivery to customers in Northern New York. Above, 
the cars are made ready at the Dodge plant. Ten motorcycle policemen and two 
squad cars escorted the Dodge cavalcade io the Ambassador Bridge, where special 


arrangements had been made for the trip across Ontario to Buffalo. 


trucks with GCW ratings of 65,- 
000 pounds or more, will be pow- 
ered with Cummins engines. 


They will be placed in service by 
the end of July with Pacific Inter- 
mountain Express, Oakland, Calif.; 
Spector-Midstates, Chicago; Gre 
Southern, Jacksonville, Fla., 4 
Middle Atlantic Freight Lines, D 
troit, Chase said. 


In announcing the diesel te 
program, Chase said, “The fle 
testing of Ford diesel-powe 
trucks is another phase in ow 
program of cooperating with th 
industry to meet all its power nee 
with a complete line of durab 
and proven vehicles. 

“These diesels, as well as all out 
trucks, are engineered more thal 
merely to meet basic standard re 
quirements . . . ” Chase said. 

The four trucks being placed in 
fleet service, he said, represent 
several years of company activity 
in product research, planning; 
development and engineering. 

Ford engineers have been as 
signed to each of the four vehicles 
to maintain a rigid test proced 
on each unit and to report recom 
mended product changes as thé 
need for any change is recogni 
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MIDLAND TREADLE VALVE — Control for the Power of a Nation 


Midland products include: 


Air brakes for the truck and trailer industry 
Vacuum power brakes for the automotive industry 
Equipment for the Transit industry 

Control devices for the construction industry 
Midland Welding Nuts for assembling metal parts 


Write for detailed information 


Owosso Division - Owosso, Michigan 
ONE OF THE “400” LARGEST AMERICAN CORPORATIONS 
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 Grandma’s Electric Car 


. May Make a Comeback 


2 


z By Joseph M. Callahan 


$ Engineering Editor 
"8 IT practical to try to resurrect the electric car? 
During the ’20s and early ’30s more than a score of 
9 firms produced these electric “hummers,” but they 
wally disappeared as Americans began clamoring for 
r and more powerful cars in the early stages of the 
OOOO 


power race. 


Also to blame for the pass- 


of the electric car were 
“heavy and expensive battery 
what severely limited the car’s 
fange, its poor acceleration and 
pill-climbing ability and the fact 
the owner dared not stray too 

War from a charging center. 
Within the last few months at 
three companies have an- 
plans to produce or de- 
5 an electric car. These plans 
based on the conviction that 
cans again are in a mood 
to drive a quiet, 
economical and 
clean  vehicle— 
even if they have 
to sacrifice a lit- 
tle speed and 

range. 

These people 
also are optimis- 
tic about the 
chances for an 
electric vehicle 

: because of some 

_ important ad- 
yances made in electric motors and 
batteries and because they feel the 
cost of gasoline has been rising 
while the cost of electricity has 
been declining. 

a 


mced 


* * 
Charging from Within? 
ELAND VEHICLE Co. 
Cleveland, will bring out the 
electric Charles Town-About late 
this summer. Stinson Aircraft & 
Tool Engineering Corp. will mar- 
ket it Nu-Way Industries, Inc., 
Lansing, will introduce an electric 
car in the summer of 1960. 

Sonotone Corp., Elmsford, N. Y., 
and American Motors have an- 
nounced a long-range development 
project to explore the possibilities 
of an electric car that would elimi- 
mate the main weakness of these 
cars—how to keep them charged. 

Partly responsible for this re- 
surgence of interest in the elec- 
trie car are some of the nation’s 
Jargest electric power companies 
who feel that charging a million 
or two electric car batteries a 
day would be a marvelous way 
te use their facilities, especially 
during the evening when the in- 
dustrial load is off. 

However, an ironical fact is that 
Many automobile people feel that 
an electric car is only feasible if 
some method can be found to 
charge the car's battery from 
within the vehicle, which would 
put the electric companies out of 
the picture. 

Sonotone, an electronics firm, 

been working on an electric 
Car program for several years and 
produced its first car some time 


* * * 


Nickel-Cadmium Battery 


G°NOTONE engineers feel 
strongly that the limitation on 
Such a vehicle’s range must be re- 
Moved. Their plan consists of put- 
ting a small gas generator in the 
| Vehicle that would charge the bat- 
tery and installing a nickel-cad- 
Mmium battery. 
This battery, though two or 
times as expensive as a lead 
ry, only takes about 20 per- 
Cent as much space and can be 
Charged much more quickly. 
__ Although refusing to discuss 
| his firm’s present experimental 
_ far, a Sonotone engineering of- 
@ieial said the generator engine 
Should start automatically when- 
* @Ver the battery needed charg- 
ing and whenever the car was 
stopped or going downhill. 
| He said a relatively small engine 
‘@0uld keep the battery “practically 
fully charged” most of the time. 
Of course, the battery could not 





be charged when it was driving 
the car. 

The generator engine, which 
could be located either at the front 
or rear of the car, should be light- 
weight and economical. 

However, the final decisions of 
Sonotone and AMC are some dis- 
tance off and this engine might 
wind up being a small gas turbine. 
One diesel manufacturer has been 
trying to persuade Sonotone to try 
a small diesel engine for charging 
the battery. 

* 


+ 


2 Motors Considered 


——_— to this engineer, 
one weakness of the lead bat- 
tery is that it works better if it 
is charged slowly. The idea] situa- 
tion, he added, is to charge a lead 
battery overnight, while a nickel- 
cadmium battery can be quickly 
charged. 


He said that some of the op- 
tions his firm is considering in 
its electric car is one motor or 
two motors (one at each rear 
wheel), with or without a trans- 
mission and with or without a 
differential. 


Sonotone people feel the electric 
ear should be light, but not un- 
comfortable and that it should be 
able to average 40 miles an hour 
in suburban traffic, with a top 
speed of 60 or 70 for emergencies. 


In regard to the cooperative de- 
velopment agreement with Amer- 
ican Motors, he said, “This agree- 
ment has been in effect only a 
little over a month, Right now, 
we're working up a research plan. 
And in research, you work at a 
faster pace as time passes. It’s 
possible that this electric car could 
come faster than we anticipate.” 

ca * * 

Auxiliary Gas Engine 
eae INDUSTRIES has an- 

other interesting plan for giv- 
ing its electric car a more realistic 
driving range. This consists of in- 
stalling a small auxiliary gas en- 
gine to power the generator which, 
in turn, would power the car’s elec- 
tric motor, bypassing batteries at 
certain times. This auxiliary en- 
gine also could be used to charge 
the batteries. 

Hampton Hobson, Nu-Way’s 
chief engineer, said, “This gas 
engine would require only a 
small amount of fuel and it could 
be switched on manually or auto- 
matically with a switch like the 
voltage regulator in current cars. 

“A possibility is that this engine 
would produce enough power to 
drive the electric motor and to 
charge the battery slowly at the 
same time.” 

A major goal of Nu-Way is to 
develop a better accelerator con- 
trol. Ordinarily, when an electric 
motor is switched on, it immedi- 
ately develops maximum torque, 
but the ideal way is to apply a 
small amount of power at first in 
a car, in order to conserve the 
power. At present, the best way 
to reduce the initial electrical 
power is to use resistors, but this 
consumes the power, anyway. 

ok of * 


Plastic Body to Cut Weight 


NWO-WArs electric car will have 
a unitized, largely plastic body, 
practically eliminating the chassis 
and all metal, except for trim. 
Walter S. Thomas, president of 
Cleveland Vehicle Co., said his 
people have been busy producing 
his electric truck, but that the 
electric car will be ready late in 
the summer. 

Powered by lead batteries in the 
trunk and under the hood, this car 
will have a range of about 100 
miles and a top speed of 40 miles 
an hour. 
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ADVERTISEMENT 


USED CAR CLEAR OUT TIME 
IS HERE!! 


We have a used car selling plan, or project for you which tops any idea or plan heretofore used or 
originated. So far as we are aware it has never been used except in this area for proving its merit 
and selling qualifications. 


It is a project which will bring live buyers to your place immediately—and believe it or not—they will 
buy from you if you have something close to what they desire. The plan is so inviting to a buyer, 
that he will make a serious effort to buy from you. 


It has the necessary appeal to bring them to you, and the buyer advantage is appealing—or of 
such possible value to them if they buy, that no selling effort or pressure salesmanship is required. 
Just let them look over your stock, and they will be seeking the salesman— if they spot a car that 
interests them. 


Other than eight to twelve quarter or half-page newspaper ads in your local paper, the cost will be 
relatively small for you. Truthfully, you will be very happily surprised, and you will be greatly satisfied 
with the sales results. 


A dealer must have a minimum of 35 used cars on hand, and able to supply at least one hun- 
dred—on up—per month, depending upon the size of your area, and your institution. 


The project is sold to you on a guaranteed exclusive territory basis. Town, city or area. 
The cost of the entire project is based upon the population of your territory—as per the 
following scale. 


The very complete project comes to you as a package deal. The material sent you con- 
sists of an example half-page newspaper ad which you will duplicate in your local news- 
paper. (It can be reduced to 4 page). Other material is the thorough set of instructions 
and directions on handling the campaign which you will find is not difficult. The example 
newspaper ad—takes care of the message fo the public or the prospective buyers. Your 
advertising, in other words, is taken care of by this example ad sent you. 


When sending in your order, specify distinctly the name of your town, city or the area you desire. If it 
is an area, which will include several small towns or communities—send a map outlining that specific 
area. Be sure to specify the population of the town, city or area you are fo cover in your exclusive 
territory. 


With your order and territory specification—send us a deposit of one-half the project cost price 
(as per the following price scale) the balance due and payable by July 17th, 1959... 


The first order received for a town, city or area will be granted that specific territory on a guaran- 
teed exclusive basis. We have employed an efficiency accountant to handle the allotment of terri- 
tories—and to return all checks and orders which are sent in for a territory which has been 
granted previously. Belated orders and deposits for the already granted territory will be returned 
immediately. There will be no duplicate sales made in a territory. No territory close to that which 
a dealer has been granted will be sold. 


PLEASE TAKE NOTICE. After a territory has been sold under deposit, and the dealer does 
not use the project after receiving same, there cannot be a rebate of deposit. We would 
be unable to resell that territory, as it would be too late. 


IMPORT ANT NOTICE! To entirely avoid piracy of the plan, all projects 
e are to be sent to buyers on June 19th, 1959—None 
= will go out before that date, and not one after that 
date. Be certain to specify in your order to what individual we send the project. We require 
a receipt for same to be sent us. Give us the principal's name in full. 
These sales campaign ads will all start across the nation at the same time—same day—or date—all to 
start simultaneously—this will avoid one copying the plan from another, etc. That starting date is set 
for June. You will be notified of the exact date by special letter. The sales campaigns to run from 60 


to 90 days, as per each dealer's own judgment. Each dealer conducts his campaign just as though he 
originated it. There is no connection between the dealers at all. 


THE PROJECT INSTRUCTIONS COVER EVERY DETAIL — 
DOWN TO THE MOST INFINITESIMAL .. . 


THIS ENTIRE PLAN CAN BE USED ON NEW CARS IN THE EVENT A DEALER MAY CHOOSE 
TO DO SO, OR USED SIMULTANEOUSLY ON BOTH. 


CRITICAL ADVICE. BE SURE TO FOLLOW OUR INSTRUCTIONS AND DIRECTIONS IN THE 
PROJECT MATTER VERY METHODICALLY AND ASSIDUOUSLY—FOR PLEASANT RESULTS. 


OUR PRICE SCALE IN ACCORDANCE 
TO POPULATION 


POPULATION UP TO 50,000................§ 40.00 From 160,000 up to 200,000.......... 

From 50,000 up to 80,000.............. 50.00 From 200,000 up to 450,000............. 

From 80,000 up to 110,000 60.00 From 450,000 up to 750,000............. 100.00 
From 110,006 up to 160,000............ - 70.00 From there upwards ...............00..:----. 200.00 


We assure you that this is an exceedingly effective automobile sales creator plan. It possesses tre- 
mendous selling stimulus. An almost definite method for the consummation of sales. 


“TO THE EXTREMELY SKEPTICAL."’ If you are in need of a method for moving out your used cars—or 
are anxious to move a substantial number of cars—to make a substantial profit during the next few 
months—you will not regret having engaged this plan we are offering at a mighty low price (for the 
merit it possesses)—because. it is designed to do that type of job for you. 


We cannot, of course, divulge the fundamental principles of the plan and still protect dealers who con- 
tract for same or ourselves against pirating. 


Immediately upon receiving the first order for a town, city or area—we acknowledge same by return 
mail as fast as we can process the orders and allotment of territory. 


General Creative Advertising Company 


559 SIXTEENTH STREET OAKLAND, CALIF. 
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Pleased as the proverbial cat that swallowed 
the canary. And so are the CBS Television 
Network advertisers who sponsor 16 of the 28 
nighttime programs that have won a place in 


Nielsen’s Top 10 reports during the past season.* 


But perhaps the Top 10 is not as dramatic an 
index of network popularity as it used to be— 
for today even the 40th most popular program 


- reaches more than 23 million viewers.** 


So we are equally pleased to report that in 
Nielsen’s latest nationwide survey we not only 
have 5 of the Top 10 programs but also 10 of the 
Top 20, 15 of the Top 30, and 19 of the Top 40. 


Indeed, the truest gauge of a network’s value, 


for audience and advertisers alike, lies in the 


over-all popularity of its entire program schedule. 


Significantly, the average nighttime program 
on the CBS Television Network throughout 

the season has reached an average-minute 
audience of 23,000,000 viewers—some 2,630,000 
more than the average show on the second 
network and 2,980,000 more than on the third. 
Our leadership in average nighttime ratings 

has continued without interruption in the 92 


Nielsen reports issued since July 1955. 


(In the current season the Network leads in 


average daytime audiences as well.) 


These are some of the facts that have impelled 
the nation’s leading advertisers, for the 
seventh straight year, to commit more of their 
investment to the CBS Television Network 


than to any other single advertising medium. 


© CBS TELEVISION NETWORK 


* 


*October, 1958—April, 1959, 
based on NTI-AA ratings. 


*2nd April report, NTI. 
Viewer data: NTI-AA homes 
multiplied by ARB viewers- 

per-set. (Nighttime: 6-11 pm, 
Sunday—Saturday; daytime: 
7 am-6 pm, Monday— Friday) 
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Designed for Florists— 


Now available on special order through Ford dealers, the Florette, shown above, 
is said to be the first standardized station wagon designed expressly for the florist and 
nursery industry. Starting with the 1959 four-door Country Sedan or Ranch Wagon 
as the basic vehicle, the dual-purpose Florette can be converted from a delivery ve- 
hicle to a family station wagon in five minutes, A special, side-opening rear door 
replaces the tailgate to permit access to a roll-out cantilever tray and sliding shelves. 
Floor space behind the front seat is levelled to provide flat rolling space. 
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AUTOMOTIVE NEWS, JUNE 1, 1959 
How Nation's Salesmen Meet... 









Practical Problems of Selling 


HIS sales-case history comes 

from the files of a West Coast 
sales manager, who for obvious 
reasons does not wish to be 
otherwise identified. 

Because psychology is a word 
bandied about too much, sales 
psychology too often comes in for 

a laugh. But the 


Sales fact remains that 
the most success- 

Case ful salesmen use a 
Histories ot of psychology, 


some unconsciously 
and others deliberately. 

I think it wise for the salesman 
to make some study of the fun- 
damentals of psychology because 
it will put money in his pocket in 
a hurry. 

I have made lots of sales and 
helped hundreds of salesmen 
make more sales by simply rec- 
ognizing that psychologically we 
are a nation with status symbols. 

The amateur photographer, for 
instance, often buys costly cam- 


Method of Operation 2 


era equipment because it tags 
him with a certain superiority. 
Lacking the money, he buys a 
camera that resembles the 
costlier equipment made by 
manufacturers and sold by 





Reedman Rambler Sales 
Top U. S. for Quarter 


PHILADELPHIA. — Reedman 
Rambler, of suburban Langhorne, 
led the nation in Rambler sales 
for the first three months of this 
year, according to J, E. Lamy, 
American Motors regional sales 
manager. 

In second place was Lipman 
Motors, Inc., Hartford, Conn., 
which has been AMC's top- 
volume dealership for the last 
four years. Reedman Rambler 
was formed last fall. It is part 
of an auto empire that also in- 
cludes Chevrolet and Dodge- 
Plymouth franchises. 
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Heater Coil 


Closed Contacts 


\ 








Bimetal Strip 


J 


NORMAL CONDITIONS 


Current flows thru strip at- 
tached across breaker studs. 
When contacts are closed, 
heater coil is short circuited 
and has no heating effect. 


Heoter Coil 


Open Contacts i 


Bimetal Strip 


¢ 


EMERGENCY CONDITIONS 


A short circuit or overload in- 
creases current. Causes strip 
to bend away from contacts. 
When contacts part, heated 
coil holds contacts open. 


means positive circuit protection 




















Here’s complete protection against burned 
out accessory motors and wiring, dam- 
aged breakers and run-down batteries. 
When the circuit is overloaded or shorted, 
the Tung-Sol 12-volt remote reset circuit 
breaker locks open instead of continuing 





TWO STANDARD MOUNTING BRACKETS 


to pulsate. When the cause of the over- 
load or short is removed, the breaker is 
then remotely reset. It reactivates the cir- 
cuit within 30 seconds. 


Available in 6, 10, 15, 20, 30 and 40 
amp. ratings with a choice of two standard 
mounting brackets, Tung-Sol remote reset 
circuit breakers are used in a wide variety 
of automotive applications. For further 
information write Automotive Products 
Division, Tung-Sol Electric Inc., Newark 
4, New Jersey. 


TUNG-SOL 


REMOTE RESET CIRCUIT BREAKERS 


salesmen who recognize that he 
is more interested in establigh. 
ing his status by such symbols 
than actually becoming an ex. 
pert photographer. 

There are many other status 
symbols, homes, clothes, home 
equipment, but the most popular 
status symbol is the automobile 

Consequently when you recog. 
nize that the prospect is uncon. 
sciously looking for a status 
symbol you can help him. If his 
means restrict him to a low. 
priced automobile, you can help 
him establish his status by the 
accessories installed. 

The prospect may be on the 
brink of stepping up a price 
bracket to a more expensive car 
and even here we need to recog- 
nize that he is seeking a status 
symbol and we can help him by 
suggesting such things as air 
conditioner, rear-seat radio 
speaker, spotlights, fender mir- 
rors and many other distinctive 
accessories that make his car 
different from the rest. 

+” * * 


—_— seek to establish a 
status symbol by use of 
sports cars or buying imported 
cars. And the proverbial hot- 
rodder who peels his tires is 
attempting to establish his status 
symbol which would imply that 
a dare-devil was incorporated in 
his coat-of-arms. 

Once you recognize this eter- 
nal seeking for a status symbol, 
you'll start trying to help the 
prospect reach the ultimate in 
a status symbol, and make 
sales you’d otherwise lose. 


At the same time you at last 
discover why some other sales- 
man sold that certain prospect 
of yours even though his product 
and proposition was not the 
equal of yours. 


Sixteen Elected 
To Cadillac’s 


Dealer Council 


DETROIT. — Election results of 
the Cadillac Distributor-Dealer 
Council for 1959 were announced by 
F. H. Murray, Cadillac general 
sales manager. 

The 16 new council members 
are: Charles W. Criss, Providence; 
Daniel G. Croasdale, Hewlett, N. ¥.j 
Floyd D. Akers, Washington; 
Connor Brown, Jacksonville, Fila; 
Frank H. Porter, Cleveland; Robert) 
J. Simons, Dayton, O.; Bob OF 
Bowdle, Lima, O.; Norman A 
Lindsay, Chicago; Glenn L, Hum 
phrey, Rockford, Ill.; W. E. Alder 
son, Lubbock, Tex.; William W. 
Bland, Houston; Clarence J. Dixon, 
Hollywood, Calif.; Cyle J. Murray, 
Sioux City, Ia.; W. W. Dunham, 
Eugene, Ore.; R. L. Rickenbaugh, 
Denver, and Carl F. Welch, Pine 
Bluff, Ark. 

The council was established in) 
1956 to advance dealer-factory Tre 
lations. It has been helpful in pro 
viding better management-dealef 
understanding, Murray said. 
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Rambler Dealers Ride 


Used-Car Boom, Too 


DETROIT. —Coupled with rec- 
ord-breaking new-car sales, Ram- 
bler dealers also are reporting 
peak used-car deliveries, accord- 
ing to H. E, Cardoze jr., national 
used-car manager of American 
Motors Corp. 

In the first four months of 1959 
used-car sales by Rambler deal- 
ers climbed 76.7 percent over 
those of a year ago, com 
with a gain of 10.5 percent for 
total used-car sales by franchised 
dealers, Cardoze said. 

January-April sales by Ram- 
bler dealers totalled 200,446 used 
cars, compared with 115,427 in 
the same period of 1958, he re 
ported. April sales of 60,617 ac- 
counted for 7.5 percent of 
used-car deliveries by franchised 
dealers, against a percentage of 
4.8 a year ago, he said. 
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Meet the Mercedes-Benz 220s Coupe. This indisputedly elegant automobile is one of the many Mercedes-Benz 
sedan models. There are also sports cars, a convertible, a 4-door hardtop, cars with fuel injection, with diesel engines, 
with sliding sunroofs. The range of models and prices (about $3,300 to $13,000) is so broad, there are Mercedes-Benz 
prospects in virtually every walk of life. 


Mercedes-Benz cars have become an international yardstick of automotive excellence by virtue of their unparalleled 
quality and the large number of engineering advances on all models: four-wheel independent suspension by single-joint 
swing axle, high RPM overhead camshaft engines, immense finned brake drums, high oil pressure engine lubrication 
systems, to name a few. In fact, Mercedes-Benz is the only production car in the world to offer a purchaser all these 
features in one car. 

But it also offers something else. There is the “magic” of motoring behind the silver three-pointed star, based on 
a tradition and reputation built and maintained for more than half a century...and still growing. It is for these reasons 
that Mercedes-Benz Dealers enjoy remarkable sales flexibility and minimum competition. 

Mercedes-Benz Sales, Inc. (a subsidiary of Studebaker-Packard Corporation) 
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Imports Seen Taking 
20% of U. S. Market 


LOS ANGELES.—Imports event- 
ually may capture as much as 20 
percent of the U. S. auto market, 
according to Erik J. Hansen, gen- 

eral manager in 
North America 
for Toyota Motor 
of Japan, 
Hansen, whose 
Toyota Motor 
Distributors, Inc., 
introduced the 
compact six-pas- 
senger Toyopet 
Crown Custom 
sedan to Amer- 
ica, said he based 

E. J. Hansen his optimism on 
the reception given foreign cars at 
the New York International Auto 
Show and industry marketing 
plans. 

He also said his opinion was con- 


firmed by a California poll which’ 





shows that more than two of five 
persons interviewed expressed 
some interest in owning a small 
car, while 19 percent showed a 
“great deal of interest.” 


Earlier he predicted imports this 


Renault Dealer Offers 


Money-Back Guarantee 


NEW YORK.—A_ Renault 
dealer here is offering prospec- 
tive buyers of a Ford, Plymouth 
or Chevrolet what he calls a 
guaranteed proposition, in which, 
he says, they may try out a Dau- 
phine or 4 CV for three months 
without risking a cent. 

Tri-Color Motors, Inc., said it 
would refund the full purchase 
price if the buyer is dissatisfied 
with the Renault after the three- 





month trial. 


year would reach nearly a half 
million units from Europe and 
Asia, almost two-thirds as many 
as were brought in during the five 
preceding years. 

Hansen, who introduced the 
Swedish Volvo to the U. S. be- 
fore joining Toyota, directed the 
establishment of Toyota regional 
offices and parts depots on his 
tour of the country. 

He said the California survey 
confirmed his belief that interest 
in small car “cuts across almost | 
all economic levels.” 

Figures showed that 20 percent 
of those in the upper socio-eco- 
nomic class are interested in this 
type of vehicle, he added, and 24 





percent in the upper middle class, 
18 in the lower middle and 13 in| 
the lower. 

Hansen said the poll also re-| 
ported that persons between 21 and 
29 years old are most interested 
in owning a small car, with 30 per-| 


Showroom for Imports— 
This is the showroom of K-F Motor Impo 


rts (Sunbeam-Hillman) at 2000 E. Fourteenth 


cent of those interviewed voting) s+, San Leandro, Calif. The firm's new $100,000 plant has 10,000 square feet of 


for the economy types. 

Among those 30 to 49, he con- 
tinued, 22 percent said they were 
interested in small cars, while 
only 8 percent of those 50 and 
over had any such desires. 


Hansen said the trend to two-car} Shows that families are finding b 


showroom and shop space. 


rage remodelers as well as the auto 
dealer. 
A survey conducted by his firm 


|families is proving a boon to ga-!that garages built as recently as 





The UNISTEEL TASKMASTER, one model of the 
world’s largest family of steel and aluminum van 
bodies built by Unisteel Body Company. Lengths 9’ 
to 28’; width 83” or 90”; heights from 66” to 96”. 
Also, a wide range of rear end, lining and accessory 


options. 


it 
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10 years ago are unsuitable for an 
extra car and are having them en. 
larged, he said. 

Hansen added that another poll 
y a home magazine showed that 
10.1 percent of those planning tg 
buy another car would make it g 


| foreign make. 


* x * 


Citroen 

ITROEN has been awarded first 

prize in the 1958 Dutch com 
petition conducted by the Dutch 
Advertising Specialists Assn. The 
Citroen campaign was chosen by 
the association to represent Hol 
|land in international competition 


in Vienna. 


* x * 


Renault 


EALER sales of Renault carg: 
in the U.S. during April total 
|led 6,816 units, more than double 
the 3,316 vehicles sold in April, 
|} 1958, Jack C. Kent, general sales 
|manager of Renault, Inc., am 
nounced. 

In the first four months of 19587 
Renault has sold 25,067 Dauphines 
and 4CVs; in the first four months 
of 1958 Renault new-car registra- 
tions in the U. S. totalled 10,723, 


Kent reported. 
* 


* * 


Borgward 


ORGWARD scored a race vit- 

tory in Europe when a Cooper- 
Borgward, driven by Stirling Moss," 
won Sicily’s Syracuse Grand Prix, 
the company reported. The Borg- 
ward special covered the 188-mile 
distance at an average of 99.4 miles 
an hour. 

Events won earlier by Borgward 
cars on the Continent include con-% 
tests held in France, Switzerland, 
England and Italy as well as Ger 
many, the company said. 

* cad * 


Moretti 


MPORTEX, LTD., 65 E. So 

Water St., Chicago, has beem 
appointed to distribute Moretti 
Illinois, Indiana, Wisconsin, Mich 
igan and Ohio. 

The cars made their debut if 
Chicago May 18 at an open housé 





WHEN ONLY ONE SIZE WILL DO 


The right size is important in van bodies, too. With Unisteel’s 
volume component production and custom assembly, you can 
get exactly the body you need . . . for the job you must do. 


Cargo Engineered Unisteel Truck Van Bodies offer a choice of 
more than 1500 combinations. There’s a right model and size 
for you. See your nearby Unisteel distributor for complete story. 


UNISTEEL BODY CO. 


GALION, OHIO © Factory at Wapakoneta, Ohio, U.S.A. 


STEEL OR ALUMINUM VAN BODIES * LEVEL FLOOR * WHEELHOUSE + CLOSED TOP * OPEN TOP * REEFERS * EXTERIOR POSTS * SMOOTH PANEL RIBBED PANEL VERTICAL PANEL * BEVERAGE » NUMEROUS OPTIONS 


at Importex, with Don Ross, Ii) 


portex vice-president, as host. 
* * ~*~ 


Simca 


ees economy Cars 4 
meeting special transportation 
needs of American motorists : 
are here to stay, David R, Cram" 
dall, national director of Simca 
sales for Chrysler Corp., said im 
Chicago. 

“Whatever may happen in the) 
small, domestic car field in the 
near future, I believe there will be] 
room for small imported cars, 
priced under $1,800,” Crandall said 
“That price class now is open, 
far as American cars are concerne¢ 
and it looks as if it will continue 
that way in the foreseeable future. 

Crandall said that Simca sol@ 
13,296 cars in the first four monta® 
of 1959, or 78 percent of total Simeay 
sales in 1958. 

“Surveys of imported car owné 
reveal that 85 percent would be 
repeat buyers of an imported car 
today,” he said. “With more that 
one million imported cars alreagy 
owned by Americans and importeé 
car sales now more than 9 percél 
of total U. S. sales, we feel that ¥ 
have a built-in potential for im 
ported car sales in the economy 
class, In other words, we have 
ready-made future market.” 
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Find out more 
about automobile 
safety glass for 
your sales story 


(LSG) 


Along with power brakes, power 
steering, padded dashboards, seat 
belts, and other safety equipment, the 
glass in the cars you sell can 

put “muscle” in your sales story. All 
automobiles are equipped with safety 
glass, but not all safety glass is the 
same. Could you answer these questions 
about automobile safety glass: 


Plastic interlayer Ll Plastic Safety Layer 


Q. Is all 


“safety glass” 
the same? 


A. No. Only laminated safety glass has the 
plastic safety layer formed by bonding two pieces 
of glass with a tough transparent plastic 
interlayer. 


Q. Is LSG 
used in 
windshields? 


A. Always. It is the only type of safety glass 
approved for windshields and used in all cars and 
trucks made in the U.S. (Many cars—but not all 
—also have LSG in side windows, too.) 


GLASS \ 
\ LAYER 


Q. Is there 
an easy way 


to identify LSG? 


A, Yes. A “line” along the exposed edge of 
glass identifies LSG. Look for this “line” which is 
actually the plastic interlayer. 


Q.. How does LSG 
provide an “extra 
margin of safety?” 


A. In case both doors and windows become 
inoperative, a window made of LSG can be 
cracked with any hard object—even your elbow 
or shoe. With a strong push, the cracked window 
can then be pushed right out of the frame 
providing an emergency exit. 


Monsanto does not 

make LSG, but supplies 

plastic for the plastic 

interlayer used in its ikea nto 
manufacture. Monsanto 

Chemical Company, 

Plastics Division, 


Springfield 2, Mass. >. 


Would you like more information about automobile safety glass— 
what types are used in different areas, and how to identify them? 
Monsanto will send you an informative booklet—“Automobile Glass 
and Safety”—without charge. Just fill out and return the coupon. 


MONSANTO CHEMICAL COMPANY, PLASTICS DIVISION, 
SPRINGFIELD 2, MASS. 


Please send me free copy of “The Automobile Glass and 
Safety Booklet.” 


OO erences 0 OT be Clic 
COMPANY 
ADDRESS 4 


ON TV nhc SON nee TANT es 





Aah 





I 
, 
: 


<VY Wee | 




















































































age NE REA ENN tt ae NR a ne 








°58 Sales U Pp 10-12 Percent... 


Spitzer Ads Pay Off 


CLEVELAND. — Last year, a 
“year of doldrums” for most of the 
automotive industry, saw Spitzer 
Motors, with headquarters just out- 
side Cleveland, chalk up one of the 
outstanding sales and profits year 
in its 50-year history. 


So successful was its promo- 
tional venture, based on an all- 
out radio campaign, that Spitzer 
renewed its program for 1959, 
Consider these facts: 

1. Spitzer dealerships handle 13 
different makes of U. S. and for- 
eign cars, yet the overall promo- 
tional program enhances the in- 
dividual dealership and _ specific 

line. 


2. In less than two years since 
Spitzer opened its Ford dealership 
in Cleveland, the firm reports “first 
place in Ford sales in Ohio.” 

3. Sales for Spitzer in 1958 were 
up 10 to 12 percent, while the na- 
tional and state figures were down. 

4. Spitzer’s 13 automobile deal- 
erships include nine in Northern 












Ohio, one in Columbus and three 
outside Ohio. 


Both Harold Stan, Spitzer sales 
and advertising director, and Irv 
Brown, who handles Spitzer’s ad- 
vertising, believe “advertising is not 
intended to replace the salesman, 
but is designed to make the selling 
job easier by drawing potential 
buyers to the showrooms and by 





N. C. Senate Passes Bill 


To Curb Car Strippers 


RALEIGH, N. C. — The State 
Senate has passed and sent to the 
House a bill requiring dealers in 
used-car parts to keep a register 
of all purchases of used parts, list- 
ing the names and addresses of 
persons from whom purchased. 

The bill is designed to help law- 
enforcement officers catch thieves 
who strip cars of hubcaps and 
other accessories and sell them to 


| parts dealers. 
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making people more receptive to 
phone, mail and personal contact 
by salesmen.” 


In May, 1957, an advertising pro- 
gram earmarked 60 percent of the 
budget for radio, with Station 
KYW in Cleveland accounting for 
virtually all the radio allocation. 
According to both Stan and Brown, 
KYW was selected because “its 
coverage of 57 Ohio counties pre- 
cludes buying time on a number of 
small limited-coverage stations.” 

The advertising budget is based 
directly on new-car sales and, al- 
though the percentage of the 
budget spent on radio has remained 
approximately the same, dollar vol- 
ume has increased due to record 
new-car sales. 

Only 10 percent of the nonradio 
money is spent on newspapers, and 
crossplugging radio in these adver- 
tisements is the rule. The re- 
mainder of the ad money goes for 


spots. 
Although advertising purchased 
through Spitzer headquarters 
benefits all its dealerships by re- 


minding people of the Spitzer | 


name, the chief problem is to 
maintain the separate identity of 
each of the 13 dealers. 


The original radio buy stressed 


Planning an Ad Campaign— 


n Dave Mobbs, left, Spitzer Ford assistant general manager, and Gerry Wells, statiog 
circulars, handouts and television | KYW sales representative, discuss a new Spitzer promotional drive involving remo 
radio broadcasts with salesmen at a staff meeting. Blackboard indicates source of 


“sales leads" that resulted in deals, 
* * * 


+ + 


saturation through multiple spots.;Spitzer dealerships, KYW sug. 


The one-minute spot was, and is, 
the primary vehicle for the Spitzer 
advertising message. The average 
is 50-70 minute spots per week. 

To help distinguish the individual 





Extra legal payload with 
Anthony Frameless Dump Trailers! 


Here’s your answer to moving more material 
faster and at lower cost! Anthony’s Frameless 
Dump Trucks eliminate conventional trailer 
frame. Exclusive high-speed Teleramic Hoist 
weighs less than conventional lifts — weight is 
better distributed. Low initial cost — low trailer 
weight — up to 4,000 Ib. more legal payload than 
conventional tandem axle dump truck. No heavy 


WORLD’S LEADING LINE OF QUALITY 
DUMP AND TRAILER BODIES 


cables, winches or lift arms. Built to Anthony’s 


highest-of-all quality standards. 


Two and four 


wheel dump trailers available. Capacities from 
8 yds. up to any greater size required. See your 
Anthony distributor for the best size Anthony 
unit . . . engineered to your state transportation 
laws as well as your truck and hauling require- 
ments, Anthony Company, Streator, Illinois. 


Another example of Anthony leadership: World's largest honing machine, 
specially built for Anthony, produces highest quality precision cylinders. 


ANTHONY <® 





OUMP BODIES AND HOISTS 


OumP TRAneRs 


et Gate TRUCK-CRANE 


gested identifying the dealerships 
with remote broadcasts of KYw 
disc jockeys, In June, 1957, in addi- 
tion to its schedule of minute spots, 
Spitzer aired its first four-hour 
broadcast from one of its show- 
rooms. 


Viewed as an experiment, the 
results were so outstanding that at 
the present time each Saturday 
finds three separate remotes, total. 
ling 10 hours, originating from 
various Spitzer dealerships. 

The first two KYW record spin. 
ners to help Spitzer sales were Joe 
Finan and Wes Hopkins, who 
staged remote broadcasts of their 
afternoon record shows from Spits 
er’s Cleveland Ford and Dodge 
showrooms, respectively. The pair 
engaged in a radio sales campaign, 
with each pushing a _ particular 
make car. 

Hopkins, “representing” the 
dealership which attained its 
quota first, received a two-week 
trip to Florida, The competition 
was repeated in 1958 with similar 
striking results. 

As the advertising campaign en- 
tered 1958, identification of other 

KYW personalities with Greater 
Cleveland Spitzer car dealerships 
took place. In a “round-robin,” 
Finan and Hopkins were joined by 
other disc jockeys who took turns 
visiting each other’s remote loca- 
tions. 


According to Stan, many poten- 
tial buyers are attracted to the 
showrooms because of the presence 
of the disc jockeys. Salesmen make 
a point of introducing prospects to 
the personalities during the sales 
presentation. 


Spitzer plans to continue the em- 
phasis on KYW advertising. Stan 
declared “KYW has played a de 
cisive role in the success of the 
firm in Northern Ohio during the 
past year and a half. We intend to 
use the experience gained with 
KYW radio in Ohio in our adver- 
tising efforts in other markets a8 
we proceed with our expansion 
plans.” 

Del Spitzer, an officer of the 
firm, said, “This advertising cam- 
paign proves the effectiveness of 
reaching the automobile prospect 
through radio — in many cases, 
through his car radio.” 


2 Car-Theft Rings 
Reported Broken 


BALTIMORE.— Two auto-theft 
rings in the Baltimore area were 
broken up with the conviction of 
one man and the arrest of two 
others, according to Baltimore 
County police and the FBI. 

The FBI said Guiseppe W. De 
Blasis, Baltimore, was sentenced to 
a maximum of 10 years after plead- 
ing guilty to transporting two cars 
from Washington to Baltimore. He 
worked over stolen cars in a garage 
in his backyard before offering 
them for resale, the FBI added. 

James T. Mullen and Fred M 
Emm, both of nearby Towson, were 
held in the theft of cars which 





police said they repainted and al 
tered. Their operation was discov- 
ered when a theft victim spotted 
his car on the lot of a dealership 
where he planned to buy a new cal, 
police said. 
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What's New... 





Pierce Brake Equipment 


Introduced in A ftermarket 
LAWRENCE, Mass. — Pierce 
e Lining Co, has announced it 
jg marketing Pierce heavy-duty 
prake linings and blocks through 
gitomotive jobbers and brake-lin- 
distributors only. 
e firm, which recently ex- 
ded production facilities, for 
rs has been a supplier of origi- 
brake equipment for trucks and 
heavy construction vehicles, 
+ al * 


Parts Firm Opens Store 


DAYTON, O.—Hillside Automo- 
tive, Inc., wholesaler of auto and 
truck parts, has opened a self- 
gervice store at 3515 W. Third St. 


* * * 


Ace Rubber Breaks Ground 


For Addition to Factory 
AKRON.—Ground has been 
proken for construction of an ad- 
dition to the main plant of Ace 
Rubber Products, Inc., here. 
Charles J. Snyder, president, said 
the new building will give the 
plant approximately 10,000 square 
feet of additional manufacturing 
foor space. Aug. 1 is the target 
date for completion. 

x * 7 


Oakley Moves to Oregon 
PORTLAND, Ore. Oakley 
Wholesale, Inc., formerly Western 
Ignition & Battery Co., has moved 
to 816 Front St., Portland, from 
Boise, Id. Arland Oakley is presi- 
dent. 


Sweeney H sudo 
Speakers Bureau 


For IASI Show 


NEW YORK.—J. M. (Joe) 
Sweeney, a veteran of the auto- 
motive service industry, has been 
named speaker for a newly created 
joint operating committee speak- 
ers bureau to aid in publicizing the 
1960 International Automotive 


Feb. 10-13 in New York City. 


Speakers furnished by this bu- 
Teau will outline the purpose and 
scope of the 1960 show to jobber 
and dealer groups in the area 
from which the automotive service 
trades attendance at the show will 
be largely drawn. 

The IASI show is a manufactur- 
er-through-jobber-to-retailer activ- 
ity sponsored by Motor and Equip- 
Ment Manufacturers Assn. and 
Automotive Service Industry Assn., 
the latter group having been 
formed this year by a merger of 


National Standard Parts Assn. and| 


Motor Equipment Wholesalers 
Assn. 

Any organized group of jobbers 
or dealers may contact Chester 
Klein, Joint Operating Committee 
Speakers Bureau, 260 West Fifty- 
second St.. New York 19, N. Y., 
and request a speaker for any job- 
ber or trade meeting scheduled be- 
tween now and Feb. 10. 

7 * * 


Dayton Rubber Opens 


Outlet in Atlanta 


ATLANTA.—Dayton Rubber Co. 
has opened a new regional ware- 
use and sales office here. 
Robert G. Burson, Dayton’s vice- 
President in charge of the indus- 
trial products division, said the 
New outlet will service the firm’s 
industrial, automotive and foam di- 
* 


ree Eye 
Single Center for 


Tire Research 


LOUISVILLE. —A national cen- 
ter for tire-retread training and 
Tesearch may be set up here ac- 
cording to W. W. Marsh, executive 
Secretary of the National Tire 
Dealers & Retreaders Assn. 

The group plans to open such a 
center sometime in 1960. Its re- 
Search work is now done at scat- 
tered locations using facilities of 


In Parts and Accessory Distribution 


the United States Testing Co. 

Recent tire developments have 
made a single research center de- 
sirable, he said. Among them, he 
| said, are tubeless tires, reduction 
|in wheel sizes and the advent of 
low-contour tires. 

Marsh said Cincinnati is also be- 
ing considered as a possible loca- 
tion for the research center, 

* = > 


3 Win $1,000 Awards 


In Fram ‘Treasure Hun?’ 


PROVIDENCE. — The first win- 
jners of the top $1,000 awards in 
Fram Corp.’s $60,000 silver anni- 
versary “Treasure Hunt” promo- 
|tion have been announced. The 
| winners, all of Pittsburgh, are: 

C. A, Kollman, operator of a gas 


James Voll, owner of the car in 
which the secretly tagged filter was 








| station at Perrysville and East Sts.; | 


|found, and W. A. Calhoun, Pitts-| 
burgh Auto Equipment Co., the’ Stewart Warner Corp. is marketing' the-dash refrigerator for autos. 


If satisfied 
| customers 
| are yourgo 


Service Industries Show to be held} 
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wholesaler from whom Kollmann 
obtains Fram filters. 
+ * 


Tyrex Names Baumgardner 


NEW YORK.—H. L. Baumgard- 
ner jr., formerly of Seiberling Rub- 
ber Co., has been appointed Detroit 
representative of Tyrex, Inc., vol- 
untary nonprofit association repre- 
senting five major manufacturers 
of tire yarn and cord. 

a + * 


Kaiser Names Osco 


DETROIT.—Osco Steel Co., 1901 
Marston, has been appointed a gen- 
eral line industrial distributor for 
| Kaiser Aluminum products in De- 
|troit, according to L. S. Young, 


* 





Detroit district manager for Kaiser | 


Aluminum & Chemical Sales, Inc. 
* ad * 


Alemite Tune-Up Twins 
CHICAGO. — Alemite division of 


its CD-2 and Kleen Treet automo- 
tive chemical additives as a single 
item and calling them Tune-Up 
Twins. The two packages are held 
together by a transparent, seamless 
cellulose band made by Tee-Pak, 
Inc., a Chicago film manufacturer. 
* * * 


Ammco Appoints 3 


NORTH CHICAGO, Ill.—Ammco 
Tools, Inc., has announced the ad- 
dition of three new representatives. 
They are Lewis Watson, Southeast 
Texas and Louisiana; Tom Mc- 
Guire, Indiana, and Jim Von Es- 
chen, Northern California, 

* * + 


Jobber Becomes Editor 


CHICAGO.—Charles H. Davis, 
former executive secretary of the 
Florida Automotive Wholesalers 
Assn., has been named executive 
editor of the Jobber Product News, 
the newspaper of automotive 
wholesaling. He will also serve as 
vice-president, Stanley Publishing 
Co., the parent organization. 

+ * + 


Distributor Appointed 
DALLAS. — Pol-Air Distributing 
Co., 5322 Bonnie View Rd., has been 


| formed to distribute in this area 
the Pol-Air Strata Freeze under- 


cars... 
sub-zero cold. 


of gasoline. 


Outsells all other 
year-round oils by far! 





e Can double engine life . . 














An Auto-Lite Promotion— 


This is the Life for Auto-Lite spark 
plugs, according to John W. Lingle, Auto- 
Lite spark plug merchandising manager, 
who reviews recent issue containing two- 
page Auto-Lite advertisement. In back- 
ground are series of simulated Life covers 
for each Auto-Lite sales district, putting 
each territory man “‘on the cover of Life.” 
Reprints of the ad were on the inside. 
Copies of the cover carrying his picture 
were mailed to each Auto-Lite man’s ac- 
counts and prospects. 







































Mobiloil Special can help you make new 
car customers permanent customers. 

It’s the year-’round oil that’s right for all 
a “‘must’”’ for new cars! 


. in summer heat, 


e In effect, increase the octane rating 


e Help control engine knock, pre-ignition 
ping, spark plug fouling. 


e Increase gas mileage, engine power. 










Another reason you’re Miles Ahead with Mobil 
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Something special in super-duty hauling. Special-permit hauling 
jobs are needed to meet the burgeoning needs of our growing com- 
munities—jobs that can be handled only by trucks. And best by 
Macks... Macks like this big, 20-speed diesel that’s pulling nearly 
200 tons of transformer to the powerhouse. And Macks are in 


; ae oe 
Tay a Sor 
ee 


demand on workaday jobs as well. The same kind of stamina that’s 
built into super-duty Mack trucks also distinguishes Macks for every- 
day work—such as fuel delivery, municipal sanitation or local hauling. 
Users get solid savings year after year in longest mileage life... 
in freedom from downtime. ..in trouble-free performance. 


Let Mack [users/tell you the advantages of 


Standout Stamina 


On Workaday Jobs 











Sure—when you have mammoth loads to haul—you 
naturally think of rugged Mack trucks. It’s a known 
fact that Mack owns the secret of building units for the 
kind of grueling work that grinds down other makes 
over the long haul. 

But workaday Mack trucks are built with exactly the 
same ‘attention; to the same standards of precision and 
skill. That’s why users will tell you a Mack runs up such 
an astounding number of scheduled job miles, without 
time off . . . trims back outlays for fuel, maintenance 
and parts. : 

Let’s say ‘you operate ten trucks, more or less. Ask Mack 
to show you how much you’ll save when you replace 





iT’S PART OF THE LANGUAGE... 


MACK TRUCKS, INC., PLAINFIELD, NEW JERSEY 





them with efficient Macks. Even if you operate one truck 
—ask Mack for the names of local users who can tell you 
how much a single Mack saves them every year. 


Here’s what one Mack user will tell you: 


“Giving the best delivery service means delivering with the 
best equipment—so 100% of our fuel oil travels in Mack 
trucks. With up to 50,000 city miles per unit per year, we 
need the best transmissions—and get them in Macks. Our 
Macks have never had a breakdown due to mechanical 
failure. Our men say that they handle better than any 
other make.”’ This is a statement by a fuel oil distributor 
with over 7,000 customers. Name and full facts on request. 


BUILT LIKE A Mack 


TRUCKS, BUSES AND FIRE APPARATUS 


There are a number of excellent marketing areas open for appointment of new Mack Distribu- 


tors. For particulars write Distributor Sales Division, Mack Trucks, Inc., Plainfield, New Jersey. 
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Commercial Car New 


4 Monthly Section for those who make, sell and service America’s Trucks, 


Truckin’ 


ATA’s Rutland Flays 


Plan to Hike Gas Tax 
_. Guy Rutland and Walter 

Carey, of ATA, put on the 
“show” for the Economic Club of 
Detroit last month, it was very 
gratifying to an old truck man like 
me to see the goodly number of 
factory brass that turned out to 
hear Guy talk. 

It is just too darned bad that 
a lot of truck dealers could not 
have been in the audience. Guy 
not only confirmed the thinking 
of several companies that is al- 
ready being expressed in new 
design, but he also did a nice 
bit of plugging for the industry 
on the proposed additional tax 
for the national highway pro- 
gram, 

He declared that at the very out- 
set of the program, the planners 
foresaw that there would be a pe- 
riod when expenditures would ex- 
ceed income. 

Originally, he said, it was planned 
to borrow from the general fund in 
such periods and repay out of 
taxes as they came in, The pay-as- 
you-go amendment knocked that 
out, and now all vehicle owners are 
being asked to dig deeper to keep 
the construction work on schedule 
by standing still for an extra gaso- 
line tax. 


He said most Washington ob- 
servers doubt if the 1%-cent addi- 
tional tax will pass because “the 
entire cost of this system and hun- 
dreds of millions more now comes 
out of the pockets of car, bus and 
truck owners. The over-road truck- 
ers pay 40 percent of the cost of 
the new system, Thus every motor- 
vehicle-user group plus farmers, 

(Continued on Page 33, Col. 2) 
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Equipment Shows 
Aid Truck Sales, 


Help Bolster Profit 


IX truck dealers and salesmen,| council staged two shows earlier 


distributors of bodies and 
equipment and truck operators 
among lavish product displays and 
what do you have? 

A resounding success and com- 
plete satisfaction among all 
hands, says the Truck Equipment 
Distributors Council of the Twin 
Cities. 

In order to bring together the 
principals in the truck business, the 


Federal Agency 
Analyzes Output 
Of Truck Bodies 


rt - 1957, domestic produc- 
tion of truck bodies totalled 
653,724. 

The Business and Defense 
Services Administration, U. S. 
Department of Commerce, in is- 
suing a report on truck body 
production by types and the geo- 
graphical location of the produc- 
ers, announced that it was the 
first time such data had been 
made available to industry for 
program and marketing guides. 
The material came from 403 
establishments, representing all 
known producers of truck bodies. 

+ * + 
yes figures used were those for 
1957—the latest available—and 
showed that in that year, 653,724 
truck bodies were produced. 

These include 382,247 pickup 
bodies; 86,778 panel delivery bod- 
ies; 52,891 stake and platform bod- 
ies; 38,797 dump bodies of all types; 
20,948 school buses; 20,675 vans, 
back of cab except refrigerated; 
19,028 tank, petroleum and other; 
15,790 utility, service line con- 
struction; 6,765 utility, repair; 6,- 
614 vans, back of cab refrigerated, 
and 3,191 refuse and garbage bod- 
ies. 


(AS OF MARCH, 1959) 
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Weight Laws Influence Design— 


With gross vehicle weight laws a vital factor in every state, the trend in current}ing features have been made 
truck design is toward eliminating dead weight in highway tractors so the operator} known through papers and discus- 


can carry heavier payloads under existing regulations. 


this spring. 


* x 


7 first, held in cooperation 
with the Ford division’s Twin 
Cities District, was staged in the 
Minneapolis Armory March 6-7. 

The second, called Truck-O- 
Rama, was held in cooperation 
with Chevrolet’s Minneapolis zone 
at the Minneapolis Auditorium 
Apr. 8-10. 

The council considered the two 
affairs highly successful for two 
reasons: 

1. They attracted many operators, 
who were able to see trucks com- 
pletely equipped with bodies and 
other equipment which transformed 
them into efficient units for special- 
ized work. 

2. They educated the dealers and 
truck salesmen as to what bodies 
and equipment are available for 
trucks in the Twin Cities area. 

© x oe 

E of the major problems of 

the truck-sales business, of 
course, is to get salesmen to sell 
the product or who know enough 
about the product so that they can 
talk intelligently with new-truck 
prospects, 

Too often, the would-be buyer 
knows more about the truck than 
does the salesman who is trying 
to close the deal. 

What happens when a salesman 
does not know his truck, does not 
know what bodies and equipment 
should go on them and does not 
know the various vocational needs 
of the operators in his locality? 

The same thing happens every 
time, dealers say: Too many deals 
are made on the basis of price 
alone, rather than on the basis of 
selling the user on the size and 
type of truck he needs to obtain 
maximum efficiency. 

* ” ” 

ESPITE the schools that are 

held by both Ford and Chevro- 
let to keep their dealers’ truck 
salesmen informed on these sub- 
jects, lack of incentive and experi- 
ence continues a practice that has 
resulted in a distinct lack of rea- 
sonable profit for both dealer and 
distributor in far too many trans- 
actions. 

According to several body and 
equipment distributors, if the 
practice of “beating down the 
distributors” on price by both 
dealers and salesmen continues, 
it is feared that many distribu- 
tors will not be able to stay in 
business. 

This, of course, will cut off the 

(Continued on Page 36, Col, 1) 


New Designs 


Keyed to Savings 


(petetannina new develop- 
ments in truck tractor design 
promise to save the trucker mil- 
lions without costing the shippers 
an extra penny, according to an 
analysis by GMC Truck & Coach. 

GMC has announced it will 
soon have available a new line 
of tractors which use far more 
compact power and transmission 
units plus lightweight metals and 
a revolutionary method of weight 
distribution, 

While the new tractors’ engineer- 


One of the new design| sions before the SAE and other au- 


features to decrease tractor weight is air suspension, which eliminates heavy steel| tomotive engineering groups, the 


springs, says GMC Truck & Coach division. 


(Continued on Page 34, Col. 3) 


Chevy Stages Truck-O-Rama— 

Shown is a section of the Chevrolet Truck-O-Rama held in the Minneapolis Audi- 
torium. Note the tall boom with the bucket in the background used to hoist Miss 
Truck-O-Rama up to cut the ribbon that opened the show. The Chevrolet E/ Camino 
on the revolving platform was the grand prize for this highly successful truck and 
equipment showing. 


‘MEN SKILLED fociewes a 
_ Are STO HELP YOU. Ask Them <2 


See eS es 


*¢,* 
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Ford Stresses Specialists— 


This is part of the Ford truck show held in the Minneapolis Armory. Note the 
sign that hangs in the center of this exhibit saying, “Men skilled in special equip- 
ment are here to help you. Ask them." These signs, displayed in several places 
around the show floor, aided in creating the educational aim of the exhibit. They 
also pointed out that distributors always stand ready to help the truck dealer by 
making the proper recommendation for the type of haul under consideration. 





Truck Registrations Soar 
80% Ahead of 1958 Total 





W-TRUCK registrations in the March, os 
first quarter soared to 204,057 3,977 
units, a gain of 29.91 percent from 1,559 
the 157,071 units registered in the 1100 
like period of last year. It was the "380 
best first quarter since 1956, when 374 
sales totalled 208,839. 221 
Sales in March ran even far- 59 
ther ahead of the 1958 pace, fig- 2,371 
ures compiled by BR. L, Polk & | Totals .......cccc--- 77,593 55,488 


Co. show, Registrations for the 
month numbered 77,593, a gain 
of 39.85 percent from the 55,483 
for March of last year. 

This year’s March total was 19.95 
percent above the 64,688 registra- 


Makers Pushing 
tions in February of this year, It 
was the highest March total since 


79,637 units were registered in the Outp ut of Lighter, 


like month of 1953. : Roomier Trailers 


o* * 
Au producers with the exception sen operating costs, state 
of Diamond T shared in the weight and length limitations 
March upswing in sales. The pro-|and rapid changes in transportation 
ducers and their registrations for|are major factors in the push by 
this Match and last were: trailer manufacturers for greater 


During the first three months, all 
producers with the exception of In- 
(Continued on Page 32, Col, 1) 


March, March, | transport efficiency. 
1959 1958 Most makers have directed 
Chevrolet. ................ 26,259 19,383 | their efforts toward providing 
PE iis 22,340 15,350 | lighter “boxes” with greater 
International .......... 8,625 6,840 | “cube,” which enables haulers te 
i 6,068 3,357 (Continued on Page 54, Col, 2) 
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ANGOLA, Ind.— Pioneers in a 
uw venture in the educational 

eight men are listed as mem- 
pers of the first graduating class in 
motor transport management at 
fri-State College here. 

Designed to prepare future man- 
agement personnel for the motor 
transport in dustry, the motor 

port management course was 
instituted at Tri-State in 1956. 
¥ 


aa * *~ 
Launches Drive 
Overloaded Trucks 
IANAPOLIS.—Indiana State 
under orders of the State 
Service Commission, have 
ed a month-long campaign 
t overloaded trucks said to 
be damaging the state’s highways. 
Weight checkers and troopers 
fave been concentrated in the 
west Indiana steel district 







round-the-clock road patrols 
B troopers equipped with portable 
gales have been set up. PSC in- 
tors charged that steel ship- 
and manufacturers are over- 
jading trucks with shipments to 
warehouses, stockpiling the vital 
material against threatened steel 


strikes. pte he 
Highway Trailer Building 
Super-Cargo Freight Van 

EDGERTON, Wis.— Highway), 
Trailer Co. has started production 
of a new streamlined truck-trailer, 
featuring greater cargo capacity 
and all-aluminum construction, ac- 
Wording to Carl A, Venske, sales 
viee-president. 

The new model, called the Outer 
Panel Super-Econovan, features an 
inside height of 97 inches and in- 
side width of 92% inches, he said. 


* * * 
Goodyear Develops Process 


To Make Unspliced Hose 
AKRON.—A new, continuous 
production process has been devel- 
by Goodyear Tire & Rubber 
: to build large diameter hose 
without splices in lengths limited 
a@ily by the size of transportation 
facilities to handle it. 
Up to this time, no hose has been 
produced in unspliced lengths over 
10 feet with an inside diameter 
. than 1% inches. First pro- 
ction with the new process was 
devoted to military projects. Four- 
inch hose was produced in 500-foot 
lengths to transport military fuels. 


Pa. Turnpike Repaints 


Traffic Guide Lines 


HARRISBURG. — The Pennsyl- 
vania turnpike commission has 
launched a $100,000 program to re- 
paint the superhighway’s 3,000 
miles of traffic guide lines. 

Maintenance crews will use a 
new truck-mounted, electronically 
controlled line painting machine 
which will lay down two painted 
stripes simultaneously, a solid line 
at the edge of the roadway and a 
broken line separating the lines of 
traffic. The machine wili cut appli- 
cation time in half. 

* oe * 


U. S. Will Now Enforce 


Use of Spark Arrestors 


WASHINGTON.—tThe use of 
Spark arrestors in trapping dan- 
8erous exhaust carbon is now re- 
quired on internal-combustion en- 
gines working on Federal lands 
Where vegetation is flammable, ac- 
cording to a directive of the U. S. 
Department of Agriculture Forest 
Service. 

Many state governments, await- 
ing these findings, are expected to 
adapt similar requirements where 
local control applies. That could 

in farm areas as well as in oil 

lds, airports, warehouses and in 
er places where exhaust carbon 


considered a hazard. 
cd 





Nylon Lug-Type Truck Tire 


ls Introduced by Seiberling 


AKRON.—Seiberling Rubber Co. 
has added a new lug-type tire to 
its truck-tire line. Called the Trans- 
Rib, the tire is designed for heavy- 
duty highway service. 

Seiberling said the tire is built 


Truck News in Brief 






with nylon cord for maximum pro- 
tection against heat, and has a 
wider tread than ordinary lug-type 
tires to increase road contact and 
mileage performance. 

* * + 


ATA President Praises 


Truck Industry Salesmen 


CHICAGO.—“P roper salesman- 
ship is the heartbeat of the truck- 
ing industry,” J. Robert Cooper, 
American Trucking Assn. president, 
told sales executives attending the 
annual spring meeting of the ATA 
Customer Relations Council. 


In paying tribute to the salesmen 


of the trucking industry, Cooper | In the comparable periods last 


said, “We can operate a company 
efficiently, we can manage the 
money and economize to the ‘nth’ 
degree, but unless we have profit- 
able sales we might as well quit 
and go into some other line of 
endeavor.” 
> * s 


Ford Hosts Salesmen 


BIRMINGHAM, Ala, Eight 
members of the Birmingham Ford 
Truck Club were given a tour of 
Ford Motor Co.’s operations in 
Dearborn for being top award win- 
ners in a six-month truck-sales 
contest sponsored by the Alabama 
dealers, 


* * * 
Roadway Express Reports 
$552,000 in Earnings 


AKRON.—Roadway Express, Inc., 
reported revenue for the 12 weeks 
ended March 28 of $14,034,466 and 
net income of $552,030 after taxes. 


year, revenue was $10,942,732, with 
net income of $200,574. 

Galen J. Roush, president, said 
the company’s replacement pro- 
gram will require an investment of 
$4,100,000 in tractors and trailers 
during the coming 12 months. 

* * * 


FWD Franchises Moss 


CLINTONVILLE, Wis. — FWD 
Corp. has appointed Moss Equip- 
ment & Supply Co., Casper, Wyo., 
as a dealer for FWD heavy-duty 
and specialized vehicles. 

* * ~ 


Texas Load Limit Hiked 


To 72,000 Pounds 


AUSTIN, Tex.—Gov. Price Daniel 
has signed into Texas law a bill 
to raise the maximum permissible 
truck load limit from 58,400 pounds 
to 72,000 pounds, effective Jan. 1. 


Daniel, however, urged the State 


Aluminum expert 
chooses Brown aluminum 


1 


a 


Higher cube, stronger alloys, tougher construc- 
tion— these are a few reasons Win-Chek Co runs 
a 100% Brown aluminum Cargo Van fleet. Their 
choice of Brown bodies—23 units in all—over 


Highway Department and county 
commissioners to bar such heavy 
loads on farm-to-market roads be- 
lieved incapable of handling them. 


* * * 
Massey-Ferguson Breaks 
Three Sales Records 


NEW YORK.—Massey-Ferguson 
Sales of farm and light industrial 
machinery set three new records in 
the six months ended Apr. 30, John 
H. Shiner, marketing vic e-presi- 
dent, announced. 


Massey-Ferguson worldwide sales 
for the six months reached $235,- 
000,000, up 12 percent over 1958, the 
highest worldwide half-year sales 
in the company’s history. Second- 
quarter sales amounted to $149,000,- 
000, up almost 15 percent over 1958 
and the largest of any quarter in 
M-F history. April sales were more 
than 26 percent above April, 1958, 
the highest of any month in the 
company’s history. 


Re a 





Tr. 


other types represents a real honor for Brown. 
Because Win-Chek really knows aluminum! 
They’re one of the nation’s leading manufacturers 
of aluminum window frames and doors. 


Solid construction preserves vital cold 
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Aluminum Cargo Vans 


Brown is a registered trademark of 


CLARK EQUIPMENT COMPANY 
BROWN TRAILER DIVISION 


Meats packaged by Weiland Pack- 
ing Co ride Brown-style from cold 
storage warehouse to markets 


eastern Pennsylvania. 
refrigerated Cargo Vans 


have been purchased for the job, 
their 4 inch Styrofoam and Ultra- 
lite insulation and tight solid body 
construction preserving the cold. 


To deliver school yearbooks and other commercial printing, 
Gray Printing Co, Fostoria, Ohio, uses a new Brown smooth- 
panel Cargo Van. Its water-tight, dustproof construction 
fully protects cargo from damage—so important when han- 
dling expensive, irreplaceable printed material. 


Michigan City, Indiana 
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Best Ist Quarter Since ’56... 


Sales of Trucks Soar 
80% Over 1958 Total 


(Continued from Page 30) 


ternational and Diamond T, showed | 
increased registrations. While 
slowed by a strike in the early part 
of the year, International was able 
to pull in its sales pace above the 
1958 level in March, The surge was 
not enough to put the company’s 
first quarter showing above the 
1958 total. 
oe ca oe 
a producers were able to in- 
crease their share of the mar- 
ket in the first quarter as well as 
boosting sales. The eight, their unit 
sales, percent of market and per- 
centage-point gains were: 
Chevrolet, 73,577 units sold, 36.06 
percent of market, up 1.72 points; 
Ford, 59,204 units, 29.01 percent, up 
97 points; GMC, 15,942 units, 7.81 
percent, up .46 points; Dodge, 13,- 
158 units, 6.45 percent, up .59 points; 
Willys, 5,750 units, 2.82 percent, up 
-11 points; Studebaker, 1,435 units, 
-70 percent, up .04 points; Brockway, 


Tank Trucks Haul 
300 Commodities, 
ATA Group Told 


WASHINGTON. — For-hire tank- 
truck companies now are equipped 
to haul] items ranging from helium 
to flour at temperatures from 300 
below zero to 600 above, according 
to a spokesman for the organized 
trucking industry. 

Speaking at a meeting of the 
National Tank Truck Carriers Con- 
ference of the American Trucking 
Assns., J. Robert Cooper said tank 
trucks now haul more than 500 
different items, “from inert liquids 
or flow solids to those exerting 
pressures up to 2,500 pounds per 
square inch.” 

Cooper, ATA president, recalled 
the days when horses pulled tanks 
of oil, milk or water, the principal 
products then carried in tanks, and 
cited the many technological im- 
provements which have brought the 
tank truck business to its present 
economic importance. 

He urged trucking company ex- 
ecutives to “take a little credit for 
the remarkable ingenuity and re- 
sourcefulness which has brought 
you such a diversification of traffic.” 


Transicold Sold 
To Freightliner 


MENLO PARK, Calif—Purchase 
of Transicold Corp., Los Angeles 
manufacturer of mobile refrigera- 
tion equipment, by Freightliner 
Corp. of Portland, Oregon, has 
been announced. 

Terms of the sale were not dis- 
closed by T, D. Taylor, president 
of Freightliner, and M, W. Brain- 
ard, president of Transicold.. 


Taylor said Transicold will func- 
tion as a virtually autonomous unit 
of the Freightliner organization, A 
new Transicold factory will be 
built at Montebello, Calif. 





Brockway Trucks Gets 
Government Contract 


CORTLAND, N. Y.— Brockway 
Motor Trucks has received an 
$800,000 contract to supply truck 
tractors to the Air Force and 
Navy, according to J. E. Cambria, 
general manager. 


Cambria said the contract in- 
volves approximately 94 truck trac- 
tors which Brockway will put into 
production at an early date. The 
company received the award from 
the Ordnance Tank-Automotive 
Command in Detroit. 


Diamond T Adds 5 


| 
j 
| 
CHICAGO.—Diamond T Motor! 
Truck Co, has added five dealers. | 
They are: Idaho Equipment Co., 
Twin Falls, Id.; Motor Equipment 
Co., San Antonio; Paducah Truck 
Sales, Paducah, Ky.; Ceranski Bus 
& Truck Sales, Schofield, Wis., and 
J. R. Broek, Inc., Manchester, N, H. 


257 units, .13 percent, up .02 points, 
and miscellaneous, 9,239 units, 4.53 
percent, up .58 points. 

Two manufacturers lost a bit of 
their shares of the market even 


New Peterbilt Plant 


To Boost Truck Output 


NEWARK, Calif. — Peterbilt Mo- 
tors Co, will build a $2 million 
truck assembly plant here to ex- 
pand production, according to Paul 
Pigott, president of Pacific Car & 
Foundry Co., Peterbilt’s parent or- 
ganization. 

Saying the firm has outgrown its 
Oakland facilities, which will be 
closed when the new one opens, 
Pigott reported that new plant 
boosted monthly production from 
60 to 120 units. 


though they increased sales. 
White sales totalled 3,252 units 
and 1.59 percent of the market, 
a loss of .20 points. Mack lost 
05 points on sales of 3,032 units 
or 1.48 percent of the market, 


International lost 4.12 percentage 
points when sales slipped to 18,586 
units or 9.11 percent of the market. 
Diamond T' sales totalled 625 units, 
good for .31 percent of the market 
and a loss of .12 percentage points. 


* * * 


eS remained the top 
truck-buying state in March. 
March registrations in the top 10 


states were: 
March, March, 
1959 1958 


1. California 


3. New York 

4. Ohio 

5. Illinois 

6. Pennsylvania 
7. Florida 

8. Michigan 


10. Missouri 

In line with the national pattern, 
increased sales were reported in 46 
states and the District of Columbia. 
Declines were reported in Minne- 
sota, New Hampshire and Vermont. 


How They Fared... 


Make 


Commercial Car Registrations 


By Makes 


First Quarter, 1959 vs. 1958 


First First Percent Percent Percent 
Quarter, Quarter, Share of Shareof Point 
195: 1958 *59 Market '58 Market Changs 


Chevrolet 53,936 36.06 34.34 


44,035 29.01 28.04 
20,779 9.11 13.23 
11,552 1.81 1.35 
9,203 6.45 5.86 
4,261 2.82 2.71 
2,809 1.59 1.79 
2,406 1.48 1.53 
1,041 70 66 
671 31 A3 
172 13 ll 
6,206 4.53 3.95 
157,071 100.00 —- 100.00 


* White includes Autocar, Freightliner, Reo and Sterling. 
** Miscellaneous includes Corbitt, Diveo, FWD, Kenworth, Marmon-Herringtos, 
Peterbilt, etc. 


—Compiled from R. L. Polk & Co, data 
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NEW BENDIX-WESTINGHOUSERE 


IS SAFER, FASTER, LIGHTERJEA 


An important new link in the chain of devices that com- 
prise an air brake system, the brand new Bendix- 
Westinghouse Relay Emergeney Valve, Type RE-4, is 
now available for any trailer equipped with air brakes. 
Developed and perfected by the producer of the world’s 
most widely used air brake systems, the RE-4 raises the 
already high standards of air brake safety and perform- 
ance to the degree that it practically obsoletes all existing 
relay emergency valves. What’s more, it is completely 
interchangeable with all other valves. 


The RE-4 is a piston-type operated valve—a relay piston 
is used instead of a diaphragm to provide constant output 
over a wide temperature range and assure immediate 
pressure balance of the tractor and trailer systems to 
within 1 psi. 


Here are some of the other features of this outstanding 
valve that give you maximum performance and eco- 
nomical operation. 


Faster Application and Release. Inlet and exhaust valve 
capacity is double that of older type relay emergency 
valves, providing a substantial improvement in applica- 
tion and release time under all operating conditions. 


More Positive Action. In its normal function as a relay 
valve, the RE-4 provides a significant reduction in 
required “cracking” pressure needed for other types of 
relay emergency valves. Thus trailer brake application, 
especially in the lower delivery pressure range, is faster 
and better synchronized with tractor brake application. 
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the low, which became effective Jan. 1,| tation. 
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important Safety Features. [he speed of an emergency brake 
pressure application varies directly with the drop in 
emergency line pressure in a 4 to 1 ratio; for example, 
1 psi per minute drop in the emergency line creates 
approximately 4 psi per minute increase in emergency 
brake pressure. In the event of a gradual loss of air 
pressure, the trailer brakes are applied gradually; a fast 
pressure drop in the emergency line, as experienced in a 
trailer breakaway, produces an almost instantaneous 
emergency application. Also, the tractor-trailer cannot 
be moved during initial charging because the trailer 
reservoir and brake chamber pressures build up simul- 
taneously. When emergency line pressure reaches 
approximately 60-70 psi, the brake chambers are fully 
released. 


Construction Features. Light weight—only 4.7 pounds; die 
cast aluminum body and cover; mechanical and chemical 
bonded rubber inlet-exhaust valves on corrosive resistant 
aluminum bodies; filters in emergency ports for longer 
life—easily serviced; all seals, static and dynamic, are 
Buna N rubber compounded to provide long service life 


Truckin’ eeee By Jack Weed 


(Continued from Page 30) 


himself very well, I thought. 


A Wisconsin school bus driver installs} He did not feel that there should |ment of six dealers, They are: 
a new dry chemical fire extinguisher injbe any one Washington agency| Harris Truck & Trailer Sales, 
accordance with a revised state law on| holding an “overlord” position on|Inc., Highway 61, Cape Girardeau, | truck shows, a couple of my con- 
school bus fire protection. According to| rates over all forms of transpor-|Mo.; Earl Haines, Inc., Route 7|tacts felt that such shows would 
East, Winchester, Va.; Taylor Mo- | have a material effect for the better 
all new school buses must carry a dry He admitted that leasing was |tors, Inc., 303 S. Fourth, Murray,|on the cut-price situation that has 
chemical extinguisher with a 4 B:C Under-| growing fast and that both |Ky.; Epco Motor Truck Sales, 1331|crept up in quite a few spots 
writers’ Laboratories rating or a carbon| straight leasing and lease pur- |E, Union, Jacksonville, Fla.; Moab | around the country during the past 
dioxide extinguisher with a 6 B:C rating.| chase were bound to grow as |Truck Center, Inc., 90 N. Second| year or so. 
All buses which were operating before} long as our tax structure per- |East, Moab, Utah, and Motor But both stated very positively 
Jon, 1 must replace their vaporizing liquid} mitted fast depreciation of equip- | Equipment Co., 414-16 Bowie, San|that much more good would be 
or small carbon dioxide extinguisher. ment. He favors state regulation | Antonio. 


RELAY EMERGENCY VALVE 
EASIER TO MAINTAIN! 





highway. 


plus state governors, lines up, of trucks, but recognizes the need Asked if the truckers object to 
squarely against further taxes.” for regulation of interstate trans- | paying such a high proportion of 
= , portation by a Federal agency. the road taxes, he said he doubted 
iy A question-and-answer period| Speaking about safety on the|if any hauler would object to pay- 
after the luncheon, Guy handled| highway, he told of the driver-|ing what he felt was a dispropor- 
training programs of the over-road | tionate share if they knew that all 
For instance, asked whether the carriers and how both the truckers|of the money would be used for 
St. Lawrence Seaway would hurt|and their insurance companies are | roads and safety, but that in many 
the rails and trucks, he said: ——__ 
“Anything that is good for the 
people of this country is good for 
both the rails and trucks.” He felt} Awarded by Diamond T collected. 


the Seaway would open new truck- CHICAGO.— Diamond T Motor 


states the money goes 
general fund and only a part is 
used for the purpose for which it is 


Six Truck Franchises 


Truck Co. announced the appoint- 


Simple Maintenance. When maintenance is required, an 
emergency piston assembly, called RE-4 Insert, is avail- 
able for easy installation. By simply removing two cap 
screws from the bottom plate of the valve, pulling the 
old insert out and replacing it with the new, the job is 
done in minutes at very low cost. 


For literature describing this new RE-4 valve in detail, 
please contact your nearest Bendix-Westinghouse dis- 
tributor, or write direct to Bendix-Westinghouse at 
Elyria, Ohio. 


BENDIX-WESTINGHOUSE CHANGEOVER PLAN LETS YOU 
EXCHANGE OLD-TYPE VALVES FOR THE NEW RE-4 


The RE-4 is specifically designed for complete operating 


compatibility with any existing air brake system, regardless 
of make. Your Bendix-Westinghouse distributor will welcome 
the opportunity to tell you about our Changeover Plan that 
allows you to exchange your present relay emergency valves 
for our new RE-4's at a surprisingly low cost. 


constantly policing the roads to 
make certain that the drivers live 
up to safe-driving rules. 

He said it takes a combination 
of engineering of the vehicle and 
roads with education of the driver 
to produce maximum safety on the 


* * 


Price-Cutting Problem 


EN gathering some additional 
information on the Minneapolis 






done if the manufacturers of bodies 






















and equipment would stop making 
price concessions to their distribu- 
tors just so that distributor could 
underbid some other distributor 
rather than get the business on the 
basis of selling the best features of 
the product. 

Both of the guys I talked to, 
and both were distributors, asked, 
“How can you get a weak dis- 
tributor to quit cutting prices as 
long as his factory upholds him 
in the practice, and in many cases 
proposes it?” 

I am still trying to find a sound 
reason why businessmen continue 
to throw away a large part of the 
profit that is due them for the serv- 
ice they provide just so they can 
get a little additional business that 
most of them will admit is unprofit- 
able and limits their opportunity to 
serve their good customers as they 
should. 

This goes for truck dealers as 
well as body and equipment dis- 
tributors. 

* * + 

Ane: 10 years ago when the 

industry got into a comparable 
condition, three or four strong men 
in the truck factories and heads 
of firms marketing through body 
and equipment distributors stopped 
this cutthroat practice almost en- 
tirely—but they worked at it, 

Where are the guys with suffi- 
cient intestinal fortitude to start 
@ movement to bring this end of 
the truck business back to a 
sound basis today? Or don’t they 
exist? 

While it doesn’t mean a thin dime 
to me, I am going to try to throw 
this idea into the discussions that 
will be held between the truck 
committee of NADA and the in- 
dustry’s truck sales managers when 
they meet next month—if I am not 
stopped. So you guys who will be 
attending that meeting be fore- 
warned. oe 

« 


Education Needed 


tye secretary of a leading dealer 
association was asked recently 
why dealers who handle trucks in 
addition to passenger cars shy away 
from the truck business. 

In an open letter to his mem- 
bership this man said, “The reason 
is probably because the owners of 
trucks know so much more about 
the truck business and their re- 
quirements that it is sometimes em- 
barrassing for the average dealer 
or salesman to approach this type 
of buyer. 

“Therefore the need for more 
expert training and study in 
truck merchandising is necessary 
if dealers and salesmen hope to 
get their rightful share of the 
business.” 

How right this association man- 
ager is! And the education, to my 
humble way of thinking, had better 
start with the dealer instead of the 




























dealer’s employes. 
If the dealer gets a first-hand 
dose of the knowledge that is 
necessary just to talk convincingly 
to the average truck owner, he will 
understand why it will pay him to 
make certain that at least his key 
truck men get all the education 
they possibly can. 
= * 


over wide temperature ranges. 





AUTOMOTIVE AIR BRAKE COMPANY 
General offices and factory— Elyria, Ohio. Branches —Berkeley, Calif. 
and Okichoma City, Okla. 





MIGHT add that it also would 

show many dealers why they 
should be asking aid from body and 
equipment -distributors on truck 
deals which involve things over 
their head instead of asking for 
bids on bodies and equipment, 
pitting one distributor against an- 
other and spoiling the market both 
for themselves and the distributors. 

This manager hits the nail 
squarely on the head in his letter 
when he said, “You cannot give 
trucks away and make money 
any more than you can give pas- 
senger cars away and make 
money. 

“You have to sell, and in order to 
sell trucks, you first have to know 
more than the buyer knows about 
trucks and truck requirements and, 
believe me, the buyer of truck 
fleets knows his truck business.” 

He ends his letter with this ob- 
servation: “Surely something is 
radically wrong somewhere along 
the line when merchandise with a 
unit sales price from $1,000 to $10,- 
000 is sold on the bargain counter 
at cost in many cases, when the 
need for this particular class of 
merchandise is the greatest it has 
ever been.” 





Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story, 
plus many other pertinent facts concerning 
the automotive industry, every week 
*hroughout the year. 
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sents a clear gain of about 7 
feet, GMC said, adding that 
value of each cubic foot to tp, 
trucker gained varies with 


e © type of load carried. 
Designed for Savings st e 
 feeeca ae these gains in more 

and more tonnage are of 
most importance, they are m 
by other advances of equa] j 
portance, the firm continued, 
new dimensions of the tractor, 
its wheelbase of 108 inches ang 4 
inch cab length, are radical ¢ 
partures from previous practic 
GMC said. So is the use of 
pendent front suspension with 
front-axle loading increased by 2 
pounds. 

The net result, however, ig g 
marked gain in driver comfort, 
greatly improved handling and iq 
terms of both driver fatigue ang 
protection to fragile cargoes, 
rig that rides just as softly empty 
as it does loaded, GMC saig 
Actually the suspension rate just 


GMC Describes New Tractor .. . 


AO RO ALTE ANAM RIE Ts EPRI 


(Continued from Page 30) 


economic gains for both truck op- 
erators and shippers are the mainj|load at this point. 


objectives, GMC explained. | Second, an entirely new combina- 

The gains are in the ability to| tion of air springs and independent 
haul more bulk as well as more/ front suspension allows a _three- 
weight while conforming to state|inch lowering in the floor of the 
load-and-length laws now in force, |trailer. This gives a clear gain of 
the firm said. this much for the entire length of 

iain in the trailer. 

_— gain in load and bulk stems|; with a 35-foot semi, legal in a 


from an entirely new basic de-| jarge number of states, this repre- 
sign of the tractor, GMC said. ek ee 


First, a combination of wheel- 
base and relative position of front 
and rear axles to centerline of 
the fifth-wheel kingpin and an 
extremely light chassis allows 
transfer of load from the trailer 


giving an equivalent gain in pay- 
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| Construction Is Under Way 


|\On New ATA Headquarters 


WASHINGTON. — Construction 
|has started on the national head- 


. 
t 
; 
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Shorter Cabs Combat Curbs— 


Faced with restrictive state laws limiting overall vehicle length, as this map illus- 
trates, truck manufacturers are currently developing shorter, more compact cabs to 
permit use of longer, bigger payload capacity trailers in interstate commerce. 





| in an amount as much as 2,000 
pounds. 

This in turn relocates the rela- 
tive front and rear-axle distances 
to the centerline of the fifth-wheel 
kingpin. The semitrailer rear sus- 
pension is relieved of as much as 
2,000 pounds of g.c.w. loading, thus 


| quarters building of the American 


Trucking Assns., Inc. 

Ray G. Atherton, ATA general 
manager said the six-story lime- 
stone and granite offices will house 
300 persons who staff the ATA and 
its affiliated conference of truck- 
ing operators. 


“Our ReoMatic Transmissions deliver when a stick-job can’t” 


reports Robert Shaw of Clayco Concrete Co., 
Kansas City, Mo., in telling of Reo Transit-mixers with 


Allison Fully Automatic Transmissions. 


The day after a heavy rain is a day of opportunity to transit- 
mix operators. Contractors are anxious to get foundations 
and floors poured the moment the sun shines. Yet, stick- 
shift trucks bog down in the saturated ground surrounding 
most building projects. 


“We can send our ReoMatic Reo mixers anywhere almost 
any time,” Shaw says. “Even with 5¥2-yard loads — that’s 
about 42,000 GVW — we can pull in and out again without 
a hitch after a heavy rain. It’s this kind of service to cus- 
tomers that helps our business profits grow.” 


Shaw bought two Reos with ReoMatic transmissions: 16 
weeks later purchased four more, and eight weeks later two 
more .ReoMatic-equipped mixers were added to his fleet. 


“It didn’t take us long to see how superior the ReoMatics 
were over the stick-jobs,” Shaw said. “Even after 7,000 
rugged miles, we haven’t spent a cent on engines, transmis- 
sions or brakes except for routine Preventive Maintenance. 
With the built-in Retarder, our men rarely touch the brakes 


except for full stops. Also, we’ve eliminated clutch troubles 


entirely.” 


It’s not only the owners who praise the ReoMatic transmis- 
sion. It’s popular with drivers, too, according to Clayco’s 


veteran driver Dale Emphenour: 


“When you're backing a loaded 5-yard rig up a steep ramp, 
you want equipment that won’t let you down,” he says. “Our 
new ReoMatics are great in spots like this—up and down for 
another load much faster than stick-jobs. And when we’re 
pouring curbs, the ReoMatics let us move at speeds to suit 
the men at the forms. This does away with lumping and 


gives you a better job.” 


Other potential savings, too, become a reality with the 
ReoMatic. With the torque-converter absorbing most of the 
shocks, axles, engines and drive lines are spared. Repair 
needs are fewer—overhaul needs farther apart. 


For the full story, see your truck dealer today. 


Allison Division of General Motors, Indianapolis 6, Indiana 


Allan 2S uansmlastons 


Now available in 


about equals that of good passen. 

ger car practice, it added, 

The cab dimensions were reduced 
after people of all shapes and gi 
were checked for their space 
quirements, GMC said, The new ¢ 
provides plenty of room for 
biggest while providing necesg: 
adjustments for the smallest. In 
addition there is plenty of i 
height, 58% inches. 

Controls and instruments are k 
cated to provide greatest conveni- 
ence, the firm said. The driver wil] 
note freedom from sway or un 
pleasant roll with light, firm steer. 
ing with absence of brake dive and 
“wheel fight.” 

The elimination of high-frequency 
vibrations, regardless of load or 
road conditions, saves the driver, 
the cargo and drastically cuts main- 
tenance, the firm said. 

* * * 


NOTHER feature is the im 

proved torque characteristics of 
the new 6-71 GM two-cycle diesel 
with an improved power train, re 
ducing the need for shifting and 
giving increased fuel economy, 


Braking is improved because, by 
making use of the air-suspension 
units, a unique valve system pro- 
portions the brakes on each axle to 
the load. The new aluminum tilt- 
cab is counterbalanced with torsion 
bars for hand tilting. 


Toppins Elected 
To Head GMC 


Dealer Council 


PONTIAC.— A. F. Toppins, % 
year-old GMC dealer in Green Bay, 
Wis., has been elected chairman of 
the GMC Truck Divisional Dealer 
Council. He owns Northern Truck 
Service, Inc. 

Vice-chairman of the new couneil 
is Millar White, president of Gen- 
eral Truck Co., Oklahoma City. 

Other council members are: 


A. A. Thompson, Columbus Motor 
Co., Columbus, Ga.; J. E. Fitzpat- 
rick, Fitzpatrick’s Garage, Burling- 
ton, Vt.; E. O. Stallings, Charleston 
Trailer & Brake Service, Charles 
ton, S. C.; Frank M. Byers, Geo 
Byers Sons, Inc., Columbus, 0.5 
J. D. Hufstedler, J. D. Hufstedler 
Truck Co., Lubbock, Tex.; Enrico 
Menapace, Rico Motor Co., Gallup, 
N. M 


Robert D. Koestner, John P, 
Koestner, Inc., Kalamazoo, Mich 
Russell D. Watkins, Watkins GMC 
Truck Sales, El Monte, Calif.; C. & 
Huffman, Huffman Motor 
Alexandria, La.; Hyman Gilinsky, 
Binghamton Public Service Garage 
Corp., Binghamton, N. Y. 

A. W. Holtman, A. W. Holtman, 
Inc., Marysville, Calif.; Lucien W 
Bingham sr., Bingham Truck Serv 
ice, Richmond, Va.; Harry 
Schule, Maier-Schule GMC, Ine, 
Buffalo; Leonard C. Hoehn, Hoehn 


| Motor Co., Mount Vernon, Wash; 


Walter E. Broom, Broom Motor Cos 
Salem, Ill; Oliver G. Schaefef, 
Truck Service Co., Rochester, 
Minn., and T. H. Bambeck, General 
Truck Sales, Houston. 


New Divco Unit Features 


All-Aluminum Cargo Body 

DETROIT.—Divco Truck divi 
sion, Divco-Wayne Corp., has im 
troduced a new truck, the Alumni- 
Van, for bakery, dry cleaning 
laundry markets. 


The forward-control truck fea 


tures an all-aluminum cargo 


steel-enclosed safety cab and the 


Divco multistop chassis, Divco 
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Here is undeniable proof that GMC’s consistent, hard-hitting direct mail is 
being read and is producing sales: : 
“Customer came in with direct mail piece, pointed to the truck, and said, ‘I want” 
one of these’.”’ 

“Sold D860 tractor as a result of new direct mail.” 

‘‘Many new deals pending due to this terrific program!” 

‘Just sold 2 units as a direct result of follow-up on advertising.” 

‘Hot prospect just stopped in with a piece of GMC direct mail.” 

“This has really stimulated my salesmen.” 

“Telephone inquiries received on every mailing.” ’ 
And direct mail is just one of many effective sales-aids that are helping: 
dealers make more dollars and convincing them there was never a better’ 
time to be a GMC Truck Dealer. *names on file! 


GMC TRUCK & COACH—A GENERAL MOTORS DIVISION, PONTIAC, MICH.. 
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Truck Sales Boosted 
By Equipment Shows 


(Continued from Page 30) 


supply of bodies and equipment 
that the truck dealer must have to 
make up an efficient working 
transportation unit for the buyer. 


These distributors insist that 
price alone will not sell one addi- 
tional truck, body or piece of truck 
equipment. If there isn’t a trans- 
portation need for a truck, no one 
will buy. 

* * * 
ISTRIBUTORS would not feel 
so keenly about the practice of 

the truck dealer “shopping” dis- 
tributors for the lowest possible 
price if the dealer used the discount 
to increase his own profit. 

What angers them is that the 
dealers are cutting the distribu- 
tors’ profit just so they can pass 
on the lower price to the retail 
buyer. This makes it doubly 
tough for both the distributor 
and those dealers who endeavor 
to make a legitimate profit, Fur- 
thermore, it is rapidly ruining 
the cooperation that should exist 
between the truck dealer and the 
distributor of bodies and equip- 
ment. 


Distributors in the Minneapolis 
area—as well as in many other 
sections of the country—feel that 
this practice, for the good of the 
industry, must be halted, One of 
the best ways, they feel, to regain 
some degree of normalcy in the 
sale of trucks and equipment is 
through an educational process. 


Truck and truck equipment shows 
such as the two held in Minnea- 
polis, the Dodge truck show held in 
Milwaukee and the Ford truck 
show held by Graham Motor Sales, 
Bloomington, Ind., have all paid off 
both in sales and in a fair degree 
of cooperation. 


The Ford show in Minneapolis, 
for example, resulted in 15,250 
truck owners and prospective buy- 
ers attending the show. Body and 
equipment distributors reported 
sales amounting to $204,800 and the 
Ford dealers in major market areas 
served by the show reported im- 
mediate sale of 55 new trucks and 
11 used trucks. Sixty Ford trucks 
equipped with various bodies and 
equipment supplied by the Council 
made up the show. 


* * * 


TTENDANCE at the Chevrolet 
Truck-O-Rama was estimated 
at approximately 16,000. It was 
estimated that at least 12,000 were 
seriously interested in trucks and 
equipment. 

According to J, M. Irvine, Chev- 
rolet zone truck manager, it was 
impossible to keep track of all sales 
made at the show, but he said that 
several hundred thousand dollars 
worth of bodies and equipment was 
sold. Equipment distributors, 
through previous agreements with 
dealers owning the chassis, sold 30 
complete units off the floor. Many 
more orders have and will be writ- 
ten with prospects developed dur- 
ing the Truck-O-Rama.. 


Again, while it was impossible 


Greyhound Tests 
New Bus Engines 


On Runs in U.S. 


NEW YORK.— Greyhound Corp. 
is testing new and more efficient 
bus engines, according to E. W. 
Ackerman, president. 

He said engines installed in buses 
between New York, Chicago and 
San Francisco have produced 
“quite satisfactory results.” The 
firm has been working with Mack 
and Cummins Engine Co., Inc., on 
the new power plants, he added. 

Ackerman said Daimler-Benz in 
West Germany has installed a new 
engine in a bus which will be 
placed in service between New 
York and San Francisco. A 150,000- 
mile test is planned, he said. 

“If this power plant is successful 
for heavy over-the-road operation, 
it will be manufactured in the U.S. 
by Curtiss-Wright Corp. under a 
license agreement,” Ackerman said. 





to maintain an accurate count of 

sales it was known that an addi- 

tional eight tandems, five 2% ton 
tractors and 28 other trucks were 
sold by dealers. 

Irvine termed “tremendous” the 
educational value of the Truck-O- 
Rama. He said it was the first time 
that most of the Chevrolet dealers 
in this zone and their salesmen 
were able to see the many items of 
equipment and the various bodies 
that were available to fit Chevrolet 
chassis, Such an educational show, 
he said, should materially increase 
future sales. 

Both of the Twin Cities shows 
were well planned with sound prior 
publicity and a good advance ad- 
vertising program, Kits containing 
posters, handout folders and show 


tickets were distributed to 288 
Chevrolet dealers in the zone. 

Invitations were sent to approxi- 
mately 50,000 truck owners in the 
area, publicity stories were carried 
in the local newspapers and paid 
advertisements during the show 
brought in the prospects. 

* * 


._ morning of the opening day 
two convoys—each with 25 
transports — brought in 134 trucks 
for a big dealer truck drive-out. 
Seven transistor radios were given 
away during the show and on the 
final evening a drawing was held 
for the grand prize, a Chevrolet 
El] Camino. 

A total of 98 distributors and 
manufacturers had equipment on 
display, using 58 truck chassis 
ranging from pickups to the larg- 
est tandems. In addition 19 allied 
industries had booth displays. 


The Truck Equipment Distribu- 
tor’s Council is composed of Smith 
Inc., Minneapolis; Teco Inc., Min- 
neapolis; Power Brake and Equip- 
ment Co., St. Paul; LaHaas Mfg. 
Co., St. Paul; Wheel Service Co., 
Minneapolis, and Chas. Olson and 
Sons, Inc., Minneapolis. 

Stan Olson, of Chas. Olson and 
Sons, Inc., headed the council’s 
show committee. 
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A Chevrolet Driveaway— ” 


Representatives of more than 30 Chevrolet dealerships from a six-state area stand 
among a lineup of Step-Van truck models as they prepare to head for their varioy 
cities in a mass driveaway operation from Union City Body Co., Union City, Ind. The 
vehicles went to dealerships in Ohio, Michigan, Indiana, Kentucky, Tennessee and 
West Virginia. 





Koenig rolls up 77,152 troubleire 































































































































with a Spicer 5-speeqta 


“OPERATION || 


Here’s 77,152 miles of conclusive proof that 
Spicer transmissions are your best choice for 
economy, dependability, and top-flight 
performance. Be sure to specify Spicer with 
your next truck order. 























































































SPECIFICATIONS 
Ford T-950 Serial No. 
8706-X 
Delivered September 17, 
1957 
Rated GCW—75,000-Ib. 
Wheelbase— 1 56-in. 
Engine—534-cu. in. SD V-8 


Transmission—5-speed 
Spicer 6352 with 3-speed 
Spicer 7231 Auxiliary 


All the facts shown here as to the service history of the 
Ford T-950 truck serial No. 8706-X used in the Koenig Coal 


and Supply Company's ergeen are true, to the best 
of my 


owledge and belief. 


seertteeg, 


Mente Grad 


as M. My, 
oe MA ‘es, 
Sof ces, Maintenance Superintendent 
in /gOTAR ViD: Koenig Coal & Supply Company 


Florence M. Fowler 
Notary Public 
“a Wayne County, Michigan 






























) Sales Expe 





By John K, Teahen Jr. 
Staff Writer 
INDSOR, Ont.—Volkswagen is 
thy and happy in Canada and 
to keep getting “a very 
t share” of the nation’s auto 
according to Werner Jan- 
. managing director, Volkswagen 
, Ltd. 












en, whose headquarters 
in Toronto, visited Windsor 
J. Bell Moran dedicate 
home of Moran Motors, 








mn and Volkswagen have 
in Canada since the beginning 
. He could point with pride 
6%4-year record, but he’s too 
with the present and future 

to look back. 
He did recall, however, that only 
# Volkswagens were sold in Can- 
ada in January, 1953, and that the 










cond 's sales were 1,700, Registra- 
a tions were about 25,000 in 1958, and 
a Jansen expects to hit 28,000 this 
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F How VW Is Doing in Canada 


On the basis of market penetra- 
tion, Volkswagen is even more 
solidly established in Canada than 
in the U. S. 

Last year’s 25,000 registrations 
gave VW about 6% percent of 
the Canadian new-car market 

(total sales, 376,084), In the U. S., 
Volkswagen registered 78,225 cars, 





March Sales Set Mark, 
Epsteen Pontiac Says 


CHICAGO.—Peter Epsteen 
Pontiac, Skokie, sold a record 263 
new Pontiacs in March, accord- 
ing to Peter Epsteen, president. 
He said his firm has led all 
other Pontiac dealers in sales for 
a 2%-year period. 

“Our biggest problem is space 
for car storage and operating 
facilities,” said Epsteen, who also 
handles the Rambler and Ren- 
ault. 





good for 1.7 percent of the total 
market of 4,650,313. 

Percentagewise, European im- 
ports accounted for about 20 per- 
cent of the Canadian market last 
year, and one-third of those cars 
were Volkswagens, In the U, S&S, 
imports snagged 8.12 percent of the 
sales pie, and a fifth of that portion 
went to VW. 

There are 280 Volkswagen dealers 
in Canada, and Jansen does not 
plan to boost the total. “I wouldn’t 
be able to feed ’em,” he explained. 
He feels he should be able to assure 
a dealer 60 cars a year when he 
awards a franchise. 

Jansen insists on high service 
standards from his dealers, and he 
backs them up with a $5 million 
parts inventory in Toronto. 

He’s also a strong advocate of 
newspaper advertising by the fac- 
tory. “Dealers like it, and it’s a 
good idea to let your dealers know 





“Considering the amount of 
floor space they cover, I’m all for 
the big, long and wide jobs.” 





of advertising differ from those 
of Volkswagen of America which 
has made scant use of this me- 
dium. 

Does VW plan to enlarge its en- 


you’re behind them,” he commented. | gine or restyle its body? Jansen 
Jansen’s views on the efficacy |said there are no plans to break up 








lefree miles 





edransmission during (FORD'S 


DURABILIT 


“Operation Durability” proved to be one of Ford’s best-guarded secrets. In a 


daring test . . . launched months before the start of production . . . prototype 
models of Ford’s new Super Duty Trucks were placed in the hands of leading 
fleets for use in normal day-to-day operations, 

One of the vehicles, a Ford T-950 tandem, was put to workhorse duty hauling 
sand and gravel from Koenig’s gravel plant at Oxford, Michigan to their concrete 
batching plants in Detroit. 

This T-950, equipped with a Spicer 5-speed transmission and a Spicer 3-speed 
auxiliary transmission, has a rated GCW of 75,000 lbs. Yet it consistently pulled 
loads of 105,000 Ibs... . even up to 120,000 Ibs. . . . winter and summer, over hilly 
terrain, and through metropolitan Detroit’s congested traffic. 

In this dramatic demonstration of stamina and durability, the Spicer com- 
bination has logged 77,152 miles . . . without one bit of downtime in over 18 
months. This record performance is verified by the sworn statements of Koenig’s 
fleet superintendent, as well as the Ford engineers who supervised the project. 
For, in this truly authentic test, no mechanic was allowed to replace even a bolt 
without reporting it to the Ford engineers. 








BAN 


CORPORATION 


Toledo 1, Ohio 


Serving Transportation—Transmissions © Auxiliaries « Universal Joints » Clutches © Propeller Shafts « Power Take-Offs 
* Torque Converters * Axles © Powr-Lok Differentials * Gear Boxes © Forgings * Stampings * Frames © Railway Drives 
Many of these products are manufactured in Canada by Hayes Steel Products Limited, Merritton, Ontario 
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the present winning combination, 
but he added: 

“We must be careful not to wear 
out our welcome. We must be ready 
with changes when the public in- 
dicates it wants them.” 

Jansen doesn’t believe the Big 
Three small cars will hurt the sales 
of VW and other autos of that 
size, “There’s a lot of difference be- 
tween 94 inches and 108 inches,” he 
commented. 

Volkswagen’s wheelbase is 94.5 
inches, The Big Three entries re- 
portedly will be in the 106-to-113- 
inch area. 

Jansen applauds the opening of 
the St. Lawrence Seaway, but he 
doesn’t plan to float cars any far- 
ther along the new waterway than 
Toronto, A cargo of 1,049 VWs re- 
cently was unloaded there, 

Asked about prices, Jansen noted 
that British cars enjoy a distinct 
advantage in the Canadian market 
—they are not subject to import 
duty. 

He said the duty is about 21 
percent. Consequently, the lowest- 
priced Volkswagen two-door 
sedan bears a port-of-entry price 
of $1,740 at Toronto, compared 
with $1,545 at New York, The 
U.S. import duty is 8% percent. 
Moran Motors, the dealership 
Jansen helped dedicate, is located 
in downtown Windsor, half a block 
from the Detroit-Windsor Tunnel. 
J. Bell Moran has been a VW dealer 
since 1955. 

During the ceremonies, Moran 
and factory officials welcomed a 
new member of the “Volkswagen 
60,000-Mile Gold Watch Club.” The 
organization, which has 120,000 
members in 130 countries (VW does 
not include the U,. S.), consists of 
owners who have driven a VW 
60,000 miles without a major repair. 


Bill to Regulate 
Retread Industry 


Hit in Wisconsin 


MADISON, Wis.— Legislation to 
license persons who retread or sell 
retread tires was assailed at a 
hearing conducted by the Assem- 
bly’s State Affairs Committee. 


Committee Chairman Schmidt 
saw little hope of the bill’s ap- 
proval. He said it was poorly writ- 
ten, full of irregularities and pos- 
sibly was unconstitutional. 

The proposal is “a fence-in bill 
which doesn’t protect the public 
against poor tires,” said Assembly- 
man , & committee mem- 
ber. 

The bill calls for a $100 license, 
fines or jail terms for violators 
and supervision of the retread in- 
dustry by the Motor Vehicle De- 
partment. 

K. C. King, Wisconsin Petroleum 
Assn., said he thought the bill 
would force many persons not ac- 
tually in the business to buy a 
license. 

Speaking for the Wisconsin In- 
dependent Tire Dealers & Retread- 
ers, Robert Winkler said the bill 
would prevent persons from 
“creeping into the business who do 
poor work.” 


Hertz °59 Fleet 
Costs $103 Million 


CHICAGO.—A record-breaking 
$103 million will be spent by Hertz 
Corp. and its licensees during 1959 
for new cars and trucks, Walter L. 
Jacobs, president, said. 

At the same time, Jacobs an- 
nounced a “major expansion by 
Hertz American Express Interna- 
tional, Ltd., a subsidiary company, 
with the acquisition of Tiljeauto, 
S. A., Copenhagen, Denmark. 

The new vehicle purchase is be- 
lieved to be the largest on record 
by a single company, The purchase, 
spread through the calendar year, 
involves 35,750 vehicles, Jacobs 
said. Hertz will purchase 21,000 
passenger cars costing $59 million 
and 3,000 trucks at $12 million. 
Hertz licensees will spend $29 mil- 
lion for 11,000 cars and $3 million 
for 750 trucks during the year. Last 
year, Hertz spent a total of ap- 
proximately $80 million on new 
vehicles, Jacobs said, and in 1957 
purchases totalled $60 million, 

About 65 percent of the 1959 
purchase has been completed, he 
added, and another 10 percent will 
be delivered during the summer 
and fall. The final 25 percent, he 
said, will be 1960 models purchased 
in the last quarter of the year. 
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THEY RE OFF 


...On a dramatic re-enactment 
of a 50-year-old car race 


ROUTE OF THE ORIGINAL RACE. Today’s 
re-enactment follows this route exactly, except 
for 400 miles or so where the roads no. longer 
exist; or where instead of going around moun- 
tains, they tunnel through. them. 



















ENTERING CLEVELAND. Both Ford ent 


NEW YORK, June 1—At exactly 3:03 p.m. 
today, a re-enactment of America’s first 
cross-country automobile race gets under way 
when New York’s Mayor Wagner fires the 
starting gun. 


Scheduled to cross the finish line in Seattle, 
Washington on June 23, the re-run of this 
fifty-year-old event presents an amazing 
contrast between 1909 and 1959. 

Fifty years ago—in the original race—a 
Model T beat a field of six for the coveted 
Guggenheim trophy by making what was 
then a grueling 4,000-mile trek from New 
York to Seattle. Traveling over uncharted, 
unpaved roads, cutting across open fields 
when there were no roads, and fording rivers 
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where there were no bridges, it set an endur- 
ance record for its day by covering the dis- 
tance in 21 days. 


Today, a glittering Galaxie sedan—the 
50,000,000th vehicle to roll off a Ford Motor 
Company assembly line—commemorates 
that early triumph in automotive history by 
making the same journey over the same route 
in the same number of days. 


But with what a difference! 


This will be a leisurely tour over super- 
highways with many celebration stops along 
the way. There will be reception parties, 
visits with old-timers who witnessed the 
original race, and colorful parades through 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
FORD + THUNDERBIRD « EOSEL »- MERCURY + LINCOLN 
CONTINENTAL MARK IV + ENGLISH FORD LINE « TAUNUS 
TRUCKS + FARM AND INDUSTRIAL TRACTORS AND 
IMPLEMENTS « INDUSTRIAL ENGINES 


FORD 


FAMILY OF FINE CARS CLEARINGHOUSE e 





ries and the pace car (also a Model T) arrive ahead of the pack in the original race. 
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MOTOR COMPANY 
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cities and towns all the way from New York 
to Seattle. 


A Model T will give spectators a look at 
the past. A model of the remarkable new 
Levacar—that has no wheels and rides on 
air—will give them a glimpse into the future. 


This cross-country caravah offers a graphic 
illustration of the incredible progress the 
automobile has made in fifty years. More 
than that, it demonstrates to a nation-wide 
public that just as Ford led the way in 1909, 
it continues to lead the way in 1959 —in 
quality, durability, safety and performance. 


Another reason why it’s great to be a dealer in 
the Ford Family of Fine Cars. 


THE AMERICAN ROAD 
DEARBORN, MICHIGAN 
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Across the Nation... 
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Auto Dealer Changes 


Carveth Motor Co. (Chrysler- 
Imperial-P 1ymouth-Simca) has 
moved into new quarters at 11115 
Lincoln Way, Auburn, Calif. Al 
Carveth has operated the dealer- 
ship since 1944. 

* 


* * 


Oberlies Buys Dodge Deal 


Louis Oberlies, former sales man- 
ager for several Dodge dealerships 
in the area, has purchased Hath- 
away Dodge, Inc., 511 Oriskany 
Bivd., Yorkville, N. Y. He will oper- 
ate it as Yorkville Dodge, Inc. 


. * * 


Kirk Gets Ford Deal 


Jim Kirk Ford has opened at 
40-44 N. Fourth S8t., Reading, Pa. 
The facilities formerly were oc- 
cupied by Golden Bros., Inc., 
which went out of business last 
September. The new dealership 
is headed by James E. Kirk, 
Abington, Pa., who formerly was 
a dealer in the Philadelphia area 
and in New Jersey. 


+ * * 


Hemphill to Build 


Hemphill Ford, Inc., Houston, 
has announced plans to construct 
@ $350,000 dealership on a four- 
acre site in the area. The company 
said Ford Motor Co. is making a 
gurvey to determine the best site. 
Austin Hemphill, who also owns 
a block-long dealership in San 
Antonio, said the company has out- 
grown its Houston quarters at 6501 
Harrisburg and 0600 Main. 

* 


8 More Dealers 
Added by Renault 


PENSACOLA, Fila.—Appointment 
of eight more dealers has been an- 
nounced by Jarrard Motors, Inc., 
Renault distributor. They are: 

John Tatum Buick, Inc., 126 S. 
Florida Ave., Fort Walton Beach, 
Fla.; Adams Motor Co., 300 W. 
Main St., Thomaston, Ga.; Smith 
Motors, Inc., 214 N. E. Oak S&t., 
Decatur, Ala.; Murfreesboro Import 
Motors, 612 W. College St., Mur- 
freesboro, Tenn. 

Hanson Buick, Inc., 131 Ponce de 
Leon Ave., Decatur, Ga.; Wyatt & 
Lofton, 734 College St., Clarksville, 
Tenn.; Covington Cadillac Co., 2417 
Clay St. Vicksburg, Miss., and 
Maddox Tractor & Equipment Co., 
Sulligent, Ala. Tie 

+ 


Baker-Mayfield Moves 

Baker-Mayfield Co., dealer for 
International Harvester trucks 
and farm equipment in Macon, 
Ga., has moved to larger quarters 
at 1845 Waterville Rd. The firm 
formerly was located at 760 Third 
st. 


W. W. Mayfield is president of 
the company. 
* 


Duncan Switches to Dodge 
LOUISVILLE.—D uncan Motor 
Co., 126 Breckinridge Lane, has 
abandoned its DeSoto-Plymouth 
franchises and become an exclusive 
Dodge dealer. 
” 


* 


= 
Schnurmacher Gets Singer 
NEW YORK.— Schnurmacher 
Corp., 1114 First Ave., has been 
selected by Rootes Motors, Inc., to 
handle the Singer Gazelle on an ex- 
clusive basis for the five boroughs 
of New York City. 
- 


Moretti for Lauritzen 
NORTH ATTLEBORO, Mass.— 
JFR Co., North American distrib- 
utor for Moretti, has appointed 


New York City's 
Car Cooling Center 


Specializing only in 
Auto Air Conditioning 
® Sales 


‘eiloble 
HIGHWAY AUTO AIR 


CONDITIONING CO., INC. 
676 Grand Concourse, Bronx, N.Y., LU 5-0088 


nen oa, service. 


Lauritzen Motors, Inc., 1840 W. 
Broad, Richmond, Va., exclusive 
distributor in the Middle Atlantic 
area, The territory includes Dela- 
ware, Maryland, District of Colum- 
bia, Virginia, West Virginia, North 
Carolina and Kentucky. Paul R. 
Lauritzen, long active in NADA, is 
president of the dealership. 
” * * 


Jaguar Awards 
Ten Franchises 


In Eight States 


Jaguar Cars, Inc., New York, has 
added five dealerships to its U. S. 
retailing organization. The new 
outlets are in eight states. 

Three of the deals are in Ohio— 
Jan Ross Motor Co., Inc., 247 E. 
Broad, Columbus; Seeley-Turner, 
Inc., 1455 Xenia Ave, Yellow 
Springs, and Coast International 


Motors, Inc., 815 Sycamore, Cincin- 
nati. 

Other new Jaguar dealerships 
are: Foreign Cars of Jamestown, 
Inc., 1802 Washington St., James- 
town, N. Y.; Haynes Motors, Inc., 
184 Elm, Bridgeport, Conn.; 
Schmidt Motor Sales, Inc., 3527 N. 
Western Ave., Chicago. 

Also, Olofson Motors, 1661 Uni- 
versity Ave., St. Paul; Bluff City 
Buick Co., 739 Union, Memphis; 
Economy Motors, 207 Fillmore, 
Amarillo, Tex., and Owen Faricy 
Motor Co., 201 N. Webber, Colorado 
Springs. 

+ + * 


Deal Adds Buick, Pontiac 

DOUGLAS, Ga.—Robert Brown 
Motor Co, has been awarded 
franchises for Buick and Pontiac. 
The dealership also handles Olds- 
mobile and GMC trucks. 


* * *~ 
Leigh Buys Buick Deal 
BEAUMONT, Tex.—J. P. Leigh 
has purchased Hubert Little Buick 
Co, and has renamed it Leigh 
Buick, Inc. 
* * * 
Eaton, Emery Open Deal 
GARDINER, Me.—Tom Eaton 
and Charles D. Emery have opened 


Hoffman Motors Drops 
Stock Offering Plan 


NEW YORK.—The proposed 
$2% million stock offering by 
Hoffman Motors Co. has been 
withdrawn from SEC considera- 
tion, it was learned last week. 
Hoffman, an import-car distribu- 
tor here and on the West Coast, 
issued a prospectus in March giv- 
ing particulars of the proposed 
sale of 200,000 shares of common 
stock at $10 a share, 

While the SEC was studying 
the prospectus, Hoffman lost dis- 
tribution rights for BMW cars to 
Fadex Commercial Corp, Another 
Hoffman account, Porsche, has 
confirmed plans to drop the im- 
port agency as its sole U. 8, out- 
let, Hoffman’s other lines are 
Fiat, Lancia, Alfa Romeo and 
Facel Vega. 


Kennebec Motors here, The firm 
will handle Hillman, Sunbeam, 
Humber, Lloyd, Goliath and Borg- 


ward. 
* * a 


Davidson Chevy Builds 


DENVER. — Davidson Chevrolet 
Co., headed by Henry J, and Donald 


what more proof 
do your customers 
aX R¢ 


i 
Davidson, is constructing a 
ing at 2535 S. Colorado Bivd. The 
| dealership expects to occupy the 
| new quarters in June and will } 
| its present facilities at 2222 8 
| Colorado Blvd. 


‘Triumph Awards 
36 Franchises 
‘In 20 States 


Triumph has awarded franchises 
to 36 dealers in 20 states. Califo 
Massachusetts and Illinois each 
| have four new outlets, and Michj. 
| gan has three, 

The new Triumph dealerships 
|} are: Florence Car Market, Flop. 
| ence, Ala.; Auto Repair, Tuskegee, 
| Ala.; Rett White Motor Sales 
Inc., Lafayette, Calif.; Rett White 
Motor Sales Co., Walnut Creek, 
Calif.; Montclair Motors, Concord, 
Calif.; Devon Motors, Inc., Tor. 
rance, Calif.; Brewer Bros., Ine, 
Canaan, Conn.; Fred Holman Motor 
|Co., Albany, Ga.; Peachtree Plym- 
outh, Buckhead, Atlanta. 

Foreign Motors, Inc., Boise, Id,; 
| Howe Motor Sales, Inc., Macomb, 

Ill.; Dick Chess Dodge, Inc., La- 
(Continued on Page 41, Col. 3) 
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Dodge Cites Veteran Dealers— 


Hutchins Motor Sales, Inc., and West Side Motors, Inc., Dodge-Plymouth dealerships 
in Columbus, O., have received plaques for 25 years of continuous service with 
Dodge. Raymond T. Cox, center, Dodge Cincinnati regional manager, presented the 
plaques to, from left, Edward and James Hutchins, president and vice-president of 
Hutchins Motor, and Edgar G. Planck and Charles W. Althen, president and secretary- 
treasurer of West Side Motors. 
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SELL THE HOTTEST NEW PRODUCT 
TO HIT THE MARKET IN YEARS! 


EVERY MOTORIST NEEDS ONE! 


Even though today’s bigger engines need really effective 
fuel filtration for peak performance, only one car in four has 


a gasoline filter of any type ... and almost none does a 


thorough job! Actually, surveys prove that only about 1% of 
motorists even realize what a gasoline filter is for, and why 
it’s necessary to have one! So all it takes to open up this 
huge new market is to make sure customers know what the 


new Carter In-The-Line Gasoline Filter is, and why it’s 
so important to have one! 


EASY TO SELL-EASY TO INSTALL! 
No special fittings to stock .. . all parts in one package... 


three sizes fit all cars! And the new Carter In-The-Line 


Filter is installed simply by removing a section of gas line 
and fitting the filter in place! The whole job can be done in 


less time than it takes for an oil change or lube job! 


GET YOUR SUPPLY OF NEW CARTER 
IN-THE-LINE FILTERS AND THESE FREE 


SALES AIDS TODAY! With your initial order 
for a Carton of 10 Filters (all three sizes included) you get this 
eye-catching DISPLAY RACK, a handy TUBE CUTTER 


(dozens of uses!), two WINDOW POSTERS, and 
50 COLORFUL CONSUMER FOLDERS! ag 
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STOCK UP NOW... 
CALL YOUR SUPPLIER TODAY! 


Ga em? € R CAR 


DIVISION OF QCf INDUSTRIES, INCORPORATED « 
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Across the Nation... 





Auto Dealer Changes 


(Continued from Page 40) 


Grange, Ill.; Leritz Motor Co., Car- 
linville, Ill.; City Plymouth Co., 
Inc. Chicago; Davidson Bros. 
Motor Co., Inc., Kansas City, Kans.; 
Rust Motor Sales Inc., Lexington, 


Ky.; Tafel Motor Co., Inc., Louis-| 
ville; Twin Cities Motor Co., Lewis- | 


ton, Me. 

Brockton Motor Sales, Brockton, 
Mass.; Cutler Motor Sales, Melrose, 
Mass.; Brewer Bros., North Adams, 
Mass.; Franklin Field Motors, Inc., 
Dorchester, Mass.; Overseas Auto 
Sales, Ann Arbor, Mich.; Mat Buhl 
Motor Sales, Wyandotte, Mich.; 
Goebel Motor Sales, Port Austin, 
Mich.; Johnson Motors, Inc., Cor- 
inth, Miss.; Wilson Oldsmobile- 
Cadillac, Columbia, Mo.; Heinen 
Motor Co., Tipton, Mo. 

Dick Harrison Volvo, Sports Car 
Center, Inc, Omaha; Patterson 
Ford Sales Inc., Exeter, N. H.; 


Ponca Motors, Espanola, N. M.;' 


ae 
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ST. LOUIS 7, MISSOURI 


Wright-Callender Buick, Inc., 
Clyde, O.; Hamlin Motor Co., Med- 
ford, Ore.; Mock’s Mercury Motors, 
Corvallis, Ore.; European Motors, 
Denton, Tex., and Graton Service, 
Inc., Grafton, Wis. 

- * 


Jaguar Signs 
Six Dealers 


NEW YORK.—Jaguar franchises 
have been signed by six more U.S. 
dealers. 

They are: Grady Sports Car Cen- 
ter, 308 St. Louis St., Mobile, Ala.; 
McGregor-Smith Motor Co., Inc., 
288 Groveland St., Haverhill, Mass., 
and Casey Lincoln-Mercury, 1830 S. 
Eighth St., Wisconsin Rapids, Wis. 

Also, Barnard Motors, Inc., 419 
N. Walnut St., Bloomington, Ind.; 
Frank Smith Sport Car Sales, 705 
Yellowstone, Idaho Falls, Id., and 








Cleveland Rd., Sandusky, O. 
€ *” + 
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Easterby Sole Owner 

GREENVILLE, 8S. C.—All stock 
of Easterby-Thackston, Inc. 
(Dodge-Plymouth), 556 W. Wash- 
ington, has been purchased by 
A, H, Easterby, who has been 
associated with the dealership 
since 1931, The new firm will be 
— as A, H. Easterby Motors, 

c, 

+ * * 


L-M for Jarold-Pearson 


HOUSTON.— Dr. Howard W. 
Jarold and R. M. Pearson have 
purchased Metro Lincoln-Mer- 
cury Co., 1420 Lincoln S8t., and 
are operating it as Jarold-Pear- 
son Motor Co. 

* 










* * 


Ward Adds 3 Lines 


Ward Motors (Buick), has added 
Pontiac, GMC and Hillman, 
* 


* * 










Triumph Names Mastin 


FORT WORTH.—Mastin Motor 
Co, has been appointed Triumph 
dealer here. 


Letterbox 


(Continued from Page 14) 


the retail contract is purchased. 
The independent companies ask for 
recourse on older models where 
GMAC will buy the same older 
models on a non-recourse basis. 

As to the statements by inde- 
pendent finance men saying that 
GM divisions would not cooperate 
with them as well as GMAC—that 
just is not the case. As a matter of 
fact, I had more difficulty getting 
set up with GMAC than I had at a 
local bank when I used that source. 
They also mention GMAC allowing 
the dealers to carry higher inven- 
tories. They have consistently held 
me back from the inventory I used 
to carry and the inventory I would 
like to carry at the present time. 

If you independent finance men 
think GMAC is tough and unfair 
competition, separate them from 
GM and find yourself having 
them call on Ford, Chrysler, 
American Motors, Studebaker- 
Packard and independent used- 
car dealers instead of being con- 
fined to GM dealers only; then 
go ahead and yell. 

Maybe they should offer their 
services to every dealer in the in- 
dustry right now, The volume they 
have was won by service and the 
price at which these services were 
offered. This service is all any 
lender can offer along with a favor- 
able interest rate on his money. 

Now if any of you independent 
finance men who are yelping so 
loud want more business and will 
finance my customer accounts at 
the same rates at GMAC without 
recourse, at the same insurance 
rates, pay the reserves when you 
purchase the contract and offer a 
lower wholesale interest rate than 
I am paying now, I may be reached 
by you or by the Honorable Sena- 
tors before-mentioned at my busi- 
ness address.—Wu.uam J. Lpppi, 
Bill Liddie Buick Co., Owosso, 
Mich. 


* 
Not the Last 

In your May 18 issue you reported 
the death of Edgar Apperson and 
stated he was the last of the 
pioneers who built cars prior to 
1900. 

There are two other men still 
alive—one is J. Frank Duryea who, 
with his brother, the late Charles 
E. Duryea, manufactured cars prior 
to 1900; and the other is George 
Dorris, St. Louis, who was very ac- 
tive in the manufacture of different ; 
makes of cars, including the St. 
Louis and Dorris. — Fioyp CLyYMER, 
Los Angeles. 


ADVERTISEMENT 
CONVICTED 


of furnishing 
auto dealers with 
“best advertising 
ever used” as re- 
ported by clients. 
Sample low cost 
“columnist” type 
ads available for 
the asking. Sole 
rights may be 
yours. Write 
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Financial 





The highest sales for any quarter 
in the company’s history and a 
56% percent increase in earnings 
were achieved by Goodyear Tire & 
Rubber Co, in the first quarter, 
Chairman E, J. Thomas announced. 

Consolidated net sales for the 
first quarter were $370,572,209, an 
increase of 20.2 percent over sales 
of $308,279,703 for the first quarter 
of 1958. 

Estimated net income for the 
first quarter rose to $16,996,790, 
compared with $10,857,506 in the 
corresponding period last year. 

+ * + 


Flintkote Sales Set Record, 


But Earnings Fall Below °57 


Sales of Flintkote Co. and sub- 
sidiaries rose slightly to a record 
high level during 1958, but net in- 
come declined. The company pro- 
duces building products. 

Consolidated net sales for 1958 
aggregated $156,172,630, compared 
with $155,131,213 in 1957. Net in- 





Front 


come for 1958 amounted to $7,536,- 
066, compared with $8,365,403 the 
previous year. Flintkote said the 
1957 income was enhanced by a spe- 


cial tax credit of $1 million. 
+ + * 


Auto-Lite Profit Triples 
As Sales Dip in Quarter 


First-quarter earnings for Elec- 
tric Auto-Lite Co. were reported as 
slightly more than three times 
those of the like period a year ago. 

Net sales for the quarter were 
reported.as $41,889,173 and net 
earnings as $1,968,583. This com- 
pares with sales of $44,239,107 and 
earnings of $644,787 for the first 


quarter in 1958. 
+. * * 


Black & Decker Acquires 


Master Pneumatic Tool 


Robert D. Black, chairman and 
president of Black & Decker Mfg. 


formation of a subsidiary, Master 
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| Dower Corp., that has acquired the 


operations of Master Pneumatic 
Tool Company, Inc., Bedford, O., 
and Master Pneumatic Tools (Can- 
ada), Ltd., Toronto. 

Operations of the subsidiary will 
be directed by Leonard J. Roll, 
vice-president and general man- 
ager. He formerly was secretary- 
treasurer of Master Pneumatic 
Too] Co., Inc. Harry L. Williamson 
jr., formerly manager of the Spe- 
cial Products division of Black & 
Decker, is general sales manager 


of the new unit. 
* = * 


Sheller Sales Climb 


Tom Bradley, president, Sheller 
Mfg. Corp., told shareholders that 
sales for the first quarter of 1959 
were approximately $11,350,000, 
compared with $6,751,359 for the 
corresponding period of 1958. 

* * 


| Air Reduction Notes Rise 
\In Sales and Earnings 


Sales and earnings during the 


| first quarter of 1959 were higher 


than the levels established in the 
first quarter of 1958, John A, Hill, 
president of Air Reduction Co., 


|Co., Towson, Md., announced the) Inc., told shareholders today, 


First-quarter sales were $47,935,- 


728, a 10.8 percent increase over the 
sales of $43,254,129 in the first quar- 
ter of 1958. Net income was $3,748,- 
969, an 11.2 percent increase over 
the net income of $3,370,716, in the 
1958 period. 


> * 


Minnesota Mining Reports 


Its Second-Best Quarter 


First-quarter sales of $102,361,998 
and earnings of $13,191,419 have 
been reported by Minnesota Mining 
& Mfg. Co. For the like period in 
1958, sales totalled $85,207,362 and 
earnings $7,899,374. 

Herbert P, Buetow, 3M president, 
said first-quarter results were the 
second best in the company’s 57- 
year history, exceeded only by last 


year’s fourth quarter. 
* 


Pittsburgh Plate Strike 


Cuts Sales, Earnings 


Pittsburgh Plate Glass Co. re- 
ported sales of $110,266,660 for the 
first quarter of 1959, compared with 
$117,306,151 for the first quarter of 
1958. 

Net earnings for the 1959 quarter 
were $3,730,236, compared with $5,- 
068,336 for the first quarter of 
1958. Earnings were impaired by 








<> | SARAN FIBERS 





Fishin’ Expert 


... it’s easy to show him why saran seat covers are a prize catch for rugged 
service and long wear. Time-tested saran seat covers fit better, look better and 
last longer because they resist wear, tear, spills, sagging and cupping. 


The most salable seat covers are S ARAN 


. . . She'll quickly approve the tasteful, attractive appearance of saran seat covers. 


Fashion Expe 


rt Then explain that saran weaves stay colorful because the color is built into every fiber. 
Woven to “breathe”, saran fabrics are more comfortable, summer and winter. 





Yes, America’s favorite seat cover fabric is time-tested saran. Saran seat covers offer all 
your customers the ultimate in value. Stock them, display them and you’ll see how profitable 
it is to sell what most people want . . . saran. 


THE DOW CHEMICAL COMPANY ¢ MIDLAND, MICHIGAN 


i, 
the long glass strike which ended 
Feb, 16. 


Associated Spring 
Associated Spring Corp., 
quarter, 1959 vs. 1958: Sales, gi. 
144,886 and $9,778,025; earnings 


$462,023 and $41,220. 
eo) es 


American Metal Products 


American Metal Products 
first quarter, 1959 vs. 1958: Sales 
$14,742,000 and $12,429,000; earnings 
$701,501 and $607,326. 

* * * 


Dover Reports Increase 
In Sales and Earnings 


First-quarter sales of Dover 
| Corp. amounted to $8,313,702 
| compared with $5,695,083 in the 
1958 period. 
| Net earnings amounted tp 
$576,974, compared with $381,119 
@ year ago. 

* a * 


Higher Sales and Earnings 
| Reported by Cooper Tire 


Cooper Tire & Rubber Co. had 
first-quarter net sales of $7,358,713 
and net income of $219,761, com- 
pared with sales of $6,132,265 and 
a net of $79,779 in the same period 
a@ year ago. 

Results for the first quarter this 
year are better than any previous 
first quarter and reflect the effect 
of additional capacity installed dur- 
ing 1958, but not in use during the 
early part of that year, the com- 
pany said. 





* * + 


Stewart-Warner Profit 


Up 48 Pct. for Quarter 


Stewart-Warner Corp, reported 
net income of $1,740,871 for the first 
quarter of 1959, up 48 percent from 
the 1958 first-quarter earnings of 
$1,173,589. First-quarter earnings 
were within 7 percent of the record 
level attained in the first quarter 
of i957, 

Consolidated net sales for the 
first quarter totalled $26,985,845, up 
16 percent over the first quarter of 
1958, when sales were $23,356,946. 


* * * 


Arvin Industries 


Arvin Industries, Inc., Columbus, 
Ind., first-quarter report, 1959 vs. 
1958: Earnings (approximate), 
$513,273 and $35,961; net sales, $15,- 
938,426 and $11,188,072. 

* * ” 


Sheller Reports Earnings, 
Sales Up in First Quarter 


Sheller Mfg. Corp. reported first- 
quarter sales amounted to $11,330,- 
171, compared with $6,751,359 for 
the first quarter of 1958. 

Net income after taxes for the 
quarter amounted to $381,935, in 
contrast to $5,895 a year ago, the 


firm said. 
* cd * 


Motor Wheel Reports Gain 


In Sales and Earnings 


Net income of Motor Wheel Corp. 
in the first three months of 1959 
was $173,958, compared with the 
$68,405 earned in the initial quarter 
of 1958, M. F. Cotes, president, re- 
ported. 

Sales amounted to $14,685,847, 
compared with $14,140,158 in the 
like 1958 period. 


* = * 


Commercial Solvents 


Commercial Solvents Corp., New 
York, first-quarter report, 1959 vs. 
1958: Net earnings, $665,680 and 
$357,271; sales, $15,787,406 and $13,- 
294,254. 

x * * 


Corning Glass Works 
Corning Glass Works and sub 
sidiaries, first-quarter report, 1959 
vs. 1958: Sales, $43,108,268 and $36,- 
976,719; earnings, $5,756,754 and $3,- 
189,152. 


+ * * 


Collins & Aikman 


Collins & Aikman Corp., New 
York, manufacturer of fabrics and 
yarns, annual report, 1958 vs, 1957 
(fiscal year ended Feb. 28): Sales, 
$45,360,000 and $40,188,000; earnings, 
$1,168,000 and $847,000. 

x ~ * 


Van Norman Industries 


Van Norman Industries, Inc., 
New York, first-quarter report, 
1959 vs. 1958: Earnings, $200,296 
vs. losses of $129,374; sales, $10,- 
665,687 and $9,800,472. 
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Sealership on the Auction Block ... 
‘Going, Going, Gone’ for Detroiter 


By John K. Teahen Jr.- 
Staff Writer 


DETROIT.—An auto dealer, quite 
naturally, doesn’t like to think 
shout going out of business. But 
many 4 retailer occasionally must 

ey the premises and wonder, 
“What would I do with all this 
stuff if I were to close the doors?” 

The factory or other dealers 
often will take over the outgoing 
dealer’s stock of new cars and 
parts, and used cars can be dis- 

of at auto auctions, But 
how about tools, shop equipment 
and office furnishings? 

The public auction has helped 
many retiring dealers meet this 
problem. It has three distinct ad- 
yantages—the dealer has his money 
(cash) 24 hours after the sale ends, 
everything is sold at one time and 
everything is removed within 24 
hours. 

Such an auction was staged re- 
cently at W. T. Wilson Sales & 
Service (Studebaker) here. A for- 
mer Oldsmobile dealer, Wilson 
switched to Edsel when that line 
was born and transferred to Stude- 
baker last October. 

Proceeds of the Wilson sale were 
not announced, but dealers attend- 
ing the auction commented that 
“this stuff is bringing good prices.” 

The auction, conducted by Nor- 
man Levy Associates; Inc., was 
scheduled for 11 a.m., but buyers 
began arriving long before that 
to look over the items up for sale 
and to decide which ones they 
would like to bid on. 

In all, 162 would-be buyers regis- 
tered and total attendance, includ- 
ing the curious, was about 300. 
About 40 or 50 new-car dealers 
from Detroit, outstate Michigan 
and Ohio were on hand, plus many 
service-station owners and inde- 
pendent garagemen. 

Successful bids ranged from 50 
cents for a fluorescent light and 
fixture to $625 for a front-end- 
alignment machine. A paint booth 
brought $475 and a Van Norman 
brake-drum lathe and accessories 
was knocked down for $470. 

Other big-ticket items included 
$425 for a 7%-ton Frigidaire air 
conditioner in the showroom, $325 
for a five-horsepower Quincy air 
compressor, $300 for a Sun distri- 
butor tester and $220 for a John 
Bean Visubalancer. 

One buyer picked up 22 boxes 
of shotgun shells for $1.95 per 
box, while another carted off five 
bags of sawdust for $1.50. A third 
bidder became the owner of six 
trash cans for $2 apiece. 

No automobiles were auctioned. 


Norman Levy jr., of the auction 
firm, said his company staged auc- 
tions for about 35 Detroit-area 
dealerships last year and has han- 
died about 95 percent of such 


Mass. Dealers 
Urge Neighbors to 
‘Ax The Sales Tax’ 


BOSTON.—A campaign to “ax 
the auto sales tax” has been waged 
by members of the Massachusetts 
State Automobile Dealers Assn. 
Target of the drive was the 3 per- 
cent limited sales tax advocated by 
Gov. Foster Furcolo. 


Through personal contact and 
newspaper advertisements, dealers 
urged their neighbors to visit 
them and learn how they may par- 
ticipate in the protest against en- 
actment of the measure. 

In an appearance before Massa- 
chusetts Joint Legislative Commit- 
tee on Taxation, William A. 
Plunkett, MSADA executive vice- 
President, labelled the bill “grossly 
unfair to the motoring public.” 

Plunkett said the tax would cost 
Motorists $27 million a year. He 
based his estimate on the $900 mil- 
lion annual volume of Massachu- 
Setts new-car dealers. 

And, Plunkett added, the $27 mil- 
lion would be over and above the 
$239,212,000 which Massachusetts 
motorists already pay the tax col- 





lectors. 








events in the area during the last 
five years. 

The auctioneer, he said, works on 
a commission basis (about 10 per- 
cent) plus expenses like advertising 
and labor, The Levy organization 
has handled machinery and equip- 
ment auctions for several industrial 
concerns. 

Levy said one secret of a success- 
ful auction is knowing how to 
ticket the items and where to place 
them —that is, knowing whether 


Outdoor Auto-Boat Show 


Staged by Provo Dealers 


PROVO, Utah.—‘“It’s Outdoor 
Living Time” was the theme of a 
one-day auto and boat show spon- 
sored by the Provo Automobile 
Dealers Assn, and Provo boat deal- 
ers. 

Twenty-seven ’59 autos and a 
dozen boats were displayed on 
downtown streets. 





TO SELL TH 
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similar items should be offered in- 
dividually or as a group and de- 
termining the sequence in which 
the lots should be sold. 

The auctioneer also must know 
what a specific piece of equipment 
is worth so he can get a representa- 
tive price for it. 

That last bit of advice is especi- 
ally important, because the auc- 
tioneer is dealing with experts, 

At the Wilson sale, a Detroit 
dealer eyed three hydraulic jacks 
and remarked to an acquaint- 
ance: “Those two 8,000-pounders 
ought to bring about $90 each, 
but that other one is an old 
model; it’s not worth more than 
$15.” 

The auctioneer began his chant. 
He sold the first jack for $90, the 
second for $85 and the third for $15. 

The dealer smiled broadly. The 
acquaintance looked at him with 
respect—considerable respect. 


LEETS.. 








Dodge Honors Veteran Dealers— 


Two Indianapolis Dodge-Plymouth dealers, Capitol Motors and Fadely-Anderson, 
Inc., have received plaques for serving as Dodge dealers for 25 years or more. 
At the presentation were, from left, R. T. Cox, Dodge Cincinnati regional manager; 
Joseph M. Block, president, Capitol Motors; H. Ellison Fadely, president, Fadely- 
Anderson, and Robert Stonecipher, Dodge Indianapolis district manager. 








= operators want facts before they buy dump 
trucks. The dealer who comes up with a specific 
proposal on complete dump truck units has a real 


sales advantage. 


Your Heil distributor can work out the best 
combination for any truck chassis — axle weights 
and load distribution, body capacity and overhang 
—to deliver the biggest possible legal payload in 


any area. 


A proposal that eliminates guesswork — that 
unmistakably pinpoints the hauling ability of each 
truck unit — is bound to appeal to the shrewdest 


fleet prospects in 


your territory. And here’s a 


closing angle: fast delivery! Your Heil distribu- 


tor has body and 


hoist units in stock, and he’ll 


furnish speedy mounting service, too. 

Team up with this expert for real help on fleet 
sales. He represents HEIL — a manufacturer 
contractors and fleet owners know and trust for 
dependable quality in truck equipment. 


Tue HEIL co. 


eee See eee Re eee See ey 


FREE SERVICE! 


Use coupon for specific facts 
that help sell dump trucks! 


Fill out and mail coupon to the Heil Co., Mil- 
waukee 1, Wis., for free recommendation of best 
payload combination of dump body and hoist 
with your truck chassis for your state load laws. 
Weight distribution chart will be furnished by 
your authorized Heil distributor. 


* 
! 
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Perrier tet) 





TRUCK FACTS: 

Make and model: 
Wheel base and C/A Of C/T: .....ssssssssnssensseneesestessenseneenensnns 
Curb axle wis: Front 


Rear 


Body preference: Steel (] Aluminum [1 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


57 = °68 
dune 


"57 =°58 
duly 


"57 =°58 
Aug. 


"57 «58 
Sept. 


"57 =*6S 
Oct. 


"57 


Nov. Dec. 


# 


"58 "57 =°58 "58 


dan. 


"58 7°59 "68 759 


May 


Prices of '58s added and '50s dropped in December, 1957. Prices of '59s added and '51s dropped in December, 1958. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 

> 


CALDWELL, N. J. 


Skyline Auto Auction. Sale every Thurs- 
day. Prices are for sale of May 14. Open- 
ing day sale was sensational; market 
strong. Buyers and sellers react very 
favorably to U. S.’s newest and most mod- 
ern auction facilities. 

BUICK—’57 Century Riviera sedan, $1,- 
505* (ps); Super Riviera sedan, $1,- 
500* (ps); RM Riviera sedan, $1,495* 
(ps); Special Riviera sedan, $1,375° 


(ps). 

"55 Super Riviera coupe, 
Special Riviera coupe, 
2-dr., $535. 

‘53 Super Riviera coupe, 
Riviera coupe, $400°*. 

52 Special Riviera coupe, 

CADILLAC—’57 (62) 4-dr., 

"54 (62) 4-dr., $1,235° (ps). 

CHEVROLET—’58 Impala (8) sport coupe, 
$2,125* (ps); Brookwood (8) station 
wagon, $1,685*, $1,610°; Biscayne (8) 
4-dr., $1,620, $1,500, $1,450, $1,415, 


$765° 
$735*, 


$430°; 


(ps); 
$630°; 


Special 


$165*. 


$2,575* (ps). 


COLORADO 


COLORADO AUTO AUCTION 
LITTLETON, COLO. _ 


fg oe - 
Cassell—Cerroll 


Sale E 
Owners: Francis R. 
Phone Denver: SUnset 1-7821 


Denver, Cole. 
Auctioneers: 
ee ae Cat ae 


Greenw 
All cars paid for our own check through 
The Bank of Denver 


Denver Auto Auction 
4% South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 
Auctioneers: Geo. Workman—Bill Hauschildt 
Titles and Checks Guaranteed 


CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our |2th year 
of continuous operation. 
Sale every Wednesday 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 


FLORIDA 


DAYTONA BEACH — Fiorida Auto 
Auction. City Airport. Tues. 11 
A.M. Dealer-owned. Dealers only. 


Crossroads 


~ , «+ where they meet . . . buyers 
and sellers . . . new and used car 
declers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 


You will reach both groups through 
an ad in Automotive News. 


$1,410*; Bel Air (6) 
(ps). 

'57 Bel Air (8) 4-dr., $1,350*; Two-ten 
(8) 4-dr., 2 at $1,200*, $1,170*, $1,- 
155, $1,150, $1,135, $1,130, $1,110, $1,- 
095, $1,060; 2-dr., $1,050. 

56 Two-ten (8) 4-dr., $1,060*%; Two-ten 
(6) Delray sedan, $225; Bel Air (6) 
4-dr., $1,030°*. 

’55 Bel Air (6) 2-dr., $180*. 

'53 Two-ten 4-dr., $300, $290 (ps). 

’51 Deluxe 2-dr., $105. 

CHRYSLER—'53 NY 4-dr., $250. 
DeSOTO—’'53 4-dr., $225°*. 

DODGE—’'56 Sierra station wagon, $1,020*. 
’53 Coronet (6) Hardtop 2-dr., $240°*. 
FORD—’58 Fairlane (8) 500 4-dr., $2,- 

050°. 

’57 Fairlane (6) 
(6) 300 2-dr., $960. 

"56 Custom (8) station wagon, $1,225* 
(ps); Country Squire (6), $1,150; Fair- 
lane (8) conv., $1,085* (ps); Main (6) 
2-dr., $655, $600. 

'55 Custom (6) 4-dr., $560°; 2-dr., $490; 
Fairlane (6) 4-dr., $450. 

"54 Custom (8) 4-dr., $440*; $350; 
Custom (6) 4-dr., $135. 

"53 Crest (8) Victoria coupe, $525* (ps): 
Custom (8) 4-dr., $325; Main (6) 2- 
dr., $175. 

*52 conv., $250°. 


MERCURY—’57 Monterey Hardtop, $1,360* 
(ps). 


4-dr., $1,490° 


2-dr., $1,185; Custom 


2-dr., 


INDIANA 


INDIANAPOLIS—Indianapolis Auto 
Auction, P.O. Box 24007. Wed. 11:00 
A.M. Dual Ring. CHapel 4-9546. 


MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 


MICHIGAN 


Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 


“DUAL RING" 2 lines running simultane- 
ously. 


Conveniently located in the heart of the 
automobile world. 


Ten acres of completely fenced parking 
rea. 


Always a fine selection of sharp cars. 
Friendly relations prevail at all times, 
Congenial auctioneers. 

Fair management. 


MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M. D. McCollum, Vice-President and Mana 
3711 Western Road Phone CEdar ?. 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 


INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 


"56 Monterey Hardtop, 

’55 Custom 2-dr., $460. 

54 Monterey Hardtop, $575*; 
$450°. 

‘53 Custom 2-dr., 

$240°. 

’51 4-dr., $100. 
NASH—’55 Statesman 4-dr., 
OLDSMOBILE — '57 (98) 

$1,720* (ps). 

'56 (85) 4-dr., $1,160* (ps); 

’55 (88) Holiday coupe, $845* 

dr., $800*. 
$370° 


’53 (88) 2-dr., 
$300°*. 
PACKARD—’55 Clipper 4-dr., 
PLYMOUTH—’'57 Belvedere 
$1,300*; Savoy (6) 


$1,080°. 
4-dr., 
$250°* ; 
$440. 
Holiday sedan, 


$975°*. 
(ps); 


4-dr., 


4- 
(98) 
$500°. 


(6) Hardtop, 
4-dr., $1,035°. 


(ps) ; 


(ps); Savoy (6) 2-dr., 

’54 Plaza 4-dr., $370°*. 

‘52 Cambridge 2-dr., $130. 

PONTIAC—’57 Star Chief conv., 
(ps). 

"56 Chieftain 
(ps); 
(ps). 

’55 Chieftain Catalina coupe, $800*; 
Chief Catalina coupe, $685* (ps). 

RAMBLER—’55 Custom (6) Cross Country 
station wagon, $870*. 

STUDEBAKER—’'59 Regal (6) 

| wagon, $2,085*; Deluxe 2-dr., 


WILLYS—' 55 4-dr., $395°. 


$600. 


$1,700° 


station wagon, $1,200* 


Star | 


station 
$1,485. 





MISSISSIPPI 


JACKSON — Greater Jackson Auto 
Auction, Wilmington St., Box 8468. 
Wed., 12:30. Check, Title Guarantee. 


MISSOURI 


ST. LOUIS AUTO 
AUCTION BARN, INC. 


3807 Easton Ave. 
St. Louis, Mo. 


Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 
300 TO 400 CARS 


We Issue Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
Twin Ring Selling 


NEW JERSEY 


OES TRS hs 13.8 0133 
NO sihacahat anor 


0 


sis TNT a ee 


NATIONAL AUTO 
DEALERS EXCHANGE 


North-East-South-West — Automotive News' ID a le on 
“Leading Used-Car Auction Directory" gives the sale day and time of top Auto| RALEIGH — Mann’s Auto Auction 


Auctions EVERY WEEK. 


Star Chief Catalina coupe, $930* | 


Monterey 4-dr., | 


'56 Suburban (8) station wagon, $1,085* | 


(Copyright, 1959, by Automotive News) 


‘53 Jeep station wagon, $450, $425. 
MISCELLANEOUS—’57 Dodge %-ton panel 

truck, $660. 

’56 Ford %-ton truck, $640. 

'53 Ford %-ton truck, $305. 


CHICAGO 


Arena Auto Auction. Sale every Tuesday. 
Prices are for sale of May 19. Market off 
on late models and high priced cars. Sold 
421 cars from 656 consignments. 


BUICK—’59 Invicta station wagon, 

200° (ps). 
'58 Super Riviera, $2,030* 
‘57 Super Riviera 4-dr., $1,555* 
Special 4-dr., $1,475*, $1,275*; 
tury Riviera 2-dr., $1,385* (ps). 
"56S Century Riviera, $1,135*; Special 
Riviera, $1,030*, $935* (ps); RM 4- 

dr., $850° (ps). 
’55 Special conv., $1,000*, $915° 
Riviera, $830*; 4-dr., $740*; 
$785*, $755°; 


$3,- 


(ps). 
(ps); 
Cen- 


(ps); 
Super 
Riviera, $920*, conv., 
$790* (ps). 

$825* (ps); Riviera, $560* 


"54 RM 4-dr., 
(ps), $430* (ps); Century Riviera, 
$3,- 


$635*; Super 4-dr., $515°*. 
$3,585* (ps), $3,460° (ps); 





| CADILLAC—'58 (62) sedan de Ville, 
650° (ps), 
4-dr., $3,455*. 
’57 (60) Special 4-dr., $2,830* (ps); (62) 
Hardtop 


coupe de Ville, $2,725* (ps); 
4-dr., $2,575° (ps). 


NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Auto Auction 
Albany 5, N. Y. 
Monday — I! O'Clock 
80 car sale average 

All Titles ard Checks Guaranteed 


Eve 


GREATER NEW YORK 

AUTO AUCTION, INC. 

(Exit 31—Merrit Parkway) 
Bedford-Banksville Road, Banksville, N. Y. 


Sale Every Tvesday—12 Noon 
Auctioneer—CARL MARKER 


Guaranteed Checks and Titles. 
Phone—BEdford Village 4-3100 


NEW YORK CITY'S 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured. 
EVERY TUESDAY 12:30 P. M. 
ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


Tel. CApitol 8-0100 
Auction: avid B. Spielman 
John W. Becker 


LAFAYETTE—Syracuse Auto A 
Center of Empire State. Check an 
Title Protection. (Wed.). 


NORTH CAROLINA 


Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


"56 (62) sedan de Ville, 
conv., $2,060* (ps), $1,860* 
dr., $2,025* = $2,000° 
dr., $1,520* (ps 

’55 (62) conv., cL, 875° (ps) ; 
480° (ps). 

*54 (62) 4-dr., $1,125* (ps). 

’53 (62) 4-dr., $700*. 

CHEVROLET—’59 Impala (8) cony., $2,. 
575* (ps); Impala (6) Hardtop ‘4. 
$2,330* (ps); Bel Air (8) 2-dr., g” 
175*; Biscayne (8) 2-dr., $1,900, ’ 

58 Corvette (8), $2,825°, $2, 130° (pg), 
Impala (8) conv., $2,255*, $2,070*, go’ 
015*; Hardtop, $2,180*, $2,095, i. 
850* (ps); 2-dr., $2,125* (ps); Nomaj 
(8) 4-dr., $2,250° (ps); Brookwood (8), 
$1,895*, $1,770*, $1, 650; Bel Air (8) 
4-dr., $1,850* (ps); Hardtop 4-¢r, 
$1,800* (ps); Bel Air (6) 4-dr,, a. 
750*; Yeoman (8), $1,855*; Bisea; 
(6) 2-dr., $1,690* (ps), $1,600; Dey 
(8) 4-dr., $1,580*; 2-dr., $1, 475, 

’57 Bel Air (6) 4-dr., $1,530* (ps); 9. 
dr., $1,280*; Bel Air (8) station Wagon, 
$1,510*; conv., $1,305; Hardtop 4-dr., 
$1,180*, $1,135* (ps); Two-ten (8) 9. 
dr., $1,340*; 4-dr., $1, 090; Two-ten (6) 
2-dr., $1,310, $1, 215*; station Wagon, 
$1,275*; One-fifty (8) station w 
$1,250*: One-fifty (6) 4-dr., $1,205; 2. 
dr., $1,035. 

56 Bel Air (8) Hardtop 4-dr., 
(ps), $1,150*%, $915*; 4-dr., 
2-dr., $1,070*; Hardtop 2-dr., 
Bel Air (6) Hardtop 4-dr., 
Two-ten (6) 4-dr., $925°*; 
4-dr., $870*. 

‘55 Bel Air (8) 4-dr., $985*, $890*, $859», 
$725°*, $705*; 2-dr., $880; Hardtop, 
$775*; Two-ten (6) 2-dr., $90 
$760*, $750°*; 4-dr., $740; Two-ten (8) 
4-dr., $675*; One-fifty (8) station 
wagon, $730. 

’54 Two-ten 4-dr., $555°*. 

CHRYSLER—’57 Windsor Hardtop, $1,389 
(ps). 

’55 Windsor 4-dr., $750*. 

DeSOTO—'57 Firedome Hardtop 4-dr., 
600* (ps); 4-dr., $1,290* (ps); Fire 
sweep Hardtop 4-dr., $1,450* (ps). 

DODGE—’57 Royal (8) Hardtop, $1,555* 
(ps); Custom Royal (8) conv., $1,510* 
(ps); Hardtop, $1,435* (ps), $1,200 
(ps); Coronet (8) 2-dr., $1,085*, 

’56 Coronet (6) 4-dr., $570*. 

’55 Royal (8) Hardtop, $830*. 

’54 Coronet (6) 4-dr., $365°. 

EDSEL—’58 Citation conv., 
Pacer 4-dr., $1,450*; 
$1,275* (ps). 

FORD—’59 Thunderbird (8), $3,975* (ps), 
$3,600* (ps), $3,535* (ps); Galaxie (8) 
4-dr., $2,400*, $2,365*; Custom (8) 300 
4-dr., $2,100°*. 

’58 Fairlane (8) 500 conv., $2,090*, $1, 
995*, $1,950* (ps), $1,700° (ps); Vie 

$1,845* (ps), $1,- 


toria, $1,905* (ps), 
755* (ps); Country sedan (8), $2,050° 
$2,350* ; 


(ps). 

’57 Thunderbird (8), 
(8) 500 Victoria, $1,835* (ps), $1,510*° 
(ps), $1,350° (ps); conv., $1,690°, $1,- 
675* (ps), $1,410* (ps), $1,400* (ps), 
$1,385* (ps); 4-dr., $1,365° (ps), $1,- 
325°; Country Squire (8), $1,650*; 
Ranch wagon (8), $1,265*; Custom (8) 


(Continued on Page 46, Col. 1) 


$2,080* (oe); 


(Pas 
(ps); 


2-dr., 3 


$1,235* 
$1,179*. 

$975°: 
$1,115*: 
Two- -ten (8) 


$1, 


$1,635* (ps); 
Ranger Hardtop, 


Fairlane 


PENNSYLVANIA 


MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 


%& Dual Lane Selling 
%& Auction Checks 
¥* Titles Guaranteed 


Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 


—— 


PENNSYLVANIA 
CORRY AUTO AUCTION 


Route 6, Corry, 
EVERY FRIDAY.i :00 P.M. 
Guaranteed Checks— 
Guaranteed Titles 


TENNESSEE 


JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 


— 


WASHINGTON 


RN 


SOUTH SEATTLE AUTO AUCTION 
10844 E. Marginal Way 


Seattle 88, Wash 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 


HIGH MARKET AREA 
Write for free accurate market reports 
Bill Johnsen Bob McConkey 


En 
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Not 


“oil Sale 
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In a country-by-country report on 
the Pan-American Highway from 
Mexico City to Panama City, the 
American Automobile Assn. has ad- 
yised affiliated motor clubs that 
safe and comfortable tourist travel 
by car on the long-projected route 
js several years away. 

Russell E. Singer, AAA executive 
vice-president, said “no significant 
progress has been made in the past 
year to alleviate highway bottle- 
necks and gaps in Guatemala and 
Costa Rica. 

“The status of other sections of 
the highway,” he added, “is such 
that AAA cannot recommend the 
trip to its members.” 

Singer said the following message 
has been forwarded to affiliated mo- 
tor clubs: 

“The trip by automobile along the 
Inter-American Highway through 
Central America is not recom- 
mended at this time. The highway 
itself is in poor condition, accom- 
modations and food service are 
inadequate, customs are still very 
annoying, and the points of interest, 
especially south of Guatemala, do 
not justify the effort and expense 
necessary.” 

“Only half the 1,100 miles of high- 
way from Mexico south to Panama 
City are paved,” Singer said. “The 
remaining passable mileage is dirt, 
gravel or stone. Many stretches of 
the highway are so rough that 
frequent car repairs are necessary.” 


Electronics Pilots 


Car in GM Model 
Of Automatic Road 


An automatic highway of the 
future — offering virtually fulltime 
electronic chauffeur service — has 
been unveiled in scale model by 
GM’s Research Laboratories. 

Adapted to Chicago-to-New York 
toll roads, for example, a driver 
would scarcely have to touch the 
steering wheel, accelerator or brake 
until he reached the Lincoln Tun- 
nel cutoff into Manhattan, except 
for fuel and rest stops. 

GM’s Auto-Control System takes 
over steering, speed control and 
obstacle detection, said Dr. Law- 
rence R. Hafstad, Research Labor- 
atories vice-president. 

Auto-Control was developed in 


Used-Car Notes 


PHOENIX, Ariz—The Arizona 
Used Car Dealers Assn., which rep- 
resents 100 dealers in the area, has 
voted to continue the Sunday clos- 
ing of car lots. 

Joe De Mascio, operator of Joe’s 
Used Cars, was elected president of 
the association at its meeting here. 
Other new officers are: 

Don Fann, manager of Fifth Ave. 
Motors, vice-president, and Larry 
Smith, operator of Larry Smith’s 
Auto Sales, secretary-treasurer, The 
three are Phoenix dealers. 

7 * * 


Legislation Affecting Dealers 


Outlined for Conn. Group 


WATERBURY, Conn.—Provi- 
sions of bills affecting auto dealers 
were discussed by Frank Fitz- 
patrick, Ansonia, at a meeting of 
the Greater Waterbury Used Car 
Dealers Assn. 

Fitzpatrick is president of the 
Connecticut Automotive Trades 
Assn, Carl Lane, secretary-treas- 
urer of the state group, also spoke. 

* a * 


Indiana Independents Reelect 


Hollingsworth President 


_INDIANAPOLIS.—W. V. Hol- 
lingsworth, president, Holly’s Motor 
Sales, has been reelected president 
of the Indiana Independent Auto- 
mobile Dealers Assn. 

Other officers include Donald 
Ross, Tipton, vice-president, and 
Eleanor Schaefer, Indianapolis, sec- 


retary-treasurer. 
* * * 


Lewandos Opens Lot 


BRISTOL, Conn.—Michael Lew- 
andos, president of Lewandos Ford, 
Inc., here, has opened a used-car 
outlet, Lewandos Motors, Inc., at 
634 New Park Ave., West Hartford. 












Highways & Safety 





cooperation with AR&T Electronics, 
Inc., he said. 

In addition to automatic steering, 
a sensing device speeds up or slows 
down cars automatically, depending 
on traffic or obstacles ahead. Also 
provided are warning lights for 
manually guided cars whose drivers 
might use the automatic lane for 
passing. The lights would warn that 
an Auto-Control car is nearby in 
the automatic lane. 

The system is a 1/40th scale 
model simulating a four-lane di- 
vided highway, with four miniature 
buses controlled by electrical sig- 
nals from the road. Auto-Control 
vehicles are steered by an electro- 
magnetic system similar in prin- 
ciple to that on Firebird III, said 
Hafstad. 


* * * 
Transportation, Traffic Units 
Combined by Northwestern U. 


The Traffic Institute of North- 
western University will be joined 
administratively with the Transpor- 
tation Center at Northwestern, ac- 
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cording to President J. Roscoe 


Miller. Heretofore the two organi- 
zations have been separate admin- 
istrative units within the univer- 
sity in Evanston, Il. 

Franklin M, Kreml, Transporta- 
tion Center director, will direct the 
combined operation. The Traffic 
Institute will become a division of 
the Transportation Center, retain- 
ing its own director and maintain- 
ing its present program. 

* 


N. Carolina Kills 


‘Must’ Ins pection 


A bill that would have provided 
for compulsory motor vehicle in- 
spection in state-licensed private 
garages was rejected by the North 
Carolina House Roads Committee. 


An inspection system was en- 
acted by the 1947 Legislature but 
repealed two years later, 

State Motor Vehicles Commis- 
sioner Ed Scheidt favored the 
measure, calling it a bill “we can 
administer with a minimum of in- 
convenience to the public. Experi- 
ence has shown that whenever 
legislation of this type has been 
| adopted, it has had a dramatic ef- 
fect on highway deaths and acci- 
dents.” 
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Automotive Executives Visit Lucas Exhibit— 


Top British automotive manufacturing executives are shown visiting the Lucas 
Electrical Services, Inc. stand at the International Automobile Show in New York. 
From left are G. H. Roost, general manager, Lucas Canada; Gordon Munroe, president, 
Rover Motor Co., North America; William G. Owen, vice-president, Lucas Electrical 
Services; Allen Bethel, president, Standard Triumph, Inc.; A. E, Birt, president, Hambro 
Automotive Corp.; Geoffrey Rootes, managing director, manufacturing division, Rootes, 





Ltd.; Brian James, Dunlop Tire & Rubber Corp.; John Dugdale, vice-president, British 
Automobile Manufacturers Assn., and F. M. S. Best, Rootes. 
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Every car owner is a prospect for this 
amazing new undercoating. Cork, one 
of nature’s most efficient insulating 








Car 


YOUR MARK-UP IS 


00o% OR MORE ON 


LION 


Nokorode 





UNDERCOATING 


the new, improved undercoat that insulates as it protects 


against rust, prevents squeaks and 
rattles, stops dust leaks and deadens 
road noises. 


materials, is a primary ingredient, 
bringing increased efficiency to both 


car heaters and air conditioners. Just 
one-eighth inch dry film thickness ap- 


WRITE TODAY FOR FULL DETAILS 
ABOUT LION NOKORODE CORK 


plied to the underside of a car will 


decrease heat loss or gain by 40%! 


In addition to its superior insulating 
qualities, Lion Nokorode protects 


@ Lio 
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A DIVISION OF MONSANTO CHEMICAL COMPANY 


UNDERCOATING AND HOW IT 
CAN OPEN A BIG, NEW PROFIT- 
ABLE MARKET FOR YOU... 


L COMPANY : 








LION OIL COMPANY 
A Division of Monsanto Chemical Company 
Dept. AN-N, El Dorado, Arkansas 


Please send complete information about Lion Nokorode Cork Under- 
coating and how it can increase my market and profits. No obligation, 
of course. 


EL DORADO, ARKANSAS ; 


2 aan cee ce eae cam ene eww ome ome ome oe om oe os ee 
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MISCELLANEOUS—’59 Ford -ton pick- dr., $575*. 

up, $1,475. ” . EDSEL—'58 Corsair Hardtop 2-dr,, ti. 

‘ . '55 Ford’ %-ton, $700. Model Breakdown ia 
° ——? underbir -dr., $3.4 

Used-Car Auction Prices FLINT Of Auction Averages °°!) siccit"Puinane ("dnt 

M April M 050° (ps); Country sedan (5), $1,945 

Flint Auto Auction. Sale every Wednes-| 4,04.) 1906 1088. 1959 $1,825*, $1,415* (ps); Custom (8) 34 

day. Prices are for sale of May 20. Per- e 2-dr., $1,410; Custom (8) 2-dr., $1,405, 

centage of sales were better than previous; 1959.............. $2,572 $2,739 $2,610 ’57 Fairlane (8) 500 Victoria 2-dr,, tL. 

(Continued from Page week, Prices remained unchanged, So ; 4-dr., $1, PS), $1,doe6 

Cc i d f P. 44) k, Pri ined h: d, Sold 195 1,890 1,956 1,971 oa ) i ar as, q 25) 

cars out of 293 consignments. (ps); Fairlane -dr., $1,250*, g | 

2-dr., $1,070*; Custom (6) 2-dr., $990. dr., $1,465* (ps), $1,375* (ps), $1,350° | pyroK—'58 Super Hardtop 4-dr., $2,370* 1,343 1,352 1,334 130*; 2-dr., $1,025*; Custom (8) + 
"56 Fairlane (8) Victoria, $1,180*, $1,- (ps), $1,170* (ps). ; (ps), $2,300° (pe); Special station 966 988 989 52 Or; $1,825, $1,140. ai 

085*, $990*; Fairlane (6) Victoria, ’55 (98) Holiday 4-dr., $1,165* (ps), . 2 * . .. $2,175*. ° airlane ) 4-dr., 0*; 

$950* (ps); station wagon (8), $1,050°; $1,050* (ps), ree (oe) (88) Super ‘o) aa eae gt ee, ph "Riviera 738 in oan Sienna — $810*, $799; 

-dr., 7 4-dr., 1,060*; lid 4-dr., “ane: ¢ H % 468 station wagon, , ’ 

55 “Thunderbird (), hr.600° (ps); Fair- $9708 cee), $900°; te, $950". si icor Gaaiee: Receal ear 81.408" 298 290 300 | °55 Fairlane. (8) conv., $665, $350; 4 
lane (8) Victoria, $1,035*, $875*; 4-| pLYMOUTH—'58 Suburban (8) 4-dr., $1,- $1,245. 218 194 218 oo eae” ho Ce ee: ee 
dr., $775°; 2-dr., $675; Fairlane (6) 650*; Suburban (6), $1,460* ’56 Super conv., $1,115* (ps); Special (8) 4-dr., $535°. 

Victoria, $770°; Country sedan (8),| ‘57 Fury (8) 2-dr., $1,490*; Plaza (6) 4-dr., $935*; Special Riviera 2-dr., 2 at —_— ———— a | (Of, Crest (8) Hardtop coupe, $65; 

$980, $900*, $780*; Custom (8) 4-dr., 2-dr., $845"; Savoy (6) 4-dr., $790*. $925*. Average $1,062 $1,091 $1,079 oe ry @), oe 

og wees: 2-dr., $570. ns '56 Suburban (8), $1,050°; Belvedere (8) | '55 Special conv., $930*; Special Riviera erevean te Pain 

54 Custom (8) conv., $540°*. Hardtop, $750*; 4-dr., $650*, 2-dr., $760* (ps), $750, $615, $440*; 3 I eho remiere 4-dr., $2,719: 

IMPERIAL—’57 Crown 4-dr., $2,125* (ps). '55 Savoy (6) 2-dr., $425, $375; Belve- Century Riviera 4-dr., $860*; 2-dr., 56 Bel Air (8) club coupe, $1,050*, $1,- ssmboint ee ectes iatte 
MERCURY — ‘SS Parklane sedan, §2,105° dere (6), $310*.  $700* (ps). . . 015*; sedan, $1,025*, $650°; Two-ten $2,060° (ps) ey station wagon, 

(ps); station wagon, $1,995*; Monterey | PONTIAO —’59 Bonneville 4-dr., $3,150* 54 Special 2-dr., $500, $450%, $400*, (8) 2-dr., $880; 4-dr., $835°; Two-ten| +57 Montclair club coupe, $1,460° 

Hardtop, $1,765*, $1,545°. (ps). $350; Century 4-dr., $500*°; Super 4- (6) sedan, $625. 156 Montclair 2-dr.. $1 eee a . 

57 Turnpike sedan, $1,475* (ps); Mon-| °'58 Chieftain station wagon, §$2,100*;| |_r., $225°. z '55 Bel Air (8) conv., $890° (ps); 4-dr.,| +55 Monterey sport coupe, $565*: 
terey Hardtop 4-dr., $1,475* (ps), $1,- 4-dr., $1,740*, $1,680*; Catalina, $1,- 53 Super 4-dr., $280*; Hardtop 2-dr., $850°, $825°, $795*; Hardtop, $740*:| +54 Monterey club coupe, $365°. — 
360°; 2-dr., $1,175*, $1,150*. 485° (ps).- $175*. Two-ten (6) 2-dr., $705; 4-dr., $565*, 53 Custom 4-dr., $200* 5 ’ 

"56 Custom Hardtop, $835*. ’*57 Star Chief Catalina 4-dr., $1,490* | CADILLAC—’57 (62) club coupe, $2,595° $515, $485; One-fifty (8) 2-dr., (mU-| or nsMaBILE—’58 (88) Super 4-dr 

’ ° *: (ps); 2-dr., $1,400* (ps); Catalina 2- (ps). nicipal), $600; 2-dr., $495. * *» $2,- 

55 Monterey Hardtop, $865*, $825*; . . » 300* (ps). 

Montclair 4-dr., $730* (ps). dr., $1,205*. 51 (62) coupe, $220*. 54 Bel Air 4-dr., $495* (ps), $430*, 55 (88) 4-dr., $880* (ps) 700°, $609 
53 Monterey 2-dr., $360 ’56 Star Chief conv., $1,120* (ps); Chief- | CHEVROLET—’59 Impala (8) conv., $2,- $275; Two-ten 4-dr., $400°*. $550°: 2-dr., $830° $550° ’ ’ 
oh Se aaa ian: ~ tain Catalina, $1,105*, $950°; 4-dr., 800%, $2,605*, $2,225* (ps), $1,980;| "53 Two-ten 4-dr., $390*, $315, $290,| .53°(98)' 4-ar.. $325* (ps). 

0 a inaae a is i. ae. & el $925* (ps). i fnar., $2,200. : $220; 2-dr., $335, $225; Bel Air 2-dr.,|pyyMouTH—'59 Fury Hardtop, $2,319 
2° : * ~~ 2° , 55 Star Chief conv., $850*; 4-dr., $825*; 58 Impala (8) club coupe, $1,950*, $1,- $200. j ‘ (ps). 

275° (ps); (88) Holiday, $2,330° (ps), Chieftain 2-dr., $500°. 900*; 2-dr., $1,705*; Bel Air (8) 4-|CHRYSLER—’'55 Windsor 4-dr., $620 '58 Plaza (6) 4-dr., 2 at $1,085 

Pa ee, ee RAMBLER—’59 American (6) 4-dr., $1,- dr., $1,720° (ps), $1,675*; Biscayne (8) (ps); club coupe, $560°. 57 Belvedere (8) Hardtop 4-dr., $1,289 
’57 (88) conv., $1,805* (ps); Holiday 4- 800: 2-dr., $1,570 ; : 4-dr., $1,630*. ’53 Windsor club coupe, $235*. (ps); 2-dr., $1,115*; Savoy (8) 4dr 

Saabs Ged wh oe ips); a 157 aan 6a. catia wagon, $1,470° ’57 Two-ten (8) station wagon, ee ‘53 a oy wagon, Ee’. $1 030° $845 ; ’ 

. (ps); esta, ’ Ps); ‘ , , : $1,540*, $1,515*, $1,485*, $1,400, ” 4 ndsor station wagon, le , : 5. ‘ 

(98) Heliday, $1,800° (ps); (88) Super| ’55 Custom (6) Cross Country, $765. 275; 4-dr.," $1,560, $1,250° (ps), $1,-|DeSOTO—'57 Firedome 4-dr., $1,155* (ps).| +55 ‘Savoy <S) ‘club sedan, $505; sede 

2-dr., $1,670* (ps). STUDEBAKER—’59 Lark (6) Hardtop, $1,- 150; Bel Air (8) sedan, $1,560*; conv., | DODGE—’56 Royal 2-dr., $630; Custom $190; Savoy (6) 2-dr., $340: Belv. n, 
"56 (98) conv., $1,505* (ps); Holiday, 865. $1,500*; 4-dr., $1,495*, $1,435*, §1,- Royal 2-dr., $605. (8) 4-dr., $500°, $480°. ' edere 

$1,265* (ps); (88) Super Holiday 4- 54 Commander (8) station wagon, $400*. 280*, $1,280; 2-dr., $1,425*, $1,320*. 55 Custom Royal 4-dr., $700*; Royal 4- 54 Belvedere 4-dr., $245*. 

tn cc 
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EATON 2-SPEED AXLE 
is Saving Dollars 
Ty ee 





Truck operators derive many worthwhile benefits through the use of 
Eaton 2-Speed Axles—ability to pull out under full load, quicker trips, 
safer operation, reduced driver fatigue, longer truck life, greater trade- 
in value. 

But a big reason why more and more truckers in all fields of heavy 
duty hauling are specifying Eaton 2-Speed Axles is that this equipment 
effects important reductions in operating and maintenance costs— 
which is another way of saying: they add to profits! 

Tell your customers how Eaton 2-Speed Axles can make big savings a or a 
in their hauling operations. Eaton Axles in Trucks Today. 


AXLE DIVISION 
E fF MANUFACTURING COMPANY 
CLEVELAND, OHIO 


PRODUCTS: Engine Valves * Tappets °* Hydraulic Valve Lifters * Valve Seat inserts * Gears ° Hydraulic Pumps 
Truck and Trailer Axles * Truck Transmissions * Permanent Mold Iron Castings * Automotive Heaters and Air Conditioners 
Fastening Devices * Cold Drawn Steel * Stampings * Forgings * Leaf and Coil Springs * Dynamatic Drives and Brakes 
Powdered Metal Parts ° Variable Speed Drives * Speed Reducers °* Differentials * Centralized Lubrication Systems 











"53 Savoy club coupe, $200; Belveder 


2-dr., $100. 
PONTIAC—'58 Star Chief 4-dr., $2,359° 
(ps). 


’S7 Star Chief 4-dr., $1,350*, $1,250; 
Chieftain 4-dr., $1,200*; 2-dr., $1,100; 
Hardtop, $1,085". 

"56 Chieftain 4-dr., $840°*. 

’55 Star Chief conv., $805*; club coupe, 
$760*; coupe, $635; Chieftain station 
wagon, $780*; Hardtop club coupe, 
$600*; 2-dr., $405. 

"54 Star Chief club coupe, $415*; 4-dr,, 
$390. 

’53 Chieftain 4-dr., $115. 

RAMBLER—'58 Super (6) station wagon, 
$1,815*. 

’57 Custom (6) 4-dr., $1,330* (ps), $1,- 
110° (ps). 

’55 Custom station wagon, $750; 4-dr,, 
$280; Deluxe club coupe, $480 
STUDEBAKER—’59 Lark 2-dr., $1,895. 
MISCELLANEOUS — '55 Chevrolet %-ton 

pickup, $665°*. 

‘54 Chevrolet %-ton pickup, $400, 

'52 Ford %-ton, $375. 

*49 Chevrolet carryall, $165. 

'46 Studebaker %-ton, $185. 


LOS ANGELES 


Los Angeles Dealer Auto Auction, Sale 
every Tuesday. Prices are for sale of May 
19. 

BUICK—’'57 Century Estate wagon, §2,- 
000* (ps); RM Riviera 4-dr., $1,690* 
(ps); Super Riviera 2-dr., $1,550* 
(ps). 

’56 Special Riviera 4-dr., $1,070*; conv., 
$1,005* (ps); Riviera 2-dr., $955*. 
55 Century Riviera 2-dr., $905*; Rivi- 
era 4-dr., $800* (ps); Special Riviera 
4-dr., $900* (ps); Riviera 2-dr., $800*; 
2-dr., $645*; RM 4-dr., $785* (ps). 
’54 Century 4-dr., $595; Special Riviera 
2-dr., $595°; 4-dr., $525*; Super Rivi- 
era 2-dr., $535*; RM Riviera 2-dr., 

$475* (ps). 

53 RM 4-dr., $285* (ps); Super Riviera 
2-dr., $260*; Special 4-dr., $230. 

’51 RM Riviera 2-dr., $190*. 
CADILLAC—’58 (62) sedan de Ville, $,- 

100* (ps), $4,025* (ps). 

"57 (60) Special 4-dr., $3,250* (ps), $3,- 
025* (ps), $3,000* (ps); (62) sedan 
de Ville, $3,065* (ps); 2-dr., $2,760*° 
(ps), $2,750* (ps); conv., $2,725* (ps); 
4-dr., $2,680* (ps). 

"56 (62) coupe de Ville, $2,275* (ps), 
$2,135* (ps); 2-dr., $2,155* (ps). 
"55 (62) coupe de Ville, $1,950* (ps), 
$1,685* (ps); 4-dr., $1,600* (ps); 

Eldorado 2-dr., $1,750* (ps). 

*54 (62) coupe de Ville, $1,435* (ps). 

"53 (62) conv., $900* (ps); 2-dr., $750°; 
4-dr., $665* (ps), $535* (ps). 

"52 (62) 4-dr., $685* (ps); coupe de 
Ville, $400* (ps); conv., $395* (ps); 
(75) Limousine, $655*. 

"51 (62) 4-dr., $250*. 

’50 (61) 2-dr., $315*, $230°. 

"49 (61) 4-dr., $250*%, $245*; (62) 4-dr., 
$195*, $170*. 

"48 (62) 4-dr., $175*. 

CHEVROLET—’59 Corvette (8) 2-dr., $3,- 
275*; Impala (8) Hardtop 4-dr., $2,- 
600* (ps), $2,580* (ps), 3 at $2,575* 
(ps), $2,500* (ps); conv., $2,575* (ps). 

’58 Corvette (8) 2-dr., $2,410; Nomad (8) 
$2,265* (ps); Impala (8) Hardtop 2- 
dr., $2,250* (ps); Bel Air (8) Hardtop 
2-dr., $2,000* (ps); Hardtop 4-dr., $1,- 
850* (ps); 4-dr., $1,750* (ps), $1,745° 
(ps), $1,725* (ps); Yeoman (8) 4-dr., 
$1,800* (ps); Biscayne (8) 4-dr., $1,- 
770* (ps), $1,685*; Delray (6) 2-dr., 
$1,375. 

’57 Corvette (8) 2-dr., $2,475; Bel Air 
(8) Hardtop 2-dr., $1,675*, $1,660°, 
$1,650* (ps); conv., $1,645* (ps); 4 
dr., $1,500*, $1,440*%; Two-ten (8) 4 
dr., $1,415*, $1,350°, $1,325*; 2-dr., 
$1,265. 

’56 Bel Air (8) Hardtop 2-dr., $1,180 
(ps); 2-dr., $1,080*; Two-ten (6) 4 
dr., $885; One-fifty (6) 2-dr., $825; 
Utility sedan, $680. 

"55 Bel Air (8) conv., $1,135* (ps); 
Hardtop, $1,095*, $1,055*, $970*, $820; 
4-dr., $885; Bel Air (6) 4-dr., $1.035; 
Hardtop 2-dr., $825; Two-ten (8) 
Handyman, $1,035*; Two-ten (6) 4 
dr., $895*, $500; 2-dr., $800; One-fifty 
(6) 2-dr., $600; Utility sedan, $490, 


$475. 
'54 Two-ten 2-dr., $600, $455*; One-fifty 
4-dr., $320. 


’53 Bel Air conv., 2 at $450*; 2-dr., 
$425*; Hardtop 2-dr., $335; Two-ten 
4-dr., $405, $325*; Hardtop 2-dr., $380; 
2-dr., $355, $345; One-fifty 2-dr., $355. 

"52 Deluxe conv., $235; Special 4-dr., 
$185. 

’51 Station wagon, $275*; Bel Air Hard- 
top 2-dr., $270*. 

"49 Deluxe 2-dr., $195. 

CHRYSLER—’57 NY Hardtop 4-dr., $1,- 
750* (ps). 

’54 NY conv., $320* (ps). 

53 NY 4-dr., $340* (ps). 

'51 Windsor Deluxe 4-dr., $230*. 


(Continued on Page 62, Col. 2) 
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How They're Pushing Sales... 


Dealer Ad Ideas 


| sifts for children. It was promoted 





Selling a Snap 
EW and used cars are moving | 
well in Atlanta, but dealer’s 


on a family basis. Advertising 
urged parents to bring their chil- 
| dren and enjoy a night of fun. 


can’t resist a few super-duper pro- | ae 
jons. 5 
Wyo move a number of Chevrolet | ‘First and Only’ 


convertibles, John Smith Co., for | 1X A FULL-PAGE newspaper ad, 
one week gave a free Polaroid|% simmons Oldsmobile Co., Vicks- 
camera with each convertible sold.) burg, Miss., billed itself as “the first 

To convince the potential cus- |and only automobile dealer in| 
tomer just how good he looked | (Vicksburg) ever to celebrate its| 
in the new convertible, the sales- | 25th anniversary.” 
man snapped his picture at the : © <@ 


' d it to him on |. 
ies. ee, m ©" | Silver-Dollar Deal 
ee ONSON EDSEL, Toledo, stimu- 





Nalley Chevrolet also got its po-| 

tential customers in front of the} lated showroom traffic and buy- 
cameras. They “shot” the customer |ing interest with a promotion in 
with a TV camera as he walked | which it offered a silver dollar free 
around the showroom. When he/'to anyone bringing in his car for| 
aw himself on the TV monitor, he|an appraisal. 

was supposed to be sufficiently, ‘he dealership launched the pro-| 
awed to sign on the dotted line. | motion with a large newspaper ad 
Frank Daniell Motors, used-car which stated: 

dealer, gave 100 gallons of gasoline; «pisht now, you're a free silver 

free with the purchase of each used| aojar ahead when you get Ron- | 
car. ,"@.@ 


A Circus for Children 

OY STAUFFER CHEVROLET, 
R Scranton, Pa., marked its 34th 
anniversary with a used-car promo- 
tion during which a “Romper 
Room” TV show was televised from 
the used-car lot. 

The celebration had a circus 
theme, with concessions, rides and 





Limitation Statute 
Frees Dealer 


Of 3 Tax Charges 


MILWAUKEE.—A six-year stat- 
ute of limitations on tax charges 
was invoked by a Federal judge 
here in dismissing three counts of 
a six-count indictment charging 
Harry W. Kaminsky, an auto 
dealer, with tax evasion. 

Kaminsky, president of Auto Ac- 
ceptance & Loan Corp., an auto 
financing firm, and vice-president 
of Auto Acceptance Corp. (Chrys- 
ler-Plymouth), was accused of 
evading personal and corporate in- 
come taxes totalling $50,986 for 
1951 and 1952. 

The dismissed counts covered 
corporate and personal taxes of 
$24,823 for 1951. Kaminsky still 
faces counts involving $26,163 in 
income and corporate taxes for 
1952. 

The court ruled that the 1951 
charges could not stand because 
the indictment was issued in 1958, 
more than six years after the al- 
leged evasion. 


Arco Publishes 
2 ‘How-to’ Books 


DETROIT.—“Guide to Buying a 
Used Sports Car’ and “A Guide to 
Rallying” are two new books in the 
Modern Sports Car Series. 

Each is published at $2.75 by 
Arco Publishing Co., 480 Lexington 
Ave., New York, N, Y. 

The rally guide, by Larry Reid, 
explains the object of the rally, 
equipment needed and how to use 
it. Information is included on how 
to organize a rally. The used-car 
guide, by John Christy, tells where 
to find good used cars, how to buy 
the right car and how to get the 
best price. 


Antique Dodge, Four ’59s 
Are Destroyed in Fire 


DANSVILLE, N. Y.—Four ’59 
cars, a valuable antique auto and 
& new oil truck were destroyed 
when fire levelled an auto storage 
building here, Loss was estimated 
at $60,000. 

The building was owned by 
Kramer & Palmer Inc, (Dodge). 
The four new cars were Dodges, 
and the 1917 model was a Dodge 
used for display purposes. 














Dumas Milner Expands 


SAN ANTONIO.—Dumas Milner 
Chevrolet Co. will expand and mod- 
ernize its main building at 437 N. 
Flores. The project includes con- 
struction of a body shop which will 
have 15,000 square feet of floor 
space, 
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son Edsel’s offer and you'll be 
many dollars ahead when you 
buy your 1959 Edsel. 

“This is no gimmick. If you are 
over 21 and have your car ap- 
praised at Ronson Edsel ...a free 
silver dollar is yours. There are no 
strings attached. The dollar is 
yours just to prove Ronson Edsel 
can save you money, big money on 
a 1959 Edsel. 

“Five qualified appraisers will be 


on hand at all times. All offers will |% 


be absolutely true to show you how 
Ronson Edsel is the name that 
means Edsel in Toledo.” 

* * e 


‘Thanks for Coming. . .’ 


OLONIAL PONTIAC, INC, 

Louisville, got additional mile- 
age out of its opening celebration 
by running a “thank you” note ad- 
dressed “to everyone who visited 
us personally ... to everyone for 
your gratifying response during 
our Grand Opening ... to every- 


one who contributed to the suc-| 


cess of our Open House.” 

The ad carried the picture and 
name and address of the winner of 
the grand prize (a color television) 
and a picture of the prize drawing. 











Ford Parts Managers Meet— 


The Ford Dealer Parts Sales Manager Council, representing 7,000 Ford dealers 
throughout the nation, met in Dearborn with Ford division officials to review plans 
and dealer recommendations for marketing FoMoCo parts. Attending were, front 
row, from left, Frank Elliott, Evansville, Ind.; Roy Duckworth, Greenville, Miss.; Joe 
R. Logoski, Kansas City; Robert F, Pulliam, Columbia, S. C., representing the National 
Ford Dealer Council; J. B. Browning, manager, Ford parts and service promotion 
department; Morris Arkin, Detroit; C. E. Culpepper, Mobile, Ala., and David W. 
Lucas, Joliet, Ill. Back row: Donald Anderson, Altoona, Pa.; Jack Paulsen, Sioux City, 
la.; Arthur J. Lecesne, East Orange, N. J.; Oscar Danielson, Merchantville, N. J.; 
Claude Draughn, Fayetteville, N. C.; C. C. Wittenberg, Madison, Wis.; George E. 
Allegar, Burlingame, Calif., and Vernon Bates, Phoenix, Ariz. 








There’s no RED TAPE 


GALION Dump Bodies, Hoists, Dump 


when you GO GALION! 


All it takes is a phone call to put your 
Galion distributor at your service. He 
knows bodies and hoists and how to com- 
bine them for any application your cus- 
tomer needs. And he’s backed up by 
facilities and know-how to give you fast, 
dependable service. Galion’s nationwide 
network of distributors assures your cus- 


tomers of service when and where they 
need it—keeps them sold. 

Galion bodies and hoists are competi- 
tively priced, too, so you can bid low on 
contracts without cutting your profit 
margin. No matter what you need in 
bodies and hoists—one call is all it takes. 
GO GALION! 


Trailers 
Dept. AN 659 


GALION ALLSTEEL BODY COMPANY e GALION, OHIO, U.S.A. 












































































LINE CONSTRUCTION BODY—tThe ser- 
ies CC line construction body, announced 
by Utility Body Co., 1530 Wood St., Oak- 
land 7, Calif., features a crew compart- 
ment and hydraulic and mechanical equip- 
ment for line construction work. Installed 
on the body is the model UED-2 hydraulic 
derrick with a four-foot six-inch stinger 
giving maximum height of 26 feet to 30 


feet 6 inches. 
* * 


Hydraulic Dockboard 


The Aero-Board, an air-powered 
hydraulic dockboard that requires 
no electric power, has been intro- 
duced by Freightliner Corp., P. O. 
Box 3591, Portland 8, Ore. It saves 
labor time, storage space and speed 
up loading and unloading trucks, 
the firm said. f 


* * 





DOOR CATCH — McCabe-Powers Body 
Co., 5900 N. Broadway, St. Louis 15, Mo., 
has announced that its Service-Master 
bodies are being equipped with door 
safety catches as standard equipment, to 
assure positive latching even when doors 
Gre not fully closed. The Service-Master 
body, widely used for all types of away- 
from-the-shop service work, is manufac- 
tured in two models for installation on 
%, %, one and 1%4-ton chassis. 

a 


Truck Handbook 


H. S. Watson Co., 1316 Sixty- 
seventh St., Emeryville 8, Calif., has 
announced the W-93 Truck Hand- 
book (pocket size) which is said to 
cover in digest form over 50 dif- 
ferent subjects of valuable truck 
“know-how.” 





DOOR HOLD-BACK—A door hold-back 
for large vans and semi-trailers, called 
the Hold Fast, is the latest addition to 
the “Cleveland” truck hardware line pro- 
duced by Cleveland Forge Works, Forge & 
Fittings Division, H. K. Porter Co., Inc., 
3270 E. Seventy-ninth St., Cleveland 4, O. 
Hold Fast (Cat. No. 2449) is drop forged 
and cadmium plated, supplied with either 
a steel or brass spring. The unit is easily 
installed on all type of vans and semi- 
trailers, mounting through the body side 
panel (channel) and underneath the floor, 
it is said. Operation is said to be simple 
and positive; pull and turn to hoid or 
release the door. a sae 


Quick Release Panel Nuts 
Available for Trucks, Buses 


A commercial quick release panel 
fastener for use on access doors 
and removable panels of buses, 
trucks, and other types of mobile 
equipment, has been developed by 
the Elastic Stop Nut Corp. of 
America, Union, N. J. This two 
Piece fastener, a nut and basket 
retainer, is simple to install and 
virtually foolproof in operation 
having no springs or pins to break 
or distort, it is said. 

In operation, as the bolt is ro- 


tated, the self-locking nut turns 
from the entry slot of the basket 
and lifts on the beveled edge of 
the nut lugs into the basket recess. 
The lifting action of the nut draws 
up the screw and attached cover 
plate into firm, positive contact 
with the base plate at the desired 
preset loading, it is said. 

a * * 
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BULK DELIVERY TRUCK—Master Tank & 
Welding, Dallas, Tex., has designed a 
“Time Saver" truck to meet the require- 
ments for propane delivery to trailer 
homes. Latest of these units is this 900- 
galion tank, mounted on a Ford C-550 
series on a filt-cab chassis. The truck is 
equipped with racks that hold six 100- 
pound cylinders and ten 20-pound cylin- 
ders. The tank has a Hannay hand oper- 
ated reel that holds 50 feet of %%-inch 
filler hose, and 50 feet of %-inch hose for 
vapor return. There is a two-inch second- 
ary filler for two-way pumping. A pair of 
scales can be mounted on the rear plat- 
form for measuring propane by the 
pound. 





SAFETY BLOCK S— Shur-Lock Sofety 
Blocks for support of dump body hoists 
when servicing, repairing or leaving bed 
in up position have been announced by 
Galion Products, Inc., 95 Liberty St., New 
York 6, N. Y. The blocks are said to be 
designed for instant use on either right 
or left side of frame with standard size 
having three feet of fastening chain. 
When not in use the blocks can be at- 
tached on each side of the frame back 
of cab with body frame brackets and 
locked in hole provided, it is said. 

. «2 © 


Fuel-Line Hose 


Dorman Products, Inc., 5757 
Mariemont Ave., Cincinnati 27, O., 
has introduced No. FH100 special 
fuel-line hose containing 100 feet 
of neoprene hose and 25 No. HC19 
hose clamps in dispensing type box 
with scale markings. 


> * * 





RUBBER RIVET KiT—The Fromberg Rub- 


ber Rivet ‘“on-tie-wheel” tubeless tire 
repair kit for truck: has been announced 
by Fromberg, Inc., Maywood, Calif. Rivets 
are inserted at the factory into metal 
sleeves under 20,000 pourds pressure. 
After cement is applied to a puncture 
hole, the sleeves containing: the rivet is 
pushed into the hole with a gun. “But- 
toned” inside and outside . f casing, the 
rivet fills hole. An expansion potential 
equal to three times its “sieeve circum- 
ference,” enables the rivet to exert pres- 
sure against puncture surface and form 
a seal that can expand and contract with 
the casing and that is durable for the 
life of the tire, it is claimed. 
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ALUMINUM COVER—Aeromotive Metal 
Products, Inc., 811 Edmunds St., Seattle 8, 
Wash., has announced “Sportsliner’ cover 
for the Chevrolet El Camino. Constructed 
of aluminum, the unit is formed and fitted 
to follow the lines of the truck. Available 
with or without side ventilating windows. 

 &_ 


Coiled Tractor Cord 


A coiled, tractor-trailer cord for 
four, six and seven conductor 
types, color-coded according to all 
A. T. A. specifications, has been 
introduced by Autac, Inc., P, O. Box 
1071, New Haven, Conn, The builtin 
coiling is guaranteed permanent. 
Only 16 inches between connecting 
ends, it will extend to 13 feet easily, 
it is claimed. 





DIESEL ENGINES—Three diesel engines 
for installation in trucks have been an- 
nounced by Kamper-Motorren GMBH, Ber- 
lin, Germany. The series includes the four- 
cylinder model 492H, the six-cylinder 
model 692H and the eight-cylinder model 
8V 105. For additional information wire: 
Kampermotor Berlin-Marienfelde. 

ee © @ 


Galion Catalog 


Modern hydraulic hoists and both 
steel and aluminum dump bodies 
and dump trailers specially de- 
signed to handle maximum legal 
payloads and provide longer equip- 
ment life are featured in a booklet 
on truck equipment available from 
Galion Allsteel Body Co., Galion, O. 


= * * 


Fender Rear-View Mirror 


Is Electrically Controlled 


An electrically controlled, fender- 
mounted rear-view mirror has been 
introduced by Standard Mirror Co., 
Inc., Milton St. and Penn R. R., 


Buffalo, N. Y. 

The hooded mirror can be aimed 
with a touch of a button on the 
car’s 
said. 


instrument panel, the firm 





REFUSE BODY—A truck body for the 
collection and packing of garbage, trash, 
and other refuse, has been announced by 
Heil Co., Milwaukee 1, Wis. This body, 
called the Pakomatic, loads from either 
side and packs the refuse to the rear of 
the body. Emptying of the body is ac- 
complished by hydraulic ejection of the 
load through a rear tailgate, rather than 
by dumping. It loads through an inde- 
pendent, short stroke packing cycle. An 
automatic push button control setup is 
part of the unit. 

 - + 


Equipment, Chemicals 


Introduced by Sprayaway 

Improved equipment and “tai- 
lored chemicals” for its car-truck 
spray-washing systems have been 
announced by Sprayaway Corp. of 
America, P, O. Box 1102, Tulsa 1, 
Okla. 

The firm said the chemicals work 


effectively with various types of 
water in different parts of the 
country and are safe for all vehicle 
finishes. The equipment includes 
the “Hercules” Model TF-200-M 


heavy-duty truck washer and the 
“Service-Master” 
spray-washer. 


Model AR-500 





EXHAUST SILENCING SYSTEM — White 
trucks with dual exhaust systems on Mus- 
tang engines can obtain maximum silenc- 
ing well under the 125 sone limit, re- 
duced back pressure, and increased horse- 
power through an ATI engineered silenc- 
ing system composed of ATI twin “‘Engine- 
Mated” mufflers developed by Alexander- 
Tagg Industries, Inc., Hatboro, Pa. Ac- 
cording to the manufacturer, this is the 
only dual exhaust silencing system for 
White Mustang engines that effectively 
silences these engines, decreases cost per 
ton mile, reduces exhaust temperature, in- 
creases the life of exhaust pipes and the 
operating life of the engine. 

. & «€ 


Trans-Oil Stabilizer 


Scott’s Auto Products, 17 W. 
Sixtieth St., New York 23, N, Y., 
has introduced a transmission-oil 
stabilizer it claims will smooth 
out the “up” and “down” shift- 
ing in automatic transmissions 
and eliminate hesitation and 
roughness between speed shift- 
ing due to gummy valves or 
control body. It is called Trans- 
Oil Stabilizer. 





WINDOW LIFT—AMT Corp., 200 Briggs 
Bidg., Birmingham, Mich., has introduced 
power window attachments for trucks, 
buses and cabs called Universal Windo- 
Lifts. They are designed for 12-volt elec- 
trical systems. Windo-Lifts can be attached 
to both door panels, The unit on the 
driver's side raises and lowers both win- 
dows, while the passenger side unit is a 
single switch unit for the right window 
only. The units can be transferred from 
one truck to another. 

- & ct 


‘Engine-Mated’ Mufflers 
A line of “Engine-Mated” muf- 
flers for trucks, tractors and buses 


has been marketed by Alexander- 
Tagg Industries, Inc., Hatboro, Pa. 


* x * 





TRUCK WASHERS—Wohlert Corp., Lan- 


sing 1, Mich., has added seven truck 
model washers to its line of vehicle 
washers. These follow the same principle 
of making complete revolutions around 


the vehicle. All units are guaranteed for 
one year. 








SUSPENSION SYSTEM — Western Uni 
Corp., 17747 E. Railroad St., City of jp. 
dustry, Calif., has announced its “Equal 
Ride” suspension. The unit is said to by 
engineered to provide an equal ride fy 
both loaded and unloaded trailers. Th 
suspension is said to combine the adyap. 
tages of leaf springs and air cushions 
cushion the load, absorb brake reaction 
and align the axle whether the trailer js 
loaded or empty. 

. & -& 


‘Cargo-Lock’ 

Cargo shifting is solved by 
“Cargo-Lock,” according to Wood. 
side Engineering Co., Franklin 
Park (Chicago), Ill. “Cargo-Lock’ 
consists of a rail, in any length de. 
sired, with flanged plug holes in 


which the plugs are set, the firm 


said. 








CONTOUR FENDERS — Master Tank & 
Welding, Dallas, Tex., has expanded its 
line of contour fenders to include the fab- 
rication of single piece aluminum fenders 
for trucks and trailers. Better splash con- 
trol is said to be obtained with a wide 
two-inch rounded flange. The edges are 
smooth and streamlined in design. The 
fenders are said to be rustproof, and are 
being furnished plain, or painted with a 
prime coat. They come ready to mount, 
and are available with or without flaps. 

2 * 


Industrial Fleet Brush 


Osrow Products Co., Inc., Glen 
Cove, N. Y., has introduced an 
eight-inch and 11-inch heavy-duty 
Industrial Fleet Brush for cleaning 
trucks, boats, buildings, aircraft, 
heavy equipment and materials. 
The back has a rustproof three- 
channel track for replacement of 
bristle strips. 





BOTTLER BODIES—Bottler bodies with 


aluminum or plastic overhead sliding 
doors have been announced by Alf 
Herman Corp., 4400 Clayton Ave., St 
Lovis, 10. Mo. One of the units, shown 
above, is equipped with standard 39-inch 
compartments for 36 by 36-inch pallets. 
it has a maximum capacity of 268 cases 
of six- or seven-ounce merchandise or 224 
cases of 10- or 12-ounce merchandise. 
This body mounts on a 1959 model 6403 
Chevrolet with a 156%4-inch wheelbase 
and an 841-inch C. A. dimension. 
* * 


Exhaust-System Selector 


An exhaust-system selector de- 
signed to be used as a wall chart 
or a catalog insert has been devel- 
oped by Maremont Muffler Divi- 
sion, 168 N. Michigan Ave., Chicago 
1, Ill. The eight-page selector is 
said to provide visual identification 
of virtually all types of- exhaust 
systems and their component parts 
for most makes, years, and models 
of passenger cars. 
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ERLIN.— Traffic problems and 
motoring safety were major 
ics discussed at the convention 
@ the Verband der Motorjournal- 
igen, a group of German automo- 
writers. 

The convention opened with 
the presentation of the Diesel 
Ring, annual safety award, to 
Hubert von Drimmelen, general 
manager of the German Shell 
up. 
Son Drimmelen received the 
1959-60 golden ring, which contains 
an iron part from the original die- 
sel engine, for his introduction and 
promotion of traffic training lots 
for children. 

Prof. Walter Linden, chief of the 
German society for promotion of 
greater road safety, reported most 
accidents occur in the summer and 
over long week ends especially. 

He blamed an increase in acci- 
dents on new drivers and said he 
also has found that persons with 
little character and criminal rec- 
ords are most accident-prone. 
* * “ 


Traffic Up Tenfold 


| grote also pointed out that 
automotive traffic in West Ger- 
many has increased tenfold since 
before World War II. 

The advisability of keeping the 
gasoline tank in front of the 
driver was questioned. It was 
pointed out that such a practice 

the driver in too great a 
fire hazard in case of accident. 

Lambert Schauss, Belgian am- 
bassador to the European Common 
Market, said a great number of 
difficulties will have to be over- 
come before there can be sufficient 
traffic progress within the ECM. 
Dr. Hans-Christoph Seebohm, 
secretary of traffic for the Federal 
German Government, explained 
some of his agency’s policies. 
Most roads are being limited to 
two lanes because of high construc- 
tion costs and because long high- 
ways are needed urgently, Seebohm 
said, : 

+ * 


Four Classes of Roads 


a country has four road clas- 
Sifications, he said, the auto- 
bahn, or superhighway; the bundes- 
strausse, or highway, and first and 
second grades. Priority is deter- 
mined by traffic density in a par- 
ticular area and the importance in 
linking other roadways, he added. 

Seebohm also said he was in 
favor of requiring medical exam- 
inations before licensing drivers 
over 50 years old. School driver- 
training programs are a big help 
in promoting traffic safety, he 
continued. 

Dr. Friehe, director of the Ger- 
man Fair Grounds, announced that 
the German Automobile Manufac- 
turers Assn. will display its new 
autos, buses and trucks for the first 
time at the Berlin industrial ex- 
hibition. 

The Berlin show will be held a 
few days before the big interna- 
tional exhibition in Frankfort. 

* * * 


Opel Bids for Salesmen 


: ~ A MOVE to get more young 
peo 


ple into auto selling, Opel has 
Prepared a pamphlet for graduat- 
ing students in which opportunities 
for Opel salesmen are described. 
- * aa 
Herald Insurance Break 


BUYERS of the new Triumph 
Herald are getting a break 
from British insurance companies. 
use of the car’s design, which 
makes for lower maintenance and 
Tepair costs, rates have been cut 
by 1246 percent. 
* * * 


Daimler-Benz Trucks 


[JAMLER-BENZ has introduced 

two new trucks—the L-337 and 
the L-322— which offer 50 varia- 
tions of wheelbases and other di- 
mensions. 

The trucks are able to carry a 
greater payload than their basic 
weight, The 7.3-ton L-337 can 
carry 1.5 times its weight, and the 
L-322 can carry 183 times its 
weight. 

Both trucks are available with 
forward-control cabs, but the “short 
hooders” are in greater demand, 

They have a two-speed planetary- 
Sear rear axle, and shifting for the 


ondent George L. Glaser Writes .. . 


Auto Letter from Europe 


rear axle is done by air pressure. 
An extra-cost option is a differen- 
tial lock with free wheeling, also 
controlled by air pressure. 

Hydraulic brakes with air-pres- 
sure assist are standard, The trucks 
have a five-speed synchronized 
transmission, and windshield area 
has been increased 40 percent. 

* * * 


Cutting It Fine 


|| gpssenal BOSCH is using an 
ampere meter which measures 
one-billionth of an ampere, 

x * * 


New Borgward Trucks 
T THE Geneva show in Switzer- 
land, Borgward displayed two 
new diesel truck models, They are 
Series 622 and 655 and both have 
forward cabs. 
a * 


* 
BMC Plant for Rhodesia? 


IR LEONARD LORD, head of 
British Motor Corp., talked with 
officials of Rhodesia, South Africa. 


The discussion reportedly con- 
cerned the possibility of an assem- 
bly plant for that country. 

* aa * 


Skoda Convertible 


KODA, of Czechoslovakia, is 

offering a new sport convertible. 

It is called the Octavia. Also in 

Czechoslovakia, Tatra has restyled 

its big rear-engined, air-cooled V-8. 
* * * 


U. C. Warranties in France 


IGHT insurance firms in France 

are underwriting warranty poli- 
cies on used Citroens, Panhards, 
Simcas and Renaults. Cars up to 
five years old which have been in- 
spected by an expert will be ac- 
cepted. 


* * * 


Farina Restyles Riley 4-68 

A MODERNIZED Riley 4-68, 
styled by Italian designer 

Pinan Farina, has been introduced 

by British Motor Corp. Previously 

BMC had come out with a restyled 





Two of a Kind— 


Panhard's new engine, the Tiger, is 
closely guarded by the real thing. 
ee eS 


Austin A-55 Wolseley, MG Mag- 
nette and Morris Oxford. 

The Riley 4-68 again utilizes the 
B engine with a displacement of 
90.88 cubic inches, a compression 
ratio of 8.3 to 1 and a power output 


The transmission housing is made 
of aluminum. 
* ok oa 

Inspection Cost Cut 
> UNION is offering a less 

expensive inspection service. 
The new program includes a quick 
check and lubrication every 2,000 
miles; a minor inspection every 
5,000 miles and a major inspection 


every 15,000 miles. 


Coupon booklets covering 30,000 
miles of such inspections may be 
purchased for about $45. 


eS * s 


| British Ford Sets Record 


LSEWHERE on the automotive 
front: Ford of England an- 
nounced that April output of 42,000 
units set a new monthly record... 

Bedford, GM’s British truck 
manufacturer, reported an _ in- 
crease in sales of buses with 
diesel engines ... 

Citroen announced in Paris it is 
starting delivery of the DS 19 
Prestige, an executive car with 
telephone, electric ventilation and 
an office compartment ... The 
Rootes Group reportedly is prepar- 
ing a new sports car, designed 


of 66.5 horsepower at 5,150 r.p.m.' especially for export to the U. S. 





“Two-bit’’ sales 


mean ‘“‘two-bit’’ 


profits — 
Push 
DELCO 
for the 


Batteries 


big money! 


You can make a profit on wiper blades, fan belts and other small stock items, 
but to really sweeten the till, take the easier, quicker way to prosperity... 
push your big profit line—Delco Dry Charge Batteries. 


The market is ready-made. Delco Batteries are original equipment on almost 
half the automobiles in America. Owners are presold on Delco when it comes 


time to replace. And the market is big. There are nearly 25,000,000 replace- 


ment battery sales every year. 


For fresh, crisp profits, get started now on a Delco selling campaign. Your 
United Motors distributor will help you. Also, you get all the benefits of Delco 
advertising . . . the strongest, liveliest battery advertising in the business. 


Quality built by Delco-Remy, distributed nationally through t 
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Rambler Heading Ivan's Way— 


Kenosha (Wis.) factory employes give a final “once-over" to the ‘59 Rambler 
provided by American Motors for this summer's American National Exhibition in 
Moscow. The car, along with models from all U. S. manufacturers and other products, 
cultural and social exhibits of American life, will be on display in Moscow's Sokolniki 
park beginning July 4, by arrangement between the U. S. State Department and the 
U.S.S.R. A reciprocal Russian exhibition will be held in the New York Coliseum during 
July. Aithough the Rambler is a normal four-door, six-cylinder “custom” model, its 
Alamo beige and Carmel copper color scheme was specially chosen for Russian audi- 
ence and outdoor exhibit conditions. 
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McQUAY. makes the most Power -Packed rings 


NORRIS 
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Joseph E. Adams, manufacturing 
vice-president of White since 1956, 
has been elected executive vice- 
president for manufacturing and 
development, a newly created posi- 
tion. 

Adams will coordinate product 
research and development, manu- 
facturing, advance engineering and 
purchasing activities of all White 
divisions. He joined White in 1944 
as production control manager. 

a * * 


6 Vice-Presidents Named 
By Libbey-Owens-Ford 


Six new vice-presidents have been 
named by Libbey-Owens-Ford Glass 
Co, The men have been with the 
company a total of 134 years. 

The new vice-presidents are: 
Harold M, Alexander, technical 
services; Horace G. Orser, special 
products production; Clinton F. 
Hegg, sales; A, P. Plant, industrial 
sales; E. R. Pierce, distributor 
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Oil Ring with 


Famous ‘'400°’ 
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sales, and James M, Ashley, public 


relations. 
* * 


AMC Promotes Shippee 
In Automotive Purchasing 


Appointment of L. H. Shippee as | 


director of purchasing of the auto- 
motive division of American Mo- 
tors Corp. was announced by E. W. 
Bernitt, opera- 
tions vic e-presi- 
dent, automotive 
division. 
Shippee, who 
succeeds the late 
James A. Lee sr., 
joined the com- 
pany in 1942 as 
test engineer on 
aircraft engine 


Kenosha. He be- 





L. H. Shippee 


| there after the war and was named 
automotive service parts and acces- 
sories buyer in 1946. In 1948, Ship- 
pee was transferred to Detroit as 








in 
« ‘400’ 


Leak-Proof piston rings are made 
of electric furnace Phosalloy, the 
use... AND...the famous 


longest wearing ring metal 
oil ring is in every set! 
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McQUAY-NORRIS MANUFACTURING CO. « ST. LOUIS « TORONTO 


production at} 


came a buyer) 


a 

a procurement supervisor, and 
)named assistant to the director ¢ 
purchasing in 1953, occupying the 
post for the last six years. 

Bernitt also announced appoint. 
ment of C. L. Epker as assistant 
director of purchasing for the di. 
vision. 

” * * 


| Auto-Lite Group Appoints 
Cappi, Roderick to New Pog, 


Two appointments have been 

| nounced by Electric Auto-Lite Co, 
| Electrical Products Group. 

J. A. Cappi has been named ag. 
sistant to J. J. Bohmrich, groy 
vice-president, and R. C. Roderick 
|has been named to the newly 
created post of Toledo division 


manager. 
* * + 


Vanderbilt Tire Names Fink 
Sales Vice-President 


Jack Fink has been nameg 
sales vice-president for Vander. 
bilt Tire & Rubber Corp. 

Fink, who has been with Van. 
derbilt for nine years, will direct 
all sales and promotion for % 
states. He was formerly sales 


manager. 
* ok * 


TRW Michigan Division 


Promotes Parrish 


Allen K. Parrish has been named 
assistant general sales manager of 
the Michigan division, Thompson 
Ramo Wooldridge, Inc., Warren, 
Mich. He formerly 
was new products 
sales manager for 
the division, 

A 26-year vete- 
ran of the auto- 
motive field, Par- 
rish has been a 
sales representa- 
tive, owner and 
sales executive of 
several automo- 
% j ; tive supplier 

A. K. Parrish firms. Prior to 
joining Thompson, Parrish was a 
founder and sales vice-president 
of Federal Industries, Detroit, 
which was purchased by TRW and 
became the fourth plant of its 
Michigan division in 1958. 

od «“ * 


Ford Names Van Luppen 


| European Operations Chief 


James Van Luppen, former man- 
aging director of Ford Motor Co. 
(Belgium) S. A., has been ap 
pointed resident director of Euro- 
pean operations, Ford Interna- 
tional. 

Van Luppen will! assist in the 
management of the sales and as- 
| sembly activities of Ford Motor 
affiliates in Europe and Egypt, 


* * * 


|\FWD Names McCarthy 


To Direct Sales Research 


FWD Corp. has named Hubert 
McCarthy to head the newly 
created market and distribution 
research department. 

McCarthy came to FWD from 
Raymond Corp., Greene, N. Y. 
where he was marketing research 
analyst. 








* * 


* 
Joyce-Cridland Picks Miller 


As General Sales Manager 


| John M. Miller has been named 
general sales manager of Joyce 
Cridland Co., Dayton, and elected 
to the firm’s 
board of direc- 
tors. 

Miller was one 
of three execu- 
tives named to 
new positions on 
the firm’s ex- 
panded board, 
which now num- 
bers seven men. 
He has been ac- 
tive in Joyce- ce 
Cridland sales for J. M. Miller 
14 years, most recently as assistant 
general sales manager. 

* * * 


Reynolds Elected Chairman 


Of Robertshaw-Fulton 

Richard S. Reynolds jr., president 
of Reynolds Metals Co., has been 
elected chairman of Robertshaw- 
Fulton Controls Co., replacing John 
A. Robertshaw, who will serve 35 
vice-chairman until his retirement 
June 30. 

John H. Krey was elected to the 
firm’s executive committee. Other 
(Continued on Page 51, Col, 1) 
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executive committee members are 
Reynolds and T, T, Arden, Robert- 
shaw-Fulton president. 

* * * 


Pana Appoints Fromer 
To Head Atlas Drop Forge 


George H. Fromer has been 
named vice-president and general 
manager of Atlas Drop Forge Co., 
Lansing, a subsidiary of Dana 
Corp. 

Fromer formerly was general 
manager of Taylor Forge & Pipe 
Works, Gary, Ind. 

* * * 


Black Joins Lodestar 


ds Sales Manager 


A, R. Black jr. has been named 
gales manager of Lodestar Corp., 
Niles, O. Black will also head sales 
for Niles Machine 
& Welding, 

Before assum- 
ing his new posi- 
tion, Black was 
manager of Aus- 
tin Village, Inc., 
Warren, O. Prior 
to that, he was 
vice-president of 
Black-Burley, 
Inc., Warren. In 
BD addition to serv- 
A. R. Black ing as sales man- 
ager of Lodestar, Black will also 
direct the company’s advertising 
and public relations programs. 

of a . 


Whittingham Is Appointed 


President of Long Mfg. 

Harry H. Whittingham has 
been named president and gen- 
eral manager of the Long Mfg. 
division, Borg-Warner Corp. 

Whittingham entered the auto 
business in 1919 with Buick. In 
1954 he became sales vice-presi- 
dent for Long. He had been ex- 
ecutive vice-president and assist- 
ant general manager prior to his 
promotion, 





Doty Succeeds Maguire 
At American Steel and Wire 


Boyd P. Doty jr., former Cleve- 
land district sales manager for U. 
§, Steel, has been named general 
sales manager for the company’s 
American steel and wire division. 

He succeeds Howard B. Maguire 
who retired after serving the divi- 
sion since 1919. Maguire had held 
the general sales manager’s post 
since September, 1957. 

* * + 


Fetridge Joins Diamond T 
As Sales Director 


William H. Fetridge, former ex- 
ecutive vice-president, Popular Me- 
chanics Co., has been appointed 
sales director for 
Diamond T Motor 
Truck Co., Chi- 
cage. 

Fetridge will 
assume the direc- 
tion of Diamond 
Ts marketing 
program and re- 
lated activities, 
and will work 
closely with - Dia- 
Mond T’s district 
sales managers 
and dealers to strengthen the firm’s 
Sales and distribution system. 

x + + 


Chrysler Promotes Benedict 


To Assistant Treasurer 


C. C. Benedict has been named 
an assistant treasurer of Chrysler 
Corp. He had been manager of 
Profit analysis on the corporate 
comptroller’s staff. 

Since joining Chrysler in 1957, 
he has served as assistant comp- 
troller of Plymouth and as comp- 
troller of Chrysler division, 

* * * 


Regional Used-Car Managers 


American Motors Appoints 


American Motors has appointed 
four new regional used-car man- 
agers, according to Roy Aber- 
nethy, automotive distribution 
and marketing vice-president, 

Named to the newly created 
Pests are Clinton A. Stewart, 
western division; Jack G. 





W. H. Fetridge 





Charlesworth sr., midwestern di- 
vision; Elisworth R, Ellison, 
central division, and Donald E. 
Whitten, eastern division. 

* * * 


Dodge Names McLaughlin 
Promotions Program Chief 


Richard D. McLaughlin has been 
named promotions programming 
manager for Dodge. 

McLaughlin entered the auto 
business in 1949 as a retail sales- 
man and joined Dodge in 1953 as 
Boston district manager. Prior to 
his present appointment he was 
assistant regional manager in Phil- 
adelphia. 

* * + 


Kelsey-Hayes Elects Downie 


Executive Vice-President 
Lester R. Downie has been 
elected executive vic e-president 
of Kelsey-Hayes Co. 
Downie formerly was financial 
vice-president and prior to that 
treasurer of the company. Joseph 
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H. Carey was elected treasurer 
and Frank P. Coyer jr., controller, 
+ * 


* 


Hepp Joins Sealed Power 


For Special Assignments 


Joseph T. Hepp has joined Sealed 
Power Corp. to work on special 
assignments for the president. 

He had been manager of the 
patent, metallurgical and chemical 
department at Wagner Electric and 
was in charge of the firm’s foreign 
licensing program, 

* od + 


Mack Names Petruccelli 


Boston District Manager 


E. J. Petruccelli has been ap- 
pointed district manager at 
Mack’s Boston factory branch. 

Petruccelli joined Mack in 1947 
in the accounting department, 
later switching to sales. He had 
covered the South Shore area of 
greater Boston. 

oa + * 


Chrysler Names Grindling 


Training Center Manager 


J. B. Grindling has been ap- 
pointed manager of Chrysler 
Corp.’s sa_2s training office at New- 
ark, Del. 

Grindling’s first assignment with 
Chrysler was with the car distribu- 
tion department at the Los Angeles 











“We trade close here and can’t 
afford to take appraisals lightly.” 





plant, He had been acting manager 
of the Newark office. 
* * * 


Ford Promotes Banning 


John A. Banning has been 
named general manager of Ford 
Motor Co, (Belgium) S. A., suc- 
ceeding James E. Van Luppen, 
who now is resident director of 
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European operations for Ford In- 
ternational division, 
formerly was assistant to the 
division’s regional director for 
Europe and Egypt. 

* * + 


Du Bane Joins Borroughs 
As Sales Manager 


Edwin J. Du Bane has been ap- 
pointed sales manager of Borroughs 
Mfg. Co., Kalamazoo, Mich. 

Du Bane has 
had varied ex- 
perience in the 
manufacturing 
field, having 
served in such 
capacities as 
salesman, sales 
manager, product 
designer, mer- 
chandising con- 
sultant, treasurer 
and general man- 
ager. Before join- E. J. Du Bane 
ing Borroughs, he was sales man- 
ager of Woodlin Mfg. Co. 

a a4 a 


Mack’s Trent Retires 
S. V. Trent, Mack district man- 
ager in Salt Lake City since 1937, 
has retired. His successor is Don 
F. Schuyler, former Mack whole- 
sale manager at Denver. 





beauty is stainless steel 


Look for the beauty of Stainless Steel on your new automobile. 


Its bright finish will make your car look better, stay in style longer 
and have a higher'trade-in value. 


No other metal offers the freedom of design and fabrication, 
economy of care and the durable beauty that serves and 


sells like Stainless Steel. 


McLOUTH STEEL CORPORATION, Detroit 17, Michigan 





specify 
McLOUTH STAINLESS STEEL 


HIGH QUALITY SHEET AND STRIP 


for automobiles 





































































56-Foot Buick in Los Angeles— 


Los Angeles has the biggest Buick of them all—a 56-foot model on a spectacular 
bulletin with flashing neon lights, approaching busy “Miracle Mile” on Wilshire Bivd. 
Executed by Foster and Kleiser division, W. R. Grace & Co., the giant unit features 





Factories Use Video .. . 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 


influence of the 


The 
car is making itself felt 
today. 

Where not long ago the domes- 
tic automobile maker and his 
dealers wanted the American 
automobile depicted as long, low 
and sleek, they are now request- 
ing their cars be pictured more 
“naturally.” 

Robert Lawrence, of Robert Law- 
rence Productions, Inc., New York, 
said eight months ago every pho- 
tographer was “doing his level best 
to elongate the American car in 

stills and motion pictures by tak- 
ing three-quarter front shots. 
Today the trend is toward a 
straight front or side view of the 


red neon letters more than seven feet high, with an overall stretch of almost 50 feet.| automobile to give the natural 
Representatives of the advertiser, Buick; the agency, McCann-Erickson, Inc., and| look.” 


Foster and Kleiser turned out to see the lights flash on for the first time. 


Effort also is being made to put 








Three words that sell: 
“IT’S STAINLESS TRIM” 


You sum up beauty, durability, and rust resistance 
in three words when you say, “It’s stainless trim.” 
Bright beauty—Armco Stainless is solid, lustrous 
metal. Beauty lasts under normal care without 
extra precautions, special cleaners, or surface 
protection. 

Durability—Tough, dense Armco Stainless resists 
denting, gouging and scratching—holds its shape 
under impacts that easily damage softer metals. 


Y 
A 
N 
y 
y 


Rust-resistance — Armco Stainless is made to 
resist rust. It shrugs off effects of rain, snow, and 
street chemicals. Even the strongest detergents 
used at home or in wash stations won’t affect it. 

For auto trim, no other material can approach 
all these sales features of Armco Stainless Steel. 
So remember, to help clinch sales, just say, “It’s 
stainless.” Armco Steel Corporation, 2519 Curtis 


Street, Middletown, Ohio. 





ARMCO STEEL 






Armco Division « Sheffield Division * The National Supply Company « Armco Drainage & Metal Products, 
Inc. * The Armco International Corporation * Union Wire Rope Corporation * Southwest Steel Products 





imported 
in the 
pictorialization of the domestic car 
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a “new kind of life’ into automo- 
tive advertising on television. 
According to Jerry Schnitzer, 
director of several prize-winning 
automotive television commercials 
for Lawrence, people are tired of 
seeing an automobile being driven 
down a road, while a commentator 


the automobile’s performance. 
“That’s just an invitation to 

mentally tune out while the com- 

mercial’s on,” said Schnitzer. 


people in the picture he is watch- 
ing. By doing this we catch his at- 
tention and get him to stay with 
us for two or 2% minutes. 

“It’s the so-called soft sell, which 
keeps the sponsors’ product in 


time,” Schnitzer said. 

Pontiac has accomplished this 
with some of its commercials by 
using top notch actors and ac- 
tresses in humorous situations, 
some of which often have been as 
good as the show for which they 
helped pay, said Schnitzer. 

A great amount of time, money 
and effort goes into the creation 
and execution of an automotive 
commercial, Schnitzer said. All the 
elements must be correct in order 
to present the product correctly 
and successfully. 

It, therefore, is important to in- 
volve people in the commercial 
emotionally. And it is equally im- 


| portant to be sure that the two 


minutes is not cluttered with a lot 
of extraneous material. 
“If you try tc include too much, 


|}you lose the whole value of the 


effort because you have diffused 
your main purpose,” he said. 
“There are some opponents to 
the emotional approach to adver- 
tising,” Schnitzer said, “but those 
attempts to use it, when judiciously 
applied, appear to have paid off 


handsomely.” 


* * * 


Atlas Supply Promotion 


Atlas Supply Co., Newark, N. J., 
offered its annua] advertising fea- 
turing license plates in full color 


|for 49 states and Canada in the 


May 23 issue of Saturday Evening 
Post. 

The advertisement included a 
coupon making available to readers 
copies of the “Atlas License Plate, 
Stamp & Travel Book.” The book 
contains 62 gum-backed license 
plate stamps, 50 scenic pages to 
color, as well as histories and stor- 


ies of each state. 
cs oe 


Armed Forces Data Available 





Philip T. Flaxman, publisher for 


ithe U. S. Air Force since 1950, has 
| announced that the firm’s group of 


21 Air Force and Army directory 
and guide publications, is being 
made available to national adver- 
tisers. 

Previously, advertising in the 
publications had been restricted to 
local and regional advertisers. 

Details and rates are available 
from Robert Geddy, national adver- 
tising manager, Philip T. Flaxman, 
publisher, P. O. 3098, Colorado 
Springs, Colo. 

ok 


* * 


U.S. News Sets Marks 


The May 18 issue of U. 8S. News 
&@ World Report hit an alltime 
high in advertising revenue for a 
single issue, $526,812, according to 
John H. Sweet, president. 

Total advertising pages for the 
first four months will show a gain 
over 1958, and, according to Sweet, 
ad revenue for the period will total 
an alltime high of $5,827,489. 

Circulation also is at an alltime 
high, with the publisher’s interim 
statement to the Audit Bureau of 
Circulations for the first three 
months of this year showing an 


tells the salient points involved in 


“What we try to do,” Schnitzer 
said, “is get the viewer involved in 
the commercial emotionally, so that 
he can identify himself with the 


front of the viewer almost all the 





tigi 
rance; W. N. Carpenter, of I 
Walter Thompson; Walker R 4 
Graham, of D. P. Brother @ Co: 
Charles F. Adams, of MacManus 
| John & Adams, and Jack L, 
hill, of Campbell-Ewald Co, Calvert 
will serve as vice-chairman and 
Pingel as secretary. John F. Henry 
of Geyer, Morey, Madden @& Bal. 
lard, is chairman. 


Colin Campbell of Campbel]. 
Ewald, board chairman last year 
has been appointed regional Vice. 
chairman of the 4-A’s. 

* 7” 


Record Ad Campaign for IR 


The strongest advertising cam. 
paign ever employed to introduce 
a new line of International trucks 
has been launched in connection 
with announcements of Interna. 
tional B-line models. 

The .campaign features greater 
use of national general, news 
and business magazines thay 
ever before, according to W., 0, 
Maxwell, manager of Interna. 
tional Harvester’s consumer rela. 
tions department. 

Indicative of this was the open. 
ing salvo—four-color, double-page 
announcement ads during late 
April and early May in Life, Sat. 
urday Evening Post, Time, News. 
week, Business Week, Nation’s 
Business and U. 8. News & World 
Report. 

May issues of Farm Journal, 
Progressive Farmer and Success. 
ful Farming also run four-color 
announcement spreads. 


Fourteen other farm magazines, 
40 state trucking papers and a 
select list of specialized vocational] 
publications also will carry ads on 
the new line of trucks, 

ok * * 


Gas Ads Up on TV 


Gasoline and oil companies tele- 
vision gross time investment in 
1958 totalled $26,538,400, an increase 
of 9.3 percent over 1957, the Tele- 
vision Bureau of Advertising re- 
ported. 

Gasoline and oil spot television 
expenditures in 1958 were $23,406, 
000, an increase of 9.2 percent 
over the previous year while net- 
work TV expenditures moved up 
to $3,132,400, an increase of 95 
percent. 

Among the major petroleum ad- 
vertisers, Shell topped the list with 
$3,272,400 in television advertising 
in 1958, a gain of 64 percent over 
1957. Sunoco showed the biggest 
gain with $1,970,200 for television 
advertising in 1958 against but $80,- 
100 in 1957. 





3 Ford Films Cited 


Three Ford Motor Co. motion 
pictures have been awarded honors 
in recent American film festivals. 


“An Equation for Progress,” story 
of engineering research, won a first 
place award in the business and 
industry category at the Columbus 
(O.) Film Festival; “One Road,” 
based on the round-the-world trip 
of a 1958 Ford, received a certifi- 
cate of excellence in the travel 
category, and “Yosemite, Valley of 
Light,” was awarded first place in 
the North American travel] cate- 
gory at the American Film Festival 
in New York City. 


average total net paid of 1,134,856. Rover in Cleveland— 


* * 


Mich. 4-A’s Elect 


Five advertising men have been 
elected to the board of governors 
of the Michigan Council of the 
American Assn. of Advertising 
Agencies. They are: 

Harry W. Calvert, of Zimmer, 
Keller & Calvert; John S. Pingel, 
of Brooke, Smith, French & Dor- 


+ 


The English-built Rover 90 and 105 
models were exhibited for the first time 
in Cleveland at a press and private show- 
ing sponsored by Salter Automotive !m- 
ports, Inc. The dealership also handles 
the Rolls-Royce and Bentley. Here Dr. 
Salter, right, is shown as he greets his 
successor, Stanley Stone, presjdent, Salter 
Automotive Imports, at the opening of the 
Cleveland exhibit. 
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By Ed Brown 
Staff Correspondent 

NEW YORK.—Importers are be- 
sinning to show concern over the 

wing agitation for more protec- 
tion for American products against 
the so-called “foreign” invasion. 

Announced discussions in 
Washington over the influx of im- 
ported articles such as sewing 
machines, barbed wire, pig iron, 
etc, alarm people in the im- 
ported-auto business. 

They see, in statements published 
about Detroit views, a trend toward 
encouraging labor to place its con- 
siderable weight behind a move- 
ment to increase tariff protections 
for the American automobile in- 
dustry. 

Every time a reference is made 
to the “foreign-car invasion,” the 
ranks of import-car representatives 
fairly shiver with anger. 

As one of their more articulate 
spokesmen keeps stressing, “If the 
imported car had come in an inva- 
gion, surely the factories would 
have backed up such an effort with 
muscle, money and merchandising. 
Certainly what has actually hap- 
pened in the import market can 
hardly be called an ‘invasion.’” 

He goes on, “There are some 
European manufacturers who are 
only now beginning to realize that 
the U. S. market is for real. Up to 
this time, many of them have been 
of the opinion that this market 
was interesting, but like a rainbow- 
hued bubble could easily burst with 
the first cold draft of cautioning 
air.” 

Everett Taylor Martin, public 
relations and advertising vic e- 
president of Jaguar Cars, Inc., 
said, “The fact remains, Ameri- 
cans went looking for imported 
cars; imported cars were not 
‘sold’ to them by means of high- 
voltage merchandising plans and 
wheel-and-deal selling tech- 
niques.” 

Martin claims that after World 
War II the imported car provided 
an automobile for “thousands of 
Americans who were looking for 
something new, stimulating, differ- 
ent and diversified.” 

Importers note that in most areas 
of the world the dollar supply 
suffers from an acute shortage. The 
import and sale of cars in the U.S. 
provides countries around the world 
with the means to buy American 
commodities in short supply in 
their own country, they say. 

“For instance,’ Martin states, 
“automotive dollars earned in this 
market by Great Britain are spent 
mainly to purchase American wheat 
and coal and many other commod- 
ities. The sale of imported cars in 
the U. S. has been, therefore, a sub- 
stantial pump primer for American 
business. 

“It must be noted, also,” he added, 
“that imported-car dealers repre- 
Sent several thousand independent 
business operations, paying taxes 
and employing thousands of Ameri- 
ean employes, Add to the latter the 
thousands of employes of the manu- 
facturers’ subsidiaries on the ex- 
€cutive sales, parts and _ service 
fides, and the thousands of Ameri- 
€n workers involved in the trans- 
Port, handling and maintenance of 
imported cars and you have an 
annual payroll figure that will lead 
t a conclusion that the imported- 
far business has become a very 
Useful segment of our national 
economy.” 

__ Most observers in the import 
field agree that one of the most 

Potent forces behind the success 
of the import automobile was the 
Tact that the back-fence gossip 
f the American people sold im- 
Ported cars. 

Second in importance seems to 
have been the enthusiasm created 

imported-car dealers themselves. 

“Enthusiasm for the product, en- 
thusiasm for the rediscovered sport 
of motoring, enthusiasm for a way 
of life epitomized by the imported 
far and its new American owner,” 

rtin says. 

“Since enthusiasm for a product 

a way of translating itself into 
knowledge about the product, and 
Product knowledge is still the most 
important selling tool yet discov- 
ered by man, imported-car dealers 

me salesmen at a time when 
domestic car dealers were fast be- 
coming no more than order-takers. 
The former knew what they had to 





(an Detroit Alienate Affections? .. . 
(an 


A Love Affair for the Import 


sell and, as a consequence, knew} 
the best way to sell it. 


“I think it is safe to say that 
imported-car dealers back in the 
early days of import sales, knew 
more, and today certainly know 
more, about suspension, steering 
performance data, gear and axle 
ratios, carburetion and torque than 
their domestic car counterparts. 
Out of such stuff is hard selling 
made. And hard selling, at point- 
of-sale, which in the automotive in- 
dustry is at the dealer level, pro- 
duces results.” 

Many importers feel that if De- 
troit would stop writing off the 
import market as unimportant, or 
an “invasion,” there are lessons to 
be learned which could be applied 
to help sell the American product 
to better advantage. A market as 
large as the U. S. should certainly 
have room in it for the import as 





well as the domestic, they say. 
Martin feels that if he were 
asked to make a recommenda- 
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tion about the merchandising of 
the American-made automobile to 
the American people, “I would 
say let Detroit re-create a ro- 
mance between buyer and prod- 
uct that would rekindle one of 
the most powerful of all human 
emotions—pride of ownership.” 

He observes that if anything at 
all is clear, it should be obvious 
that the imported car has attained 
a bright and romantic position in 
the fabric of American life; which 
in one way or another has become 
imbued with a degree of romantic- 
ism that has not attached itself 
to an automotive product since the 
days of the Stutz, the Mercer, the 
Locomobile and other glamour cars 
of a bygone era. 

Everyone in the import field is 
making a prognostication for the 
future, but the general trend ap- 
pears to be that the next 18 months 
will see import cars reach a pla- 
teau, at which level they will stick 
for several years, Some expect this 








Direct GM Holdings 


Are Sold by Sloan 


NEW YORK. — The New York 
Stock Exchange reported that 
Alfred P, Sloan jr., General Mo- 
tors honorary chairman, sold or 
made gifts of all his direct hold- 
ings of GM stock during April. 

Sloan sold 90,106 shares of GM 
common and made a gift of 22,000 
shares. He retains an indirect in- 
terest in more than 1,185,000 com- 
mon shares through G. M. Shares, 
Inc., and New Castle Corp. Sloan 
was beneficial owner of 1,297,261 
common shares on Feb. 28, 1959, 





plateau to exceed 600,000, (with 
some guesses as high as a million), 
while the more conservative and 
strongest contingent claims volume 
will level off slightly below half a 
million cars a year. 

There are several new views on 
the future of the import market, as 
expressed by its leaders, which are 
interesting. 

The first is that the luxury (over 
$4,000) car will suffer least in the 
market shakeup ahead, The con- 
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tention is that this market has yet 
to be satisfied, because of low- 
volume output and because this 
market is more discriminating and 
less likely to be swayed by mass 
whim. 

The other view is that the 
high-volume economy car will 
begin to lose its appeal and suffer 
a rather sharp reversal within 
the next 18 months. Supporting 
this view, its proponents say, is 
the fact that the high-volume 
economy car is beginning to lose 
its snob appeal, and since it can’t 
compete with the American prod- 
uct for design qualities, its only 
course is downward. 

Contradicting this view is that 
contingent of the import field con- 
vinced that the economy car will 
last through the market correction 
ahead, but that the number of 
marques offered in this country 
will dwindle to around a dozen, as 
opposed to about 50 today. 

Martin, however, feels he hag an 
answer to the future of the import: 
“It’s future is a bright one. As long 
as American society produces in- 
creasing numbers of people who 
want specialized automobiles to 
meet their specialized needs, im- 
ported cars will gain in accepance.” 





sell Citroén... 


the prestige 


BE A FRANCHISED CITROEN DEALER... 


‘compact’ car! 










No other car offers so many powerful sales features. Only Citroen has as standard equipment—Air-Oil Suspension 
..-Front-Wheel Drive...Disc Brakes...Automatic Jacking ...33 mile per gallon gas economy. As a Citroen dealer 
you receive the full support of National and Local Advertising, Publicity, and a complete Sales Promotion Port- 
folio...plus Technical Assistance with factory trained engineers and special service schools provided at 


Citroen’s expense. 


For your application and additional information, call or write: 


CITROEN CARS CORPORATION 


300 PARK AVENUE, NEW YORK, N. Y. 


Sign with Citroen, and your profits start immediately! 


(SOLE IMPORTER AND DiSTRIBUTOR OF S$. A. ANDRE CITROEN, PARIS, FRANCE) 
| SSS Se a i line alates Si RA A SEE AOI REISS TR SS AOR OE ARS IY HE NEALE TIENT NE SEILER HN A ES RESET AEE AS BREEN A OR CEE 


8423 WILSHIRE BLVP., BEVERLY HILLS, CALIF. 











AUTOMOTIVE NEWS, JUNE 1, 1959 








HOW 
aoe) aE 


More 
CARS 


Makers Push Output of Lighter, Roomier Units. . . 





(Continued from Page 30) 

carry more within the same 
length and weight restrictions. 

Some makers have brought out 
dual-purpose, or “two-way,” ve- 
hicles that will accommodate loads 
of totally different characteristics. 

One vehicle does double duty. It’s 
a bottom-hopper unit for hauling 
grain or similar products one way, 
and a general freight vehicle on the 
return trip. 


Increase new and used car * * 8 


HE other vehicle converts from 

an open-top cargo van to a flat- 

bed trailer: 

This unit allows the trucker to 
haul general freight one way in 
an open-top van with a tarpaulin 

. * * 


sales with the imaginative and 
exciting sports car for the 
youngsters! — THE VANGUARD 


! Every kid wants a VANGUARD of 

his own! ... Over 5 feet long... 
| Fiberglass body . . . Powered with 
| @ real gasoline engine . . . safety 
| engineered especially for young- 

sters! Thousands already sold at 
| list prices to 179.95. 


], USE THE VANGUARD AS A NEW-CAR 

* SALES CLINCHER... pitch “TWO BRAND 
NEW CARS FOR THE PRICE OF ONE”, or 
“BUY ONE CAR—GET A SECOND FREE OF 
ADDITIONAL COST”, or let your salesmen 
use the VANGUARD at his discretion. 


2 USE IT AS A CONTEST PRIZE... You'll 

* have every youngster in town working 
fer you. Have his parents sign the contest 
card in your showroom. 


3 USE IT IN A POWERFUL PROMOTION 
* OF YOUR OWN DESIGN . . . Local club 
and church groups would love to borrow 


your VANGUARD for a money raising bea- | 


zeer, and your name would be all over it. 
Or organize a big VANGUARD ride party 
for the kids (accompanied by parents). 


4 Take advantage of the powerful and 
* unique promotion valve of the VAN-| 


GUARD before your competitors beat you 


te it. Phone or write for details, but do it | 
now, while the VANGUARD can help you | 


the most during your best selling season. 
(Sales aids available). 


Phone or Write Direct 


mone 4 


THE GREAT LAKES TRACTOR CO. | 
510 Hanna Bidg. * Phone: TOwer 1-4700 | 
Cleveland 15, Ohio 


One of the world’s largest producers of | 
powered lawn mowers and juvenile cars. | 


DIAMOND 
QUALITY 
PRODUCT 


i ahi rerteenaticmeees | 





helps you make sales 
TALL: 


30,000 MILE NEW CAR 
Le ae ez Ae): 
CUE aa) 


@ More New Car Sales! 
Siloam ee 
More Lube Sales! 


AMALIE DIVISION 


eee 





Sliding Fifth Wheel— 


Trailmobile, Inc., calls this sliding fifth 
wheel the ideal solution to weight-distri- 
bution problems and shortening or length- 
ening of combinations. All pins are in 
double shear, making it one of the 
strongest such devices on the market, the 
firm said. 


By L. H. Houck 
Staff Correspondent 


MENDOTA, Ill.—Consistent mail- 
ing of cards to prospects has paid 
off for Widmer & Sons (Buick- 
Oldsmobile), according to W. J. 
and R. P. Widmer, brothers. 

“We made a deal just the other 
| day with a customer who men- 
| tioned that he had received one 
of our postal cards in 1956,” said 
R. P. Widmer. 

It’s consistent followup that 
|makes card mailing pay, he added. 
|\Cards are mailed to a selected 





| group of customers and owners of 
|other makes, 
and then the owners and the sales 


Widmer continued, 


staff follow up each name until 
they have to quit. 

Coupled with an extensive over- 
hauling of overhead cost, this sys- 
tem put the firm in the black in 
1958 when a lot of dealers lost 
money, said W. J. Widmer. 

The profit starts with trimming 
overhead and taking out all the 
slack, he added, plus developing 
bigger service volume and stricter 
supervision of salesmen activities. 

This is a rich agricultural area, 
and some of the fast uptown 
methods of big dealers do not 
suit the farmer. 

One farmer told the Widmer 
brothers he would rather deal with 
them because he could talk to the 
top man and get results immedi- 
ately. 

In talking to a salesman in a 
larger town, -he added, the sales- 
man calls an appraiser to check 
his car, then the various facets of 
of the proposed deal go through 
half a dozen people. 

“This is a tip worth taking,” W. 
J. Widmer said, “and so we try 
to get in contact with the prospect 
as soon as possible after one of 
our salesmen has established a 
selling relation, and we also take 
particular care that each person 
coming in is properly welcomed 
by us.” 

Another factor in making a 
good profit in 1958, they reported, 
was the decision to let unprofit- 
able deals go out the door. 

“We took all the air out of our 
operations, figured our conserva- 
tive cost of doing business, added 
a reasonable minimum profit and 
let all deals walk that didn’t give 





can be converted quickly to a 
flat bed by lifting up the sides 
and storing them in the front of 
the trailer, It then is ready for a 
bulk load such as steel. 

The manufacturer of this partic- 
ular van also has developed a slid- 
ing fifth wheel which is said to be 
the ideal solution to weight-distri- 
bution problems because it can 
easily be shifted to shorten or 
lengthen combinations to meet 
varying state requirements, 

The need for units that will en- 
able the trucker to meet varying 
trends has resulted in a substantial 
growth of the trailer industry in 
the past decade. Gross sales have 
jumped from $138 million in 1947 


to almost $270 million in 1958. 
: + ca * 


poses growth reflects the rise in 
purchases of larger vehicles 
with intricate refrigeration or 
tanking equipment and special 
components such as tandem axles. 
Some current work anticipates 
greater use of weight-saving alu- 


-} minum and plastics in both tractors 


and trailers. 

A relatively new development 
in the last few years is the grow- 
ing interest of shippers in the 
use of “containers,” units that 
can be transferred with their 
loads from truck-trailers to rail- 
road cars (piggyback), boats 
(fishyback) and airplanes (birdy- 
back). 

In 1958, for example, piggyback 
loadings totalled almost 277,000, an 
increase of 10 percent over 1957 de- 

spite the recession and the cuts in 
other categories of railroad-car 
loadings, 

Three years ago an agency was 
set up to supply its three parent 


covering. On the return trip it 





Widmers Keep Cards Moving... 


Mail Brings Many a Sale 


us that minimum,” W. J. Widmer 
said. 

They found this hard to do but 
they figured if there was any 
money to be lost in making a deal, 
it would be better for Widmer & 
Sons to let others lose the profit. 

This firm was established by the 
Widmers’ father as a Buick deal 
in 1908. In 1946 the name was 
changed to Widmer & Sons when 
the sons came into the business. 
Their father retired a few years 
ago. 

This year’s prospects are excel- 
lent and the first months have con- 
tinued the profit trend, the brothers 
said. 


New Synthetic 
Seen Increasing 


Tire Wear 33% 


AKRON —A major advance in 
rubber technology has resulted in 
a “steam-whipped” synthetic rubber 
which makes it possible for motor- 
ists to get one-third greater tread 
wear from their tires than can be 





obtained from any tires now on the 
road, according to W. O'Neil, presi- 
dent of General Tire & Rubber Co. 

The rubber is a special blend of 
synthetic and ultrafine carbon 
black, he said. 


“This type of rubber will quickly 
be adopted by the industry for 
quality tires and, eventually, will 
be used for all tire manufacture,” 
O’Neil said. 

The new rubber, a styrene-buta- 
diene, black masterbatch type 
called Gentro-Jet SAF, is manufac- 
tured at General Tire’s synthetic 
rubber facility at Odessa, Tex. 

Tires utilizing the rubber have 
undergone stringent road tests at 
San Antonio, and exhaustive lab 
testing at General’s Akron research 
headquarters, O’Neil said. 

“Key to the rubber’s greatly in- 


high-energy process perfected by 
General Tire chemists which fuses 
a new ultrafine carbon black with 
rubber while it is at the latex or 
liquid stage.” 


Trailers Keeping Up with Times 


companies, two railroads and a 
freight solicitor with flatcars need- 
ed for piggybacking, The. agency 
now has 15 members, including a 
half dozen major railroads operat- 
ing over a wide area, It is under- 
stood that several others are ex- 
pected to join in the near future. 
* * * 


ESPONDING to these demands, 


trailer manufacturers are con- 
centrating on improving container 
* * * 





practicality. Standardizing forms ot 
the kingpin, which acts as a 

ler, already make conven 
truck-trailer fleets interchange 
able. 

Standardizing containers to 
permit interchangeability 
various modes of transport, x 
well as reuse of individual] 
tainers, is a prime goal, 
Further standardization of 
hicle components also can be g, 
pected. An extensive program is 
under way to simplify axles, wit, 
the ultimate aim of developing , 
group of general-purpose trailers 
requiring only four sets of Parts 
to handle loads from % ton up 

to 14 tons. 





Super Econovan by Highway Trailer— 


Higher and wider inside dimensions are features of the all-aluminum outer-panel 
Super Econovan introduced by Highway Trailer Co. The van has an inside height 
of 97 inches and inside width of 92% inches. It is built on Highway's new aluminum 
chassis, 





Fruehauf's 


New Volume-Van— 


This exterior post dry-weight van is one of nine closed models featuring complete 
interchangeability of standardized aluminum and steel components, according to 
New features also include a one-piece roof, higher cube, re- 


Fruehauf Trailer Co. 
cessed lights and hardware, 





Trailmobile Conversion Unit— 


This “J-Rail" flatbed, made by Trailmobile, Inc., can be converted to an open-top 
trailer quickly and easily with lightweight aluminum racks which are stored behind 


the nose section. 





Two-Way Gramm Trailer— 


This two-way unit, recently introduced by Gramm Trailer Corp., can be used 9% 
creased wear,” said O’Neil, “is &|a bottom hopper on one leg of a haul and as an exterior post freight trailer of 


the return trip. The floor has two hinged sections 94% inches long and 90% 
inches wide. The sections are raised and lowered by a removable hoist and ope 
to the front and rear to form the forward and rear walls of the hopper. The hopper 
is loaded through two hatches in the roof and has a capacity of about 1,000 


cubic feet. 
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Not only that . . . the 1959 Starch Consumer Magazine Report con- 
firms that TV Gute delivers more readers per dollar, in virtually 
every category, than any of the other four major mass magazines. And 
TV Gur is the one national magazine that sells every day of the week! 
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Best of all, TV GupE reaches the largest audience in weekly magazine 
history ... at a black-and-white page rate of $2 per thousand. Get in! 


ANNOUNCING A 7,250,000* CIRCULATION’ GUARANTEE! 


*Effective October 31, 1959 
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MR. EXECUTIVE! 


For a memorable business or sales 
meeting, ST. CLAIR INN offers 
complete conference facilities in a 
delightful resort atmosphere. Only 
50 miles upriver from Detroit! 
Contact Creighton Holden or Mrs. 
Margaret Nelson. 


















St. Clair Inn and Country Club 
OPEN ALL YEAR... ON THE SCENIC ST. CLAIR RIVER 
Owned and operated by the Holdens 
ST. CLAIR, MICHIGAN «¢ dial FA 9-2222 








AUTO-TURNTABLE 
Assembled in 30 Minutes , 


Send for 
free folder. 


AMER-STAGE 
805 East 134 St. 
Bronx 54, N. Y. 


DEFIANCE + OHIO 
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WEIGHTLIFTER 






... battery-powered hydraulic 
tailgates for pickups, stake 
and van trucks to 24 tons, 


























* 3 Sizes... 


Series 1000 (1000# cap.) for all 
pickups. Series 1100 (1100# 
cap.) and Series 1300 (1300#) 
for stake and van trucks to 2% 
tons. 















* Best Performance, 
Finest Appearance 


in the field. Rugged reinforced 
safety plate platforms, perform- 


ance-tested hydraulic system. 


* Competitive 
Prices... 


You can offer more real perform- 
ance features at lower cost with 
WATSON WEIGHTLIFTERS |! Lib- 
eral dealer discounts, too | 











WHY NOT MAKE EXTRA PROFITS on your truck 
sales? Investigate the complete WATSON 
WEIGHTLIFTER line now. Write for literature, 
prices, discounts; please oddress Dept. 144 


WATSON 

COMPANY 
1316 - 67TH STREET, EMERYVILLE 8, CALIF. 
1606 LASKEY ROAD, TOLEDO 12, OHIO 
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Roses Now, Thorns Tomorrow? .. . 








Meditations of 3 Import Dealers 


By Maynard M. Gordon 
News Editor 


_— The cocktail hour. 


Piace: A hotel meeting room in 
a large midwestern city. 

Cast: Steve, Ed, Larry and an 
invited guest, Steve, Ed and Larry 
are dealers in a popular import 
make who have made an all- 
expense-paid trip to the city for 
a regional conference. A cocktail 
break in the proceedings has begun, 
and the three are huddled in a 
corner, Steve is in his late 20s and 
the import make is the first one he 
has ever handled. Ed is fiftyish, a 
25-year veteran of domestic and im- 
port cars in all price classes, Larry 
sold hardware and a defunct U.S. 
small car previously. 

Ep (nursing a Scotch & soda and 
puffing a medium-sized cigar): Ill 
tell you why I took on Car X, After 
25 years of boom and bust, I wanted 
a security deal for myself and my 
kids. So we're not selling 1,000 a 
year like we were before. Instead, 
we turn 30 to 40 a month—at full 
list, mind out—and I have my new 


dealership and a boat on the river. 
* a” ” 


Grave: I had my best month in 
April, but I can’t make out on 
used cars and the bank complains 
about not enough time deals. 

Ep: Get the best used-car man 
in town, buddy, even if you have to 
raid Chevy or Ford, We'll really be 
in the used-car business this fall. 

STEVE: That bank is breath- 

ing down my neck, Not a single 
repo in four years, and they’re 
threatening to cancel my floor- 
plan unless I give ’em more re- 
tail paper. 

Ep: There’s only one way to 
handle it. I pay the boys a fin for 
every time deal they sell and a fin 
more for every insurance tie-in. 


Nebraskans Move 
OMAHA.— The Nebraska New 
Car Dealers Assn. has moved to 
new offices at 303 Service Life 
Building, Nineteenth and Farnam. 


Cash on the line, no waiting. 

Guest: Big Three dealers should 
have such problems. 

Ep: That’s why I quit those guys. 
One year a hot car, the next year 
a load of junk. The finance com- 
pany is on your tail, and so are 
the factory hounds. Here at least, 
the factory men really are out to 
help you. 

* * 
LL ARe*: Not my factory man, He 
blew his top because I brought 
in an efficiency crew to look over 
service and used cars. 

Steve: (looking up from his mar- 
tini): What was the matter? 

Larry: Oh, the mechanics were 
spending too much time on inspec- 
tion jobs and there wasn’t enough 
used-car traffic. 

STEVE: That’s all you hear 
from the factory—service, service, 
service, How bad did they ream 
you out? 

Larry: Well, I stood my ground. 
They're so service-minded they 
can’t see the picture in my town. 
And, of course, they don’t know or 
care about used cars. 

Ep: Don’t forget, my friend, that 
we're dead ducks without a service 
reputation, Europe knows it. One 
disgruntled customer because of the 
shop is a kiss-off for sales, That’s 
why they harp on service. 

* * t 


TEVE: When I drove the first 

Car X into town five years ago, 
the kids all looked at me as if I 
had escaped from the state nut- 
house. I didn’t care so long as they 
noticed me. Notice and word-of- 
mouth is worth its weight in paid 
ads. 

Guest: But what happens to 
your market when the Big Three 
come in? 

ED: Either we get into the 
used-car business big, or we have 
to deal the new stuff tight. But 
we have service, and that means 
steady customers. 

Larry: It might be rough for a 
while until they give us a model 
change. 

Steve: I hope they keep the de- 





Finance Industry Is Seen 
Doubling in Next Decade 


ANN ARBOR, Mich.— The con- 
sumer finance industry can double 
in the next decade, Executive Vice- 
President Paul Selby of the Na- 
tional Consumer Finance Assn, said 
at the University of Michigan. 

Population expansion and eco- 
nomic gains will contribute to 
this growth, Selby told 75 persons 
attending a consumer finance 
study course at U-M: 

“Personal loans increase with 
growth in incomes and prosperity 
of consumers. When consumers are 
confident of assured incomes in the 
year or two ahead, they are willing 
to make commitments payable out 
of these incomes. 

“We can also document the fact 
that overall savings increase with 
the increased use of consumer 
credit.” 

Selby termed Federal Reserve 
Board estimates that installment 
credit would total $55 to $65 bil- 
lion by 1965 “entirely realistic.” 
At present, installment credit 
totals about $34 billion. 

If consumer finance companies 
maintain their present share of 35 
to 40 percent of the total install- 
ment loan business, they should ex- 
perience “a substantial measure of 
growth and prosperity,” Selby said. 
In the face of increased competi- 
tion, however, “We must do much 
more than we have been doing to 
win public acceptance and good will 
for our business. 

“Nothing we ever did in the con- 
sumer finance business has aided 
the prestige and acceptance of in- 
Stallment loans like the entry of 





C of C Honors Schukei 


WATERLOO, Ia. — Clarence 
Schukei, head of Schukei Motor 
Co. (Chevrolet), has been named 
“person of the year” by fellow 
chamber of commerce members. 


commercial banks into the loan 
field,” Selby declared. 
He indicated consumer finance 
companies should meet this and 
other forms of competition “head 
on” with improved service, re- 
vised operations, and greater 
efficiency in controlling costs, 
He listed these competitive ad- 
vantages of consumer finance firms: 
quick service, minimum security re- 
quirements, confidential service, ex- 
pert financial counseling, con- 
venient locations, and consolidation 
of debts. 





sign the way it is now. A price cut 
to keep a $400 spread below the Big 
Three would be better than a new 
design. 

Larry: The Seaway is helping on 
price. Look at the savings in freight 
costs we'll be getting! 

a * * 


UEST (unconvinced): Won’t the 
Big Three economy stuff, plus 
Rambler and Lark, flood you with 
volume selling and promotion? 
Ep: I’ve handled ’em all through 
thick and thin, and I think I know 
all the tricks, This foreign car I’ve 
got is selling on quality, economy 
and service, The Big Three can’t 
match that combination, And, they 
can’t build a small car here to 
look like an imported car. We've 
got the genuine article, they 
haven't. 


Guest: I don’t follow you. They 
have their own imports. 

ED: Strictly potboiler. The big 
money and the big push will be 
for their new domestic jobs, 

Larry and Sreve (almost in uni- 
son): I hope you're right. 

Ep: I know I’m right. I’ve han- 
dled ’em all... 

(The three dealers returned to 
the conference after a stop at the 
refreshment stand. The guest, de- 
parting for home, gazed respect- 


fully at the array of “foreign” cars| 


which the visiting dealers had left 
in the hotel parking lot.) 








New Steer Axle— 


| Easier steering without the weight ond 
| cost penalties of power assistance } 
| claimed for a new Timken-Detroit “Cente. 
| Point’ Steer Front Axle announced by the 
| transmission and axle division, Rockwell. 
Standard Corp., Detroit. In the new center 
| point design, according to Rockwell engi. 
|neers, the king pin is perpendicular tp 
the ground line and is moved ovtword 
into the wheel so that the center line of 
the tire and the center line of the whee 
are on a relatively common plane. This 
design permits the king pin to act merely 
as a pivot point while the vehicle lood 
is supported solely by the axle. By thu 
relieving the king pin of the job of por. 
tially lifting the load as the wheels ore 
turned, as in conventional front axles, 
less steering resistance without loss of any 
vehicle control is accomplished, it is 
claimed. 





New Materials, Fuels Due .. . 


Kucher Looks to Future 


EVANSTON, Ill. — Research now 
in progress foreshadows automotive 
developments in the next 50 years 
that will make today’s achieve- 
ments insignificant by comparison, 
according to Dr, Andrew A. Kucher, 
Ford engineering and research vice- 
president. 

“Scientists the world over are 
engaged in research creating en- 

tirely new categories of scientific 
knowledge,” he said, “Such 
knowledge will form the basis for 
new concepts of propulsion, new 
families of engineering materials 
and new techniques of construc- 
tion.” 

Kucher spoke at Northwestern 
University in conjunction with the 
observance of the 50th anniversary 
of the school’s engineering pro- 
gram, He said entir. new classes 
of materials will emerge from in- 
quiries now being conducted. 
Among those he cited were: 

1. Strong glass-like materials that 
will combine structural reliability 
with transparency for use in auto- 
mobile roofs. 

2. Steels, with more than twice 
the strength of present steels, 
which can be produced economic- 





This Stops ‘Em— 


A time-tested customer stopper is this antique Dodge, vintage 1926, displayed 
outside the showroom of Dufresne Auto Co. (Dodge-Plymouth) in Boise, Id. Hardly 
a day goes by, according to Robert Putnam, Dufresne general manager, that at 
least one person doesn't stop to inspect the “old timer." From there, it's only a 
step inside to see the 1959 Dodge models. Some of the curious, says Putnam, even 
want to know whether the antique is for sale. The dealership originally overhauled 
the car, got its motor running “like a clock," and put it on display with a price 
fag as a gag. But now, Putnam admits, it's one of Dufresne's best customer attrac- 


tions. Too good, he says, to sell. 





ally for stronger and lighter frame 
and body panels. 


3. Plastics as strong as today’s 
metals that may be used in body 
panels and possibly even as load- 
bearing members. 


“If our dreams of new en- 
gineering materials captivate the 
imagination,” Kucher said, “the 
outlook for new fuel substances, 
and the engines to use them is 
infinitely more fascinating.” 
There are possibilities, he said, 
of greater fuel economy, new kinds 

of chemical fuels and “tailor-made” 
fuels for automobile engines. 

“It does not take too much im- 
agination,” Kucher said, “to see the 
motorist of the future driving into 
a ‘gas’ station and, instead of a 2- 
gallon tank of liquid fuel, receiving 
replacement ‘energy capsules.’” 





He also discussed the likelihood 
of “flying automobiles” directed by 
automatic guidance systems, saying, 
“It is not inconceivable that a ma- 
jority of vehicles in the year 200 
will combine features of both 
ground travel and free flight.” 

“It is evident,” Kucher declared, 
“that we are on the verge of im 
portant breakthroughs in many 
fields of science. It is equally evi 
dent that these broad scientific ad- 
vances will have a marked impact 
on future engineering education.” 

The future engineering gradu~ 
ate, he explained, will need the 
basic scientific ability to create 

knowledge and the basic en 
gineering ability to envision its 
application. 

“I think we'll have to get used to 
the term ‘engineering scientist, 
with the emphasis on ‘scientist, 
he said, Kucher described the ¢= 
gineering scientist as representing 
“by training and experience the 
fusion of the basic sciences am 
engineering.” 

“I think we also have to recognize 
the increasing distinction betwee? 
the engineering scientist and thé 
engineering technician,” he sai 
“Of course we will need both, but 
to the technician will fall the jo? 
of operation; to the scientist, the 

job of innovation.” 

Kucher said the engineering 
scientist will require a wider 
curriculum, must spend more 
time in scheol and, after gradu- 
ation, be prepared to shift his 
field of endeavor several times. 

“Gone is the time,” he said, 
“when a man could expect to 
himself professionally in a spec 
ized field and spend a lifetime 
there.” 
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By Leo T. Parker 
Attorney at Law 


ECENTLY a higher court laid 
corn an important law to the 
that one who loans money on 
an automobile is obligated to give 
tive notice to the public of his 
jen, otherwise he has no valid and 
enforceable lien. 
For example, in 
First State Bank 
of Corpus Christi 
v. Austin Motor 
Co., 315 S. W. (2d) 
390, the testimony 
showed these 
facts, as follows: 
A man named 
Dones bought a 
Cadillac from an 
automobile dealer. 
Later he sold the 





L. T. Parker 
to Turbiville Motors, a dealer, 
nd surrendered his certificate of 
title which showed that there were 


no liens. Turbiville reassigned the 
tile to Davison Used Cars, who 
gsigned to San Antonio Auto Auc- 
tion, who in June assigned to Ham- 
mock, Then Hammock assigned the 
yehicle to Austin Motor Co. The} 
Certificate of Title, with each of | 
the above reassignments attached, | 
was delivered to Austin and those} 
documents showed that there were | 
no liens against the Cadillac, | 

Unknown to officials of Austin, | 
Hammock had borrowed $3,300 
from First State Bank and gave 
his note and a chattel mortgage 
on the Cadillac. 

The bank officer did not retain 
the Certificate of Title as a means 
to prevent the sale of the vehicle 
without payment of the lien, and | 
the bank’s lien was in no way noted | 
or shown on the title papers. 

Instead, the bank officer surren- 
dered all the title papers to Ham- 
mock, the borrower. Hammock, 
with full possession of the papers 


Ford Will Equip 
Buffalo Plant for 
Small-Car Parts 


BUFFALO.—Ford Motor Co. has 
announced it will spend more than 
$14 million this year on equipment 
modernization and long-range im- 
provement at its Buffalo stamping 
plant. A big share will provide 
facilities to produce small-car 
par’s. 

The information was contained in 
a letter sent by plant manager 
Frank Wright to 3,800 employes. 

Wright also revealed that since 
1955 almost $8.5 million has been 
spent to improve the plant and its 
production facilities. 

The main part of the letter fol- 

s: 








“The 1960 model year will be one 
of the most extensive, and expen- 
sive, that Ford Motor Co. has ex- 
Perienced in providing for the 
Operation of the Buffalo stamping 
plant. 

“A sizable part of this amount, 
$1.4 million, will provide us with fa- 
cilities to produce parts for the new 
Compact car which the company 
has announced will be introduced, 
barring changes in the market and 
other circumstances, during the 
1960 model year.” 


Switch Proposed 
In R.I. Inspection 


PROVIDENCE.—The Legislature 
is considering a bill requiring 
State-operated compulsory vehicle- 
inspection stations to replace in- 
Spections at State-designated pri- 
vate garages. 

Under the proposal the fee for 
inspections at State-operated sta- 
tions would be 50 cents. The bill 
appropriates $750,000 for establish- 
ing the system and provides that 
its operation could be delayed until 
July, 1960. 

Rep. Ulysses LaRoche, who has 
Offered a bill to repeal the present 
law, said too many operators of 
Private inspection stations are 
More interested in running up re- 
= bills than in the safety of 

rs. 








Lawsuits Affecting Dealers... 
Court Decisions 













which showed no liens, instead of 
causing the lien to be noted, sold 
the car to Austin. 

The higher court held that Austin 
Motor Co, and not the bank was 
entitled to possession of the auto- 


mobile. 
* * * 


Statute of Limitation 


} peerage a higher court held 
valid a state’s statute of limi- 
tation which provides the time a 


stolen automobile must be posses-| 





Barge Hauls Imports 


Up Columbia River 


SPOKANE. — An Inland Navi- 
gation Co. wheat barge hauled 20 
small German autos up the Co- 
lumbia River to Pasco, Wash. 

It was believed to have been 
the first large barge shipment of 
autos up the river. 





| question. 





sed or a suit for possession filed 
after the date of theft. 

For example, in Himoff v, H. 
Motor Sales Co., 256 Fed. (2d) 
769, it was shown that a law of 
the State of Illinois provides that 
a suit or claim for a stolen au- 
tomobile must be filed within five 
years from the date the automo- 
bile was stolen. 

A car was stolen and the insur- 
ance company paid the loss to the 
owner, Five years and ten months 
later the insurance company sued 
H. Motor Sales Co. to recover the 
automobile which was found to be| 
in the latter’s possession. 

The higher court refused to hold} 
that the insurance company could | 
repossess the automobile. 

+ * 2 


When to Clean Walks 


nes an official of a large 
corporation asked me to explain 
the legal duties of automobile deal- 
ers to clear snow and ice from 
steps and walkways, A few weeks 
ago a higher court answered this 


For illustration, in Mattson v. 
St. Luke, 89 N. W,. (2d) 743, the 
testimony showed facts, as follows: | 
At approximately 6:30 p.m. a 57- 








year-old woman, named Mattson, 









JURE 
“After all the compromising on 
price, tire-switching, they-keep- 
this and you-keep-that, you’re in 
the hole the price of the tank of 
gas you threw in to get them 
started.” 





was injured when she slipped and 
fell on ice-covered steps as she was 
leaving the showroom by way of 
the front entrance door. She sued 
for damages. 

During the trial the testimony 





proved that from 2:30 o’clock in 


the afternoon until 8:20 o’clock 
that evening, freezing rain and 
sleet fell almost continuously. 

As Mattson left the premises at 
6:30 p.m, she opened the door to 
the outside and had placed’ one foot 
on the landing below the top step 
when her feet shot out from under 
her, She then fell on the landing 
and slid down the steps, incurring 
injuries. 

The testimony showed that at 
the time of the accident the entire 
outside entrance was icy and slip- 
pery and there were no signs of 
any chemical or abrasive substances 
on the landing or steps. The icy and 
slippery condition prevailed as to 
sidewalks and streets throughout 
the city. 

The lower court awarded Mattson 
$7,000 damages, but the higher 
court reversed this verdict, saying: 

“Since a storm produces slippery 
conditions as long as it lasts, it 
would be unreasonable to expect 
the possessor of the premises to re- 
move the freezing precipitation as 
it falls. Reasonable care requires 
only that the proprietor shall re- 
move the ice and snow, or take 
other appropriate corrective action, 
within a reasonable time after the 
storm had abated.” 





TTENTION DEALERS IN NEW YORK, NEW JERSEY, AND EASTERN PENNSYLVANIA: 





Quaker State Division Manager Medley 
has some good news for you 


“First, a word of introduction to all of you 
dealers and service managers in New York, 
New Jersey and Eastern Pennsylvania. I’d like 
you to meet the Quaker State sales force 
pictured on this page. And if you’re located 
in Upstate or Eastern New York, I’d like to 
introduce you to ‘Doc’ Dorman, our Division 


Manager in that area. 
“These men—along with 


and their salesmen—are constantly helping 
dealers and service managers improve service 
and sales and maintain a healthy year-round 
profit margin at the same time. 

“Right now we are spreading some very 
good news about Quaker State’s exclusive 
Dual-Graded Oils . . . also about some wonder- 
ful sales aids designed to help your business. 

“If we haven’t contacted you yet and you 
would like full details quickly, just get in touch 
with one of the men on this page. There’s an 
address under each picture. Or drop me a line 
at 27 Simpson Road, Ardmore, Pennsylvania.” 


QUAKER STATE OIL REFINING CORPORATION 
OIL CITY, PENNSYLVANIA 


Member Pennsylvania Grade Crude Oil Association 





C. V. Dorman, Div. Mgr. 
519 Fayette Bivd. 
Syracuse 3, N. Y. 





our distributors 





E. E. Madiley, Quaker State Division Manager, 27 Simpson Rd., Ardmore, Pa. 





A. C. Delaplaine, Jr. 
920 Collenbrook Ave. 
Deexel-Hill, Penna. 


H. J. Falvey, Jr. 
P. O. Box 48 
Yellow House, Penna. 





R. S. Williams 
2215 Wallace Ave. 
Bronx 67 New York 


“QUAKER 
STATE 


MOTOR OIL 
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Sales Conditions in Various Areas... 


Auto Market Reports 


Akron 


New-car registrations in Summit 
County (Akron) are running 30 
percent ahead of the same period 
last year. Up to May 1, deliveries 
in the county totalled 7,664, as 
against 5,912 in the first four 
months of 1958. 

In April, the sales gain was even 
higher, with the 2,277 registrations 
outnumbering April, 1958, deliveries 
by 33 percent. 

Another sign of the times is the 
demand for trucks, which has gone 
up sharply this year. The 191 com- 
mercial vehicles sold in April were 
40 percent more than in this month 
@ year ago. 

During April, Ford widened its 
lead over Chevrolet in the race for 
individual honors. At the end of 
March, Ford topped its old rival 
by 14 units and in Apri] it in- 


creased its lead to 87. Ford has 
1,937 deliveries for the year to 
Chevy’s 1,850. Between them, the 
two makes have accounted for 
slightly over 49 percent of all sales 
in the county this year. 
Plymouth continues to hold third 
place with 519 to Pontiac’s 500. 
Oldsmobile is in fifth place with 
482, Next comes Buick with 400 
while Rambler is a close seventh 
with 396.. Dodge, Mercury and 
Studebaker round out the first 10 


in that order.—(Joe Kuebler.) 
* * 


Cleveland 


Continued high sales of new cars 
are reported by dealers in the 
Cleveland area, although profits 
“are not as high as we'd like.” 

New-car registrations in April 
totalled 7,255, compared with 7,648 
in March. By makes, they were: 





Draw-Tite 
is a full-time 


profit-line! 


HITCHES - COUPLERS - WINCHES 


EASY TO SELL—Nationally advertised 


Heavy-Duty 
Hitch 
for up to 5000 G.W. Ibs. 


D-T products are first choice with car 
owners for boat, utility and small house 
trailers. 


COMPLETE LINE—Hitch in two sizes 
. .. Field-Proven Winches in 3 sizes... 


and 


line of improved Cam Tension 


Trailer Couplers. 
CUSTOM HITCH FEATURES — One- 


piece design . . 
no welding or adjustments. Built for 
any car make or model. 


PRICED FOR PROFIT—A steady re- 
peat necessity for your customers who 
pull trailers. 24-hr. factory shipments. 


Custom built for large boats, 
horse and traveling house 
trailers. 

REGULAR SIZE also available 
for boat and utility trailers up 
to 2000 G.W. Ibs. 


. ready to install . . . 


FOR FULL DETAILS SEND FOR FULL-LINE FOLDER 


Trailer Products Division 


DRAW-TITE MANUFACTURING CO. 


rctory: Belleville 9, Mich 7 


Branch: Starke 18, Fla 


ATTENTION 
FRANCHISED DEALERS 


Why not buy or sell the used cars you need or want to dispose 
of to your fellow franchised dealers who, like yourself, have a 
vested interest in the reputation of the brands they are fran- 
chised by a manufacturer to sell and service? 


Dealers having a franchise to sell and service domestically pro- 
duced new motor vehicles of an American Manufacturer may 
purchase exceptionally good used cars at the Market held each 
Tuesday at the Indiana State Fairgrounds in Indianapolis, In- 


diana. 


Inquiries on the possible establishment of a NAMCA Market in 


your area may be mailed to: 


National Automobile Marketing 


Cooperative Assn. Inc. 


224 North Meridian Street 
Indianapolis 4, Indiana 


Ford, 1,882; Chevrolet, 1,414; Olds- 
mobile, 649; Pontiac, 552; Plym- 
outh, 545; Rambler, 423; Buick, 368; 
Dodge, 260; Studebaker, 253; Mer- 
cury, 243; Cadillac, 191, and Volks- 
wagen, 81. 

Chrysler, 78; Edsel, 63; DeSoto, 
60; Opel, 47; Simca, 41; Fiat, 39; 
Renault, 37; English Ford, 37; 
Checker, 28; Metropolitan, 28; 
Triumph, 26; Hillman, 21; Lin- 
coln, 20; Peugeot, 15; Taunus, 15; 
Morris, 14; Imperial, 13; MG, 13; 
Austin, 12; Continental, 12, and 
Volvo, 11, 

Mercedes-Benz, 9; Vauxhall, 9; 
Jaguar, 8; DKW, 7; Alfa Romeo, 
5; Citroen, 5; Lloyd, 4; SAAB, 4; 
Borgward, 3; Auto Union, 2; King, 
2; Merry Olds, 2; Riley, 2, and mis- 
cellaneous, 2. 

The 439 new-truck registrations 
in April compared with 465 a 
month earlier. By makes, they 
were: Ford, 119; Chevrolet, 96; In- 
ternational, 87; White, 27; GMC, 
21; Divco, 19; Willys, 17; Dodge, 
15; Mack, 11; Diamond T, 9; Stude- 
baker, 9; Volkswagen, 8, and Auto- 
car, 1—(Sanford Markey.) 

* * +. 


Norfolk, Va. 


April saw 1,250 new cars and 249 
trucks sold in Norfolk County 
(Norfolk), Va. 

By makes, sales were: Ford, 314; 
Chevrolet, 255; Plymouth, 136; Pon- 
tiac, 78; Oldsmobile, 58; Rambler, 
55; Mercury, 38; Buick, 37; Volks- 
wagen, 32; Renault, 29; Cadillac, 23; 
Dodge, 18; Studebaker, 16; English 
Ford, 13; Hillman, 13; Simca, 12; 
Vauxhall, 12; Ohrysler, 11; Edsel, 
10; DeSoto, 9; Fiat, 9; MG, 9; Tri- 
umph, 9; Opel, 8; Borgward, 6; Im- 
perial, 6; Metropolitan, 6; Lincoln, 
5; Austin, 4; Volvo, 4; Goliath, 2; 
Willys, 1, and miscellaneous, 12. 

Truck registrations were: Chev- 
rolet, 53; Ford, 38; GMC, 10; Inter- 
national, 9; Dodge, 2; Reo, 2; Mack, 
1; White, 1, and miscellaneous, 4. 

+ * * 


Los Angeles 


A total of 22,414 new cars were 
sold in Los Angeles County in 
March, compared with 16,100 a 
month earlier. 

“New-truck registrations also 
spurted, moving up to 2,835 from 
1,982. 

By makes, new-car registrations 
were: Ford, 5,541 (including 640 
Thunderbirds); Chevrolet, 5,027; 
Rambler, 1,308; Pontiac, 1,119; Olds- 
mobile, 1,033; Plymouth, 897; Cad- 
illac, 802; Buick, 674; Volkswagen, 
641; Renault, 552; Studebaker, 497; 
Mercury, 496; Hillman, 321, and 
Dodge, 267. 

Fiat, 246; Simca, 244; Opel, 225; 
MG, 216; Volvo, 216; Austin- 
Healey, 187; Triumph, 173; Chry- 
sler, 158; English Ford, 151; NSU, 
125; Morris, 101; Continental, 97; 
Edsel, 92; DeSoto, 85; Imperial, 
81; Borgward, 78; Peugeot, 78; 
Lincoln, 70; Taunus, 68; Austin, 
66; Vauxhall, 61, and Mercedes- 
Benz, 59. 

BMW, 55; Jaguar, 45; Citroen, 
37; Metropolitan, 30; DKW, 24; 
Porsche, 21; Alfa Romeo, 19; Toyo- 
pet, 18; Singer, 16; Lloyd, 14; Go- 
liath, 9; Berkeley, 8; Datsun, 8; 
Skoda, 7; Panhard, 6; Rolls-Royce, 
6; Sunbeam, 6; Goggomobil, 5; Lan- 
cia, 4; Auto Union, 2; Morgan, 2; 
Packard, 2; Willys, 1, and miscel- 
laneous, 17. 

Truck registrations were: Chev- 
rolet, 1,290; Ford, 967; Interna- 
tional, 154; GMC, 134; Dodge, 98; 
Volkswagen, 56; Willys, 34; English 
Ford, 21; Crown, 15; Studebaker, 
11; White, 8; Kenworth, 7; Mack, 
7; Peterbilt, 5; Reo, 5; FWD, 4; 
Diamond T, 3; Morris, 3; Divco, 2; 
Lloyd, 2; Toyota, 2; Autocar, 1, and 
miscellaneous, 6.—( William Carroll.) 

* of of 


Cincinnati 


Motor vehicle sales in Hamilton 
County (Cincinnati), O., during the 
week ended May 14 declined to 
2,060 units, compared with the 2,238 
vehicles the previous week, In the 
like week of 1958 a total of 1,650 
units were registered. 

New-car registrations amounted 
to 785 units, compared with 841 
new cars in the week ended May 7. 
A total of 95 new trucks were reg- 


istered, compared with 104 the 
previous week. 

A total of 1,135 used cars and 
45 used trucks were registered, 
compared with 1,223 used cars and 
61 used trucks in the preceding 
week. (Frank Kappel.) 


* * * 


Columbus, O. 


New-car sales soared in the first 
half of May in Franklin County 
(Columbus) O. 

Registrations totalled 1,229, a 
whopping gain of 57 percent over 
the 782 recorded in the same period 
of May last year. In fact, sales 
were higher than in the first half 
of any month since March, 1957. 


By makes, registrations were: 
Ford, 361; Chevrolet, 264; Plym- 
outh, 129; Oldsmobile,.67; Rambler, 
59; Pontiac, 52; Buick, 47; Dodge, 
40; Mercury, 31; Studebaker, 30; 
Cadillac, 24; Volkswagen, 21; 
Chrysler, 11; DeSoto, 10; Renault, 
9; Fiat, 8; Metropolitan, 8; Simca, 
7; Opel, 6; Edsel, 5; Volvo, 5, and 
miscellaneous, 35. 

New-truck sales totalled 130. By 
makes, they were: Chevrolet, 50; 
Ford, 36; International, 20; GMC, 
6; Dodge, 5; Mack, 4; Reo, 4; 
Volkswagen, 4, and English Ford, 
1.—(Ernest L. Arms.) 


Rambler Signs McDavid 


Bill McDavid, right, formerly an Old. 
mobile dealer, signs the franchise to open 
McDavid Rambler, Inc., in Houston. Look. 
ing on are R. C. Mackey, left, American 
Motors representative, and T. J. Slogget, 
AMC Dallas zone manager. 


Bulletin Board 


Petroleum-Dealer Guide 


“Good Dealers Pay Off,” a guide 
to building a sound petroleum- 
dealer organization—32 pages, free. 
Department of Business Research 
& Education, Cities Service Petro- 
leum, Inc., 60 Wall St., New York 
N. Y. 


* * * 


1959 Tire Guide 


Revised 1959 edition of “Tire 
Guide”—80 pages, $2. Elgar Co., 2 
E. Twenty-third S8t., New York 
10, N.Y. 

+ * : 


Automotive Hand Tools 


Illustrated catalog on specialized 
automotive hand tools—free. K-D 
Mfg. Co., 526 N. Plum, Lancaster, 
~ * * 

* 


Auto Glass Specs 


“1959 Shat-R-Proof Auto Glass 
Parts Catalog,” containing glass 
specifications for all U. S. cars 
and trucks and most imported 
cars—112 pages, free. Shatter- 
proof Glass Corp., Automotive 
Distributor Division, 4815 Cabot 
Ave., Detroit 10, Mich. 

+. 


* * 


Jigs and Fixtures 


Catalog on basic jigs and fixtures, 
with 70 full-size tracing templets— 
free. Standard Parts Co., 1040 
Broadway, Bedford, O. 


Cemented Carbides 
“Cemented Carbides for Industry” 


Chrysler Boosts 
Vendors in U.S. 
To Over 13,000 


DETROIT, — Chrysler Corp. is 
continuing to expand its network 
of independent suppliers in the 
U.S., Emlyn Lloyd, the company’s 
director of purchasing, said Friday. 

Lloyd said that in 1958 Chrysler 
purchased materials and services 
from 13,471 suppliers in 42 states 
and the District of Columbia. Five 
years ago the company’s vendors 
totalled less than 11,000. 

A total of 11,935 of the company’s 
suppliers in 1958—about 87 percent 
—had fewer than 500 employes, 
Lloyd pointed out, while only 1,536 
had more than 500 employes. A 
total of 9,441—or about 70 percent— 
had fewer than 100 employes; 871 
had more than 1,000 employes. 

The largest number of suppliers 
were in Michigan, where 4,828 busi- 
ness concerns provided goods and 
services to Chrysler last year, Of 
this total, 4,103 were in the Detroit 
metropolitan area and 2,847 were in 
the city of Detroit. 

Other states with large numbers 
of Chrysler suppliers were: Ohio, 
1,697; New York, 1,324; Indiana, 
1,039; California, 879; Illinois, 865, 
and Pennsylvania, 751. 


—32 pages, free. Advertising De 
partment, Allegheny Ludlum Steel 
Corp., Oliver Building, Pittsburgh 
22, Pa. roar" 

* 


12-Volt Regulator 


Technical data sheet describing 
a small regulator for use in 12-volt 
AC-DC systems—free. Leece-Neville 
Co., 1374 E, Fifty-first St., Cleve- 
land 3, O. 


* = * 


Wheel, Brake Parts 


Catalog of wheel and brake parts 
for trucks, trailers, tractors and 
buses—24 pages, free. Euclid Auto- 
matic Machining Co., 1148 E. 22 
St., Euclid 17, O. 

* 


Alignment and Balancing 


Catalog listing 11 new wheel- 
alignment and balancing services 
—20 pages, free. Bear Mfg. Co. 
Rock Island, Il. 


* - * 


Motor Camping 


“Motor Camping,” illustrated 
booklet—16 pages, 25 cents. Pamph- 
lets, Dept. A-4, 13 E. Fifty-third St, 
New York 22, N. Y. 


* x x 


Plan Hold Catalog 


An illustrated catalog showing 
vertical and roll filing systems has 
been announced by Plan Hold Corp. 
5204 Chakemco St., South Gate, 
Calif. 


* x 


Soviet Trade Report 


“Foreign Trade of the U.SSR, 
1956-58”—20 cents. Superintendent 
of Documents, U. S. Government 
Printing Office, Washington 3, 
D. C. 


* * * 


Load-Packer 


A catalog and specification 
sheet on the Load-Packer 600 
refuse collection unit —fouw 
pages, free. Customer Service De- 
partment, Gar Wood Industries, 
Inc., Wayne, Mich. 


* * a 


Socket Wrenches 


A catalog of socket wrenches and 
other tools—24 pages, free. Wright 
Tool & Forge Co., Barberton, 0. 


* * * 


Duro Specialty Products 


Catalog on the Duro line of spe 
cialty products — free. W 
Chemical Co. E. Thirty-fourth 
St., Cleveland 14, O. 


* * * 


Chek-Chart Booklet 


“Lubricant Recommendations 
Booklet, 1959 Edition”—Chek-Chart 
Corp., 33 E. Congress Parkway; 
Chicago 5, Ill. 

7” . a 


Metal Lathes Listed 


A catalog deseribing the complete 
line of Delta industrial metal lathes 
—20 pages, free, Rockwell Mfg. Co» 
Delta Power Tool Division, 457 N. 
Lexington Ave., Pittsburgh 8, Pa. 
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Auto News from Britain . . . 
<< 


By F. C, Livingstone 
? Staff Correspondent 
™ ONDON.—A boom in new and 
used-car buying has followed a 
Yeduction in the purchase tax on 
motor vehicles. 

In April, 15,851 new cars were 
pought on installment terms, an 
jncrease of 2,836 over March and 

“@ gain of 3,990 over April, 1958. 
' The used-car business was 
‘qually brisk. April sales totalled 
196,188, compared with 66,929 the 


Ford Seeks to Buy 
er Share of 


Ford of Canada 


DEARBORN, — Ford Motor Co. 
said that early this month it will 
make an offer to purchase at a 
substantial premium up to a maxi- 
mum of 775,628 shares of the Class 
A (nonvoting) stock of its Cana- 
dian subsidiary, Ford Motor Co. of 
Canada, Ltd. 

The price to be offered is $188 
(U.S.) a share, which was approxi- 
mately 30 percent above the closing 
price of the Class A stock on the 
American Stock Exchange the day 
before the announcement, Price of 
the stock increased sharply the 
next day. 

Ford Motor said it will also offer 
to purchase at the same price all 
of the 30,208 shares of Ford of 
Canada’s Class B (voting) stock 
not now owned by Ford Motor Co. 

Ernest R. Breech, chairman of 
Ford Motor, said that Ford pro- 
poses to acquire the additional 
shares to give it a more representa- 
tive ownership in Ford of Canada. 


He explained that Ford is limit- 
ing the number of shares to be 
acquired so that there will continue 
to be a substantial public owner- 
ship in Ford of Canada. 


Rhys M. Sale, president of the 
Canadian company, said: “In view 
of the close operating relationship 
between the two companies, it is 
quite understandable for Ford U.S. 
to increase its ownership in Ford 
of Canada. 


“I am confident that this move 
will enhance the benefits derived by 
the Canadian company from its re- 
lationship with Ford (U.S.A.). It 
will provide further assurance that 
we will continue to be competitive 
in this fast-moving industry.” 

Sale also expressed satisfaction 
that a substantial portion of Ford 
of Canada’s stock would continue 
to be held by Canadians and other 
investors, and that three prominent 
Canadian businessmen will be 
added to the Ford of Canada board 
of directors. “Our relationships 
with our suppliers, dealers and em- 
ployes will not be affected,” he said. 

“As a Canadian, I appreciate and 
Share the view that Canadians 


should have an opportunity to par- | Co. 


ticipate substantially in Canadian 
companies . . . Since we are the 
only company manufacturing auto- 
mobiles in Canada in which the 
Public can own shares, we should 
continue to have an advantage over 
our principal competitors which are 
Wholly ownéd subsidiaries of non- 
nadian companies.” 

Ford (U.S. A.) owns 27.5 percent 
of the total outstanding capital 
stock of the Canadian company. 
While Ford presently owns 568 
Percent (39,792 shares) of the 70,000 
shares of the Class B stock out- 
standing, its ownership of the much 
larger issue of Class A stock 
amounts to only 26.2 percent (416,- 
092 shares) of the 1,588,960 shares 
of that class outstanding. 


Poppell Named to Head 
Buick Dealers in Chicago 

CHICAGO.—T yson E. Poppell, 
President of Broadway Buick Sales 
Co., has been elected president of 
the Metropolitan Buick Dealers 

n. of Chicago, Other officers 
are: 

Ray Gieselmann, president of 
Ray Buick, Inc., vice-president; 
Richard Bauer, president of Bauer 
Buick Co., Harvey, treasurer, and 
George Kleebursg, president of 
Kleeburg Buick, Inc. Highland 
Park, secretary. 





previous month and 55,450 in April, 
1958. 

British car makers have been 
clamoring for years for a cut in 
the purchase tax, and the slash 
seems to have caught them un- 
aware. The demand is so great that 
the waiting lists for most popular 
models are longer than they have 
been in the last six years, 

* * * 


Six-Month Wait for Some 


| pe big London dealer said “we 
are quoting six months’ wait 
for customers who want to buy 
Morris Minors and we can’t specify 
a period for Fords.” 

As a result many buyers are 
going in for more expensive autos 
for which the waiting time is 
shorter. Others are buying good 
used cars instead of a cheaper 
new one. 

This has meant that many used- 
car prices have hardened substan- 
tially, and big finance houses now 
are able to tighten up their terms, 
which they had long said they 
wanted. 

Members of the powerful Finance 
Houses Assn. say they will only do 
business on the basis of 20 percent 
down for the newer used cars (up 
to three years old), with a maxi- 
mum of three years to pay, and 25 
percent down for the rest, to be 


cleared in 2% years. 
~~ 7” Bd 


Great Jaguar Mystery 


E of the most intriguing mys- 

teries to the British motor in- 
dustry and the London Stock Ex- 
change was the meteoric rise, fall, 
rise, fall and rise again in Jaguar 
stock. 

At first there were rumors of 
a takeover bid by Chrysler Corp., 
which has long coveted a slice 

of the British car market, Chrys- 
ler denied any such intention. 

Then it was BMC who was said 
to be behind the move. Another 
denial. 

Sir William Lyons, Jaguar chief 
who has built up the company from 
a small outfit making sidecars, 
then stepped in to say that no 
takeover bid could succeed because 
he and his friends have a good 
majority control. 

The explanation probably lies in 
the Stock Exchange itself. Wrongly 
anticipating the results for the 
year, some brokers may have sold 
“short” and then, when the year’s 
figures showed that Jaguar profits 
were more than double to over $5 
million, had to start buying at 


upped prices. 
* * 


Standard Eyes Merger 
Wirt an estimated $35 million to 
be received from the sale of 
its tractor interests to Massey-Fer- 
guson, Standard Motor Co. has 
been looking for a new interest. 
Merger talks have been taking 
place between Standard and Rover 


After announcing that all cars 
produced by Standard would in 
the future be called “Triumphs,” 
Alick Dick, managing director, 
unveiled a new model which rep- 
resents a major break with con- 
ventional family-auto design. 

Dick said he had taken a three- 
year look at what car owners 
wanted, ignoring what the design- 
ers think they should have. He said 
he thought the three most success- 
ful designs in auto history were the 
Model T Ford, the Austin Seven 
and the Volkswagen. They were a 
success because they were built 
with a single purpose—to give 
people what they wanted, he said. 

“I came to the conclusion that 
public taste had been heading away 
from what the car makers thought 
people wanted,” Dick explained. 

* 


Features Listed 


ye new Triumph has independ- 
ent suspension; servicing is 
cheaper because the body is sepa- 
rate from the chassis and is in five 
welded pieces so that if one is dam- 


Wayne Ford Burns 
WAYNE, W. Va.—Fire gutted 
Wayne Ford Sales & Service Co. 
here May 20, causing a loss esti- 
mated at $125,000. Eight cars and 
a truck were destroyed. 
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aged it can easily be replaced; 
nylon bushes are fitted instead of 
greasing nipples—which means 
that the car needs to be serviced 
only once every 10,000 miles. 

The car also has a 25-foot 
turning circle, 93 percent visibility 
with small pillars and maximum 
glass, 50 m.p.h, getaway in third 
gear, and a two-spoke steering 
wheel which telescopes when the 
driver is thrown against it. 

The 10-horsepower, 40-m.p.g. auto 
is so packed with safety ideas that 
an insurance company is offering 
to cover at a specially reduced 
premium, Dick said. 

* . * 


Rolls Testing an Eight 


PROTOTYPE Rolls-Royce auto 

is nearing the end of secret 
trials on roads in Britain and other 
countries, It is expected to be in- 
troduced late this year or early in 
1960, It will feature an eight- 
cylinder engine and will produce 

















tie 





“The motor is perfect. You 
should be getting better mileage. 
Ah—do you tramp on the pedal 
when the light changes? Do you 
race your motor during starting? 
Do you—” 





more power than any auto yet made 
by the company, The present 
standard models all have six cyl- 
inders. 
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Over the past few years, some 
special models have been pro- 
duced with eight cylinders, But 
they are not mentioned in sales 
literature and are built only to 
special order. 

The eight-cylinder Rolls, which 
will bear the name Phantom 5, will 
be an entirely new model. It will 
have special suspension, a new de- 
velopment of automatic transmis- 
sion and special brakes. 

The new car is being developed 
mainly to meet the demands of the 
U. S. market, one of Rolls’ best 
customers. 

* * ~ 


BMC Signs 2 Agents 


RITISH MOTOR CORP. has 
concluded two arrangements 
for the assembly of its vehicles 
overseas. An agreement with 
S.LA.M, Di Tella, Buenos Aires, 
provides for 1%-liter autos and 
light trucks to be assembled for the 
Argentine market, 

In Holland, I, J. Molenaar’s 
Automobielbedrijf N. V., Amersfoot, 
will assemble Austin A-40s and 
A-55s. Production capacity of the 
new plant is up to 20,000 vehicles a 


It will not be the first R-R-8. | year, BMC said. 


DELIVER THE ACCURATE BALANCED TIRE 
PRESSURE THAT'S A “MUST” BEFORE 
ACCURATE WHEEL ALIGNMENTS 


CAN BE PERFORMED. 


Eco tireflators bring tires up to exact pressure 
desired in seconds. Precision-made automatic 
mechanism speeds up shop operation and improves 
front-end service standards. 


Accurate tire inflation is a one-step job with 

Eco Tireflators, No time-wasting “inflate and 
check” routine. No hunting for misplaced gauges, 
because there are no gauges to be lost. 


Let us show you how an Eco Remote Control or 
Wall Tireflator can modernize service in your 
alignment department. It will save you time, 


money and space, too! 


JOHN Wood COMPANY 


BENNETT PUMP DIVISION 


Muskegon, Michigan 


IN CANADA: JOHN;WOOD COMPANY LIMITED 
Toronto * Montreal * Winnipeg * Vancouver 
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Current Prices on U. S. Cars 





(Copyright, 1959, by Automotive News) 


BUICK—LeSabre—4-dr. sed., $2,804; 2- 


dr. sed., $2,740; 4-dr. hardtop, $2,925; 
2-dr. hardtop, $2, 849; conv., $3,129; 4-dr. 
2-seat Stat. wag., $3, 320. Invicta —4- dr. 
sed., $3,357; 4-dr. hardtop, $3,515; 2-dr. 


hardtop, $3,447; conv., $3,620; 4-dr. 2-seat 


stat. wag., $3,841. 


— 4-dr." sed., 


$3,856; 4-dr. hardtop, $3,963; 2-dr. hard- 


top, $3,818. Electra 225—4-dr. Riviera sed. 
(6-window hardtop), $4,300; 4-dr, hardtop, 


$4,300; conv., $4,192. (Twin-turbine Dyna- 
flow standard on Invicta, Electra and 


Electra 225. Power steering 


and power 


brakes standard on Electra and Electra 
225.) 





The following imported-ear prices are 
East Coast Port of Entry figures. They 
include ocean freight, U. S. excise tax 
and import duty, They do not include 
dealer preparation charges, U. S. trans- 
portation fees, state and local taxes or 
optional equipment. 

(Copyright, 1959, by Automotive News) 


ALFA ROMEO—Glulietta—Spyder, $3,- 
519; Super Spyder, $3,932; Sprint Coupe, 
$3,951; Sprint Veloce Coupe, $4,342. 
Series—2-liter roadster, $5,048; 4-dr. sed., 
$5,078. 


ARNOLT-BRISTOL—(Prices are F.O.B. 
Chicago)—Competition, $3,995; Bolide, $4,- 
245; Deluxe, $4,995 

ASTON-MARTIN—DB24 Mark III cpe., 
$7,550; conv., $8,190. 

AUSTIN—A-35 deluxe 2-dr. sed., $1,557; 
a 2-dr. sed., $1,795; A-40 deluxe 2-dr. 

,» $1,856; A- 55 Mark II 4-dr. sed., $2,- 

io." (Heater standard on A-40 deluxe. ) 

AUSTIN-HEALEY — Sprite — roadster, 

$1,795. 100-Six — conv., $3,087; Deluxe 

conv., $3,389. (Heater standard on De- 
luxe. 


.) 
AUTO UNION—*‘1000”" — deluxe coupe, 
$2,395; sport coupe (2-seater), $3,849. 
NTLEY—Series — Standard Steel 
transmission 


steering . 
Other models are custom-built and vary 
considerably in price. 

BERKELEY—328-c.c. roadster (2-cylin- 
ea 492-c.c. roadster (3-cylinder), 


BMW—Model 501/2.6 4-dr. sed., $5,000; 
Model 502/Deluxe/2.6 4-dr. sed., $5,600; 
Model 502/3.2 4-dr. sed., $6,000; Model 
502/Super/3.2 4-dr. sed., $6,600; Model 
503/3.2 conv., $11,900; Model 507/3.2 
Touring Sport cpe., $10,500. (Heater and 
power brakes are standard on Models 503 


and 507.) 

BMW pass sed., $1,398; sunroof 
sed., $1,487. (Heater standard on both 
models. ) 


BMW ISETTA 300 — sunroof, $1,048; 
(Heater standard on 


BORGWARD—Isabelia — 2-dr. sed., $2,- 
495; stat. wag., $2,685; Touring Sport, 
$2,845; Touring Sport Coupe, $3,750. 

CITROEN—2CV—4-dr. sunroof sed. 
(centrifugal clutch), $1,298; ID Luxe—4- 
dr. sed. (heater standard), $2,545; ID-19— 
4-dr. sed. (air suspension), $2,833; DS-19 
—4-dr. sed. (air suspension, power brakes, 
power steering, automatic ——. $3,333. 

DATSUN—4-dr. sed., $1,616 

DKW—4-dr. sed., $2,395; 2-dr. sed., $1,- 
995; 2-dr. hardtop, $2,195; stat. wag., $2,- 
495. (Heater standard on all models.) 

FACEL VEGA—Typhoon 2-dr. hardtop, 


$9,750; Excellence 4-dr. hardtop, $12,800. 
(Automatic » Ppewer b 
power windows, radio, heater are stand- 


ard.) 

FERRARI—“‘250 Granturismo’’ — Coupe, 
$12,000; 2-dr. Berlinetta (light car), $12, - 
000; Conv., $14,000. ‘250 California’’ 
Conv., $12, 000. 

FIAT—500 Series—2-dr. sunroof, $1,098; 
Bianchina, $1,298. 600 Series — 2-dr. sed., 
$1,398; 2-dr. sunroof, $1,460; 4-dr. stat. 
Wwag., $1,658. 1100 Serles—4-dr. sed., $1,- 
743; 4-dr. stat. wag., $2,129. 1200 Series— 
4-dr. sed., $1,998; roadster, $2,619. (Heater 
standard on all models.) 

FORD (England)—Anglia—standard 2- 

. ped., $1,464; deluxe 2-dr. sed., $1,561. 

ard 4-dr. sed., $1,517; deluxe 


4-dr. sed., $1,661. Escort—2-dr. stat. wag., 

$1,651. 2-dr. stat. wag., $1,761. 
-dr. sed., $2,034; conv., $2,373; 

4-dr. stat. wag., 772. Zephyr — 4-dr. 

sed., $2,215; conv., $2,574; 4-dr. stat. 

wag., 945. r. sed., $2,387; 

conv., $2,865; 4-dr. stat. wag., $3,149. 
800—Estate Bus, 


Florida Sunroof Deluxe 2-dr., $1,135; 2- 
ss Van, $1,350; Coupe de Ville, 


GOLIATH—1100 Series — Custom 2-dr. 
sed., $1,949; 
2-dr. stat. wag., $2,095; 
2-dr. sed., $2,275; 
568. (Heater standard on all models.) 

HILLMAN — 4-dr. Special sed., $1,699; 
4-dr. Deluxe sed., $1,849; conv., $2,099: 
2-dr. stat. wag. (Husky), $1,639; 4-dr. 
stat. wag. (Minx), $2,299. 

-dr. sed., $3,- 


HUMBER—Super ‘ 
995; 4-dr. stat. wag., $4,575. (Automatic 
» power brakes and heater are 


standard.) 

JAGUAR—Mark IX—4-dr. sed. 
matic transmission, 
disk brakes), 
(overdrive and disk brakes), 

tic transmission and disk brakes 


(auto- 


transmission), $4,725; conv., $4,- 

595; conv. (automatic transmission), $4,- 
845; + $4,495; ( )», 
s, : (a tic transm )». 
$4,745: ‘‘S’’ roadster (overdrive), $5,095. 
LAN — Appia —4-dr. sed., $2.967; 
. (Vignale), $4,565; cpe. (Farina), 
$4,673; cpe. (Zagato), $4,873. Aurelia— 
conv. (Farina), $5,905; cpe., $5,905. 


Port-of-Entry Prices 
On Imported Cars 


Racha TAT ERLSCAT Gas] | aeact Gisetnele et HI ePT am oueE 


CADILLAC — Sixty Two—4-dr. hardtop 
(6-window), $5,080; 4-dr. hardtop (4-win- 
dow), $5,080; 2-dr. hardtop, $4,892; conv., 
$5,455; Sedan de Ville 4-dr. hardtop (6- 
window), $5,498; Sedan de Ville 4-dr. hard- 
top (4-window), $5,498; Coupe de Ville 2- 
dr. hardtop, $5,252. Eldoradeo—Brougham 
4-dr. hardtop, $13,075; Seville 2-dr. hard- 
top, $7,401; Biarritz conv., $7,401. Sixty 
Specilal—4-dr. hardtop, $6,233. Seventy-Five 
—8-pass. sed., $9,533; iimousine, $9,748. 
(Hydra-Matic, power steering, power brakes 
standard on all models). 

OHEVROLET — (Prices are for six- 


cylinder models, For V-8s, add $118.) 
B! -dr. sed., $2,301; 2-dr. sed., 
$2,247; util. sed., $2,160. Bel Air—4-dr. 
sedan, $2,440; 2-dr. sed., $2,386; 4-dr. 
hardtop, $2,556. Impala—4-dr. sed., $2,- 
592; 4-dr. hardtop, $2,664; 2-dr. hardtop, 
$2,599; conv., $2,849. Station Wagons— 


2-dr. 2-seat Brookwood $2,571; 4-dr. 2-seat 
Brookwood, $2,638; 4-dr, 2-seat Parkwood, 
$2,749; 4- ‘dr, 3-seat Kingswood, $2,852; 
4-dr, ‘2-seat Nomad, $2,897. Corvette — 


Flaminia—4-dr. sed., $6,098. 
LLOYD—600 Series—2- dr. 


sed., 


$1,395; 
$1,510; 
2-dr. 4-passenger stat. wag., $1, 445; 2-dr. 
4-passenger sunroof stat. wag., $1,500; 
2-dr. 6-passenger stat. wag., $1,675; 2-dr. 
6-passenger sunroof stat. wag., $1, 740; 
2-dr. 6-passenger stat. wag. 

base), $1,795; 2-dr. 


2-dr. sunroof sed., $1,445; conv., 


Sport—2-dr. sed., $1,845. (Heater standard 
on both models.) 
MERCEDES-BENZ—180—4-dr. sed., $3,- 
240. 180-D—4-dr. sed. (diesel engine), $3,- 
517. 190—4-dr. sed., $3,431. 190-D—4-dr. 
sed. (diesel engine), $3,708. 190-SL—road- 
ster, $5,020; cpe., $5,232; cpe.-roadster 
(with interchangeable hard and soft tops), 
$5,416. 219—4-dr. sed., $3,823. 220-S—4- 
dr. sed., $4,283; cpe., $7,641; conv., $7,641. 
300-D—4-dr. hardtop, $10,418. 300-SL— 
roadster, $10,928; conv., $11,106; cpe.- 
roadster (with interchangeable hard and 
soft tops), $11,375. (Heater standard on 
all models.) Power brakes standard on all 
models except 180, 180-D, 190 and 190-D. 
Automatic transmission standard on 300-D 
hardtop.) 
METROPOLITAN — 2-dr. hardtop, $1,- 
672.60; conv., $1,696.60. 
MG—MGA—conv. (disk wheels), $2,462; 
conv. (wire wheels), $2,546; coupe (disk 
wheels), $2,695; coupe (wire wheels), $2,- 
785. MGA-DOHC—conv., $3,320; coupe, 
$3,640. Magnette Mark III—4-dr. sed., $2,- 
695. (Heater standard on Magnette.) 
MORETTI — 750 Coupe, 
Panoramica Sedan, $2,495; four or five- 
passenger station wagon, $2,580; six or 
seven-passenger station wagon, $2,664; 1200 
Spider conv., $4,348. 
MORGAN—‘‘Plus Four’’ cpe., $2,855. 
MORRIS—‘‘1000’’—Standard—4 
$1,678; 2-dr. sed., $1,495; ot. 574; 
2-dr. stat. wag., $1,798. Deluxe—4- sed., 
$1,718; 2-dr. sed., & 599; conv., #1. 636; 
2-dr. stat. wag., $1,825 
NSU PRINZ—2-dr. sed., $1, 398; sunroof 
sed., $1,487. NSU Prinz 30—2- ar. 
$1,458; sunroof sed., $1,547. (All are 5- 
passenger models.) NSU Sport Prinz—cpe., 
$2,245. (Heater standard on all models.) 
OPEL—Rekord — 2-dr. sed., $1,957.50. 
Caravan — 2-dr. stat. wag., $2,262.60. 
(Heater standard on both models.) 
PANHARD—Dyna Deluxe 4-dr. sed., $1,- 
995; Dyna Deluxe Super 4-dr. sed., $2,065. 
PEUGEOT—403 — 4-dr. sunroof sed., 
$2,250; 4-dr. stat. wag., $2,490. 
PORSCHE—1600 Series —conv., $3,581; 
Super conv., $3,981; cpe., $3,700; Super 
cpe., $4,150; Carrera cpe., $5,700; hardtop, 
$3,865; Super hardtop, $4,315; Carrera, 
hardtop, $5,865; cabriolet, $3,950; Super 
cabriolet, $4,400; Carrera cabriolet, $5,950. 
RENAULT — 4CV 4-dr. sed., $1,345; 
Dauphine 4-dr. sed., $1,645. (Heater stand- 
ard on both models.) 
RILEY—1.5 4-dr. sed., $2,316. 
standard.) 
ROVER—90—4-dr. Deluxe sedan, $3,395. 


(Continued on Page 66, Col. 4) 


$2,495; Super 


-dr. sed., 


conv., 


sed., 


(Heater 


(long wheel- 
’ ; 2-dr. 6-passenger sunroof 

stat. wag. (long wheelbase), $1,895. 
MAICO — 500 — 2-dr. sed., $1,325. 700 


hardtop cpe. or conv., (V-8 std.), $3,875. 

CHRYSLER—Windsor—4-dr, sed., $3,- 
204; 4-dr. hardtop, $3,353; 2-dr. hardtop, 
$3,289; conv., $3,620; 4-dr. 2-seat stat. 
wag., $3,691; "4-dr. 3-seat stat. wag., $3,- 
878. Saratoga—4-dr. sed., $3,966; 4-dr. 
hardtop, $4,104; 2-dr, hardtop, $4,026. 
New Yorker—4- dr. sed., $4,424; 4-dr, hard- 
top, $4,533; 2-dr. hardtop, $4,476; conv., 
$4,889.50; 4-dr. 2-seat stat. wag., $4,997; 
4-dr. 3-seat stat. wag., $5,212. 300-E—2-dr. 
hardtop, $5,318.50; conv., $5,748.50. 
(TorqueFlite, power steering, power brakes 
standard on Saratoga, New Yorker and 
300-E. ) 

CONTINENTAL — 4-dr. sed., $6,845.30; 
4-dr. hardtop, $6,845.30; 2-dr. hardtop, 
$6,598.30; conv., $7,056. 20; town car, $9,- 
208; limousine, $10,230. (T ur b o-Drive, 
power steering, power brakes standard on 


all models.) 

DeSOTO—Firesweep—4-dr. sed., $2,904; 
4-dr, hardtop, $3,038; 2-dr. hardtop, $2,- 
967; conv., $3,315; 4- dr. 2-seat stat. wag., 
$3,366; 4- ‘ar, 3-seat stat. wag., $3,508. 
Firedome—4-dr, sed., $3,234; 4-dr. hard- 
top, $3,398; 2-dr. hardtop, $3,341; conv., 

$3,653, Firefilte—4-dr. sed., $3,763; 4-dr. 
an $3,888; 2-dr. hardtop, $3,831; 
conv., $4,152; 4-dr. 2-seat stat. wag., $4,- 
216; 4-dr. 3-seat stat. wag., $4,358, Ad- 
venturer—2- dr. hardtop, $4,427; conv., $4,- 
749. (Torquefiite standard on Fireflite and 
Adventurer. Power steering and power 
b standard on Adventurer.) 


DODGE—Coronet Six—4-dr. sed., $2,- 
586.50; 2-dr. sed., $2,515.50; 2-dr, hard- 
top, $2,643.50. Coronet V-8—4-dr. sed., 
$2,707; 2-dr. sed., $2,636; 4-dr. hardtop, 
$2,841.50; 2-dr. hardtop, $2,764; conv., 
$3,089. Royal—4-dr. sed., $2,934; 4-dr. 
hardtop, $3,068.50; 2-dr. hardtop $2,990. 
Custom Royal—4- dr. sed., $3,144. 45; 4-dr. 
hardtop, $3,279.25; 2-dr. hardtop, $3,200. 75; 
conv., $3,421.50. Station Wagons—4-dr. 2- 
seat ‘sierra, $3,103; 4-dr. 3-seat Sierra, 
$3,223.50; 4-dr, 2-seat Custom Sierra, $3,- 
318; 4-dr, 3-seat Custom Sierra, $3,438.50. 


EDSEL—(Prices are for V-8 models. 
Deduct $83.70 for six-cylincer Rangers; 
deduct $96.50 for six-cylinder stat. wags.) 


Ee wlio, by cate ae 


released 
ert. Soa 
state capitals. 


reason of inaccuracies or omissions. mR 


Polk 


| $3,149.50. Montclair—4-dr. sed., $3,308; 4- 





-dr, sed., $2,683.50; 2-dr. sed., 
$2,629; 4-dr. hardtop, $2, 755. 50; 2-dr. 
hardtop, $2,690.50. Corsatr—4-dr. sed., $2,- 


812; 4-dr, hardtop, $2,884.50; 2-dr. hard- 
top, $2,819; conv., $3,072. Station Wagons 

—4-dr., 2-seat Villager, $2,971; 4-dr., 3- 
seat Villager, $3,054.70. 

FORD—(Prices are for six-cylinder mod- 
els. For V-8s, add $118.) Custom 300— 
4-dr, sed., $2,273; 2-dr. sed., aed busi- 
ness sed., $2,132. ‘aor neo $2,- 
411; 2- dr. sed., $2,357. Fairlane woo-4-de. 
sed., $2,530; 2-dr. a, $2,476; 4-dr. hard- 
top, "$2, 602; 2-dr. hardtop, $2, 537. Galaxie— 
4-dr, sed., ” $2,582; 2-dr. sed., $2,528; 4-dr. 
hardtop, ” $2,654; 2-dr. hardtop, $2,589; 
conv., $2,839; retractable hardtop (V- 8 
standard), $3, 346. Station Wagons—2-dr., 2- 
seat Ranch Wagon, $2,567; 4-dr. 2- seat 
Ranch Wagon, $2,634; 2-dr, 2-seat Country 
Sedan, $2,678; 4-dr. 2-seat Country Sedan, 
$2,745; 4-dr. 3-seat Country Sedan, $2,829; 
4-dr. 3-seat Country Squire, $2,958. Thun- 
derbird—(V-8 standard) — 2-dr, hardtop, 
$3,696; conv., $3,979. 

IMPERIAL—Custom—4-dr, sed., $5,016; 
4-dr, hardtop, $5,016; 2-dr, hardtop, $4,- 
909.50. Crown—4-dr. sed., $5,647; 4-dr. 
hardtop, $5,647; 2-dr. hardtop, $5,403; 
conv., $5,773.50. LeBaron—4-dr. sed., $6,- 
103; ” 4-dr. hardtop, $6,103. (Torquefiite, 
power steering, power brakes standard on 
all models.) 

LINCOLN—Lincoiln—4-dr. sed., $5,089.60; 
4-dr. hardtop, $5,089.60; 2-dr. hardtop, $4,- 
902.10. Premiere—4-dr. sed., $5,594.20; 4- 
dr, hardtop, $5,594.20; 2-dr. hardtop, $5,- 
347.10. (Turbo-Drive, power steering, power 
brakes standard on all models.) 


MERCURY— Monterey —4-dr. sed., $2,- 
831.50; 2-dr. sed., $2,767.50; 4-dr. hardtop, 
$2,917.50; 2-dr. hardtop, $2,853.50; conv., 


dr, hardtop, $3,437; 2-dr. hardtop, $3,- 
356.50. Park Lane—4-dr, hardtop, $4,031; | 
2-dr. hardtop, $3,954.50; conv., $4,206. 
Station Wagons—2-dr. 2-seat Commuter, 
$3,144.50; 4-dr. 2-seat Commuter, $3,215; 
4-dr, 2-seat Voyager, $3,793; 4-dr. 2-seat 
Colony Park, $3,932. (Mere-O-Matic stand- 
ard on Montclair, Voyager, Colony Park. 
Multi-Drive, Merc-O-Matic, power steer- 
ing, power brakes standard on Park Lane.) 
OLDSMOBILE—Series 88—4-dr. sed., $2,- | 
902; 2-dr. sed., $2,837; 4-dr. hardtop, $3,- 
036; 2-dr. hardtop, $2,958; conv., $3,286; 
4-dr, 2-seat stat. wag., $3,365. Super 83— | 
4-dr. sed., $3,178; 4-dr, hardtop, $3,405; 
2-dr. hardtop, $3,328; conv., $3,595; 4-dr. 











——scitin, 


2-seat stat. wag., $3,669. Series 981-4), 
sed., $3,890; 4-dr. hardtop, $4, 162; 24, 
hardtop, $4,086; conv., $4,366. ty 
Matic, power steering, power brakes 
ard on Series 98.) 

PLYMOUTH — (On six-cylinder 
add $119.50 for a V-8 engine). Savoy six 
—4-dr, sed., $2,282.75; 2-dr. sed. 
business cpe. (V-8 not offered), $2,142.75 
Belvedere Six—4-dr. sed., $2,439. 15; 
sed., $2,389.25; 4-dr. hardtop, $2, 524.75; 
2- dr. hardtop, $2,461.25. Station Wagon 
Six—2-dr. 2-seat Deluxe, $2,574.25; 
2-seat Deluxe, $2,641; 4-dr. 2-seat 
$2,761.50. Plymouth ‘V-8—(On the follow. 
ing models, a V-8 engine is standarg 
a six-cylinder engine is not available.) 
Belvedere — conv., $2,814.25. Fury — 447, 
sed., $2,690.50; d-dr. hardtop, $2,771.25; 
2-dr. hardtop, $2, 714.25. Sport F —2-dr. 
hardtop, $2,927.25; conv., $3,125.25, 
tion ‘agons—2-dr. 2-seat Custom, $2. 
$14.25; 4-dr, 3-seat Custom, $2,990, 75; 4 
dr, 2-seat Sport, $3,020.75; 4-dr, 3-beat 
Sport, $3,130.50. 


PONTIAC—Catalina—4-dr. sed., $2, 704; 
2-dr. sed., $2,633; 4-dr. hardtop, $2,844: 
2-dr, hardtop, $2, 768; conv., $3, 080; 4dr, 
2-seat stat. wag., $3,101; 4- ar. 3-seat stat, 
wag., $3,209. Star Chief—4- dr. sed, $3, 
005; 2-dr. sed., $2,934; 4-dr. hardtop, 33, 
138. Bonneville —4-dr. hardtop, $3,333; 2dr, 
hardtop, $3,257; es $3,478; 4-dr, ‘2-seat 
stat. wag., $3,53 


aasntndt-shenatien—0- dr. Deluxe sed, 
$1,835; 2-dr. Super sed., $1,920; 2-dr, 2. 
seat Deluxe stat. wag., $2,060; 2- “dr, 2-seat 
Super stat. wag., $2, 145. Deluxe Six—4-qr, 
sed., $2,098. Super Six—4-dr. sed, $2,268; 
4-dr. hardtop, $2,343; 4-dr. 2-seat stat, 
wag., $2,562. Custom * Six—4- dr. sed., $2. 
383; 4-dr. 2-seat stat. wag., $2,677, Rebel 
V-8—Supe r—4-dr. sed., $2,398; 4-dr. 2-seat 
stat. wag., $2,692; Custom—4- dr. sed., $2,. 
513; 4-dr. hardtop, $2,588; 4-dr, 2-seat 
stat. wag., $2,807. Ambassador. 
4-dr. sed., "$2,587; 4-dr, 2-seat stat. wag. 
$2,881. Custom—4-dr. ‘sed. $2,732; 4dr, 
hardtop, $2,822; 4-dr. 2-seat stat, wag, 
$3,026; 4-dr. 2-seat hardtop stat. wag, 
$3,116. 

STUDEBAKER—Lark Deluxe Six—4-ir, 
sed., $1,995; 2-dr. sed., $1,925; 2-dr. 2-seat 
stat. wag., $2,295. Lark Regal Six—4-i, 
sed., $2,175; 2-dr. hardtop, $2,275; 2-dr, 
2-seat stat. wag., $2,455. Lark Regal V-3— 
4-dr. sed., $2,310; 2-dr. hardtop, $2,410; 
2-dr. 2-seat stat. wag., $2,590. Silver 
Hawk—six-cylinder cpe., $2,360; V-8 cpe., 
$2,495. 
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18 States for April, 1959-1958 





























“The information in this report has been compiled from official state documents. prory "ee — 
accuracy to the extent of the registrations recent at the time the report is publishe 
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New Passenger-Car Registrations, 18 States for April, 1959-1958 





Chrys- | Impe- Plym- |CHRYS ‘ Mer- | FORD Cadil-| Chev-| Olds-| Pon- | G.M.|.S-P |Miscel- 
dates as_ compiled Ram- ; Dodge LER | Ford | Edsel jLincoln Buick . ; Stude-| lan- 
by R. L. Polk & Co. Shes ler rial Soto outh TOTAL cury TOTAL lac rolet |mobile} tiac | TOTAL ean | came 
7 States Previously ‘5? 4267 677 185 4220; + =7116| 14859 17524 16191| 4652 1490 
Reported for ‘April ‘58 2223 ta7| 139 $701 3667; 6160) 8868 rH 504| iH 10960 am 5a 13627; 3821 | in 24623 453 14| ton 
Cee ‘59 362 = 4 30 289 514; 1084 4l 2 122| 1272 168 1294 262 ttl 114 649 | an 
58 207 619} «879 26 33 158} 1096] =I i 1274| 259 198 33] 402) 4390 
Maryland ‘59 504 - | sl 259 914) «=(1377| «2179 47 42 195 m7 3 = 2388 467 sl saat 165 876; 94l 
‘58 164 126 34 3 754| 1247| 1539 42 23 os 1792 ma 352 3461 53 469| 718% 
Montana ‘5? 124 is 10 5 4| 116 223 | H+ 3 131 ci | 120; 19? 
‘58 113 26 10 17 73 135 261 416] Ei iat Ptr i an 110} 1918 
North Carolina *59| 371 8&7 i5 65 225 682| 1074 97 79 z isv7| Sal a iso 568 r 967| 963! 
*58| 131 71 10 42 166 448| 737| 1398 44 in 1577 1347 375 a 5266 
North Dakota S| 129 32 ‘| 84 179 | 31 50 616 3 zi my 3 1933 
‘58 71 31 62 wy 282 19 4 57 481 27 a 132 Po 1692 
Pennsylvania ” 2257) sl a 1178 5707| 7334 306 992 2336, 35507 
ke Bit} m2 | _ 38 5032; 4549 2 | Sol = us| sim Taa7| nes 13543 a 1466) 26925 
Rhode Island *59| 14 a 10 "E = 118 1277 870 as 2443 
‘58| im| * i 2 | | | | 23| ; 43 133 63 783 is| 2004 
South Carolina ‘59/ 173 A 9| 2 " 304; 491 a zi 12 a a Hl 1152 217 oa ar | 4m 
‘58 on z 8) z 218; 347 701 io 12 in xa 842 166 ial 221| 2953 
Tennessee 3 | 21} 68 tel aes 33| | 2139 a a 601; 8720 
‘38 12| 9 9 ia 420 Ie it 1531 420 7 an s 246| 5387 
Utah ‘59 286| 7 $| 3| = 159 a or 3 10} <I él! 139 291; +7060 
‘58 68] 30} 10 138 316 15} mi ps 430 107 a 9 10 160} 1683 
Virginia *59| 436 | 116 »| 101 a 1024; 1558) 2738 a 3126) pr Ty 2429 526 610| 4150 198] = 1265) ae 
*58| 191 127 22 Wt 259 855| 1374] 1741 80 3 2183} 2105 422 424| 71 644) 
18 States Reported ‘59! 9581| 1878 440| = 1338) jal | 12101| 19995| 36551) 760| = 4132! 7158| ral 10070; 10764) 69835) 3523) 11442) cam 
To Date-for April  ‘58| 4351| 1736 382| 1306} 3470) 10442) 17336] 22514] 695| —3545| 27678)  7022| 37 8185} 5718] 57205} 1056] 5904) 113530 
Year *59| 79923| 14678) 4681| 11071| 32228! 85349) 148007| 358570| 13018] 8449| 39249/ 419286 72300! 40364| 371318| 978901 95944| 677816| 34369] 1377251 1497126 
To Date ‘58| 34310! 182911 4996! 14916! 36573! 104187! 178963! 2607511 12855! 9238-36843! 319687! 80254/ 35982) 338582| 91218! 67331 613367| 10811| 73213! | 23035! 


“The information in this report has been com 
received at the time the report is published. 
The 1958 figures f and P. 


piled from official state documents, arr 
R. L. Polk & Go. cannot assume ony, tla 
are included in miscellaneous. 
not been subjected to auditing aed 


reasonable precaution has been exercised to insure accura 
mk. os pegeee of he gare or ommissions.""—R. L. Polk & 


regon State Motor Vehicle Departement is included in 


Sale wold we ek A. “poll Go The 1958 


fo the extent of the registrations 


figures for Oregon are Pol ures. 





| PaSTHshs SEAR TEPREPRBSE.2 Sleokiss srepshseegadgatabek FREE | 


SSS Ss sSHSasRosissiSsiKsiSBississiseL—" | 





New Yorkers do everything other people do. Only more 
so. For example, they buy more cars than the people 
in any other market. And you can sell them more cars 
by using more space more often in The New York Times 


. .. » first in New York in automotive advertising 
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Goodyear Gains 
‘Quality’ Benefits 


From New Track 


AKRON.—Tire construction that 
provides up to 25 percent more 
mileage and increased safety at 
today’s higher legal speeds is re- 
ported by Victor Holt jr., executive 
vice-president of Goodyear, 

“Tire failure studies from Good- 
year’s 140-mile-an-hour test track 
at San Angelo, Tex., have enabled 
tire scientists to create amazing 
new rubbers, chemicals and tire 
cord treatments to be included in 
all of our passenger-car tire lines,” 
Holt said. 

“The scientific race track has 
been in operation only nine months, 
but already each type of tire has 
been ‘turnpike proved’ at a mini- 
mum of 100 miles per hour—20 
miles an hour faster than the high- 
est legal speed in the U. S.” 

Holt said test drivers have been 
“ripping and blowing’ tires to 
shreds five days a week on the 
high-speed track since construction 
was completed last May. 
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Used-Car Auction Prices 


(Continued from Page 46) 


DeSOTO—’57 Firesweep Hardtop 4-dr., $1,- 
575* (ps). 
’53 Firedome conv., $165* (ps). 
DODGE — ’59 Coronet (8) Hardtop 4-dr., 
$3,800* (ps). 

’57 Coronet (8) Hardtop 4-dr., $1,440* 
(ps), $1,435°. 

"54 Royal (8) 4-dr., $540*. 

’52 Coronet (6) 4-dr., $135*; 
brook (6) 4-dr., $130*. 

’51 Coronet (6) Diplomat, $210, $140. 

EDSEL—’58 Villager 4-dr., $1,985* (ps); 
Citation Hardtop 2-dr., $1,650* (ps). 

FORD—’59 Thunderbird (8), $4,050* (ps), 
$3,810* .(ps), $3,800* (ps), 2 at $3,- 
775* (ps). 

’58 Thunderbird (8), $3,550* (ps), $3,- 
490° (ps), $3,470* (ps), $3,450* (ps), 
$3,350* (ps), $3,225* (ps), $3,185* 
(ps); Fairlane (8) 500 Skyliner, $2,- 
340° (ps); conv., $1,870* (ps), $1,775* 
(ps); Victoria 2-dr., $1,850* (ps); 4- 
dr., $1,705* (ps), $1,650* (ps), $1,640* 
(ps), $1,635* (ps), $1,625* (ps); Vic- 
toria 4-dr., $1,650*% (ps); Country 
sedan (8), $1,850* (ps); Fairlane (8) 
4-dr., $1,495°*. 

°57 Thunderbird (8), $2,780* (ps), $2,- 
750, $2,720° (ps), $2,300*; Fairlane 
(8) 500 Skyliner, $1,970* (ps); Vic- 
toria 2-dr., $1,655* (ps), $1,460* (ps); 
Country sedan (8), 2 at $1,805* (ps), 
$1,775* (ps); Del Rio Ranch (8), $1,- 
460*; Fairlane (8) 2-dr., $1,425* (ps); 
4-dr., $1,285* (ps); Victoria 4-dr., $1,- 
135*; Ranch wagon (8), $1,335*, $1,- 


Meadow- 


ding 


To make a truly outstanding quality oil, 


Wotr’s Heap starts 


with the best—100% 


Pure Pennsylvania, nature’s richest crude. 
Then Wotr’s Heap is Tri-Ex refined three 
important extra steps for truly superior per- 


formance. These are: 


THOROUGH DEWAXING 


- . . to remove wax impurities. but 
preserve all of the essential lubricat- 
ing properties often eliminated by 
excessive or improper dewaxing. 


DOUBLE 


DISTILLING 


. . - by close fractionation in special 
reducing stills that expertly remove 
all unstable, inferior and non-lubri- 
cating fractions that cause high oil 
consumption, sludge and varnish 
deposits, excessive wear, corrosion 
and other harmful conditions. 


TRIPLE FILTERING 


through a special and costly 
“filtering medium” under the most 
rigidly controlled conditions to re- 
move undesirable carbon, resins 
and heavy residual materials ss 
without removing the natural oxida- 
tion and corrosion inhibitors that are 
removed with less costly methods. 


There is no finer motor oil. Give your customers 
the best ... Woir’s Heap, Tri-Ex refined, 100% 
Pure Pennsylvania, scientifically. fortified. 


mous 


WOLF’S HEAD OIL REFINING CO., INC. 
Olt CITY, PA. 


320°; 
$1, 060°; 


Custom (8) 300 4-dr., 
2-dr., $1,075. 
"56 Country sedan (8), $1,380* 
Fairlane (8) conv., $975*; 
dr., $940* (ps), $700°%; 4-dr., 
$750*. 

’55 Thunderbird (8), $1,850* (ps), 
735*; Country sedan (8), $1,000*, 
$875"; Fairlane (8) 4-dr., $820*, $550*; 
conv., $685*; 2-dr., $625°*: Ranch 
wagon (8), $800° (ps); Main (6) 2- 
dr., $485; Custom (8) 4-dr., $480. 

°54 Crest (8) Victoria, $610* (ps); Sky- 
liner, $580*; Main (8) Ranch wagon, 
$510*; 2-dr., $415; Main (6) 4-dr., 
$400; Custom (8) 4-dr., $440*, $395*; 
2-dr., $295*; Custom (6) 4-dr., $380*. 

’53 Crest (8) Victoria, $435* (ps); conv., 
$325*; Ranch wagon (8), $385; Country 
sedan (8), $340*%; Custom (8) 4-dr., 
$325*; Custom (6) 2-dr., $315*; Main 
(6) 2-dr., $230; Main (8) 4-dr., $215. 

’52 Custom (8) 2-dr., $275*, $145, $115*; 
Custom (6) 2-dr., $150*. 

"51 Custom (6) 4-dr., $185; Crest (8) 
Victoria, $125°. 

’50 Custom (8) 2-dr., $140. 
HUDSON—’54 Hornet Hollywood, $200*. 
IMPERIAL — ’59 Imperial Hardtop 4-dr., 

$4,270* (ps). 

'57 Crown 4-dr., $2,725* (ps); Hardtop 
2-dr., $2,650* (ps); Imperial Hardtop 
2-dr., $2,485* (ps). 

KAISER—’53 Manhattan 4-dr., 
LINCOLN — '57 Premiere 2-dr., 
(ps). 

’56 Premiere 4-dr., $1,790* 
$1,645* (ps). 

’54 Cappri 2-dr., $815* (ps); Cosmopoli- 
tan 2-dr., $605* (ps). 

*53 Capri 4-dr., $320* (ps). 

’52 Cosmopolitan 2-dr., $245°*. 

MERCURY—’58 Commuter 4-dr., $2,175* 
(ps); 2-dr., $2,105*; Parklane 2-dr., 
$2,095* (ps); Montclair conv., $2,085* 
(ps); Hardtop 4-dr., $1,745; Monterey 
Hardtop 4-dr., $1,795* (ps). 

’57 Monterey Hardtop 4-dr., $1,470* 
(ps); 2-dr., $1,250*. 

’56 Montclair conv., $1,085* (ps); Cus- 
tom station wagon, $1,025; Hardtop 
4-dr., $765*, $740*; Monterey 2-dr., 
$875*; Medalist 2-dr., $775*. 

2-dr., $525*, 


$1,145*, 


(ps); 
Victoria 2- 
$895", 


$225°. 
$2,400*° 


(ps); 2-dr., 


*55 Monterey 2-dr., $670*. 
"54 we conv., $525*; 
$510 


"53 a 2-dr., $350*; conv., $210. 
"52 Custom 2-dr., $280*, $230*. 
’51 Custom 2-dr., $150*, $130. 
OLDSMOBILE—’59 (88) Super Fiesta, $3,- 
500* (ps); (88) Holiday 2-dr., $2,695* 


(ps). 
"58 (88) $2,350° 
) 


(ps). 

57 (88) Super Holiday 2-dr., $2,060* 
(ps), $1,970* (ps); Holiday 4-dr., $1,- 
760* (ps); (98) Holiday 2-dr., $1,990* 
(ps); 4-dr., $1,765* (ps); (88) Holiday 
2-dr., $1,755* (ps); Holiday 4-dr., $1,- 


625°. 
"56 (88) Super Holiday 2-dr., $1,290* 
(ps), $1,230° (ps); Holiday 4-dr., $1,- 


285* (ps); (88) Holiday 2-dr., $1,265* 
(ps). 
$825* (ps). 


Super Holiday 2-dr., 


"55 (98) 4-dr., 

*54 (88) Holiday 2-dr., $900* (ps), $800* 
(ps); (98) 4-dr., $840° (ps); Holiday 
2-dr., $640* (ps); (88) Super 4-dr., 
$450°*. 

"53 (88) Holiday, $510* (ps). 

"52 (88) Holiday, $225*. 

PLYMOUTH—’59 Savoy (6) 2-dr., $1,825. 

*58 Suburban (8) Hardtop, $2,260* (ps); 
Belvedere (8) Hardtop 2-dr., $1,985* 
(ps); Hardtop 4-dr., $1,775* (ps), $1.,- 
735* (ps), 2 at $1,730* (ps); Suburban 
(8) Custom, $1,900° (ps); Savoy (8) 
Hardtop 2-dr., $1,690*. 

’57 Suburban (6) Hardtop, $1,390*; Su- 
burban (8) 2-dr., $1,170; Savoy (8) 
Hardtop 2-dr., $1,000°; 2-dr., $985. 

*56 Suburban (8) Custom, $1,100*, $960*. 

’55 Savoy (8) 2-dr., $650*. 

°54 Savoy 2-dr., $375; Plaza 4-dr., $360. 

’53 Cranbrook Belvedere, $335*. 

’51 Cranbrook 2-dr., $140; Concord 2- 
dr., $115. 

PONTIAC — ’56 Chieftain station wagon, 
$1,130*; Catalina 2-dr., $800*; Star 
Chief Catalina 2-dr., $1,135* (ps); 4- 
dr., $995*. 

55 Star Chief 2-dr., $1. 005° (ps), $950° 
(ps); 4-dr., $530*, $490 

53 Chieftain 4-dr., $325°, $145*; Cata- 
lina 2-dr., $300*, '$220° (ps). 

*50 Chieftain 4-dr., $175°. 

RAMBLER—’59 Rebel —, (8), $2,700*; 
American (6) 2-dr., $1,64 

’55 Custom (6) Cross Gas. $1,060*, 


$1,000. 
STUDEBAKER—’56 Commander (8) sta- 
tion wagon, $905*. 
"53 Champion (6) 2-dr., $645*; Regal (6) 
Hardtop, $425 
MISCELLANEOUS—’57 Ford (6) F-100 %- 
ton pickup, $900. 
"54 Ford (8) %-ton pe. $570; Dodge 
(8) %-ton pickup, $445 
’53 Ford (8) F-100 %-ton Pickup, $545; 
Chevrolet %-ton pickup, $500, $430, 
Delivery sedan, $275; Dodge (6) %- 
ton tow truck, $425. 
52 Ford (6) %-ton panel, $215. 
"41 Chevrolet %-ton pickup, $210. 
"40 Ford (8) %-ton pickup, $200. 


SEATTLE 


South Seattle Auto Auction. Sale every 
Wednesday. Prices are for sale of May 20. 
Lots of happy dealers today because of a 
real good consignment. Good cars are still 
worth money. Sold 184 cars out of 371 
consignments. 


BUICK—’57 Century 4-dr., $1,580* (ps). 
——— station wagon, $1,375* (ps), 
*55 Special conv., $1,110*; sport coupe, 

$885*; RM sport coupe, $1,080* (ps); 
Century sport coupe, $740* (ps); Hard- 
top 4-dr., $700*. 

CADILLAC—’58 (62) coupe, $3,695* (ps). 
"57 (62) coupe de Ville, $3,125* (ps). 
"56 (62) coupe de Ville, $2,225* (ps). 
"53 (62) —~— = Ville, $850* (ps); 4- 

dr., $690* ( 
cer oo “Impala (8) Hardtop 4- 
dr., $2,680° (ps), $2,595* (ps), $2,- 
525° (ps). 

"568 Impala (8) sport coupe, $2,175*; 
Brookwood (8) station wagon, $1,990*, 
$1,885*; Bel Air (8) sport coupe, $1,- 
925° (ps), $1,885* (ps), 2 
(ps); Biscayne (8) 4-dr., 

"57 Bel Air (8) conv., 

Hardtop 4-dr., $1,650* (ps); 
coupe, $1,635* (ps); Two-ten (8) sta 
tion wagon, $1,755*, $1,745*, 


8 
$1,730°, | 


$1,700*, $1,605*, $1,475*; 4-dr., $1,- 
345*, $1,335*, $1,235; 2-dr., $1,315*. 

56 Bel Air (8) sport coupe, $1,350*; 
Hardtop 4-dr., $1,250*; Two-ten (8) 
Delray 2-dr., $1,285; Two-ten (2) 
Hardtop 4-dr., $1,280*; 4-dr., $1,120*; 
Two-ten (6) 4-dr., $845. 

’55 Bel Air (8) sport coupe, $1,240; 
conv., $1,220°%; 4-dr., $1,155*, $905*; 
Two-ten (6) 2-dr., $595; One-fifty (6) 
station wagon, $490. 

’54 Two-ten station wagon, $675; Bel 
Air 4-dr., $650*; conv., $500*; 2-dr., 
$385. 

53 Two-ten 4-dr., $295. 

’52 Bel Air 2-dr., $305. 

’51 Bel Air sport coupe, $340*. 

50 Bel Air sport coupe, $145*. 

CHRYSLER—’55 NY (8) sport coupe, $1,- 
105* (ps); 4-dr., $915* (ps). 
DeSOTO—’57 Fireflite 4-dr., $1,345* (ps). 
’55 Firedome sport coupe, $940*. 
’54 Powermaster 4-dr., $375*. 
DODGE—’57 Suburban (8) station wagon, 
$1,805* (ps). 

’56 Coronet (8) 2-dr., $865*, $850*. 

*54 Coronet (6) 4-dr., $435. 

’53 Coronet (6) 4-dr., $250. 

*52 club coupe, $150. 

FORD—’59 Fairlane (8) 500 Victoria 2-dr., 
$2,475*. 

’58 Country sedan (8), $1,950*; Fairlane 
(8) 500 Victoria, $1,850* (ps), $1,785* 
(ps); Ranch wagon (8), $1,695; Cus- 
tom (8) 300 2-dr., $1,495. 

’57 Country sedan (8), $1,750* (ps), $1,- 
535; Fairlane (8) 500 conv., $1,495*; 
2-dr., $1,295; Custom (8) 300 4-dr., 
$1,280*, $1,235, $1,200; Custom (8) 2- 
dr., $1,250* (ps). 

56 Thunderbird conv., $2,200*; Country 
sedan (8), $1,335* (ps), $1,195*, $1,- 
170*, $1,145* (ps); Fairlane (8) Vic- 
toria 2-dr., $1,245* (ps), $1,175*; 
Fairlane (8) 4-dr., $1,070*; Custom (8) 
4-dr., $960, $925; Hardtop '2-ar. , $940*. 

’55 Country sedan (8), $1,215*, $1,150*, 
$1,100, $1,000; Fairlane (8) 4-dr., 
$900*, $860*; Fairlane (8) Crown Vic- 
toria 2-dr., $845*; Custom (8) 4-dr., 
$740, $695*; 2-dr., $690; club coupe, 
$530. 

’54 Custom (8) 2-dr., $615. 

’52 Custom (8) club coupe, $285*; 
$250. 

*50 Custom (8) 4-dr., $200. 

HUDSON—’54 Hornet (6) 4-dr., $420*. 

*53 Hornet (6) 4-dr., $335°. 

MERCURY—’58 Colony Park station wag- 
on, $2,485* (ps). 

’57 Monterey conv., (ps); 
coupe, $1,325°*. 

’56 Monterey station wagon, $1,295* 
(ps); Montclair conv., $1,185* (ps). 
55 Monterey station wagon, $1,215* 

(ps); Custom 2-dr., $775. 
"54 Custom 2-dr., $575*, $570. 
*53 Custom 4-dr., $345°*. 
OLDSMOBILE—’59 (88) Super Hardtop 4- 
r., $2,995* (ps). 
"58 (88) Hardtop 4-dr., $2,185* (ps). 
*56 (88) sport coupe, $1,180*. 
PLYMOUTH—’58 Savoy (8) 4-dr., $1,500; 
Savoy (6) 4-dr., $1,400*. 

'57 Savoy (8) 2-dr., $1,095. 

’56 Suburban (8) station wagon, $1,350*; 
Suburban (6) station wagon, $1,055; 
Savoy (8) 2-dr., $745. 

"55 Belvedere (6) sport coupe, $860*; 
Savoy (6) 4-dr., $565. 

’54 Cranbrook (6) 4-dr., $325. 

"53 Cranbrook (6) 41-dr., $360. 

PONTIAC—’59 Safari station wagon, $3,- 
230* (ps). 

*55 Star Chief 4-dr., $920* (ps). 

’53 Chieftain (8) 4-dr., $325*. 

’51 Deluxe (6) sport coupe, $205*. 

RAMBLER—’59 Super (6) station wagon, 
$2,420°. 

"57 Custom (8) 4-dr., $1,475*; Custom 
(6) station wagon, $1,250* (ps). 

’56 Super (6) Hardtop 4-dr., $1,280*. 

’55 Cross Country (6) station wagon, 
$1,040*, $1,005*, $955*. 

STUDEBAKER—’57 President (8) 4-dr., 
$1,425* (ps). 

MISCELLANEOUS—’57 Ford (6) %-ton 
Pickup, $1,190. 

"55 Ford (6) %-ton pickup, $710; Dodge 
(6) %-ton pickup, $665*. 

"54 Ford (8) %-ton pickup, $570. 

*51 Chevrolet (6) %-ton pickup, $430. 

"48 Willys (6) pickup, $525; Ford (6) 
%-ton panel, $160. 


MASON CITY, IA. 


Central States Auto Auction, Sale every 
Wednesday. Prices are for sale of May 20. 
Clean cars still strong. Rough ones go 
begging. Need more cars to satisfy demand. 


BUICK—’59 LeSabre 2-dr., $2,310. 
CADILLAC—’57 (60) Special 4-dr. Hard- 
top, $2,850* (ps). 

"56 (62) 4-dr., $1,805* (ps). 

CHEVROLET—’59 Bel Air (6) 4-dr., $2,- 
200*, $2,000*. 

"58 Bel Air (8) 4-dr., 
$1,585°; Biscayne (8) 4-dr., $1,650*, 
$1,595*, $1,540, $1,480, $1,455. 

’57 Two-ten (8) station wagon, $1,555*; 
4-dr., $1,310*, $1,300; (6) 4-dr., $1, 
150, $1,125, 2 at $1,100; 2-dr., $1,150*. 

"56 Bel Air (8) Hardtop, $1, 225, $1,200°; 
4-dr., $1,155*. 

’55 Bel Air (8) 4-dr., $880*, $850, $775; 
2-dr., $775*; Two-ten (6) 4-dr., $725; 
2-dr., $700, $680. 

’54 Bel Air station wagon, $765*; 4-dr., 
$480*; Two-ten (6) 2-dr., $490*. 
"53 Bel Air 2-dr., $400, $345*; Two-ten 
(6) 4-dr., $385; 2-dr., $380; station 

wagon, $375*. 

’52 Two-ten 2-dr., $180. 

eee Windsor 4-dr., $1,620* 
ps 

* sna Hardtop, $1,245*; Windsor 4-dr., 

5S NY 4-dr., $890* (ps), $875; Windsor 
4-dr., — (ps). 

Firedome 2-dr. Seville, $1,- 
- $1,000": 2-dr., $1,005* (ps); 4- 
r., 


$995*. 

DODGE—’55 Royal Lancer (8) 4-dr., $820*; 
Royal (8) 2-dr., $810 (ps); 4-dr., 
$740° (ps). 

’54 Coronet (8) 4-dr., $350°. 
ae "agence 4-dr. Hardtop, $1,- 
FORD—’59 Thunderbird (8) Hardtop, $3,- 

550° (ps); Country sedan (8), $2,500*; 
Galaxie (8) Hardtop, $2,200 

58 Thunderbird (8) conv., $3,585* Ge: 
Hardtop, $3,100* (ps); "Country sedan 
(8), $1,845°, $1,650°; Fairlane (8) 4- 

ae ; 2-dr., ‘$1,500; Ranch 
wagon (8) 4-dr., $1,500; Custom 300 
(8) 4-dr., $1,475*, $1,365*. 

*57 Fairlane (8) conv., $1,500*; Fair- 
lane (8) 500 4-dr., $1,310*; 4-dr., Vic- 
toria, $1,310*; (8) 2-dr., $1,200°; 
Country sedan (8), $1,245; Custom (8) 
4-dr., $1,150, $1,135*, $1,115, $1,045°*, 
$1, 035; (6) 2-dr., mee. $1,015, $975, 
$830; Custom (8) 4-dr., $895. 

'56 Fairlane (8) Vietorta $1,100* (ps); 
4-dr., $1,000*; 2-dr., $900*; Custom 
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4-dr., 


$1,880° sport 


$860"; 4-dr., 


$1,710*, $1,615, 


——_, 


Used Imported 
Cars 


Albany 


Berkley—’58 Roadster, $600. 
Fiat—’58 station wagon 4-dr., $815, 
Ford (English)— 57 2-dr., $675. 
Lloyd—’57 station wagon 2-dr., $300, 
MG—’57 Roadster, $1,400. 
Mercedes-Benz—’56 300 4-dr., $2,700*, 
Renault—’57 Dauphine 4-dr., $800, 
Riley—’59 4-dr., $1,600. 

Volkswagen—’ 58 2-dr. , $1,264. 


Bordentown, N. J. 


MG—’53 conv., $750. 
Opel—’54 Olympia, $370. 
Peugeot—’58 4-dr., $1,100. 
Renault—’58 Dauphine, $1,040. 
Volkswagen—’59 2-dr., $1,560. 
’57 2-dr., $925. 
’56 2-dr., $960, $925. 


Caldwell, N. J. 


Austin—’58 conv., $1,870. 
Fiat—’58 station wagon, $950. 
Metropolitan—’54 Hardtop 2-dr., $449, 
Renault—’58 4-dr., $915. 
Volkswagen—’57 2-dr., $1,125, $1,000, 
Wartburg—’58 4-dr., $800. 


Chicago 
Ford (English)—’58 Consul, $975. 
Lieyd—’58 station wagon, $600. 
Simea—’58 Hardtop, $1,475. 
Volkswagen—’58 2-dr., $1,375. 


Dallas 


Renault—’58 Dauphine 4-dr., 
140. 
Volkswagen—’59, $1,700. 


Danville, Va. 


Metropolitan—’57 2-dr., $970. 
Flint 
Fiat—’58 4-dr., $1,100. 
Ford (English)—’58 Squire 2-dr., $1,050; 
Prefect 4-dr., $975; Anglia 2-dr., $650, 
’57 Prefect 4-dr., $800; Escort wagon 2- 
dr., $760; Anglia 2-dr., $650, $610. 
Metropolitan—’59 2-dr., $1,340. 

*58 2-dr., $1,100. 
Simea—’59 4-dr., $1,290. 
Triumph—’58 Trio 4-dr., 
Volkswagen—’58 2-dr., 


$1,160, $1,- 


$1,000. 
$1,365, $1,360. 


Kansas City, Mo. 


Volkswagen—’55 2-dr., $890. 
’54 station wagon, $725. 


Los Angeles 


Austin—’57 Healey Roadster, $1,895. 
’55 Healey Roadster, $1,300; 4-dr., $305. 
"53 4-dr., $ 

DKW—'56 2-dr. - ; $475. 

Fiat—’59 2-dr., $2,550. 

Ford (English) —’52 Zephyr 4-dr., $250. 

Hiliman—’56 Minx conv., $765. 

*53 conv., $310. 

MG—’58 MGA Roadster, $1,750. 

’56 MGA 4-dr., $1,000. 
*52 MGA Roadster, $665. 

Morris Minor—’55 station wagon, $495. 

Renault—’59 Dauphine 4-dr., $1,400. 
’58 Dauphine 4-dr., $1,250. 

"56 4-dr., $515. 
Triumph—’57 TR-3 Roadster, $1,440. 
Volkswagen—’59 Karmann-Ghia, $2,400; 2- 
r., $1,775. 
*58 2-dr., $1,485. 
"56 2-dr., $1,085, $1,075. 


Manheim, Pa. 


Goliath—’59 2-dr., $1,525. 
"58 2-dr., $845. 
Jaguar—’55 4-dr., $525. 
Lloyd—’ 57 2-dr., $400. 
MG—’59 2-dr., $2,150; Magnette 4-dr., $1,- 
800. 


*58 conv., $1,850; Roadster, $1,650; Mag- 
nette, $1,280. 
"55 conv., $1,300. 
Mercedes-Benz—’59, $4,200. 
Opel—'58 2-dr., $1,550. 
Porsche—’'59 conv., $3,175. 
’55 2-dr., $1,370. 
Renault—’59 4-dr., $1,420. 
58, $1,150. 
’57 4-dr., $800. 
Triumph—’58 conv., $1,950. 
Volkswagen—’59 2-dr., $1,510. 
*56 2-dr., $1,050, $820. 


Nashville, Tenn. 


MG—’56 Roadster, $1,350. 


Portland, Ore. 


Borgward—’58 2-dr., $1,610. 
Simea—’58 4-dr., $1,030. 


Seattle 


Hiliman—’57 4-dr., $950, 
Lioyd—’57 station wagon, $320. 
Simea—’59 4-dr., $1,550. 
Triumph—’56 TR-3 Roadster, $1,215. 
Volkswagen—’58 2-dr., $1,445, $1,280. 
57 sstonetons, $1,495; 2-dr., $1,355, $1- 
010, $1,00: 
"56 2-dr., 31,285, $1,215, $1,210. 
’55 2-dr., $780. 


Syracuse 


Lloyd—’59 conv., $760. 
SAAB—’58 2-dr., $1,000. 


Valdosta, Ga. 


$925. 


olks 
58 2-dr., $1,525. 


Warehouse Point, Conn. 


Austin—’56 Healey Roadster, $1,350; 4-dt., 
Goggomobil—’'59 2-dr., $1,090°*. 
West Palm Beach, Fila. 


daguar—’'58 4-dr., $2,350. 

Renault—’'59 Dauphine 4-dr., $1,025 
57 4-dr., $550. 

Simcea—’58 4-dr., $855. 

















































(8) 4-dr., $910*; 2-dr., $760; Main 
(6) 2-dr., $700*. 
155 Fairlane (8) conv., $925*%; 2-dr., 


$50*; Country sedan (8), $990°; Main 


2-dr., $445. 
oeest (8) Victoria, $600; Custom 


/ 54 Crestline 
” 8) 4-dr., $480*, $460. 
00 53 Main (8) 4-dr., $300; Custom (8) 
‘ -dr., $245. 
“a 9 pass, station wagon, $350. 


0*, 52 (8) 2 
[INCOLN—'52 4-dr., $300*. 
| MERCURY —’58 Montclair Hardtop, 
s 


1s Montclair Hardtop, 
Monterey 4-dr., $1,300*. 
56 Custom 4-dr. Hardtop, $1,000*; 2-dr., 
0*. 
55 Monterey 4-dr., $890* (ps); Mont- 
clair Hardtop, $800*. 
54 Montclair 4-dr., $590*. 
53 Monterey 4-dr., $505*. 
NWASH—’53 4-dr., $300. 
(LDSMOBILE—’58 (88) Holiday, $1,845* 


). 

150 (98) Holiday, $1,300* (ps); Super 
(88) Holiday, $1,150*; (88) 4-dr., 
$975°. 

54 Super (88) 4-dr., $685* (ps). 

PLYMOUTH—’57 Savoy (8) 4-dr., $1,165, 
$1,100; Plaza (8) 4-dr., $825. 

00 56 Savoy (8) 4-dr., $815; Plaza (8) 4- 

: dr., $595. 

55 Plaza (6) 4-dr., $640. 

54 Savoy (6) 2-dr., $305*. 

poNTIAC—’58 Chieftain 4-dr., 

56 Chieftain 4-dr, Catalina, 
dr., $855*. 

54 Chieftain 4-dr., $415* (ps). 

R—’59 Cross Country, $2,260*. 

54 Country Club Hardtop, $590*. 

51 station wagon, $210°. 

STUDEBAKER — 57 President (8) 4-dr., 
$920*, $740. 

53 Champion (8) 4-dr., $370. 

MISCELLANEOUS—’58 Ford (8) %-ton 
pickup, $1,200. 

55 Ford (8) %-ton pickup, $665. 

49 Chevrolet 2-ton truck, $350. 


DANVILLE, VA. 


Danville Auto Auction, Sale every Wed- 
nesday. Prices are for sale of May 20, Top 
activity in medium price, clean used cars. 


$650. BUICK —'57 Super 4-dr., $1,505* (ps); 

Special 4-dr., $1,205*; 2-dr., $1,155*. 

10. 54 Century 4-dr., $605*; Super 4-dr., 
$485* (ps). 

CHEVROLET—’58 Bel Air (6) 2-dr., $1,- 
455* (ps); Biscayne (8) 4-dr., $1,430°%; 
2-dr., $1,340, $1,300. 

0. ‘57 Bel Air (8) 4-dr., $1,610* (ps), $1,- 
605*, $1,470*; (6) 2-dr., $1,230; Two- 
ten (8) 4-dr., $1,105, $1,055; (6) 4-dr., 
$1,105; (6) 2-dr., $885, $880. 

"56 Bel Air (8) 4-dr., $1,235* (ps), $1,- 
055*, $985, $940* (ps); Two-ten (6) 
2-dr., $1,055, $855, $805, $705. 

‘55 Bel Air (6) 4-dr., $875, $640, $530; 


$1,- 


$1,475* (ps); 


$1,405. 
$965*; 4- 


2-dr., $820, $780*; (8) 2-dr., $665; 
Two-ten (8) 4-dr., 2 at $385. 
$305. 54 Bel Air 2-dr., $555. 
53 Bel Air 4-dr., $465; 4-dr. station 
wagon, $410; 2-dr., $455, $400; Two- 
ten (6) 4-dr., $325; One-fifty (6) 2- 
0. dr., $195; 4-dr., $155. 


‘52 Deluxe 4-dr., $180; 2-dr., $175*. 
DODGE—’53 Coronet (8) conv., $155*. 
"52 Meadowbrook (6) 4-dr., $100. 
FORD—'58 Fairlane (8) 500 2-dr., $1,780* 
(ps); 2-dr., $1,540; Custom 300 (8) 4- 

95. dr., $1,005. 

’57 Custom (8) station wagon, $1,410* 
(ps); Custom (8) 300 2-dr., $1,110*, 
$925; 4-dr., $1,045, $980°; Fairlane (8) 

), 500 2-dr., $1,380*; 4-dr., $1,205*, $1,- 
085; Fairlane (8) 2-dr., $1,210*, $1,- 
075; 4-dr., $1,155*; Ranch wagon (8) 
2-dr., $910. 

‘56 Fairlane (8) 500 Victoria, $1,090*, 
$1,000* (ps), $960*, $895* (ps); 4-dr., 
$1,050*; Ranch wagon (8) 2-dr., $990* 
(ps); Country Sedan (8) 2-dr., $985* 
(ps); 4-dr., $975; Custom (8) 2-dr., 
$885*, $855, $660; 4-dr., $755. 

‘55 Fairlane (8) Victoria 2-dr., $1,010, 
$1,005*, $945*, $910*, 2 at $855*; Sun- 

$1,- liner (8), $875*; 4-dr. (8) station 
wagon, $855* (ps); Fairlane (8) 2-dr. 
Victoria, $755*; 2-dr., $610*%; Custom 
(8) 2-dr., $485, $440; (6) 4-dr., $270. 

"54 Country sedan (8) 4-dr., $630; Crest- 
line (8) 4-dr., $440; Main (8) 2-dr., 
$230; Custom (6) 4-dr., $165. 

53 —— (8) 2-dr., $555, $215; 4-dr., 

5* 


*52 (8) conv., $160*. 
MERCURY—’58 Monterey 2-dr., $1,405*. 
*56 Custom 2-dr., $1,080*; Monterey 4- 
dr., $730. 
"55 Monterey 4-dr., $800; Montclair 2- 
dr., $630. 
’54 conv., $315* (ps). 
I—’55 station wagon (6), 4-dr., $345. 
OLDSMOBILE — ’57 (88) 4-dr., $1,300* 
(ps); 2-dr., $1,435*. 
*56 (88) 4-dr., $1,080*. 
*BS (88) 4-dr., $730*. 
"54 (88) 2-dr., $715*; 4-dr., $575; Super 
(88) | 4-dr., $705* (ps); (98) 2-dr., 


ee — “er Savoy (8) 2-dr., $980* 
Ps). 
"56 Belvedere (8) 4-dr., $955*; Plaza 
vn t8) 2-dr., $765*; Savoy (8) 2-dr., $605. 
55 Belvedere (8) 2-dr., $755*; Savoy 
4 (8) 4-dr., $555*. 
54 Belvedere (6) 4-dr., $375. 
53 Belvedere (6) 2-dr., $375. 
$1,- PONTIAC—'56 Chieftain (8) 4-dr., $755. 
54 Chieftain (8) 4-dr., $325*. 
*52 (8) 4-dr., $175°*. 
ELLANEOUS —’56 Ford (8) %-ton 
, Pickup, $615. 
55 Dodge (6) %-ton pickup, $470; 
chevrolet (6) %-ton pickup, $435. 
54 Chevrolet (6) %-ton pickup, $515. 
53 Ford (8) %-ton pickup, $255. 


WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction. Sale 
every Thursday. Prices are for sale of 
May 21. The demand and action was just 
&s active as the rain clouds. The wet 
Weather kept our attendance some below 
average, but the number of offerings did 

ir, hot stretch far enough ‘for demand. 
BUICK—'59 LeSabre Hardtop 2-dr., §$2,- 

‘ 500* (ps). 
758 Century Hardtop 2-dr., $2,005* (ps). 
56 Special conv., $875*. 
55 Special 2-dr., $600*, $485. 

53 RM 4-dr., $335* (ps), $280* (ps), 


1g3175* (Bs). 
$150°; 4-dr., $145*; 









51 Super 2-dr., 
RM 4-dr., $135*, 









CHRYSLER —’56 Windsor coupe, 


(Continued from Page 62) 
CADILLAC—’59 (62) coupe de Ville, $4,- 


750* (ps), $4,700* (ps). 

’58 (62) conv., $3,675* (ps). 

"56 (62) 4-dr., $1,925* (ps). 

55 (62) Hardtop 2-dr., $1,300* (ps). 

’54 (62) Hardtop 2-dr., $1,100* (ps); 
4-dr., $940* (ps). 

’53 (62) Hardtop 2-dr., $690* (ps). 

"52 (62) 4-dr., $485* (ps). 

‘VROLET —’59 Impala (8) Hardtop 
4-dr., $2,395* (ps), $2,380* (ps); Bis- 
cayne (6) 4-dr., $1,880*. 

’58 Bel Air (6) 4-dr., $1,675* (ps); Bel 
Air (8) 4-dr., $1,675* (ps). 

*57 Corvette, $2,125*; Bel Air (8) Hard- 
top 2-dr., $1,520* (ps); Hardtop 4-dr., 
$1,275°*. 

°56 Bel Air (8) 4-dr., $1,100*%; Hardtop 
2-dr., $1,065*; One-fifty (6) station 
wagon, $875; Two-ten (6) 4-dr., $675. 

’54 Two-ten (6) station wagon, $440*; 
Two-ten (8) 2-dr., $425. 

$850° 


(ps). 
DODGE—’57 Coronet (8) conv., $1,315*; 


4-dr., $1,085*. 
55 (8) station wagon, 
’53 Coronet (6) 4-dr., 
brook (6) 4-dr., $200. 


$535. 
$320*; Meadow- 


EDSEL—’58 2-dr., $1,175. 
FORD—’59 Custom (8) 300 4-dr., $1,825*. 


’58 Thunderbird, $2,975* (ps); Fairlane 
8) 500 conv., $1,700; Fairlane (8) 
ardtop 2-dr., $1,605*; Custom (8) 300 

2-dr., $1,075, $900*. 


"57 (8) Country Sedan, $1,410*; (6) 
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Country Sedan, $1,075; Custom (8) 4- 
dr., $775. 

’56 Fairlane (8) 2-dr., $740; Custom 
(8) 4-dr., $700; 2-dr., $685*; Custom 
(6) 2-dr., $575. 

’55 Fairlane (8) Hardtop 2-dr., $660*. 

’54 Custom (8) station wagon, $485; 4- 
dr., $455; Main (6) station wagon, 


$425. 

’53 Crest (8) Victoria 2-dr., $470* (ps); 
conv., $415*; Custom (8) 4-dr., $390*; 
Custom (6) 4-dr., $125. 

LINCOLN — ’56 Premiere 4-dr., $1,205* 
(ps). 
MERCURY—’57 Montclair 4-dr., $1,260. 

’55 Custom 4-dr., $660°*. 


'54 Custom 4-dr., $415, $370. 
NASH—’52 Statesman 4-dr., $150. 


OLDSMOBILE — '59 (98) 4-dr., $2,600* 
(ps). 
"54 (98) 2-dr., $585* (ps). 


’53 (98) Hardtop 2-dr., $480* (ps). 
PLYMOUTH—’56 Belvedere (6) Hardtop 
4-dr., $785°*. 
’54 Belvedere (6) conv., $415*. 
PONTIAC—’57 Star Chief (8) Hardtop 4- 
dr., $1,280*. 
’56 Star Chief (8) conv., $820* (ps). 
’51 Chieftain (8) station wagon, $195. 
RAMBLER—’59 Super (6) 4-dr., $1,675. 
‘58 Super (6) 4-dr., $1,300. 
’55 (6) station wagon, $900*. 
WILLYS—’58 Jeepster, $1,475. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales Inc, Sale every 
Wednesday. Prices are for sale of May 20. 
The market showed a slight downward 
movement. 

BUICK—’57 Special Riviera 2-dr., $1,275*; 
Riviera 4-dr., $1,235*; Century conv., 
$1,120* (ps). 

’56 Century Riviera 2-dr., $975*. 

"55 RM 4-dr., $540°; Special 4-dr., 

s 


$455°. 
’54 RM Riviera 2-dr., $575* (ps); Special 


DeSOTO—’53 Firedome conv., $220* 
DODGE — '57 Coronet (8) 





4-dr., $575*; Super 4-dr., $405* (ps); 
Century 4-dr., $390*. 

’53 Super Riviera 2-dr., $390* (ps); 4- 
dr., $255*. 

’52 Special 2-dr., $270*. 

*51 Super Riviera 2-dr., $125*. 


CADILLAC—’58. (62) 2-dr., $3,725*. 


'57 (60) Special 4-dr., $§2,875* (ps); 
(62) coupe de Ville, $2,750* (ps). 

"56 (62) sedan de Ville, $2,075* (ps); 
(60) Special 4-dr., $1,900* (ps). 

"55 (62) coupe de Ville, $1,525* (ps); 
4-dr., $1,380* (ps). 


CHEVROLET—’59 Corvette (8), $3,450*. 


’58 Bel Air (8) 4-dr., $1,700* (ps); Yeo- 
man (6), $1,675*; Yeoman (8), $1,- 
170; Biscayne (6) 2-dr., $1,550. 

’57 Bel Air (8) Hardtop 4-dr., $1,450*; 
Hardtop 2-dr., $1,450*, $1,370*; Two- 
ten (6) 4-dr., $1,400*; station wagon, 
$1,125, $1,100*; 2-dr., $1,100, $1,075; 
Two-ten (8) 2-dr., $1,150, $1,090; 4- 
dr., $1,085. 

"56 Two-ten (8) station wagon, $1,235* 
(ps), $975; station wagon, $1,025; 
Two-ten (6) 2-dr., $900%; Bel Air (8) 
2-dr., $920*. 

"55 Two-ten (6) 4-dr., $800, $700; 2-dr., 
$765; Bel Air (6) 2-dr., $725; Bel Air 
(8) 2-dr., $690; 4-dr., $670*; One-fifty 
(6) 2-dr., $590. 

’54 Bel Air Hardtop 2-dr., $555*; 4-dr., 


$490*; Two-ten 4-dr., $500*; 2-dr., 
$370; One-fifty 4-dr., $390, $210. 

53 Bel Air 4-dr., $420, $370*, $310*; 
Hardtop 2-dr., $365; One-fifty 4-dr., 
$305; station wagon, $145; Two-ten 
2-dr., $185. 

*51 Deluxe 4-dr., $160*. 


CHRYSLER—’54 NY 4-dr., $235* (ps). 


’53 NY 4-dr., $200* (ps), $115*. 


(ps); 


Hardtop 2-dr., 
$1,175* (ps); 2-dr., $925*. 

’55 Coronet (6) 2-dr., $500. 

’54 Royal (8) 4-dr., $250°*. 


4-dr., $150*. 
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*53 Diplomat (8) Hardtop 2-dr., $275*, 


FORD—’58 Custom (8) 2-dr., $1,490*. 


’57 Custom (8) country sedan, $1,650° 
(ps), $1,400*, $1,325*; conv., $1,550*° 
(ps), $1,500*; Ranch Wagon (8), $1,- 


410*; Del Rio (8), $1,360; Custom (8) 
300 2-dr., $1,030; 4-dr., $1,020, $970, 
$955°. 

"56 Ranch Wagon (8), $1,050° (ps); 
Ranch Wagon (6), $905; Fairlane (8) 
2-dr., $960*, $810°; 4-dr., $800° (ps); 
Country Sedan (8), $925; Custom (8) 
2-dr., $790*, $625; Custom (8) 300 
2-dr., $625. 

’65 Fairlane (8) 4-dr., $750*° (ps); 2-dr., 
$670*, $575*; Victoria 2-dr., $560°; 
Custom (8) Victoria 2-dr., $640°; 4- 
dr., $620*; Custom (6) 4-dr., $510*. 

54 Country Sedan (6), $510; 

(8) conv., $525°*; 2-dr., $385; 
(6) 4-dr., $495. 

"53 Custom (8) Victoria 2-dr., $335*, 
$230*; 2-dr., $330, $305*, $175; Custom 
(6) 2-dr., $205. 

52 Main (6) 2-dr., $180; Main (8) 
2-dr., $125; Custom (8) 2-dr., $150. 

‘51 Crest (8) Victoria 2-dr., $160; Cus- 
tom (8) Victoria 2-dr., $120. 


LINCOLN— 54 Capri Hardtop 2-dr., $340*. 
MERCURY—’58 


Monterey station wagon, 


$1,130°. 
$1,150; Hardtop 4- 
Monterey 4-dr., 


$2,080* (ps). 

57 Monterey 4-dr., 

‘56 Montclair 2-dr., 
dr., $1,140* (ps); 
$775". 

55 Monterey station wagon, $880* (ps); 
conv., $875*; Hardtop 2-dr., e 
(ps); Montclair 4-dr., $535°*. 

'54 Monterey Hardtop 2-dr., $610*. 


OLDSMOBILE—’56 (88) Super 4-dr., $1,- 


085* (ps); (98) Holiday 4-dr., $910* 
(ps). 

"55 (88) Super Holiday 4-dr., $1,070° 
(ps); (88) conv., $925° (ps); 4-dr., 
$550* (ps) 


54 (98) 4-dr., $610* (ps), $410*; Holl- 
(Continued on Page 64, Col. 1) 





Wherever you are you can get Spicer Power Take- 
Offs and PTO joints through your distributor. 


Available immediately—in a wide range of models 
to meet all your requirements. Buy the standard of 
the industry. Ask your distributor about the Spicer 


Joint Replacement Kits « 
¢ Spicer Transmissions, Clutches and Axles 
* Monmouth Clutch Plates ¢ 


line, or write Dept. 85, Dana Corporation. 


Products offered by Dana: Spicer and “Mechanics” Type Universal 
Spicer Universal Joints and Drive Lines 


Auburn Clutches 


Spicer Power Take-Offs and PTO 


Industrial and Agricultural Joints 
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day 2-dr., $345*; (88) $430°* 
(ps); 2-dr., $425* (ps). 
’53 (98) 4-dr., $365*; (88) 4-dr., $180°*. 
’52 (98) Holiday 2-dr., $160*. 
PACKARD—’ 54 conv., $345* (ps). 
'53 4-dr., $145°*. 
PLYMOUTH—’59 Suburban (6), $2,175*. 


4-dr., 


57 Fury (8) Hardtop 2-dr., $1,550* 
ps); Belvedere (8) Hardtop 2-dr., 
1,250*; Savoy (8) 4-dr., $1,100°%; 2- 
dr., $1,095*, $1,070* (ps); Savoy (6) 
2-dr., $810, $800. 

"56 Suburban (6), $850*, $60; Savoy 
(6) 2-dr., $735°; 4-dr., $700*; Plaza 
(6) 2-dr., $490. 

’55 Belvedere (8) 4-dr., $535°*. 

"564 Plaza (8) 2-dr., $395; Savoy (6) 
4-dr., $370*; 2-dr., $330. 

’53 Suburban (6), $225. 

PONTIAC — ’58 Chieftain Catalina 2-dr., 
$1,900* (ps). 

‘57 Chieftain Catalina 2-dr., $1,060*; 
2-dr., $960. 

’56 Chieftain station wagon, $1,000* 
(ps), $910*%; 2-dr., $850*; Catalina 
4-dr., $800°. 

’56 Chieftain Catalina 2-dr., $675* (ps); 
4-dr., $525°. 


*54 Star Chief 4-dr., $395*. 
"53 Custom Catalina 2-dr., $230*, $205*; 
4-dr., $150. 
RAMBLER—’58 Custom (6) station wag- 
on, $1,680; Ambassador (8) station 
wagon, $1,625; Super (6) station wag- 














“ae 





(repo 


’53 Coronet (8) conv., $285°*. 
FORD—’58 Fairlane (8) 2-dr., 
’56 Fairlane (8) 2-dr., $860. 


Century Riviera 2-dr., $885* (ps). 


$1,550". 


$600*; 4-dr., $560*; Century Riviera 


‘55 Fairlane (8) 4-dr., $730* (ps); Main 2-dr., $700*%; 2-dr., $645* (ps). 
(6) 2-dr., $375. *54 Super conv., $610*. 
’54 Crest (8) 4-dr., $380°*. CADILLAC—’59 (60) Special 4-dr., $6,300* 
’53 Custom (8) 2-dr., $220*, 2 at $165, (ps); (62) conv., $5,065* (ps). 
$150°. ’58 (62) sedan de Ville, $3,700* (ps), 
‘51 Main (6) 2-dr., $100. $3,600* (ps). 


MERCURY — ’'57 Turnpike Cruiser 2-dr., 


’56 (62) 2-dr., $1,675* (ps). 
$1,625* (ps); Monterey Hardtop 4-dr., 


"53 (62) 2-dr., $695* (ps). 


on, $1,560*. $1,425* (ps). CHEVROLET—’59 Biscayne (6) 2-dr., $1,- 
STUDEBAKER—’59 Lark (6) 2-dr., $1,-| ‘53 Monterey 4-dr., $250. 025, $1,845. si 
800. . OLDSMOBILE — ’56 (88) Holiday 2-dr., ’58 Impala (8) conv., $2,110* (ps); 
55 Commander (6) 4-dr., $450*. $980*; 4-dr., $750. Brookwood (8), $1,915* (ps), $1,730*; 
WILLYS—’56 station wagon, $620*. 53 (98) 4-dr., $305*. Bel Air (8) 4-dr., $1,650* (ps); Bis- 
MISCELLANEOUS — ’57 Chevrolet (6) | PLYMOUTH — ’57 Deluxe station wagon, cayne (6) 2-dr., $1,375*; Delray (6) 
panel, $670. $1,050*. 2-dr., $925*; Delray (8) 4-dr., $900*. 
’55 Dodge %-ton pickup, $500. ’55 Belvedere (8) station wagon, $785* ’57 Bel Air (8) Hardtop 4-dr., $1,600* 
fps); cen. (8) 2-dr., $460; Plaza (6) (ps), $1,450*; conv., $1,540* (ps); 
-dr., $385. Two-ten (8) Hardtop 2-dr., $1,230*, 
EBENSBURG, PA. '54 Belvedere 4-dr., $360. $1,125*, $1,110*; One-fifty (6) 2-dr., 
Ebensburg Auto Auction, Sale every | PONTIAC —’56 Chieftain station wagon, $860. 
Thursday. Prices are for sale of May 21. $900*, °56 Two-ten (6) 2-dr., $825*, $610; 4- 
Another week and summer is here again ’55 Star Chief Catalina coupe, $635°*. dr., $680*, $260; Bel Air (8) 4-dr., 
—or convertible time, Late models bring- | RAMBLER—’55 4-dr., $500. $800*. 
ing high prices, if clean, and all model | STUDEBAKER — ’55 Champion sedan, 55 Bel Air (8) station wagon, $1,015*; 
station wagons are always a good seller $195. 4-dr., $825*, $575*; Two-ten (8) 2-dr., 
at our auction. Sold 56 cars from 79 con-| MISCELLANEOUS — ’57 Dodge %-ton $725*; Two-ten (6) 2-dr., $600*; 4- 
signments. of "tet $575. 9350: Fora % dr., $530*. 
bs 3 * i odge %-ton pickup, 0; For - ’54 Bel Air 4-dr., $375*. 
es ce a ton panel, $160. '53 Two-ten 2-dr., $310; 4-dr., $215*; 








’53 Super 4-dr., $300* (ps). Bel Air 2-dr., $210. 
CADILLAC—64. (62) coupe, $1,000* (ps). DETROIT [ane oe es SORV., SS,800" Cpe). 
CHEVROLET — ’58 Bel Air (8) Sport | (55 NY station wagon, $900° (ps). 
coupe, $1,565*. Aptco Auto Auction. Sale every Wednes- | 54 NY 4-dr., $725* (ps). 
56 Bel Air (8) coupe, $1,100*; Two-ten|44y. Prices are for sale of May 20. Clean | DeSOTO—’57 Firedome 4-dr., $1,360* (ps). 
(8) Delray, $895; Two-ten (6) 2-dr., | ©4™8 in big demand. ’55 Firedome 2-dr., $650. 
$850*. BUICK—’59 Electra 4-dr., $2,850* (ps). DODGE—’57 Custom Royal (8) conv., $1,- 
55 Two-ten (8) station wagon, $900*. ’58 Century station wagon, $2,315* (ps); 425* (ps); Hardtop 2-dr., $1,395* (ps); 
53 Bel Air Hardtop, $380. Super 2-dr., $2,170* (ps). Coronet (8) 4-dr., $1,260* (ps), $1,- 
CHRYSLER—’56 Windsor Hardtop 2-dr., ’57 Special estate wagon, $1,525*; Rivi- 150*. 
$710. era 2-dr., $1,425* (ps); 4-dr., $1,290*; | °56 Coronet (6) 4-dr., $260. 
DeSOTO—’53 Firedome (8) 4-dr., $165*. Super Riviera 2-dr., $1,510* (ps). ’55 Coronet (8) 2-dr., $750*, $375; Royal 
DODGE—’57 Coronet (8) 2-dr., $1,425*. 56 Super Riviera 4-dr., $1,000* (ps); (8) 4-dr., $500. 


a profitable adjunct for the finest automobile salons 
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Throughout the world the Italian crafted Vespa Motor Scooter has 
proved noteworthy as a wholly independent source of income for many 
of the finest automotive retail organizations. Adding to the prestige of 
your showroom, Vespa utilizes little floor space and for the first time 
allows you to fully satisfy the complete driving needs of the entire 
family. Beautifully styled, safe, and unquestionably dependable, the 
quality of the Vespa is unsurpassed. Complete Vespa franchise infor- 
* mation may be obtained by writing the General Manager 


Vespa Distributing Corp., 3 East Fifty-Fourth St., New York 22, N. Y. 


——_ 
EDSEL—’58 Corsair 4-dr., $1,735* (ps), 


’55 Special Riviera 2-dr., $740*, $685*, | FORD—’59 Fairlane (8) 500 conv., $2,675 


(ps). 

"58 Fairlane (8) 500 Skyliner, $2,999 
(ps); conv., $1,755; 4-dr., $1,739¢ 
Victoria 2-dr., $1,700*; Country ‘sede 
(8), $1,885*, $1,780*%, $1,750*; 
(8) 300 2-dr., $1,575*%, $1,350*, $1 335. 
4-dr., $1,340*. : 

’57 Fairlane (8) 500 Skyliner, $1, 759°. 
conv., $1,470*; 4-dr., $1,375* (ps), g' 
300*; Victoria 4-dr., $1,340"; Q-dr. 
$1,210*; Country sedan (8), $1,425 
(ps), $1,300; Fairlane (8) 2-dr,, i. 
100*; Custom (6) 300 2-cr., $1,095. 
Custom (8) 300 4-dr., $1,010*; 2.4 

$950. r 
"56 Fairlane (8) Victoria 2-dr., $1,199 

$750; conv., $1,110*; Victoria 4.4’ 
$985*; Ranch wagon (8), $1,015*, " 
’55 Country sedan (8), $800; Fairlane 9. 
dr., $715* (ps); 2-dr., $645, *. 
4-dr., $610*; Ranch wagon (8), $599 
LINCOLN — '57 Premiere Hardtop 2-4;' 
$1,925* (ps). ‘s 


MERCURY—’57 Monterey 4-dr., $1,419. 
Hardtop 4-dr., $1,410* (ps), $1,499 
$1,330* (ps); Hardtop 2-dr., $1,495¢ 
(ps); Montclair 4-dr., $1,220* (ps); 


2-dr., $1,185* (ps). 
’55 Monterey 4-dr., $650*. 
NASH—’57 Ambassador Hardtop 2-dr., 1. 


335* (ps). 
OLDSMOBILE — ’58 (98) 4-dr., $2,329. 
(88) Super 2-dr., $2,260* (ps). ; 


"57 (98) 4-dr., $1,825* (ps); conv., $1. 
760* (ps); (88) Holiday 2-dr., $1,415* 

’56 (88) Super conv., $1,300* (ps); Hol. 
day 4-dr., $1,270* (ps); (88) Holiday 
2-dr., $910*. 

’55 (88) Holiday 2-dr., $610* (ps), 

PLYMOUTH—’59 Fury (8) Hardtop 2-<dr, 
$2,465* (ps). 

’58 Suburban (8), $1,625*, $1,325¢, 

’57 Suburban (8) Custom, $1,470*; Sport, 
$1,375*; Belvedere (8) Hardtop 4-dr, 
$1,185* (ps); Savoy (8) 4-dr., $940; 
2-dr., $900*, $725; Plaza (6) 4-dr,, 
$780. 

56 Belvedere (8) conv., $1,025*; Subur- 
ban (8), $860*; Savoy (8) Hardtop 2 
dr., $800*. 

*55 Savoy (8) 2-dr., 
station wagon, $385*. 

’54 Belvedere (6) station wagon, $335. 

PONTIAC — ’'58 Chieftain 2-dr., $1,849* 
(ps). 

’57 Chieftain Catalina 2-dr., 

’56 Star Chief 4-dr., $805* 

*55 Chieftain 4-dr., $375*. 

’54 Chieftain 4-dr., $340*. 

RAMBLER—’58 Custom (8) station wagon, 
$2,005*. 

’55 Custom (6) station wagon, $710*. 

MISCELLANEOUS—’55 Chevrolet (6) 3100 
4%-ton pickup, $500. 


NASHVILLE 


Nashville Auto Auction, Sale every Wed- 
nesday. Prices are for sale of May 2%. 
Market good. Sold 148 cars from 269 
consignments. 


BUICK—’59 Electra 2-dr., $2,600*. 
’56 Century Riviera 2-dr., $1,150*. 
’55 Special Riviera 2-dr., $810*, $805*, 
$715* (ps), $530*; Super Riviera 2-dr., 


$390; Plaza (8) 


$1,170*, 
(ps). 


$690*. 
’54 Special 2-dr., $575*; Century 4-dr., 
$485*. 
CADILLAC—’57 (62) coupe de Ville, §$2,- 
780* (ps). 


’56 (62) Hardtop 2-dr., $1,885* (ps). 
’55 (62) coupe de Ville, $1,760* (ps). 
CHEVROLET—’59 Bel Air (8S) 4-dr., §2,- 

275*. 

’58 Bel Air (8) 4-dr., $1,350*. 

’57 Bel Air (8) Hardtop 4-dr., $1,555* 
(ps), $1,510* (ps), $1,260*, $1,190; 
Two-ten (8) 2-dr., $1,255, $1,155, $1,- 
105*, $1,010. 

’56 Bel Air (8) Hardtop 2-dr., 
$1,165*, 2 at $1,090*; Two-ten (8) 
Hardtop 2-dr., $1,090, $1,055*, 2 at 
$1,035, $1,005*, 2 at $925*; 2-dr., 
$850, 3 at $800, $710 (ps), 2 at $700; 
One-fifty (8) 2-dr., 2 at $700, $680, 


$650. 
’55 Bel Air (8) 2-dr., $875*, 2 at $865, 


$1,250°, 


2 at $815, $700*; Two-ten (8) 2-dr., 
3 at $760, $695. 
’54 Bel Air 4-dr., $610*, $575; Two-ten 


4-dr., $540, $515*, $395*. 
’53 Bel Air Hardtop 2-dr., $525, $500*; 
Two-ten 4-dr., $450*, $315. 
CHRYSLER—’55 NY Hardtop 2-dr., $935° 
(ps); Windsor 4-dr., $915*. 
’54 Windsor 4-dr., $400* (ps). 
DeSOTO—’57 Firedome (8) Hardtop 2-dr., 
$1,555* (ps). 
56 Firedome (8) 2-dr., $990* (ps), $940° 


7. 
FOR ’59 Fairlane (8) 500 4-dr., $2,235°. 

758 Fairlane (8) 500 Hardtop 2-dr., $1,- 
725*, $1,720*, $1,630*; Custom (8) 4 
dr., $1,440*, $1,400. 

’57 Fairlane (8) 500 conv., $1,405*; * 
dr., $1,400*, $1,250*; Fairlane (8) 
Victoria 2-dr., $1,385*, $1,250*; Cus- 
tom (8) 300 2-dr., $1,030*, $990°, 
$900*. 

’56 Fairlane (8) Victoria 2-dr., $1,090°, 
$1,010*; Custom (8) 4-dr., $825, 2 at 
$750; Main (8) 2-dr., $540. 

’55 Fairlane (8) Crown Victoria, $1,015° 
$1,010*; conv., $960*; Victoria 2-dr., 
$925*, $890* (ps), 2 at $875*; 4-dr.. 
$745*, $650*, $580, $575. 

54 Crest (8) Victoria, $690; Custom (8) 
4-dr., $620, $465*, $325; station wagon, 
$600*. 

53 Custom (8) 2-dr., $475, $390*, $350, 
$290; Main (8) 2-dr., $275. : 

LINCOLN — '57 Premiere 4-dr., $2,100 


(ps). 
MERCURY—’57 Monterey station wagon, 
$1,550* (ps); 2-dr., $1,370*. 
’55 Monterey 2-dr., $570. 
OLDSMOBILE — ’57 (88) Hardtop 2-dt., 
$1,490*; Hardtop 4-dr., $1,450*; 4-dr 
$1,475* (ps). 
56 (88) 2-dr., $800*. 
*55 (98) Hardtop 4-dr., $1,015* (ps). 
PLYMOUTH—’57 Belvedere (8) Hardtop 
4-dr., $1,355*; Savoy (6) 4-dr., $1- 
095* 


PONTIAC—’56 Star Chief (8) Hardtop 2 
dr., $1,275*. si 
55 Chieftain (8) 4-dr., $660*, $530": 
Hardtop 2-dr., $575*. 
RAMBLER—’59 (8) 4-dr., $1,900. 
58 (8) 4-dr., $1,450. 


VALDOSTA, GA. 


Tom Hewitt Auto Auction, Sale every 
Friday. Prices are for sale of May 22. A 
red hot sale today. Weather was good. 
Cars sold for top dollar. 

CADILLAC—’57 (62) 2-dr., $2,750°. 

’54 (62) Hardtop 2-dr., $1,030*. 


CHEVROLET—’59 Impala (8) Hardtop 2- 


dr., $2,440*. 
58 Impala (8) 4-dr., $1,775*; Bel Al 
(8) Hardtop 2-dr., $1,675*; Hardtop 


4-dr., $1,630* (ps). 
57 Bel Air (8) 2-dr., $1,150; Two-te0 


(Continued on Page 66, Col. 3) 
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Made in Russia’® 


Americans may never see this Russian “Moskvitch” 
automobile or its “Made in Russia” label in a neigh- 
borhood new-car showroom. But the fact that the 
U.S.S.R.. plans to merchandise its cars outside the 
“Iron Curtain” is headline news to an industry vitally 
interested in every development in the world of 
wheels. 


In the competitive automotive industry, it’s often the 

story behind the headlines that counts. That’s why- 
AUTOMOTIVE NEWS devoted a recent article (one 

of a popular series on “Sales Testing” the new cars) 

to a report on two Russian automobiles. AUTOMO- 

TIVE NEWS’ Staff Correspondents drove the cars, 

analyzing driving ease and performance, construction 

features, materials and workmanship, citing the cars’ 

salable points and faults with equal objectivity. 


Authoritative reporting and thorough coverage have 
marked AUTOMOTIVE NEWS leadership in the 
automotive industry for 34 years. Today, 150,000** 
well-informed readers — manufacturing executives, 
engineers and designers, car and truck dealers, and 
other decision-makers — depend on the “Newspaper 


of the Industry” to deliver all the news while it 
is news. 


If there is a need for your product or service by the 
automotive industry, the men who can use it, recom- 
mend it, specify or purchase it should know about 
it. Put your important sales story where more of 
them will see it — in AUTOMOTIVE NEWS. Our 
Representative in your area will gladly give you 
complete details. Call him today! 
**44,000 paid subscribers, 85 percent of whom annu- 
ally renew their subscriptions at the regular $9 rate. 


ad 


The Rambler-size “Moskvitch,” Russia’s low-price car, 
sells for a reported $2,100 in the U.S.S.R. 


They're offered no premiums, cut-rates or special 
inducements. 


NEW YORK: Edward Kruspak, Howard E. Bradley, Ray 
Billingham, Murray Hill 7-6871 


CHICAGO: J. Goldstein, Bill Gallagher, State 2-6273 


DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
Woodward 3-9520 


SAN FRANCISCO: Jules E. Thompson, Douglas 2-8547 
LOS ANGELES: Robert E. Clark, Hollywood 3-4111 


The most influential publication in the automotive industry. 


Pe al 
en oo 





AUTOMOTIVE NEWS, JUNE 1, 1959 


Ex-U. C. Dealer Jailed in Fraud 


SALISBURY, N. C.—Paul Shup- 
ing, former used-car dealer here, 
received a three-to-five-year prison 
term after entering a plea of nolo 
contendre to three charges of fraud. 

He faced two charges of fraud 
and one for false pretense in the 


sales of autos for which purchasers 
were not given clear titles, The 
court did not give him an oppor- 
tunity to make financial restitution. 

Shuping was sentenced on one 
charge of fraud and a nol-pros with 
leave was taken in the other two. 
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COMPLETE line for all applications 
TULSA,POWER TAKE-OFFS 


The complete line of Tulsa Power Take-Offs means 
one brand — one inventory — of highest quality, 
top performance power take-offs. Our ten series — 
and the many models within these series — provides 
a power take-off for all types of work and for most 


transmission applications. 


Application information 


for all trucks is revised annually—or more often when 
necessary — and is available when new truck models 
are released. For a complete line — with maximum 
interchangeability — it's Tulsa Power Take-Offs! 


Tulsa Winch 


DIVISION OF VICKERS. INCORPORATED ¢ 


TULSA, OKLAHOMA 
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Used-Car Auction Prices 


(Continued from Page 64) 


(6) 4-dr., $1,105. 

’56 Bel Air (8) Hardtop 4-dr., $1,150*; 
Bel Air (6) Hardtop 2-dr., $850* (ps); 
Two-ten (8) 2-dr., $960* (ps); 4-dr., 
$915*; One-fifty (8) 2-dr., $725. 

’55 Bel Air (6) Hardtop 2-dr., $795*; 
Two-ten (6) 2-dr., $425°*. 

’54 Bel Air 2-dr., $550. 

'53 One-fifty 4-dr., $340. 

’52 4-dr., $110. 

"51 2-dr., $150. 

"50 2-dr., $350. 

DeSOTO—'58 Firedome 4-dr., $1,715*. 


DODGE—’56 Royal Custom (8) Hardtop, 
$975*. 
*52 4-dr., $140. 
FORD—’59 Thunderbird (8), $3,500*; Ga- 
laxie (8) 4-dr., $2,650*; station wagon 
(8) 4-dr., $2,350*%; Fairlane (8) 500 
Victoria 4-dr., $2,325* (ps); Custom 
(6) 300 2-dr., $1,740. 
’58 station wagon (8), $1,640*. 
’57 Custom (8) 4-dr., $1,100; Custom (6) 
2-dr., $925; Custom (6) 300 4-dr., 


$955. 

56 Fairlane (8) 4-dr., $1,205* (ps); 
Fairlane (6) 4-dr., $1,020*%; Victoria 
4-dr., $900* (ps); Main (6) 2-dr., $520. 

’55 Fairlane (8) 4-dr., $800* (ps); Cus- 
tom (8) 4-dr., $785*. 

'54 station wagon (6) $515*; Crest (6) 
conv., $360*. 

*53 Main (8) 4-dr., $380. 

’51 Main (6) 2-dr., $130. 

’31 Model A, $110. 

MERCURY—’57 Montclair conv., 

’56 Montclair 4-dr., $855*. 

’55 Montclair 4-dr., $640*; Custom Hard- 
top 2-dr., $415. 

’53 Hardtop 2-dr., $355. 

OLDSMOBILE—’57 (88) Super Holiday 4- 
dr., $1,290*; (98) Holiday 2-dr., $1,- 
250* (ps). 

"56 (98) Holiday 2-dr., $1,250°. 

’55 (88) Holiday 4-dr., $880*. 

’54 (88) Holiday 2-dr., $700*; 
$640*. 

PLYMOUTH—’57 Savoy (6) Hardtop 2-dr., 
$1,090*. 

’56 Belvedere (6) Hardtop 4-dr., $525. 

’55 Plaza (6) 2-dr., $370. 

"52 Concord 2-dr., $135. 

PONTIAC—’57 Star Chief 2-dr., $1,300*. 

'56 Star Chief conv., $950*; station wag- 
on, $940*. 

"55 Star Chief 4-dr., $760*. 

"53 2-dr., $365° (ps). 

RAMBLER—’ 59 station wagon (8), $2,450. 

‘58 American (6), $1,260. 

WILLYS—’59 Jeep, $1,140. 
MISCELLANEOUS—’58 Chevrolet pickup, 
$1,240. 

’57 Dodge pickup, $665. 

°56 Ford %-ton pickup, 
pickup, $605. 


ALBANY 


Tim Anspach Dealer’s Auto Auction. 
Sale every Monday. Prices are for sale of 
May 18. Car prices drifted off unevenly at 
our auction here today on the largest vol- 
ume of the year, Car quality was slightly 
off. Sharp heavy grades and clean older 
models sold lower than for the past month. 
Sold 197 cars from 258 consignments. 


BUICK—’57 Special Riviera 2-dr., $1,525*, 
$1,300*; 2-dr., $1,450* (ps). 

56 RM conv., $1,290*; Century Riviera 
2-dr., $950*; 4-dr., $925°; Special Ri- 
viera 4-dr., $930*; Riviera 2-dr., $925*. 

’55 Century Riviera 4-dr., $970*; Special 
Riviera 2-dr., $780*, $670*. 

’53 Special Riviera 2-dr., $550*. 

'52 Special Riviera 2-dr., $350°. 

*50 Special Riviera 2-dr., $170*. 


CADILLAC—’58 (62) 4-dr., $3,400* (ps). 
’57 (62) conv., $3,050*. 
’56 (62) conv., $1,895°*. 
’54 (62) 2-dr., $1,200* 
(ps), $1,010* (ps). 
'53 (62) 4-dr., $670* (ps). 
"50 (62) 4-dr., $130*. 
CHEVROLET—’59 Impala (8) 4-dr., $2,- 
600* (ps). 
"58 Impala (8) 2-dr., $2,110* (ps); 
conv., $2,060* (ps); Yeoman (6), $1,- 
> 


$1,450*; 
Air (6) 
(6) 


$1,470°. 


4-dr., 


$700; Dodge 


(ps), $1,050° 


2 at 
Bel 
Two-ten 


600*. 

"57 Bel Air (8) 
Hardtop 2-dr., 
Hardtop 2-dr., 
4-dr., $1,240. 

’56 Bel Air (8) 2-dr., $1,150*; 4-dr., $1,- 
125*, $1,050*; Two-ten (8) Hardtop 
2-dr., $1,075*; Two-ten (6) 2-dr., $1,- 
050*, $925*. 

’55 Bel Air (6) conv., $1,020*; Hardtop 
2-dr., $900*; Bel Air (8) station wag- 
on, $880*, $835; 4-dr., $640, 630; 2-dr., 
$590, $575; Two-ten (8) 4-dr., $675*. 

’54 Two-ten 2-dr., $510, $490; station 
wagon, $450, $440. 

’53 Two-ten 4-dr., $310; 2-dr., $100; 
Bel Air 4-dr., $275*; One-fifty 4-dr., 
$190. 

*52 Special 4-dr., $290*. 

*51 Two-ten 2-dr., $140. 


CHRYSLER—’57 NY Hardtop 2-dr., $1,- 
750* (ps); Windsor Hardtop 2-dr., 
$1,600* (ps). : 

’55 Windsor Newport 2-dr., $850* (ps). 

"54 NY 4-dr., $590* (ps). 

DeSOTO—' 54 Custom 4-dr., $410* (ps). 

’51 Firedome Hardtop 2-dr., $150*. 

DODGE—’54 Royal (8) 4-dr., $360*. 

FORD—’58 Thunderbird (8) 2-dr., $3,050*; 
Fairlane (8) conv., $2,050*; 4-dr., $1,- 
540*, $1,290; Fairlane (8) 500 2-dr., 
$1,750*; Country Sedan (8), $1,290. 

’57 Country Squire (8), $1,700 (ps); 
Fairlane (8) 500 conv., $1,600*, $1,- 
550* (ps); Victoria 2-dr., $1,375* (ps); 
2-dr., $1,180*, $1,150*; Fairlane (8) 
Victoria 4-dr., 2 at $1,200*; 4-dr., $1,- 
250* (ps); Custom (8) 2-dr., $1,100*. 

56 Fairlane (8) conv., $1,125*; 4-dr., 
$1,060*, $850*; Victoria 2-dr., $1,055*, 
$975*; 2-dr., $975*, $580; Country Se- 
dan (8), $925*, $775; Custom (8) 4- 
dr., $650; Main (8) 2-dr., $640; Main 
(6) 4-dr., $470; 2-dr., $410. 

’55 Fairlane (8) conv., $900* (ps); Vic- 
toria 2-dr., $770*; 2-dr., $750*; 4-dr., 
$590, $475, $275; Country Sedan (8), 
$890*, $750*; Custom (8) 2-dr., $710*; 
4-dr., $560. 

"54 Custom (6) 2-dr., $430, $285, $260, 
$245; 4-dr., $335; Crest (6) Victoria 
2-dr., $425*; Main (6) 4-dr., $280. 

53 Country Sedan (8), $460*; Custom 
(8) 2-dr., $320*. 

'52 Country Sedan (8), $300*. 

LINCOLN—’58 Continental Mark III conv., 
$3,400*; Capri Hardtop 4-dr., $3,000* 
(ps). 

’57 Premiere Hardtop 2-dr., $1,950*. 


4-dr., 
$1,375*; 
$1,435; 


’56 Premiere Hardtop 2-dr., 
"54 Capri 4-dr., $560*. 
"53 Capri 2-dr., $330*. 
MERCURY — '58 Parklane Hardtop 2-dr., 
$2,150*. 
57 Colony Park, $1,975*; 
Cruiser 4-dr., $1,650* (ps); 


British Makers 
Asked to Boycott 
Los Angeles Port 


LONDON.—The Society of Motor 
Manufacturers & Traders has been 
urged to boycott the Port of Los 
Angeles for auto shipments from 
Britain because of “shocking” labor 
conditions there. 

In a letter to the society from 
Lyle Shipping Co., Glasgow, Scot- 
land, the company, which ships 
autos to the U. S, for British mak- 
ers, said: 

“We wish to bring to your notice 
officially the shocking conditions 
which are at present hampering all 
shipowners trading with the Port 
of Los Angeles and we wonder 
whether it would be possible for 
the motor car manufacturers to ex- 
clude that port entirely when ar- 
ranging their shipments to the U.S. 
Pacific Coast.” 

The letter quoted a report by the 
master of the “Cape Hawke,” a 
Lyle ship, giving details of “un- 
pleasant experiences” at Los An- 
geles. 

The master was reported as say- 
ing he had lashings from cars re- 
moved by his crew just before 
arrival in port, to save time in un- 
loading and to save the rope lash- 
ings for future use. 

On arrival he said he was told 
longshoremen would not tolerate 
lashings being removed by the crew 
and was told that the ship would be 
charged $1,500. The master said he 
ordered the crew to put back the 
lashings on the cars. 

“But when the longshoremen 
came aboard they just slashed the 
lashings with knives, thus making 
them useless for future application,” 
the master said. 


$1,280*. 


Turnpike 
2-dr., 


$1,500*; Montclair Hardtop 2-day ti, 
450° (ps); Monterey 2-«dr., Siaygs 
(ps); 4-dr., $1,400* (ps); Har 
dr., '$1,190°. “9s 
’56 Monterey station wagon, $j 109°. 
Montclair 4-dr., $1,030* (ps); 94,’ 
$1,000*; Custom station wagon, $919" 
(ps). 
’55 Custom 2-dr., $650*; Monterey 2dr 
$520; 4-dr., $485*. ” 
°54 Monterey 4-dr., $185*. 
52 Custom 4-dr., $200; Montere 
$190°. — 
NASH—’54 Statesman 2-dr., 


OLDSMOBILE — '57 (88) 

$1,600*; 4-dr., $1,285*. 

’56 (88) Super conv., $1,125*; (88) Holi. 
day 2-dr., $850*; 2-dr., $735*, 

’55 (88) Super Holiday 4-dr., $1,039 
(ps); 4-dr., $900*; (88) Holiday 2-dr 
$1,000*. - 

54 (88) Super 4-dr., $540*. 

’53 (88) Super 2-dr., $400*; (88) 2-dr 

$190. J 
PACKARD—’55 Clipper 4-dr., $510*, 


PLYMOUTH—’58 Belvedere (8) 4-dr., 9). 

750* (ps). E 

’57 Belvedere (8) station wagon, $1,609. 
Hardtop 2-dr., $1,350*. : 

’56 Belvedere (8) 2-dr., $820. 

’55 Belvedere (8) 2-dr., $585*, $489, 

’53 Savoy station wagon, $280; Crap. 
brook 2-dr., $140. 


PONTIAC — ’59 Catalina 


$250. 
Holiday Qed, 


CONV., $2,999 
(ps). 
’57 Star Chief 2-dr., $1,585*, $1,479 
(ps); Safari, $1,580* (ps). 
*56 Chieftain Catalina 4-dr., $810*; 2 
dr., $810*. 
’55 Star Chief Catalina 2-dr., $99 
(ps); Chieftain 4-dr., $685. 
"54 Star Chief 4-dr., $400*; conv., $399 
(ps); custom 4-dr., $370* (ps), 
’53 Chieftain Deluxe Catalina 2-dr, 
$330* (ps); 4-dr., $250. 
RAMBLER—’59 Station Wagon, §$2,375*, 
’58 Station Wagon, $1,650. 
’54 4-dr., $310. 
STU DEBAKER—’57 Hornet 2-dr., $780, 
"55 Commander 2-dr., $380. 
WILLYS—’58 Station Wagon, $1,650. 
MISCELLANEOUS — '56 Chevrolet %-ton 
pickup, $830. 
’55 International %-ton pickup, $4990, 
53 Ford %-ton pickup, $220. 
"62 Dodge %-ton panel, $190. 
* * * 


— Auctions in Brief — 
BORDENTOWN, N. J. 


National Auto Dealers Exchange, Sak 
every Wednesday (May 20). Sales and 
prices were exceptionally strong in every 
year group. This upward turn is due to 
the influx of sharper cars being offered 
and the increase in retail sales, Sold 8 
percent of 491 consignments. 

* * * 


CHICAGO 


Greater Chicago Auto Auction. Sale every 
Thursday (May 21). Weather: Warm. Sold 
436 cars from 764 consignments. 


x * * 


MANHEIM, PA. 
Manheim Auto Auction, Inc. Sale every 
Friday (May 22). Weather: Clear. Sold #1 
percent of 720 consignments. 
* 7 * 


SYRACUSE 
Irv Mondore’s Syracuse Auto Auction. 
Sale every Wednesday (May 20). Sold 70 
cars from 97 consignments. 


Port-of-Entry Prices 
On Imported Cars 


(Continued from Page 60) 


105—4-dr. Deluxe sedan, $3,625 (automatic 
overdrive. (Heater standard on both mod- 
els.) 

ROLLS-ROYCE—Slilver Cloud—Standard 
Steel Saloon, $13,995. (Automatic trans- 
mission, power steering, power brakes 
standard.) Other models are custom-built 
and vary considerably in price. 

SAAB—‘‘93B’’—2-dr. sed., $1,895; 2-dr. 
sed. (automatic clutch), $1,995; 2-dr. sun- 
roof sed., $2,019; 2-dr. sunroof sed. (auto- 
matic clutch), $2,119. Granturismo 750— 
2-dr. sed., $2,568. (Heater standard on all 
models.) 

SIMCA—Aronde—Deluxe 4-dr. sed., $1,- 
698; Super deluxe 4-dr. sed., $1,798; 
Chatelaine 2-dr. stat. wag., $1,963; Plein 
Ciel 2-dr. hardtop, $2,947; Oceane conv., 
$3,167. Ariane (4-cylinder) —4-dr. sed., 
$1,998. Ariane V-8 —4-dr. sed., $2,098. 
Vedette V-8—Beaulieu 4-dr. sed., $2,298. 

SINGER — Gazelle — 4-dr. sed., $2,095; 
conv., $2,349; 4-dr. stat. wag., $2,425. 

SKODA—S-440 2-dr. sed., $1,687; S-445 
sed., $1,787; 2-dr. stat. wag., $1,995; S- 
450 conv., $2,395. 

SUNBEAM—Rapler—2-dr. $2,- 

sed., $2,- 


499; conv., $2,649. 
TAUNUS — Standard — 4-dr. 
120.50; 2-dr. sed., $2,028.50; Combi-wagon, 
$2,237. Deluxe—4-dr. sed., $2,266.50; 2- 
dr. sed., $2,174.50; Combi-wagon, $2,383. 
TEMPO — Matador — 3-passenger stat. 
wag., $2,482.75; 6-passenger stat. 
$2,514.65; 9-passenger stat. wag., 
546.55; 12-passenger stat. wag., $2,712.50. 
TOYOPET — Crown 4-dr. sed., $1,989; 
Crown Custom 4-dr. sed., $2,329. 
TRIUMPH—4-dr. sed., $1,699; 4-dr. stat. 
wag., $1,899; TR-3 (sports cars)—soft top 
$2,675; hardtop, $2,835. 
TURNER—Standard 950 Sports roadster, 
$2,245; Stage II roadster, $2,635; Coventry 


hardtop, 


Street Exhibits Promote 


New Cars in Mishawaka 


MISHAWAKA, Ind.—Two street 
exhibits were used by new-car deal- 
ers and the retail merchants divi- 
sion of the Chamber of Commerce 
in a two-day citywide promotion of 
new cars, mobile homes, boats and 
camp trailers. 

More than 250 new cars were 
shown, and the streets on which 
they were exhibited were closed to 
traffic. 








Climax I roadster, $3,170; Coventry Climax 
III roadster, $3,370. 
VAUXHALL — Victor — 4-dr. sed., $1- 
957.50; 4-dr. 2-seat stat. wag., $2,262.60. 
(Heater standard on both models.) 
VOLKSWAGEN—2-dr. sed., $1,545; 2 
dr. sunroof, $1,625; conv., $2,045; Kombi 
(8-pass.), $2,020; stat. wag., $2,120; de 
luxe stat. wag., $2,576; deluxe camper, 
$2,737. Karmann Ghia—cpe., $2,445; conv., 
$2,725. (Heater standard on all models.) 
VOLVO—4-dr. sed., $2,795; 2-dr. sed. 
$2,330; 2-dr. stat. wag., $2,490. (Heater 
standard on all models.) 
WARTBURG—Standard 4-dr. sed., $1- 
688; standard 4-dr. sunroof sed., $1,778; 
deluxe 4-dr. sed., $1,799; deluxe 4-dr. sum 
roof sed., $1,889; 2-dr. stat. wag., $1,898; 
4-dr, deluxe stat. wag., $2,085; conv., $2- 
099; coupe, $2,199; sports roadster, $2,799. 
(Heater standard on all models.) 





WOULD YOU SPEND 
$29.75 


To Fill Your Showroom 
and Lot with Live 
Prospects? 


More Than 4,000 Dealers in the 
United States and Canada are 
now using our “Profit Sharing 
Bird Dog Plan" to increase Sales. 


Write for Free Samples and 
Details of this AMAZING PLAN 
and other specialties 


SANZO SPECIALTIES 


Box 68-A Endicott, N. Y- 
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rey 2p, 


CY Cony, 


| An Invitation to Distributors and Dealers 


, $1,039+ 
ay 2-<dr, 


8) 2dr, 


510° 


= FRANCHISES FOR A FEW CHOICE AREAS 


$1,609*. 


$480, 

- ARE STILL 

$2,900" 

$1,479° 

310°; 2. 

» $999" 

+» $399* 

). 

2-dr,, 

375°, 

5780, 

0. 

%4-ton 

5490. 
passengers 
ride in comfort—4-door 

_ sedan—larger than the “big 
imported 3” 

e. Sale 

Ps and 

| every P 

a miles per gallon— 

sold &3 amazingly low maintenance 
costs—in a class by itself 

® every 


n. Sold miles per hour 
top speed—a proven road- 
hugger under all weather 
every conditions 
sold 81 

retail price includes 
uction. $ preparation—heater and de- 
old 70 froster — P.O.E. New York. 

NO EXTRAS. 


PANHARD is a sure winner . . . because sales are based on facts 





= Front wheel drive ... over-drive geared transmission . . . 1,764 pounds . . . sturdy, rugged, noted for its 
266, ... unitized body . . . 50 horsepower aluminum air-cooled stamina (most popular taxi in Paris) . . . 950 competi- 
i 2 engine with hydraulic valves . . . independent wheel sus- tion victories . . . style-wise it’s a dream .. . flat floor 
i pension—torsion bar . . . 101” wheelbase . . . 180” long throughout . . . wrap-around windshield. 

sed 





BE A FRANCHISED 
DYNA PANHARD DEALER 


a ground-floor opportunity 






@ Liberal advertising and public relations budget 
©@ National parts and servicing 


e French factory engineers to instruct 
and assist dealer personnel 







PANHARD LEVASSOR, PARIS, SINCE 1891 









For complete details write: 


VENDOME MOTORS CORP. 


120 EAST 56th STREET, NEW YORK 22, N.Y. ELdorado 5-2480 


United States Exclusive Importer for Panhard Automobiles 
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All Chevy Dealers to Sell Corvair ... 





AUTOMOTIVE NEWS, JUNE 1, 1959 


Big 3 Raise Small-Car Sights 


(Continued from Page 1) 
hopes and fears plaguing factories 
and dealers on the economy-car 
venture. 

Both the Corvair and the Falcon 
will enter the $2,000-minus arena 
in October as belated insurance in 
what is developing into a bitter-end 
struggle for sales supremacy this 
year. An allout attempt to exploit 
the smaller cars for maximum sales 
advantage is expected right off the 
bat from both Chevrolet and Ford. 

Corvair and Falcon advertis- 
ing accounts have been assigned 
to the Chevrolet and Ford car 
agencies, Campbell-Ewald and J. 
Walter Thompson, respectively. 
No effort will be spared at either 
agency to introduce the cars with 
peak “exposure.” 

Chrysler Corp.’s front-engine Val- 
iant, which will be announced in 
November or December, has been 
assigned to Batton, Barton, Durs- 
tine & Osborn, The agency will 
continue to handle DeSoto, even 


though this medium-priced make 
will in the future be marketed by 
Plymouth division. 

* + 


Zeal in Ownership 


PART from the eternal scent of 

volume sales and profits as the 
result of the economy cars, auto 
leaders have awakened to the pos- 
sibility of re-creating the public’s 
zeal in auto ownership. 

“I can say,” GM Chairman Fred- 
eric G. Donner told his annual 
stockholders meeting, “that this 
distinctive, smaller and lighter car 


* 


Mills Is ‘Mr. Manager’ 


DEARBORN —A professional 
manager citation has been pre- 
sented to Ben D, Mills, general 
manager of M-E-L division, by the 
Detroit chapter of the Society for 
the Advancement of Management. 
Mills was the first Michigan indus- 
trialist to receive this award. 





DISTRIBUTORS! 


DEALERS! 


Equip Any Truck or Trailer Body With 


AV TILT 
Control 


MORE PROFITS 


mtr ea 
SAG 


FOR YOU AND 


YOUR CUSTOMERS 


Bake goods cabinets are wheeled in and out of 
this 17-foot Millington truck body with ease, 
quickly locked securely in place with Aeroquip 
F Series Cargo Control Track and Bars. Close- 








up at right shows round bar track and spring- 
loaded shoring bar used in dependable, 
low-cost F Series System. 


New Aeroquip Type F 
Cargo Control System 


Protects at Lowest Cost 


-«+ ADDS PAYLOAD PROFIT! 


One of the first users of the new Aeroquip F Series Cargo Control 


System is Burny Bros., Inc., Chicag 


io bakery firm. Maintenance Supt. 


Frank Kuck reports savings in loading time of 15-20 minutes per 
truck, with better control of cargo, easy shoring of any size load. 


Get this new low-cost cargo control system now for both old and 


new equipment. It pays for itself 
saved! Write for details. 


in reduced cargo damage, time 


LOGISTICS 






A DIVISION OF - 


gga sa ca eed 





2929 Floyd Street, Burbank, California 
Please send full details on new “F" Series Cargo Control System 
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embodies certain features which 
are new to the American automo- 
tive industry and represent a new 
concept in automotive transporta- 
tion.” 

Donner did not amplify this 
remark, which was interpreted as 
a reference to the rear-mounted 
powerplant which Corvair will 
introduce in the U.S. 


Neither did the GM chief, chair- 
ing his first annual meeting, dis- 
cuss Corvair prices or specifica- 
tions, beyond a statement that the 
new car will seat six passengers 
despite its shorter wheelbase and 
overall length. 


“While it (the Corvair) will be 
priced attractively and will be eco- 
nomical to operate and maintain,” 
Donner said, “it will not be a so- 
called ‘stripped-down’ model, It also 
differs substantially from the cars 
being imported into this country 
from abroad by General Motors 
and by other manufacturers and 


distributors.” 
* * 





M WILL continue to import the 

British Vauxhall for sale by 
Pontiac dealers and the West Ger- 
man Opel for Buick dealers. 


Oldsmobile and Cadillac dealers 
will be left without “captive” or 
homegrown GM small cars, but 
many Oldsmobile franchise-holders 
have entered the burgeoning mar- 
ket by taking on Rambler, Lark 
or an import such as Renault or 
Fiat. Chevrolet-Buick and Chevro- 
let-Pontiac dealers conceivably will 
offer both domestic and imported 
small cars next year. 

As had Hemry Ford II the day 
before at his annual shareholders 
session in Detroit, Donner apprised 
GM_ stockowners at Wilmington, 
Del., of the rise in small-car de- 
mand. 


“So far this year, sales (of 
imports) have been at an annual 
rate of 500,000 units,” Donner 
said. 

Byron J. Nichols, Chrysler Corp. 
group sales vice-president, ex- 
plained the Valiant decision suc- 
cinctly at the New Mexico dealer 
convention: 

“You can’t ignore a half-million 
imports. The 106-inch to 109-inch 
wheelbase cars are here to stay.” 

* * * 


Harmful to ’59 Sales 


OWEVER, Nichols echoed a 

reservation shared by many 
dealers when he expressed the 
opinion that possible sales losses on 
’59 models might result from the 
early announcements of upcoming 
’60 merchandise. 

Insiders have been aware for the 
past year that small-car projects 
were in the mockup stage in De- 
troit. But the fat fell into the fire 
as early as March of this year 
when Ford committed itself to 
small-car production during the ’60 
model year, The company said SEC 
requirements for a Ford Founda- 
ticn stock offering compelled the 
end of official secrecy. 

In many dealer minds, a 
mounting problem was what Cor- 
vair-Falcon-Valiant will do to 
big-car sales and to the thriving 
Rambler and Lark. 


“Will the medium-make market 
shrink further? Will the used-car 
market undergo a general down- 
grading? How deeply will the big 
Chevrolets, Fords and Plymouths 
suffer, if at all,” are among the 
questions which will soon be an- 
swered. 

* * os 

MPORT-CAR dealers were won- 

dering, too. Riding the summit 
of a full-list-price bonanza, the 
foreign-car dealers were plunging 
ahead with surface optimism, Most 
were in agreement, though, that 
the fall expansion of the compact 
market will wipe out the last traces 
of the seller’s market on imports. 

The question of dealer discounts 
also remained unresolved on the 
Big Three entries. The historic 24 
percent line had been cracked by 
Rambler on its American (20 per- 
cent), and most imports allow their 
dealers less after distributor over- 
rides. 

A candid indication of owner 
disenchantment with present cars 
—and consequent interest in a 
new car package—was mani- 


















Lead Pittsburgh Dealers— 


Newly elected officers of the Pitts- 
burgh Automobile Dealers Assn. are, from 
left, J. W. Skeels, treasurer; R. E. Bead- 
ling, president, and H. G. Foss jr., vice- 
president. Hartley R. Graham is secretary- 
manager. 





fested by GM _ stockholders at 
their annual meeting. 


“You're building cars too close to 
the ground,” Charles Collins, a New 
Jersey stockholder, complained. “I 
had to keep my 1956 Oldsmobile 
because when I tried out a 1959 
car, I bumped by knee and my 
head getting in. My son, who is 
6'3”, can’t even sit in the rear.” 

Before Donner could comment, a 
Massachusetts stockholder jumped 
up and said: 

“I'd have to be an acrobat to 
own a 1959 Buick, and it’s a dis- 
grace for a woman to have to get 
in and out.” 

GM President John F, Gordon 
reported that for the first time in 
several years, the industry “appears 
to be experiencing a spring upturn 
in demand.” April sales, he said, 
were substantially above the first- 
quarter average for domestic pro- 
ducers, estimated at 5% million 
units this year. 

« *” * 


4,500 to Be Hired 


ORE than 2,700 shareholders 
attended the GM meeting, 


which had been designated by Don- | 





—_— 
ner as the occasion for launching 
the Corvair after months of hedg. 
ing on GM’s plans. 

Coincidentally, Chevrolet 
Manager Edward N. Cole an- 
nounced that 3,500 will be emp 
to build Corvairs at Willow 
and 1,000 at Kansas City. The ca 
will be integrated into Chevrolg 
assembly at Oakland. 

Willow Run formerly built Chey. 
rolet trucks, Adjacent to the De 
troit Transmission plant of Gy 
(the old Kaiser-Frazer plant), th 
new Corvair facility has been 
dergoing an expansion Pprograny 
since June, 1958, Fisher Body aly 
has moved in at Willow Run t 
prepare for the Corvair job. 

GM of Canada is adding 4509 
square feet at Oshawa, Ont. tp 
build Corvairs. The Big Three of 
Canada decided to undertake dp. 
mestic production of the ney 
models after Government anj 
UAW pressure reached a fever 
pitch. 

A “what's in a name?” sidelight 
of the small-car news was the rm 
port that Ford beat Chrysler to the 
name Falcon by 20 minutes, accord. 
ing to the Automobile Manufactur. 
ers Assn., which referees trade 
names for makes and models. 

Chrysler then adopted Valiant 
and GM bolted down Corvair, an 
apparent blend of the 
Corvette and Bel Air names, Fal 
con, bearing a noticeable ornitho- 
logical affinity to Thunderbird, was 
used on cars made in 1922 and in 
1926—the latter the Falcon-Knight 

” * * 


Judge Studies GM Plea 


To Quash Subpena 


NEW YORK.—Federal Judge 
Edward J. Dimock has reserved 
decision here on a General Motors 
motion to quash a grand jury sub- 
pena in an antitrust investigation. 

GM had argued that the subpena 
which called for the disclosure of 
books and records over a 20-year 
period, was so broad “that it con- 
stitutes unlawful search and seiz- 
ure.” Such an inquiry, GM said 
might be in the power of Congress 
but not a grand jury. 

The Antitrust division defended 
the subpena on the ground that the 
focal point of the investigation was 
GM’s position as the leading maker 
of auto parts. 






NLRB Chief Sifts Labor Unrest... 


Is It Bosses’ Fault? 


(Continued from Page 2) 


tation election at one dealership and 
has announced the results of elec- 
tions at three other dealerships, 
In Yakima, Wash., journey- 
men automotive mechanics at 
Valley Ford Sales, Inc., will vote 
for or against representation by 
Machinists Lodge 1531 in an 
NLRB-supervised election. 

In Dearborn, all garage and serv- 
ice employes at Bob Ford, Inc. 
(Ford), voted 38-to-11 against rep- 
resentation by Teamsters Local 376. 

In Walla Walla, Wash., Machin- 
ists Lodge 1361 has been certified 
by the NLRB as the bargaining 
unit for all employes engaged in the 
maintenance, repair and service of 
automotive and truck equipment at 
Moore Buick Co, The union re- 
ceived all of the six valid votes cast. 

In S. Charleston, W. Va., automo- 
bile salesmen at Tag Galyean Mo- 
tor Co. (Dodge-Plymouth) voted 
6-to-0 against representation by 
Teamsters Local 2%. 

* 


7 
THE factory front, General 
Motors Corp. announced there 


House Committee 
* 
Approves Revised 
= a 7 
Highway-Aid Bill 

WASHINGTON. —A bill calling 
for an increase in funds for the 
Interstate Highway System in fis- 
cal 1962 was approved by the 
House Public Works Committee 
after the addition of four new sec- 
tions. 

The measure, sponsored by Rep. 
George H. Fallon, Maryland Dem- 
ocrat, would increase the fiscal 1962 
authorization from $2.2 billion to 
$2.5 billion and would make the 
estimate of needs for completing 


the system the basis for apportion- 
ing funds to the states. 





had been insufficient change in the 
nation’s cost-of-living index to re 
quire any adjustment in the cost- 
of-living allowance to be paid ap 
proximately 332,000 hourly-rated 
employes during the next three 
months. 

These employes will continue 
to receive a cost-of-living allow- 
ance of 10 cents per hour during 
June, July and August, Another 
37 cents, accumulated since 1948, 
has been frozen in base wages. 

Approximately 96,000 eligible sal- 
aried employes will continue to re 
ceive a quarterly cost-of-living al 
lowance of $50, GM said. 

Chrysler Corp. announced that & 
total of $17 million will be paid in 
lieu of vacations this year to ap 
proximately 70,000 eligible hourly- 
rate employes. 

Vacation payments range from 
40 hours pay for employes with one 
or more, but less than three years 
seniority, to 120 hours pay for 
workers with 15 or more years 
seniority. 

* 6 

x THE steel industry, negotia- 

tions will enter the fourth week 

when industry and union commit 

tees resume talks tomorrow (June 
2) in New York. 

A recess was called last Tues- 
day (May 26) so that industry 
negotiators could attend the 
annual convention of the Ameri- 
can Iron & Steel Institute in New 
York. 

The negotiators, showing signs of 
strain, went into recess with no 
signs of progress. The four-man 
negotiating teams have clashed on 
a number of basic points, height 
ening the prospect of a strike when 
contracts expire June 30. 
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Report from Europe... 





AUTOMOTIVE NEWS, JUNE 1, 1959 


Sales Problems Seen 
With Common Market 


(Continued from Page 2) 


ket and the resultant growth of 
high-volume mass production 
should increase automation, while 
reducing production costs, supplier 
prices and the sales price of the 


yehicles. 

Factory price cuts in the years 
ahead are @ distinct possibility, 
since a car is still a very expen- 
sive item for most European 
workers. Thus, the price advan- 
tage which many European cars 
enjoy in this country could be 
even greater in the future. 


A key question regarding the 
Common Market is “How is this 
going to effect England, which is 
not a participant?” The English 
refused to become a full partner, 
largely because of its Common- 
wealth. 

If Britain joined the Common 
Market, it would have to permit 
completely free trade in the Com- 
monwealth countries by the French, 
Germans and Italians, Otherwise, 
the continental countries would not 
accept England into the Common 
Market. 

To counteract this potentially ad- 
yerse situation, England is now at- 
tempting to form its own Common 
Market with the Scandinavian 
countries and a couple of other 
European countries. This plan is 
now in the talking stages. 

* oa cg 


o, English official said that 
this plan at least should cause 
the members of the European 
Common Market to study their 
future trade policies carefully, since 
they will be excluded from the 
profitable British and Scandinavian 
markets if these countries reach 
their own free-trade agreement, 


Timothy Rootes, domestic sales 
manager for the Rootes Group in 
England, said it’s difficult to pre- 
dict what is going to happen as a 
result of the Common Market. 

“It’s possible,” he told Automo- 
tive News, “that we may have to 
put up a plant on the Continent. 
A year from now, we'll have a 
much clearer idea of the situa- 
tion.” 

Siegfried Metzner, manager of 
the foreign dealer organization for 
Volkswagen, said, “The Common 
Market will have a great effect in 
keeping people out of the Eastern 
(Communist) influence, We hope 
the other countries, like the United 
Kingdom and the Scandinavian 
countries, will also join it. 

“We want a real liberalization of 
protection, Quotas are being in- 
creased and eventually they should 
be abolished. Many smaller com- 
panies will die—some will merge— 
and greater emphasis will be placed 
on automation. The goal is abso- 


lutely free trade.” 
x * 7 


NOTHER official at Volkswagen 
said that the problem is to 

make the Common Market work, 
because if any country is not really 
in favor of it, the agreement to 
diminate tariffs and quotas can be 
tircumvented by adding other taxes 
and by other devious methods. He 
added that it will be necessary to 
set up uniform social work laws 
(with relatively uniform fringe 
benefits) and somewhat uniform 

es. 

Simea’s export manager, 
Jacques Giraud, said he didn’t ex- 
pect the Common Market to have 
much effect on U. S, dealers be- 
cause they are so far from Eu- 
Tope. 

“Our main competition,” he con- 
tinued, “will come from the German 
and Italian auto makers, but I’m 
Sire we'll remain competitive. I 
&pect many of the smaller auto 


80 Makes Displayed 


At Houston Import Show 


HOUSTON. — Some 30 makes of 
“rs were displayed at the first 
rts and Economy Car Show in 
the Houston Coliseum. 
A Fiat was given away the last 
day of the affair. Motorcycles and 





or scooters also were part of the 


IW, 


companies to disappear in the next 
10-15 years,” 

When Enrico Minola, general 
director of sales for Fiat in Italy 
was asked about the Common 
Market, he asserted, “Fiat looks 
with favor on the Common Market 
because it will create a larger 


whole market. 
* + . 


7 THINK a domestic market 
of sufficient size is absolutely 
necessary—even to keep our export 
sales at a good level. So far as the 
technical side is concerned, we can 
stand the greater competition. 
“However, there is the impor- 


Lincoln Plans Auto Show 

LINCOLN, Neb.—The Lincoln 
New Car Dealers Assn. will hold 
an auto show next Jan. 20-24. 


Dealers who pour 


the amazing 


purple motor oil 
MAKE MONEY! 





Service stations, garages and new-car dealers 
throughout the nation are building their profits with 
Royal Triton. Discover how you can make money 





tant question of harmonization— 
the establishment of similar pro- 
duction and sales conditions in all 
countries, A similar fiscal system 
is needed in all the participating 
countries if the Common Market 
is going to work. 

“For example, in Italy the car 
tax is on production, In France, it’s 
on sales. Thus a car made in Italy 
and sold in France would be subject 
to double taxation, while a French 
car sold here wouldn’t be taxed at 
all. The Common Market may result 
in price cutting.” 

Dr. Luigi Segre, president of the 
Ghia Body Co. in Turin, Italy, ex- 
pects the Common Market to help 
the body builders because they may 
be able to buy chassis cheaper, He 
said the coach builders would prob- 
ably have more of an opportunity 
when import quotas are removed 
because chassis are now included 
in the Italian import quotas, 

The prospects for the Common 
Market were probably best de- 
scribed by a German official who 
said, “The Americans introduced 





Buffalo Dealers Elect— 


Newly elected officers of the Buffalo Automobile Dealers Assn. are, from left, 


and pushed the Common Market. | William A. Dietrich (Oldsmobile), treasurer; Ward M. Klepfer (Buick), vice-president; 
Now it’s up to us to make it work.” | Ervin J. Wolf (Studebaker), secretary, and Gilbert M. Tinney (Cadillac), president. 
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WHY SHOULD YOU FEATURE this one oil? Because its 
performance and customer acceptance are as unique as its color. 
Royal Triton prolongs trouble-free engine life for 
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There is no automotive product on the market today which 
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tion .. 





3 Guideposts to Better Service 


By Sidney Dorfman 
Staff Correspondent 


W George Pemstein acquired Hey- 
wood-Brunmark Ford last year, the 
service department showed 60 per- 
cent service absorption. Pemstein, 
@ 25-year auto man, set up five 
guideposts which raised absorption 
to as high as 96% percent and has 
averaged 82 percent for the last 
12 months. 

The guideposts are: Proper job 
analysis, proper job order pro- 
cedure, correct pricing, satisfac- 
tory and complete performance 
of work and keep promises. 

All work entering Heywood-Brun- 
mark is screened by the service 
manager or one of the two assistant 
managers. Their responsibility is 
to analyze and assign the jobs 
properly. 

Pemstein said there are four 
types of service managers: The 
mechanic, who knows every nut and 
bolt; the salesman, whose mechan- 
ical knowledge is superficial, but 
who talks a good game; the de- 
tailer, who is so mired in trivialities 
he accomplishes very little and the 
businessman, who embodies the 
strong features of the other three 
and has a knack for leadership and 
is profit conscious. 

* * * 

BVIOUSLY, the businessman 

type is the most productive 

service manager. With this kind 
of man, a modern merchandising 
shop can be operated instead of a 
fixit repair shop. 

“It’s amazing how a job order 
incorrectly or illegibly made out 
can slow up work,” Pemstein ob- 
served, 

“A job which begins sloppily 
usually is executed in the same 
fashion. That’s why we insist all 
job orders be printed and their 
wording conform as nearly as 
possible with that in the flat-rate 
book.” 

When the extent of the work is 
determined, it is priced according 
to the flat-rate book. 

In some instances, additional 
flaws show up after the work is 


Hoppenstand Set 
To Supply New 
Brake for ’60 Cars 


ERIE, Pa.—A radically new au- 
tomobile brake, which the developer 
says will require no relining or ad- 
justment for the life of the car and 
will be standard equipment on some 
’60 models, will be manufactured in 
nearby Albion, Pa., within the next 
three weeks. 

According to the Erie Morning 
News, David Hoppenstand, pres- 
ident of Hoppenstand Brake Corp., 
said his company has purchased a 
building in Albion, and will employ 
30 or 40 workmen when the plant 
officially opens. 

The News said that Hoppenstand 
Corp. recently received contracts 
from Chrysler Corp. to supply the 
brakes for certain ’60 automobiles, 
and hopes to expand its work force 
in Albion to some 100 skilled work- 
ers within a year. 

On Apr. 15 Hoppenstand directed 
a demonstration of the air brake 
for officials of the Interstate Com- 
merce Commission, members of 
Congress, American Automobile 
Assn. officials and the Post Office 
Department and safety officials in 
Washington, D. C. 

“For the past 20 years,” Hoppen- 
stand said, “there have been no 
major changes in brakes for pas- 
Senger cars, although weights and 
horsepower have increased, and the 
number of vehicles on highways 
quadrupled, which adds more haz- 
ards to stopping a car with insuffi- 
cient brake power. 

“This expander type brake re- 
sponds quickly and positively to 
both the application and the with- 
drawal of actuating forces and 
progressively increases the intensity 
and effectiveness of the braking 
force.” 


Hartley Is Low Bidder 
PALMER, Alaska.—Hartley Mo- 
tors (Ford), Palmer, submitted the 
low bid on a new police car for the 
city. Hartley offered a price of 
$2,722.62. 


ORCESTER, Mass. — When 


begun. Instead of going ahead with- 
out the customer’s consent and pre- 
senting him with an unexpected 
bill, the Heywood-Brunmark serv- 
ice manager contacts him by phone 
and explains. This eliminates mis- 
understandings and annoyance to 
the customer. 
* 


* * 


OO INSURE that the work is 
done properly and quickly, 
Heywood-Brunmark utilizes the 





Loan Cap Bill Nearing 


Passage in Nebraska 


LINCOLN, Neb.—A bill to reg- 
ulate installment selling and fi- 
nancing of all types of merchan- 
dise was given preliminary 
approval in the Nebraska Legis- 
lature. As amended, the bill would 
permit annual “service charges” 
ranging from $8 for each $100 of 
debt on new cars to $15 for each 
$100 on old cars, and similar 
charges up to $15 per $100 on 
other merchandise. 

The bill provides for the licens- 
ing and supervision of finance 
companies by the state banking 
department and would require 
complete disclosure of all terms 
of contracts to buyers. 

The proposal was amended to 
strike the word “knowingly” 
from a provision of the bill which 
would have made the installment 
seller subject to prosecution only 
if he knowingly violated the pro- 
posed law. 





latest equipment. The mechanics 
own their tools and one mechanic 
has equipment valued at $2,200. 

“It is almost axiomatic,” Pem- 
stein said, “that the mechanic with 
the best and most tools does the 
most and best work.” 

The shop is flat rate, and the 
mechanics work on a 50-50 basis. 
A comprehensive parts inventory 
is maintained, and mechanics 
have first priority to its facilities. 
Also, each man in the shop is 
provided with car maintenance 
guides to keep him abreast of 
the latest developments. 

To increase efficiency, the shop 
is departmentalized. Pemstein feels 


that with the increasing complex- 


ity of the automobile, department- 
alized specialists are mandatory. 
The major departments are front 
end, automatic transmission, tune- 
up and lubrication. 


A separate area is devoted to 
servicing trucks and heavy-duty 
work like engine changing and 
rear-end overhaul, New and used- 
car preparation are in a special 
section. The service manager in- 
spects and is responsible for all 
work done. 


Heywood-Brunmark prides itself 
on meeting deadlines. When a car 
is promised at 4:30, it is ready at 
that time. Pemstein said the com- 
pany makes no promises it cannot 
fulfill. Careful planning and sched- 
uling by the service manager is 
essential to a punctual shop, he 
| added. 


Operators View Auction 
As Vital Asset to Dealer 


DETROIT.—Auto auctions have 
added financial stability to the 
entire auto economy and offer 
dealers many other advantages, two 
operators of auctions in New Jersey 
claim. 

David B. Spielman, president of 
the newly opened 
Skyline Auto 
Auction, Caldwell 
Township, said 
auctions enable 
dealers to keep 
more efficient 
control of their 
used-car inven- 
tories. 

He called the 
auctions “sales 

; media through 
D. B. Spielman which both new 
and used-car dealers can balance 
their stocks of used cars by selling 
and/or buying from each other, 
thus keeping a saleable inventory 
at all times.” 

Some dealers owe their survival 
during last year’s recession to the 
auctions, according to Murray 
Husik, manager of the National 
Auto Dealers Exchange, Borden- 
town, one of the East’s biggest auc- 
tions. 

“Last year when the economy 
was depressed, dealers pinched 
for cash found they could readily 
dispose of excess cars at market 
prices at wholesale auctions,” he 
pointed out. 

“This often meant the difference 
between staying in business or 
closing up shop. The story would 
have been different 10 years ago; 
there were few auctions then and 
little chance of quick liquidation 
except at great sacrifice.” 

The greatest single factor in the 
rapid growth of auctions has been 
the tremendous increase in pro- 
duction and sales of new cars since 
1946, Husik said. 

“It has put a tremendous number 
of tradeins in dealers’ hands,” he 
continued. “Dealers acquired more 
used cars than they could retail, or 
models for which no market existed 
among their customers.” 

It was then that the dealer 
found that the auction was a 
good place to dispose of cars 
profitably as well ag to buy used 
cars, he said. 

Many dealers now come to auc- 
tions to trade for cars they don’t 





complete turnover of inventory 
every 30 days gives used-car lots 
a fresh look, he added. 

Husik said NADE, which now 
handles more than 500 cars at every 
sale, recently doubled the size of its 
building and added a second lane. 

Discussing the service which auc- 
tions afford the dealer, Spielman 
said dealers have an opportunity to 
deal in the same market in which 
the tradein was involved. 


“Certainly the first law to fol- 
low for an automobile man is to 
sell the used car in the market 
he trades or bought in,” he said. 
“Too many dealers miss their 
market. 

“Failure to sell the tradein 
quickly can result in losing part— 
sometimes all of the contemplated 
profit—and may even result in an 
actual loss to the dealer,” Spielman 
added. 

He said more than $300,000 had 
been invested in the Skyline opera- 
tion, which is an affiliate of Spiel- 
man Chevrolet. He said his firm 
had operated its own auction on a 
smaller scale for five years. 

a * a 
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Oregon Dealers Elect Officers— 


Newly elected officers of the Oregon Automobile Dealers Assn. are, from left, Ros 
L. Fanning (Chevrolet), Gresham, president; Rube Leslie (Lincoln-Mercury), Pendleton, 
first vice-president; Charles W. Wentworth jr. (Rambler), Portland, second vice-presiden, 


Robert W. 


Thomas (Chevrolet), Bend, secretary-treasurer; Charles S. Nelson (Ford), 


Corvallis, immediate past president, and C. A, McRobert (Ford), Gresham, NADA 


director. 


Dealers Must Woo the Public, 
Oregon Convention Is Told 


(Continued from Page 3) 


body is going to get hurt in the 
squeeze.” 

Ross L. Fanning (Chevrolet), 
Gresham, was elected president for 
the upcoming year. Other new of- 
ficers. are Rube Leslie (Lincoln- 
Mercury), Pendleton, first vice- 
president; Charles A. Wentworth 
jr. (Rambler), Portland, second 
vice-president; Robert Thomas, 
Bend, secretary-treasurer, and 
C. A. McRobert (Ford), Gresham, 
NADA director for Oregon. 

Howard J. Steib, Portland, was 
renamed general manager. 

“Profits Not Plaques” was the 
title under which Dave Reese, 
Drexel Hill, Pa., discussed expense 
control. 

He suggested that all dealers 
would make money if they con- 
stantly controlled expenses, 
learned to sell cars at a profit 
and kept a keen eye on the serv- 
ice department. He suggested 
that dealers make frequent in- 
ventories in every department of 
their dealership. 


He also urged dealers to have 
their business audited once a year 
and to have a fair analysis of 
their insurance. 

Dealers, Reese said, should not 
be so much interested in the num- 
ber of units sold, but in what they 
actually receive on volume sales 
after all overhead, including taxes, 
is deducted. 

John E. Binns, NADA director 
of management service, moderated 
NADA’s “Rally Days for Profit.” 

Dealers participated from the 
floor in panels on “How to get 
Good Salesmen” and “How to 
Make More Sales,” conducted by 
Warren A. King, automotive 


Oe 





Where Auction Handles "Paper Work'— 


This is where “paper work" is handled 


by the National Auto Dealers Exchange, 


have on their lots, Husik said. This | Bordentown, N. J. To assure complete and correct records, an. auction official said, 
exchange has the blessing of manu-/| buyers present an ID card at the auction block immediately after purchase. The card 


facturers who advise dealers &| is automatically stamped on a sales record form, he said. 


merchandising manager of Life 

magazine, 

At the final business session, 
Chris J. Hogan, a Chevrolet dealer 
in Rapid City, S. D., spoke on 
“Selling Profitably, but Selling.” 

There is no reason, Hogan said, 
why dealers should “get ina 
jangle” and cut prices just to 
maintain the volume of a particu 
lar make. 

He urged dealers to use con 
servative advertising and said the 
need continues for aggressive qual- 
ity dealers. An efficient service de 
partment, he said, means repeat 
buyers. 

Banquet speaker was Dr. John 
Acres, Tulsa, Okla. whose topic 
was, “How to Raise Cain, Kids and 
Cows.” 

The 250 delegates were welcomed 
by Salem Mayor Russell F. Bone- 
stelle, a Rambler dealer. 


Motorist-Poet 
An Ambassador 
For Rambler 


DETROIT. — An enthusiastic 
Rambler owner, John H. Mitchell, 
Sierra Madre, Calif., gave vent to 
his feelings in verse and sent the 
poem to George Romney, American 
Motors president. 

The poem, published in Rambler 
News, AMC dealer publication, fol- 
lows: 


AT LONG LAST 
I remember, I remember 
When cars were trim and neat 
And the parking of the fanny 
Didn’t take a swivel seat. 
When the visors kept the sunshine 
From burning nose and knees 
And the costliest and cheapest 
Were not as like as peas. 


I remember when the motors 
Dealt tenderly with gas 

And a tankful of the essence 
Was like a weekly pass, 

When the parking lots all welcomed 
Every car Detroit turned out 

And a modicum of horsepower 
Served to get a soul about. 


When the chemise came a cropper 
And the sack dress got the sack 
Dress designers in one season 
Could get back upon the track; 
But Detroit, in losing favor, 
Can’t get back in three or four 
So a built in obsolescence 
Haunts each auto sales floor. 


Shall I take the sculptured bustle 
And the bosomy windshield 
Which they insolently offer 
In their own pre-empted field? 
Shall I buy the big face saver 
And garage it without fuss 
While each day I step around it 
To my little foreign bus? 


No! I’ve found a fast new comer 
That respects the voice of ME 
Lets me thumb my nose at edicts 
Of the supercilious Three. 

I’m no longer at their mercy 
For American I find— 

Well, AMERICAN builds motors 
With the MOTORIST in mind. 
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AUTOMOTIVE NEWS, JUNE 1, 1959 
Output Rate Unchanged .. . 


Over Million *59 Cars 
Due in June, July 


(Continued from Page 1) 


Car, Truck Output Estimates 


otive News 


PASSENGER CARS 
(U. 8S. PRODUCTION ONLY) 


Week Week dan. 1 Jan. 1 
Ended Same Ended Total To To 
May 30, Week, May 23, Output, May 31, May 30, 
1959 1958* 1959* May 1958* 1959 
{MERICAN MOTORS 
Rambler’ .............-:.000 8,070 3,257 9,705 38,450 74,458 178,943 
(HRYSLER CORP. .... 17,150 4,786 18,877 79,501 259,989 356,363 
Chrysler 1,700 1,311 2,013 8,193 25,610 36,209 
DeSoto ........ 850 8 1,157 4,680 15,686 25,928 
DEZO oo ccscsccssscssssssesceee 2,900 328 3,930 15,418 44,216 79,122 
Imperial eupetncansonvesescocoors 300 219 421 1,560 6,933 9,954 
‘Plymo ipapriewceovemiownses 11,400 2,920 11,356 49,650 167,544 205,150 
FORD MOTOR. ............... 35,745 ~ 18,358 39,273 162,128 508,862 788,462 
scecnbalueaieatbaeusseteesies 600 347 752 2,962 6,335 20,727 
SEEIIEEg. -srbivesténvenevebscssecseces 30,150/\ 15,844 33,148 137,356 416,284 651,687 
Thunderbird ............ 1,605 933 1,845 6,802 17,721 31,855 
NEEL voccsseveecesnevcessseosee 440 263 502 2,286 13,417 14,182 
ET) cxccsscsececcestetereee 2,950 971 3,026 12,722 55,105 70,011 
GENERAL MOTORS .. 53,773 39,288 62,455 254,309 1,044,876 1,324,923 
ENE séedbusueceussceocedsduioore 3,981 4,052 4,259 17,134 116,900 123,246 
SEED. cbstiscrvecseveeseosensoes 2,688 2,543 3,375 13,504 65,429 74,523 
SEMIS” sxtnsaccovesocssescnss 29,400) 22,976 35,057 143,842 601,116 737,429 
Oldsmobile .................. 8,204 5,880 8,878 36,111 155,393 188,656 
ED dedsssusbibenmencesseeeee 9,500 3,837 10,886 43,718 106,038 201,069 
$P CORP. 
IP’ \xecesrsansoovavnve 2,652 856 3,258 12,462 14,664 77,361 





Total Cars, U. S.** ....117,390 66,574 133,568 











546,850 1,904,248 2,726,052 





"Revised 


Totals for 1958 include Packard production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 














Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
May 30, Week, May 23, Output, May31, May 30, 
1959 1958* 1959* May 1958* 1959 
CHEVROLET ................ 8,300 5,076 8,502 36,077 125,334 175,332 
EEE TE sescsestisccvceses 140 85 131 572 2,315 2,878 
Ee 64 43 69 256 1,230 1,418 
La dass cisasscebeusebes 1,400 1,218 1,479 6,265 24,509 36,243 
ei ccticschidicpinnenionianienshe 7,000 4,172 7,675 31,807 98,556 145,492 
a rasictscsseiicsstncotentass 1,506 1,133 2,110 7,805 27,574 38,760 
INTERNATIONAL ....... 3,365 1,237 3,538 14,110 42,771 61,718 
A 375 234 375 1,584 6,363 7,516 
STUDEBAKER. .............. 150 120 150 662 2,861 5,851 
cc sccsisepsccaencstes 420 198 422 1,790 7,428 8,294 
IE absithcidicriinccsnassscese 2,475 1,372 2,749 11,368 33,852 51,108 
MISCELLANEOUS** 80 52 86 346 1,549 1,711 
Total Trucks, U.S. .... 25,275 14,940 27,286 112,642 374,342 536,321 
Total Cars, Trucks, 
aS ccaghict 142,665 81,514 160,854 659,492 2,278,590 3,262,373 
Total Cars, Trucks, 
eee 10,375 10,367 8,682 39,722 177,620 197,532 
Grand Total, 
Cars and Trucks, 
U. S. and Canada ..153,040 91,881 169,536 699,214 2,456,210 3,459,905 





"Revised 


“Miscellaneous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 


“Autocar, Freightliner, Reo and Sterling 
Mack totals. 


are included in White totals; Brockway in 


§.B. All U. S. totals include cars and trucks for military orders. 


Prices Not Out of Line, Says Researcher . . . 


Exclusive Deals Defended 





ANN ARBOR.—Exclusive dealers 
and distributorships do not appear 
fo result in higher prices for the 
Public, a University of Cincinnati 
teSearcher said last week. 

Robert E. Dillion discussed his 
doctoral dissertation on “Exclu- 
sive Distributorships and Dealer- 
ships” at a tri-state marketing 
teachers meeting at the Univer- 
sity of Michigan. 

Where wholesalers and retailers 
enjoy exclusive rights to sell a 
Product within a specified territory, 
sme reduction of competition re- 
ee ee, ee 


Dealer Boyer Heads 
Minneapolis C of C 


MINNEAPOLIS.— E, William 
Boyer, partner in Boyer-Gilfillan 
(Ford) here, was 
elected president 
of the Minnea- 
polis Area Cham- 
ber of Commerce. 

N ow first vice- 
president of the 
chamber, Boyer 
will take office 
July 1. He is a 
Past director of 
j the Minnesota 
wi Automobile Deal- 

E. W. Boyer ers Assn, and past 
President of the Minneapolis Auto- 






Mobile Dealers Assn. 


sults, Dillion said. But this is not 
necessarily undesirable, he added. 


“While the general effects of ex- 
clusive selling on prices and costs 
are difficult to determine, it ap- 
pears that prices are not affected 
adversely and that costs tend to 
be lowered,” he explained. 


Higher profits and control of out- 
lets are the principal benefits 
manufacturers can realize through 
exclusive selling, he continued. 
Lowered sales volume can result 
if this method is not properly used, 
however, he said. 


“The most important benefits 
accruing to middlemen are prof- 
its and prestige,” Dillion added. 
“The most significant disadvan- 
tages are loss of freedom of 
action and low sales when the 
method is used incorrectly. 
“Manufacturers usually dominate 
their relationships with outlets, but 
have little control on certain prod- 
uct lines, 

“The relationships, sometimes 
formalized in writing and some- 
times arrived at orally, occasionally 
result in friction—but none, ag yet, 
has been lastingly serious.” 

Dillion based his findings on an- 
alysis of secondary sources in the 
field and a questionnaire mailed to 
more than 300 manufacturers, more 
than 300 wholesalers and 60 retail- 
ers. 








earlier the makers turned out 133,- 
568 cars. Truck production for the 
month totalled 112,642 units. 


* * * 


ORKING five days last week 

were the “home” plants of 
Buick, Pontiac and Oldsmobile; 
Ford division at all plants; Mercury 
at three plants; Chevrolet at four 
plants; B-O-P units at Framing- 
ham, Mass., Linden, N. J., and 
Wilmington, Del.; Rambler; Lin- 
coln-Thunderbird at Wixom, Mich.; 
Edsel; Plymouth, and Chrysler 
Corp. plants in Newark, Del., Los 
Angeles and Evansville, Ind. 


Working four days were Cad- 
illac; Studebaker; B-O-P units in 
Arlington, Tex., Atlanta, South 
Gate, Calif., and Kansas City; 
Mercury at Metuchen, N. J.; 
Chevrolet at Baltimore, St, Louis 
and Bloomfield, N, J., and Chry- 
sler and DeSoto in Detroit, 


Closed both Thursday and Friday 
were Chevrolet plants in Atlanta, 
Los Angeles, Oakland, Calif., and 
Tarrytown, N. Y., and Dodge and 
Imperial in Detroit. 


Working a full seven days again 
last week was Ford Motor Co.’s No. 
2 engine plant in Cleveland, The 
plant, which builds all six-cylinder 
powerplants for Ford and Edsel, 
worked 20 percent of its force on 
Sunday to catch up on machining 
work. 

* 

HE across-the-board five-day 

operations at Ford division last 

week enabled that maker to top 
Chevrolet in weekly output for the 
first time this year. 

Ford turned out an estimated 
31,755 cars last week, against 
Chevrolet’s estimated 29,400 as- 
semblies. The previous week, with 
Thunderbird rising to an alltime 
high for weekly output, saw Ford 
fall 64 units of topping the Gen- 
eral Motors division—that week’s 
assemblies totalling 34,993 for 
Ford and 35,057 for Chevrolet, 
The Thunderbird turnout totalled 


Early End Seen 


To Sameness 


In Auto Styling 


LOS ANGELES. —Pinin Farina, 
Italian auto designer and builder, 
has predicted an early end to the 
trend to sameness in automotive 
design here and abroad. 

Farina, who stopped here on his 
tour of the world, said this same- 
ness among body builders is due 
to a critical shortage of design 
talent. 

The European builder copies 
American styling because of his 
need to woo the American cus- 
tomer, Farina declared, He said 
Italian designs are most popular 
with builders who do not follow 
the “Detroit line.” 

At present, Farina said, he is 
building expensive auto bodies on 
a limited mass production basis, 
including a special model for 
Cadillac. The Cadillac vehicle will 
be marketed in the U.S. in July, 
he added. 

He said the car has 73 small 
electric motors to operate a variety 
of equipment and will sell for 
about $16,000. 






Driver-Training 


Halt Is Opposed 


SIOUX FALLS, S. D.—The Sioux 
Falls New Car Dealers Assn. has 
gone on record as being opposed to 
a proposal to drop the driver-edu- 
cation program in the public school 
system. 

School board members are study- 
ing the move in light of rising costs 
of the program and increases in 
number of students taking the in- 
struction. 

The association said records prove 
that young people who have taken 
driver-education courses have 48 
percent better driving records than 
those who have not been taught 
how to drive properly. 





1,845 units a week earlier, com- 
pared to an estimated 1,605 last 
week. 

In other Ford Motor operations, 
Mercury was off from 3,026 to 2,950 
units; Lincoln from 502 to 440 and 
Edsel from 752 to 600. 


* * * 


peer operations at four 
B-O-P plants and short work- 
weeks at six of 10 Chevrolet assem- 
bly units were the big factors in 
dropping GM output from 62,455 
units the previous week to an esti- 
mated 53,773 units last week. 

A breakdown of GM operations 
showed Buick off from 4,259 to 
3,981 assemblies; Cadillac down 
from 3,375 to 2,688; Oldsmobile 
off from 8,878 to 8,204; Pontiac 


Auction Prices 


On Used Trucks 





DYER (Ind.) TRUCK AUCTION 
May 1 
CHEVROLET—’57 %-ton pickup, $1,125. 
’53 pickup, $325; panel, $140. 

*49 pickup, $205. 
FORD—’57 Ranchero, $1,155 (ps). 
WILLYS—’53 pickup, $420. 


DYER (Ind.) TRUCK AUCTION 
May 15 
CHEVROLET—’ 54 tractor, $370. 
’52 1%-ton, $260. 
"49 \%-ton, $220, $150. 
"48 1%-ton, $250. 
DODGE—’'54 1%-ton, $410. 
"49 %-ton, $135. 
FORD—'56 %-ton, $720. 
’53 panel, $185. 
’47 van, $100. 
GMC—’57 dump, $1,255. 
'49 %-ton, $235. 
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down from 10,886 to 9,500, and 
Chevrolet declining from 35,057 to 
29,400. 

Chrysler Corp, was off from 18,877 
assemblies a week earlier to an 
estimated 17,150 units last week as 
a result of short workweeks at 
Chrysler, DeSoto, Dodge and Im- 
perial. 

Plymouth, the only Chrysler unit 
to show a gain over the previous 
week, was up from 11,356 to 11,400 
units; Chrysler division was off 
from 2,013 to 1,700; DeSoto dipped 
from 1,157 to 850; Dodge declined 
from 3,930 to 2,900 assemblies, and 
Imperial was off from 421 to 300. 

Among the “compact car’ mak- 
ers, American Motors declined from 
an alltime high of 9,705 assemblies 
the previous week to an estimated 
8,070 units last week, and Stude- 
baker declined from 3,258 to 2,652 
units. 

The 9,705 Ramblers turned out 
the previous week edged the former 
high of 9,441 units built during the 
week ended Apr. 18. 

* * * 

OMMERCIAL-CAR output de- 

clined from 27,286 units a week 
earlier to an estimated 25,275 last 
week, but was still far above the 
14,940 trucks turned out during the 
week ended May 31 a year ago. 


Canadian car and truck manu- 
facturers got back on a five-day 
schedule last week and turned out 
a total of 10,375 vehicles, com- 
pared with 8,682 units a week 
earlier, when the makers worked 
only four days. 

A breakdown of Canadian opera- 
tions showed the makers turning 
out 8,265 cars and 2,110 trucks last 
week, compared with 7,089 cars and 
1,593 trucks a week earlier, Only 
maker not producing last week was 
Studebaker, which has been on 
strike for two weeks. 








Vive ‘imken! 
CANTON, O.\Construction is 
under way on Timken Roller Bear- 
ing Co.’s production in Colmar, 
France. Production is expected to 
begin in 1960. 





Buick Shifts 5 Zone Chiefs 
After Resignation in L. A. 


FLINT.—Five changes in the 
Buick field sales force have been 
announced by Edward C, Kennard, 
Buick general sales manager, 

Transferred to new posts as zone 
manager were William R. Baker, 
from Portland to Los Angeles suc- 
ceeding Russell K. Kendall who 
resigned; Erv R. Tallberg, from 
Cleveland to Portland; John D. 
Duffy jr., from Kansas City to 
Cleveland; L. D. Loggins, from 
Houston to Kansas City, and Leon- 
ard B. Lane from assistant at Chi- 
cago to Houston. 

Baker, 39, started with Buick at 
Kansas City in 1947 and filled posi- 
tions in Denver and San Francisco 
before going to Portland in 1958. 


Salute to Lipman 
Rambler’s No. 1 Dealer 


Opens Third Outlet 


HARTFORD, Conn.—A free 
radio and heater with the purchase 
of a new Rambler were offered by 
Lipman Motors during “Open 
House Days” at the firm’s three 
Rambler showrooms. 


The achievements of Morris Lip- 
man were saluted by AMC officials 
in a special eight-page section in 
the Hartford Times. 

“Morris Lipman is a credit to 
American Motors and to Hartford,” 
said AMC President George Rom- 
ney in an article detailing the 
Rambler and Lipman success story. 

“Morris Lipman is a champion, 
having won the honor of being the 
world’s top volume Rambler dealer 
in each of the past four years,” 
said Roy Abernethy, AMC automo- 
tive distribution and marketing 
vice-president. 

The special section also included 
a story on Lipman’s career, which 
started as a gas-station attendant, 
and pictures of his showrooms and 
personnel. a 

The celebration marked the 
opening of the firm’s third show- 
room at 1495 Albany Ave. 





Tallberg, 37, head of the Cleveland 
zone for three years, joined Buick 
in 1948 at Pittsburgh and was as- 
signed to the Cincinnati and Chi- 
cago zones prior to being made 
Omaha zone manager in 1954. 

Duffy, 37, started with Buick in 
1946 in the Chicago zone. He was 
promoted to Milwaukee zone man- 
ager in 1954, went to Minneapolis 
in the same capacity the following 
year and was made Kansas City 
zone manager last May. 

Houston zone manager since its 
establishment in 1957, Loggins 
started with Buick at Dallas in 1946 
and he was assigned also to the 
Memphis, Flint, and St. Louis zones 
before being made El] Paso zone 
manager in 1956. Lane, 38, joined 
Buick at Flint in 1946. He went to 
Los Angeles in 1947, moved to 
Dallas in 1957 and was made as- 
sistant manager at Chicago in 1958. 

* * * 


Buick’s Rollert Visits 
Cleveland Zone Dealers 


CLEVELAND. — Edward Rollert, 
new general manager of Buick, 
addressed Cleveland-area dealers 
last week. 

A day later, Pontiac dealers gath- 
ered to meet with Semon E, Knud- 
sen, general manager of Pontiac. 

Although Buick declined to dis- 
cuss Rollert’s plans, he is believed 
to be embarking on his maiden 
tour of the hustings. 


Roadeo Champs 
Boost Safety 


DEARBORN.—The five divisional 
Roadeo champions will be featured 
in a series of safety films to be 
produced by Ford division. 

The films will be offered to TV 
stations as a public service to pro- 
mote highway safety during the 
summer. 

The champs are Leo W. Ford, 
straight truck; Herbert K, Kennedy, 
three-axle; Robert Rodesill, fou r- 
axle; Floyd Brown, five-axle, and 
H. C. Brown jr., tanker. 
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SAE Hears Buick’s Kelley rr 


3 Hats for Auto Engineers 


DETROIT.— The modern auto- 
motive engineer must be a post- 
graduate businessman as well as 
an inventor and competitor, ac- 

cording to Oliver 
K, Kelley, Buick 
chief engineer. 
Kelley outlined 
the role of the 
engineer in the 
automobile indus- 
try at a meeting 
of the Detroit 
section of the So- 
ciety of Automo- 
tive Engineers. 
“The post-grad- 

0. K. Kelley uate businessman 
stage,” he said, “seems to develop 
in the growth of-the product when 
highly efficient competitors have 
become large enough to be able to 


Obituaries 


Carl F, Norberg 

PHILADELPHIA. —Carl F, Norberg, 
president of Electric Storage Battery Co., 
died May 19. He was 60. Mr. Norberg 
had been president of Electric Storage 
Battery Co. since 1954. He started with 
the firm with its subsidiary, Willard Stor- 
age Battery Co., and worked his way up 
through various official posts until he was 
named president of the parent firm. He 
also was president of ESB International 
Corp., the subsidiary handling the com- 
pany’s business outside the U. 8S. and 
Canada. 

* + * 
Edward A. W. 

MYRTLE, Miss.—Edward A. Wyatt, 26, 
part owner of Wyatt Motor Co., Birming- 
ham, Ala., was killed May 15 in a car- 
truck collision near Myrtle. 

- * * 
Rommie J, Moore 

PORTSMOUTH, Va.—Rommie J. Moore, 
61, an auto dealer in Portsmouth for many 
years, died May 17. 

* * * 
Dave Block 

WYNNE, Ark.—Dave Block, a former 
Ford dealer and a former chairman of 
the State Highway Commission, died May 
18. After World War I, he established the 
first Ford dealership in Cross County, Ark., 
and later owned deals in Earle and Harris- 
burg. At the time of his death, Mr. Block 
headed Wynne Industrial Development and 
was active in several other businesses. 

* . * 
Joe A, Hockle 

JONESBORO, Ark.—Joe A. Hockle, 60, a 
veteran of some 40 years in the retail auto 
field, died May 19. He entered the auto 
business as a Ford salesman after World 
War I and later was with Central Chev- 
rolet Co. here. In 1957, Mr. Hockle re- 
tired as sales manager of Roland Hughes 
Motor Co., Inc. 

* * * 
Leon Lavington Jr. 

LAKEWOOD, Colo.—Leon Lavington jr., 
42, an auto dealer in Flagler for 16 years, 
died here May 21. 

* . * 
Grant O. Padget 

PHOENIX, Ariz.—Grant O. Padget, 64, 
a former Ford and Lincoln-Mercury dealer 
in Twin Falls, Id., died here May 18. 

* * * 


C. M, Beckett 

SPRINGFIELD, 0O.—C. M. Beckett, 84, 
a retired auto dealer, died May 15. From 
1918 until 1922 he had a financial interest 
in Stevens Buick Co. Then he formed 
Beckett Motor Co., a Hudson dealership 
which he closed in 1942. He was a former 
President of the Springfield Automobile 
Dealers Assn. and deputy registrar of 
motor vehicles for Springfield. In 1939 he 
Was named to the Hudson dealer council. 

* * 


Harry M. Timmis 

LA GRANGE, Ind.—Harry M. Timmis, 
48, Ford and Mercury dealer, was killed 
May 22 in an auto accident near Fort 
Wayne. He was on his way to the Fort 
Wayne Hospital to visit a son who had 
been injured in a highway collision, 

o * * 


Oscar E. Johnson 
CHICAGO.—Oscar E. Johnson, Arlington 
Heights, a Chicago auto dealer for more 
than 30 years until his retirement several 
years ago, died May 24. He was 70. 





afford equally competent engineer- 
ing departments, equally efficient 
manufacturing staffs and equally 
resourceful sales organizations.” 

The engineer, Kelley asserted, is 
“the traditional pioneer of the 
product.” 

“It wasn’t the stylist who led 
the parade with his efforts to re- 
place the horse and buggy with 
a vision of a beautiful air-con- 
ditioned drawing room on 
wheels,” hé said. 

“And it certainly wasn’t the mar- 
ket analyst who took a poll among 
the horse lovers and concluded 
what had to be done to arrive at 
today’s picture of automotive trans- 
portation. 

“The engineer had to be there 
first.” 

Kelley conceded that stylists have 
a more difficult job than engineers. 

“The basic success in engineer- 

ing comes from evolution, building 
on top of what you already know, 
while the stylist seldom has a 
chance to make evolutionary ap- 
pearance improvements in his next 
year’s model,” he said. 

“When the engineer wants the 
new styling job almost as much as 
the stylist does, he can find less 
expensive and better ways to re- 


Ford Economist 
Calls Inflation 


Continuing Peril 


NEW YORK.—A Ford Motor Co. 
economist cautioned against dis- 
missing inflation as a problem just 
because of overall price stability in 
recent months. 

George P. Hitchings, manager of 
Ford’s economic analysis depart- 
ment, said that the basic problem 
of rising costs has not been solved 
and that overall price indexes have 
been stable only because of declin- 
ing farm and food prices. 

Addressing the annual meeting 
of the National Industrial Confer- 
ence Board, he said that public 
concern with inflation has been 
focused too much on the “symp- 
tom” in the form of prices, rather 
than on the “cause” in the form 
of rising costs. 

Unless non-agricultural costs are 
kept under better control in the 
future than they have been since 
1951, Hitchings warned, the econ- 
omy is likely to suffer from re- 
tarded economic growth. 

Hitchings cited pay-rate and 
fringe-benefit increases as the 
main factor responsible for rising 
costs in recent years. From 1951 
to 1958, he said, employe payrolls 
for the total economy, exclusive of 
government and agriculture, in- 
creased 40 percent while produc- 
tion rose 16 percent, 

“This factor alone directly added 
$35 billion to the cost of produc- 
tion in 1958 compared with 1951,” 
he said. 

“If we are to stop the one-way 
street upward on prices, we must 
first control costs,” he said. “This 
cannot be done by credit controls 
and selective price controls. It can 
only be done by bringing pressures 
to bear against excessive total 
payroll expansion relative to pro- 
duction.” 


HELP WANTED 


EXECUTIVES 
AUTOMOTIVE FINANCING 


Outstanding top-level opportunities are open to a few key execu- 
tives who are interested in furthering their career in the automo- 


tive financing field. 


Candidates must have 5 to 10 years’ operations experience with 
automotive finance companies. Additional automotive dealership 


_ experience is desirable. 


These positions offer unusual opportunities for growth at salaries 
commensurate with the applicants’ qualifications, Company has 


superior fringe benefit program. 


Reply in COMPLETE CONFIDENCE stating experience, educa- 


tion and salary history to: 


Box 458, c/o Automotive News, Detroit 7 





arrange the mechanism to suit the 
styling. 

“And when the stylist wants to 
save the functional values and save 
the company’s money almost as 
much as the engineer does, he will 
be happy to take a really hard look 
at possibly beautiful shapes than 
can be created with less radical 
mechanical redesigns. 

“The stylist and the engineer 
together form a success team 
more than any other two people 
in the business.” 

The market analyst, Kelley said, 


so far has not been a strong factor 
in the design of the modern auto- 
mobile, but his influence is making 
itself felt. 

“We need to know the potential 
market for each new creation we 
can construct,” he said. “Without 
this knowledge it is difficult to ar- 
rive at the standard volume and 
the amount of tooling cost per car 
we should plan. 

“Once the utility-cost relationship 
has been established, together with 
its indicated market penetration, it 





HELP WANTED 


Auto Finance 
Manager 


Independent finance company plan- 
ning on expanding their operations, 
needs several experienced branch man- 
agers. The men we need must be fully 
qualified to handle all phases of office 
operations, including solicitation of 
dealer accounts, credit approval and 
personnel recruitment and training. 


Willing to pay top salary for top 
men. Company also pays incentive bo- 
nus plus many other benefits. 


If you believe you have the qualifi- 
cations we seek and desire to discuss 
this opportunity with us, please write 
for interview giving brief personal 
resume. All replies kept strictly con- 
fidential. 


Box 457, </o Automotive News, 
Detroit 7 


SALES MANAGER, 30-45 years of age 
for established dealership handling cars 
and trucks. Buy-in basis for the right 
man, Must know the automobile busi- 
ness and come well recommended, Send 
photograph and complete resume, Box 
453, c/o Automotive News, Detroit 7. 


SALES MANAGER—Not over 40 for com- 
plete line of imported cars in southern 
city. Trading radius of 250,000. Compen- 
sation will be based on ability. Applicant 
must be experienced, energetic and with 
unquestionable character. Box 454, c/o 
Automotive News, Detroit 7. 


TRAILER 
SALES 
OPPORTUNITY 


Major manufacturer is seeking top sales 
manager and one salesman for Chicago 
area. Must have trailer sales experience. 
Base salary $15,000 plus bonus. 


Manufacturer pays our fees. 
Send resume in confidence to 


L. B. Poole 


CADILLAC 
ASSOCIATES, INC. 


29 E. Madison Bidg., Chicago 2, Ill. 
Financial 6-9400 


cago 


AUTOMOBILE DIRECT MAIL CONCERN: 
Sales representatives — $7,000 plus to 
start. High caliber, car necessary, ex- 
clusive territory. Excellent future. Box 
416, c/o Automotive News, Detroit 7. 

COMBINATION PARTS DEPARTMENT 
MANAGER and assistant service man- 
ager. Permanent position. Experience 
with Chrysler products desirable. Lowery 
Motors, Melbourne, Florida. 

SALES MANAGER, exclusive metropolitan 
Buick dealer, Indiana. Must be aggres- 
sive, experienced in training salesmen 
and first rate closer. Excellent oppor- 
tunity for right man. Give resume of 
qualifications and experience first letter. 
Box 428, c/o Automotive News, De- 
troit 7. 


If You Have the Following 
Qualifications: 


Age 28-32, college education, retail avu- 
tomobile selling experience, we can offer 
you an excellent opportunity in Wisconsin 
territory. 

Good starting salary. Company car fur- 
nished, Fine advancement possibilities. 
Write for appointment giving brief res- 
ume of qualifications. Box 459, c/o Auto- 
motive News, Detroit 7. 





HELP WANTED 


DISTRICT 
MANAGER 
OPPORTUNITY 


The world's largest manufacturer 
of 4wheel drive vehicles is now 
accepting a limited number of 
applications for District Manager 
positions recently made available 
by our expanded sales growth. Pri- 
mary consideration will be given 
to applicants with proven past 
performance records. If you are 
qualified to develop an assigned 
permanent territory, Willys Mo- 
tors offers excellent salary, fringe 
benefits and advancement op- 
portunity. Thorough factory train- 
ing provided, Send tesume, cur- 
rent photo and reference, which 
will be held in strictest confi- 
dence, to Assistant General Sales 
Manager, Willys Motors, Inc., 
Toledo 1, Ohio. 


AIR CONDITIONING MECHANIC to serv- 
ice existing units and help install new 
units. Inskip, 304 East 64th St., New 
York City. TEmpleton 8-6100, Mr. 
Weaver. 


USED CAR SALES MANAGER for well 
established. dealership in Southern Cali- 
fornia. Outstanding opportunity, excellent 
fringe benefits. Submit resume with re- 
cent photo. All replies confidential, Box 
445, c/o Automotive News, Detroit 7. 





General Sales Manager 
Large Pennsylvania Chevrolet Dealership 
needs topnotch, hard-hitting General Sales 
Manager, one who can lead and direct large 
sales force, Excellent opportunity in well- 
established, quality operation, Excellent sal- 
ary and incentive plan for right man, Out- 
standing employee fringe benefits. Please 
submit resume with letter telling us about 
yourself. Reply Box 441, c/o Automotive 
News, Detroit 7. 


ee eNESS —————————— 

GENERAL SALES MANAGER — Buick 
dealership located in western Pennsyl- 
vania community 150,000, needs aggres- 
sive man able to organize and direct 
salesmen. Give age and complete experi- 
ence. Compensation plan is open for 
discussion. All replies held in strict con- 
fidence. Box 443, c/o Automotive News, 
Detroit 7. 


ER A ANA EE ARRAY 


OPPORTUNITY 
FOR TWO YOUNG MEN 


with technical background and administra- 


tive ability to handle codification and admin- | 


istration of warranty claims for fastest grow- 
ing imported automobile firm. All replies 
held confidential. Salary plus fringe benefits. 
RENAULT, INC., 520 N. Michigan Ave., Chi- 
11, Ul. Phone: WHitehall 3-3770. 


i 
will not be difficult to bring inty 
reality whatever the American peg. 
ple will buy in tomorrow's ma; 

“I have nothing but op 
for the future,” he declared, 4 

do not feel that we need t 
change our techniques very 

much.” 

“We do need to know, howey 
the proper timing and the proper 
selection for changing products of 
tomorrow, and I believe that the 
market analyst will be an essentig) 
and a highly respected member of 
the team in tomorrow’s market.” 





GENERAL MANAGER—FLORIDA—Look- 
ing for opportunity to buy-in in few 
years. Have over ten years’ experience 
in all phases of automobile business, Not 
afraid of long hours. Good references, 
married, and eager to go. Have own used 
car operation at present. Box 450, 
c/o Automotive News, Detroit 7. 


AUTOMOBILE FINANCE-INSURANCE 
executive, vice-president, general man- 
ager. Director in automobile insurance 
company. Age forty-three, twenty years 
with present company, member American 
Finance Conference. Experienced in all 
phases, outstanding record in dealer con- 
tacts plus complete responsibility for 
branch office operations, Highest caliber 
references, morally and _ professionally. 
Only reason for change is ambition for 
greater responsibility and higher earn- 
ings. Prefer south or southwest. Box 
451, c/o Automotive News, Detroit 7. 


GENERAL MANAGER—College graduate, 
young and aggressive, with pay-dirt ex- 
perience in retail sales, factory repre- 
sentation. I know all sides of the opera- 
tion including accounting, service and 
parts. Presently operating a profitable 
dealership. Am willing to move, If you 
have an adequately capitalized dealer- 
ship and need help, I’m interested. Box 
455, c/o Automotive News, Detroit 7. 


AUTO RENTAL EXECUTIVE — 38 years 
old, family man, desires change from 
present position. Will demonstrate ability 
to open new company or manage ¢s- 
tablished firm. Six years’ owner of own 
company with two branches in Miami 
and Miami Beach. Presently employed 
for the past three years as manager. 
Will consider moving to Los Angeles 
area. Write: P. O. Box 1011, Miami 
(North Miami Branch) 61, Florida. 


SERVICE MANAGER, exceptionally com- 
petent man, 14 years’ GM experience. 
College and General Motors Institute 
trained. Proven ability to develop top 
flight organization with unusually high 
fixed coverage. Outstanding volume and 
quality proven by dealer, zone and fact- 
tory recommendations. Presently operat- 
ing well known deal, supervising service, 
parts, new and used preparation and 
business management. Prefer aggressive 
North Jersey General Motors dealer, Box 
446, c/o Automotive News, Detroit 7. 


GENERAL MANAGER—14 years’ experi- 
ence in all phases of dealership opera- 
tion. Age 39, married, two children, Ex- 
cellent personal and business references. 
College degree with accounting major. 
Presently employed midwest. Box 447, 
c/o Automotive News, Detroit 7. 


ee ne meee, ee 
CHEVROLET MANAGER. Five years in 
present position, desires change to south- 
east. Best of references. Bondable—de- 
pendable. Salary 12M plus bonus, Box 
448, c/o Automotive News, Detroit 7. 


HELP WANTED 


FINANCE MEN 


Rapidly expanding national finance 
quarter century, needs: 


company, well established for over © 


BRANCH MANAGERS 
OFFICE MANAGERS 


; Men with recognized finance company experience and a successful record 
in soliciting dealer accounts, and/or approving credit and supervising office 


staff assured of rapid progress. 


Company offers multiple benefits including profit sharing, non-contributory 
retirement plan, incentive bonus, salary continuation, major medical insurance, 


stock purchase plan and many others. 


Write in strict confidence for personal interview giving complete personal 


information and employment history. 


Director of Personnel 


GENERAL ACCEPTANCE CORPORATION 


1105 Hamilton Street 


Allentown, Pa. 
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POSITION WANTED 
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+ Very 50, former Cadillac-Pontiac dealer, 
ness now sold, looking for position 

owever, ts southern Florida. Prior to being dealer 

Proper i Sales Representative for GM Corpora- 

ucts of tion. Health good, best of references. 

at the Hobby—s ports. Write Box 460, c/o Auto- 

aber motive News, Detroit 7. 
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RAL MANAGER-SALES MANAGER 
San Francisco Bay area, 40, married, 
ntly employed managing metropoli- 
Ee volume GM agency, with cordial re- 
hip, but prefer closer identification 

@ith dealership and customer clientele. 
mely versatile, successful bac k- 

3 nd, including finance company man- 
ent, dealership management and 
proprietorship, GM, Ford and European 
Seeking a well-established, ethical 
Wpig Three’ agency to apply proven, 
progressive merchandising techniques, 
‘personne! training and cost control pro- 
, to deliver interesting profits for 
ensurate participation. Northern 
California preferred. Available within 30 
Box 456, c/o Automotive News, 


Detroit 7. 
RAL MANAGER OR SALES MAN- 
AGER—39 years of age with 13 years 
continual management experience with 
General Motors and Ford. Excellent 
packground in organizing sales depart- 
ment, sales direction and a_ thorough 
knowledge of used car merchandising. 
Honest, sincere, aggressive and capable 
of producing volume at a profit. Can 
you character and_ business refer- 
second to none, Currently associ- 
with dealer in Boston (who knows 
is ad), and would prefer to hear 
from dealers in the metropolitan Boston 
area or New England area. Write Box 
449, c/o Automotive News, Detroit 7. 


eeee 


! Don’t answer this message un- 
jess you are desirous of obtaining a top 
ty general or used car manager at 
m thousand six hundred dollars 
yearly minimum. Forty-one years old 
with twenty-three years’ experience. A 
builder of a high quality organization 
without gimmicks, expertly qualified in 
all phases of operation, Prefer used car 
merchandising in retail operation of two 
hundred units a month or larger on 
Eastern seaboard, Proven ability with 
best of references. Write Box 430, c/o 
Automotive News, Detroit 7. 


SALES MANAGER. Heavy experience in 
new and used car operation, thorough 
knowledge in all departments including 
hiring, training, supervision of personnel. 
Age 39, twenty years’ experience, quali- 
fied references. Prefer to relocate in 
Florida. Box 431, c/o Automotive News, 
Detroit 7. 


a 
OFFICE MANAGER —G.M.I.T. trained— 
over 10 years in accounting, parts and 
service GM dealership. Desire for in- 
creased opportunity in larger dealership 
reason for change. Excellent references. 
Prefer Ohio, Indiana or Michigan. Box 
432, c/o Automotive News, Detroit 7. 


DEALERSHIPS AVAILABLE 


OWNER HAD STROKE, unable to operate 
—must sell, Handling Stude- 
baker-Willys. Good location, 150-200 po- 
tential. Dealer for 19 years. Have $22,000 
equipment, will sell for $10,000 plus in- 
ventory on parts. Lease building. Alton 
Dean, 216 N. Gadsden St., Tallahassee, 
Florida. 


DEALERSHIP HANDLING OLDSMO- 
BILE, Cadillac and Rambler, located in 
an Ohio town near a large metropolitan 
area. Parts and equipment only—no used 
tars or accounts receivable. Modern build- 
ing for lease, with plenty of outside 
Space. Used car lot adjoins building and 
is lighted. Box 461, c/o Automotive News, 
Detroit 7. 


FOR SALE: Dealership handling Rambler 

fi rich agricultural area northern Colo- 
tado college town 30,000, trade area 
about 70,000. Excellent potential. Well 
located, new facilities rented. Buy for 
inventory. Box 444, c/o Automotive 
News, Detroit 7. 


FRANCHISE AVAILABLE for one of Ger- 
Many’s finest cars, Borgward, Dealer- 
thips ready now for Illinois, Indiana, 
Wisconsin and Michigan. Martin J. Kelly, 
441 East Ohio Street, Chicago 11, Illinois. 


HANDLING LINCOLN, MERCURY, Eng- 
lish Ford in excellent Florida east coast 
town. Nothing to buy except signs, spe- 
tial tools, parts bins and parts. Write 
- ges, c/o Automotive News, De- 


FOR SALE—Imported auto dealership. 
Going business. Three franchises for 
finest quality economy and sports cars. 
tion metropolitan Detroit area. Box 
434, c/o Automotive News, Detroit 7. 


DEALERSHIP AVAILABLE handling Ford 

@ growing, healthful community in 
the southwest’s fastest growing state. 
Volume presently $1,000,000.00 per year 
With potential greater, Factory approval 
Necessary. Box 422, c/o Automotive 
News, Detroit 7. 


3 ar Se 

DEALERSHIP HANDLING “BIG THREE” 
—Sale or lease, 400 new-used, metropoli- 
tan New Jersey. Established thirty years, 
owner retiring. Box 420, c/o Automotive 
News, Detroit 7. 








Southern Massachusetts 


BUILDING FOR SALE 
OR LEASE 


(Lx sq. ft., approximately 300-ft. frontage. 
approximately 300’ by 350’. Long estab- 
lished automobile and truck dealership, oper- 
tied successfully for 30 years, Modern’ build- 
#3, {ou offices, showroom, large service 

n and body shop. Each department fully 
pped and ready for immediate use. Lo- 
on U. S. Route 44, main route to Cape 

and about seven miles east of Provi- 
dence, R. |. Attractive price for immediate 
or lease. Will carry substantial mort- 
- Owner has other interests. For details 
Me direct to owner: Mr. J. W. Dias, sr., 
Jacobs St., Seekonk, Mass, Tel: EDison 


% 













DEALERSHIPS AVAILABLE 


DEALERSHIPS AVAILABLE with a non- 
competitive TE RRA MARINA mobile 
houseboat—combination boat cruiser, 
house trailer—steel hull, aluminum cabin, 
toilet, kitchen, three open sun decks, 
One person operation. Sleeps four in 
luxury. Only $2,495 retail F.O.B, Texas 
—less liberal dealer discount, Enjoy the 
additional profits that are in boat sales, 
Your regular finance company will give 
wholesale-retail financing as in cars, Don 
Pierson Distributors, Eastland, Texas. 


HANDLING DODGE, PLYMOUTH, Dodge 
trucks—In central Pennsylvania, 50,000 
drawing potential. Selling due to ill 
health. Box 413, c/o Automotive News, 
Detroit 7. 


AUTO DEALERSHIP—Central Wisconsin 
County seat, handling GM medium price 
line. Modern building and equipment. 
Write Box 412, c/o Automotive News, 
Detroit 7. 


DEALERSHIP WANTED 





CHEVROLET AGENCY 
WANTED 


150-250 new-car located in New Eng- 


land, Mid-Atlantic, North Central or 


Florida. Capable and successful busi- 


ness executive wants buy-in arrange- 
ment (2-3 years) with retiring owner or 
outright purchase. Not 
fast deals—believe in honest dealings, 
fair trading, superb service. Box 462, 


interested in 


c/o Automotive News, Detroit 7. 





DEALER SERVICES 


Let Military Acceptance 
Help You SELL 
MORE MILITARY PERSONNEL 


Military Acceptance Corporation will help 
you make more auto sales to Military per- 
sonnel . . . because: 

1. We finance up to 36 months, 

2. Cars may be taken overseas without 
refinancing. 

3. We make auto loans, finance, or re- 
finance, anywhere in the world, at low, 
money-saving rates, for officers and non- 
commissioned officers of pay — E5 
and above . . . on a simplified, non- 
recourse basis. 

MILITARY ACCEPTANCE CORP. 

Dept. D, P. O. Box 2166, 800 eee 

San Antonio, Texas—Telephone CApitol 6-268! 
“Worldwide Financing for Military Personnel" 
(USAA Insurance available 
to qualified officers) 





H. K. Williams, Manager 
HOME DETECTIVE CO., INC. 
37 Years operating a complete 


LOCATOR AND 
REPOSSESSION SERVICE 


and America's Premier Skip Bulletins to 


dealers, banks, finance firms, law enforce- 
ment sources, Write for loss forms and 
rates on financed, leased, rented autos, 


mobile homes, tractors, trucks. Fast, daily 
service Cherry Point, Fort Bragg, Camp 
Lejeune, N. C., Wilmington and all of 
Carolinas. Write P. O. Box 862 or phone 
BR 2-2034, BR 5-3757, Greensboro, N. C. 





TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


For yeaa Annual hey 
Agreements, 
Gat Tax, Banking and Insurance 


Write for free 
“Hidden Earning Power” booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-445 
CONE SSA LN CRT TU, SET RS CRT 


STOP LOSING NEW CAR SALES! Dis- 
cover how much your competitors’ cars 
really cost, The book, ‘‘AUTO COSTS,’’ 
gives you the factory invoice prices of 
all 1959 American cars, 25 foreign cars, 
4 American trucks and all their equip- 
ment. Used by dealers and banks nation- 
wide, Order your ’59 edition today for 
only $10—three year subscription $18 
(including all supplements), AUTO 
ae Box 224, Dept. 3Z, New York 





CARS FOR SALE 








VOLKSWAGENS 


Why Use A Middle Man? 
Buy Direct from the Largest 
Exporter in Germany 
1959, '58 and '57 Sedans, Ghias, Con- 
vertibles, Micro Buses, All commercial 

models. 


ALL CARS COMPLETELY AMERICANIZED 
THROUGH OUR OWN CONVERSION 















































Bank and Trade references will 
be furnished. 


RUDI ARONS, INTERNATIONAL 
AGENCIES G.M.B.H., 


Neue Rabenstrasse 32, Hamburg 
36, Germany. 
Cable address: 
RARONS HAMBURG. 


Contract your conversion work 
through our plant. All American 
requirements met to perfection. 
Quotations on request. 
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CARS FOR SALE 


Cash in on 
profits now! 


VOLKSWAGENS 


Any model « Any type 
Any year 


IMMEDIATE DELIVERY 


directly to your port of destina- 
tion. Choose your colors and 
models from large stocks al- 
ways available. 


We Supply 


English Manuals 
Trade with America's 
Largest and Most 
Reliable Volkswagen 
Organization 
CRANE TRADERS 
INC. 


Small Car Division, 
Sales and Service 


2911 35th Avenue, 
Long Island City 6, N. Y. 


EMpire 1-1690-1-2 





Volkswagens 


TOD-O-CAR, INC. 
Immediate Delivery 


1959 sedans, convertibles, Karmann- 
Ghias, Micro Buses, 
All commercial, models. 
All Cars Americanized 


On Hand at Our 2 Locations 


1415 Haines St. 
Philadelphia 26, Pa. 
Phone: WAverly 7-3500 


Darlington, S. C. 
Clanton's Auto Auction 
Phone: L. D. 2 





VOLKSWAGENS - RENAULTS 
FIATS - VOLVOS - SIMCAS 


Fully Americanized—All Colors—Sedans, 
2-doors, 4-doors, convertibles. 


Immediate Shipment to Anywhere in 
U. S. For information, prices and details, 
phone, wire or write 


NANA TRADING CORP. 
120 Wall St., New York 5, N. Y. 
BO 9-4747 TWX 1-4811 


1959s 
Chevrolet, 
Oldsmobile, Ford, 
Triumph TR 3 


Rambler 


Most models with mile- 
age up to 4,500. 


OLIN'S U DRIVE 
2830 N.E. 2nd Avenue 
Miami, Florida 
FRanklin 1-6591 








VOLKSWAGENS 
Sedans, Ghias, Buses 


AMERICAN MODELS 
MERCEDES 220 S 


Immediate delivery direct shipments to NEW 
YORK, HOUSTON, JACKSONVILLE, Laverne 
Moore, EL 6-7551. 


BENTON ENTERPRISES, INC. 
1860 Broadway, New York 23, N. Y. 
Phone: Circle 5-0630 


Texas Division: P. O. Box 578, 
Houston, Texas, CApital 7-5260. 








CARS WANTED 


RAMBLERS 
WANTED 


Any Year @ All Models 


Late Models Preferred 
including 


Low Mileage 1959s 
Jack Schwartz 


Levittown Rambler, Inc. 
3130 Hempstead Turnpike 


Levittown, L. 1, N. Y. 
PErshing 5-9400 





YES! YES! WE BUY 
Foreign Cars Needed Now 


Renault, Volvo, TR-3, MGA, Jaguar, New 
and Used inventories bought for cash. Trucks 
pickup immediately. Phone or wire: John 
Hallums, YOrktown 5-1204, Kirkwood Im- 
porters, 1040 N. Kirkwood Rd., Kirkwood 22, 





PARTS FOR SALE 


CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 


LLOYD PARTS—Orders shipped promptly. 


Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smith. 


PACKARD PARTS, 1954, °55, ‘56. 50% 
off net, approximately 5,000 gross. Kaye 
Chrysler, Albany, New York. 





WILL BUY—LEASING 


MR. RAMBLER DEALER: Don't pass the 
opportunity at your door in leasing your 
economical high-resale product. We are 
anxious to buy your leases on qualified 
credits in all eleven western states. Write 
to: Ridgway, Courtesy Credit, 2838 N. 
E. Sandy, Portland 12, Oregon. 








DECAL TRANSFERS 


TRUCK DECALS; no charge for sketch; 
durable, brilliant colors. Write for sam- 
ples. Allied Decals, Inc., 8356 Hough, 
Cleveland 3, Ohio. 








MAILING LISTS 


DEALERS MAILING LIST—-Ford, Chev- 
rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Pontiac, Buick dealers. Complete 
national list. June, 1959 checked, 
addressed labels, 35M, $14 per M. Box 
452, c/o Automotive News, Detroit 7. 


ANTIQUE CARS FOR SALE 


1921 CHEVROLET model 490 touring car, 
excellent condition, rebuilt by General 
Motors executive. Leather upholstery and 
top, authentic, brand new, built by 
Fisher Body. A crowd gatherer. Grand 
River Enterprises, 624 New Center Build- 
ing, Detroit 2, Michigan. 
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BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.O.8. Factory Net) 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 


Four Clamp Hook-Up 
DEALERS’ SPECIAL fr.0.8. Factory Net) 


$44.85 Fed. Tax Included 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


in the Industry 
1939" 


“Leaders 
Since 


Canadian Distributors 


FIVE WHEELS, LTD. 


599 Y. St. 
Toronto, 





SHOP EQUIPMENT FOR SALE 


THREE NEW WEAVER Twin-Post Hy- 
model 


draulic Lifts (still in crates), 
EC-100, 88 to 148 inch wheelbases. Save 
$275.00 per unit. Tunmore Oldsmobile, 
2677 Delaware Avenue, Buffalo, 
York. 


SLIGHTLY USED Chester gear chain 


%-ton $55.00; 1-ton $65.00; 2-ton 
and 5-ton $125.00. Guaranteed 
Overholt Motors, Newport, 


hoists; 
$85.00; 
like new. 
Tennessee. 


SHOP EQUIPMENT WANTED 
WANTED: 


70 old style, boit-type Berger 
1 x 3 x 7 parts bins (with corner posts 
built into side). Contact Bill White jr., 
Fuller-White Chevrolet, Tulsa, Okla. 


Advertise in 
Our Want Ad Section 








CARS FOR SALE 


PUBLIC SALE OF 
COMMONWEALTH OF PENN- 
SYLVANIA USED CARS 


YEAR OLD CARS—CHEVYS—FORDS—PLYMOUTHS 


Will be offered for sale on sealed bid basis monthly by the Department of 


Property and Supplies. 


General public and dealers are invited to bid. 


Invitations to bid listing cars 


and trucks, together with instructions to bidders, may be obtained by writing 


to: 


Ralph B. Manley, Jr., Director, Automotive Bureau 


COMMONWEALTH GARAGE 
22nd & Forster Streets, Harrisburg, Penna. 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 


Car Dealer [1] 


Jobber [] Insurance O 
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“Mr. INTERNATIONAL” 


knows the used truck business, too 


He’s the Assistant District Manager, helping a dealer 
plan a used truck promotion that’s exactly right 
for the season, the market — and the dealer’s profit 
picture. 

He’s the Zone Manager, advising a dealer how to 
set the scene for more used truck sales with an eye- 
pleasing and traffic-pulling arrangement of models 
and display materials on his outdoor lot. 


He’s a Service Supervisor, instructing a dealer’s 
service force in the proper methods of reconditioning 
used trucks for highest resale value. 


‘Best deal in the truck business... 


“Mr. INTERNATIONAL” is many men, really. But 
whatever the title, his primary job is to help INTER- 
NATIONAL Truck Dealers keep their sales healthy and 
their customers happy. 


This is INTERNATIONAL HARVESTER’S plan of assist- 
ance. If you’re interested in working with an organi- 
zation like this, selling the world’s most complete line 
of trucks, an INTERNATIONAL franchise may be 
available to you. Write: Manager of Sales, Motor 
Truck Division, International Harvester Company, 
180 North Michigan Avenue, Chicago 1, Illinois. 


INTERNATIONAL TRUCKS a 





